~ 


Please fill in and return by 
January 25, 1954 -- earlier if possible 


(If you @on't wish to identify your fire, please eri your state 20 that we 
summarize your figures in the proper region.) 


of industrial ,supplies and 
© or segregated, they 


in your area do you attribute the increase or decrease 


To what factors or changes 
in your 1955 sales? (Be as specific as you can.) 


Inventory (If actual figures are not available, please give us your best estimate.) 
+.204,270 
$$ 24/2470 
exact figures; we desire this 
tq an average inventory turn- 
nationally and regionally. 


Total dollar cost of goods sold 12 tif aro 
Total dollar cost of goods sold 12 months 1953 *4£4{0 goo. 
Accounts Receivable Outstanding: 


Total dollar amount of accounts receivable December 51, 1952 


RIBUTOR OPERATIONS” 


Total number 12 months 1952 (January through December) 32000 
Total number 12 months 1955 (January through December) 
6. Employees: (Include all workers, salesmen and officials.) 
Total number of employees of firm at December 51, 1952 
Total number of employees of firm at December 51, 1955 
(OVER) 





Model E Pipe & Bolt Machine 


Selling 


Advantages 


WITH A BEAVER 


1. Lowest priced 
2. Lightest weight 


e Lightweight, economical 
Beaver Model E, weighing 185 
lbs., cuts, threads and reams 
all kinds of pipe ... from % 
to 2-inch. Using a drive shaft 
and geared tools, it cuts and 
threads all sizes of pipe from 
2% up to 8inch. It threads 
bolts and rods up to 12-inch 
in one cut; up to 2-inch in two 
cuts. With the wheel cutter it 
cuts off bolts and rods up to ” 
inch . . . with the knife cutter 
(special) it cuts, grooves or 
bevels 42 to 2-inch pipe. 

In addition to the features illus- 
trated, the Beaver Model E has 
a one-piece weldment base, a 
high-speed weather-proof 
motor mounted to permit a 
cooling flow of air, a reversible 
oil pump, quick opening die- 





3. Top quality 
4. Low upkeep 


heads—with a choice of 195 
kinds and sizes of dies; ball- 
bearing, self-centering wheel 
and-roller cutoff, for pipe or 
bolts; safety switch lock; heavy 
duty 72-inch chuck; eccentric 
cam-type pipe support; and a 
choice of 110/115 or 220/230 
volt universal motor for use on 
AC or DC, 25 to 60 cycle. 

When you sell the Beaver 
Model E to your customers, 
you are selling the top quality 
pipe and bolt machine in the 
lightweight economy field. 
Write for our latest catalog for 
information on the complete 
line of Beaver pipe tools. 

“Over 50 Years of Friendly Service” 
BEAVER PIPE TOOLS 
216-300 Dana Ave. 
Warren, Ohio, U.S.A. 
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Right-handed — like a lathe — conforming to 
standard machine tool practice. All controls 
at operator's finger tips 














The gears run in oil! Quieter running and 
longer lasting because less friction Only 
Beaver offers this in the low price class! 














Handy chip tray—removable for cleaning— 
perforated to facilitate prompt oi! circulation 


@ 














A rugged welded stee! stand is available for 
the Model E. Steel or rubber-tired wheels 
Cut shows how large pipe is threaded with 
geared threader and drive shaft 





BRONZE | 
BEARINGS 
FRONT 

















N WY why 


Lock—prevents starting motor 
chuck Protects operator and 
miury and damege 


SPINOLE “WHIP” AND WORN BEARINGS 














Renewable bronze bearings on both ends of 
the spindie insure long life and proper spindle 
alignment. Easily replaced! 


Exaggerated view showing why pipe support 
shovid be independent of the spindle + 
Prevent spindie whip,’ worn bearings and 
flat-sided threads 
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MONTHLY REPORT, 
known as the Inventory 
Line Summary, has solved 
many of a Syracuse supply 
firm’s inventory problems. 
Page 90 tells about their 
3-ledger system with de- 
tails of its operation. 














ct 


BOOST SALES? Good 
idea, isn’t it? A Newark 
sales manager tells on page 
86 how his firm has done 
just that by installing an 
incentive plan for inside 
salesmen 


— 


SALES UP 2.4%—That’s 
the overall national figure. 
You'll find out how your 
region compares when you 
read our Annual Survey of 
Distributor Operations, be- 
ginning on page 97. 


+ 


10 IN 4—Clear? If not, 
turn to page 94 and find 
out how a Cleveland sup- 
ply salesman armed him- 
self with a sales potential 
study and jumped sales to 
one customer 10 times in 
4 years. 


LINK IN CHAIN — OR — HATCHASER — These 
two conceptions of salesmanship are contrasted in a 
story that begins on page 105. Read why a Denver 
salesman holds the first viewpoint, while a salesman 
in Cedar Rapids maintains that the second category 


s the better definition 


FIRST TO KNOW - 
That's the position a dis 
tributor salesman likes to 
be in when it comes to or 
ders. An Akron house 
adapted a simple system to 
post salesmen immediately 
on incoming orders. Page 
88 tells how it’s done. 


CONSOLIDATION of 
several operations in one 
lant was achieved by a 
Lchsentiile supply house. 
Page 108 gives details— 
plus an aerial view of the 
new building. 





U. S. Investments Abroad. 


Talk of the Trade... 


Editorial 


REGULAR FEATURES 


Supply Sales Trends 


Price Index 


Outlook For Business.......... 


News 
118 How You Can 
120 On the Market Today 





0 yorhR ome tg mete 


FLAT HEADS 


HK INTERNAL WRENCHING 


HK SOCKET SCREWS ARE: * ‘ ; — 
* Held to Class 3 Thread Fit . . . Individu- 

ally hand inspected. Socket Cap Screw 
*® GUARANTEED TO GIVE . 

UNFAILING PERFORMANCE. , 


HK SOCKET SCREWS ARE 


* Made of special analysis alloy steel by a 
Holo-Krome patented process and heat 
treated to develop the utmost in physical 
properties. 


. lity controlled in Holo-Krome’s own ‘ i , . 
RS eee SS eaaeee Industrial Distributors like the Holo-Krome 100% 
Distributor Sales Policy. Your territory may be open. 


Interested?’ Write for details! 


HOLO-KROME 
lold 


SOCKET SCREWS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN, U.S.A. 
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Link-Belt sprockets with taper 
lock bushings can be installed 
and removed right on the job 
without reboring. 


Roller Chain Wheels 
With Taper Bushings 
Need No Reboring 


The recent introduction of Link 
Belt sprockets with taper lock 
bushings has proved a shot-in 
the-arm for distributor roller 
chain sales. It’s the ideal answer 
for the man who needs a drive 
fast because the distributor can 
deliver a popular range of sizes 
right off the shelf with no delay 
for reboring 

Mounting, too, is simple and 
sure. Action of the taper bush- 
ing provides a firm fit for its 
full length and accepts the full 
range of normal shafting toler- 
ances. Disassembly is quickly 
and easily accomplished with 
great savings of time, labor and 
equipment 

Book 2449 gives all specifica 
tions of these bushings for single 
widths of chain from RC-40 
through RC-160, as well as for 
three multiple-width chains — 
RC-40-2, RC-50-2 and RC-60-2 
Many are similar to and inter 
changeable with those now used 
in Link-Belt stock silent chain 
sprockets 





New Link-Belt “Mill Bearing” Has 
Steel Housing for Heavy 


Link-Belt Gives You Most 


Series LPKG6GS800F Mill Bearing 


for 2744 to 7-in. shaft sizes. 








Comprehensive Idler Line 


By maintaining adequate stocks 
of idlers, distributors provide 
customers convenience and speed. 
Use 48-page Idler Book 2416. 





“HS” Buckets Provide Long Life at Low Cost 


Link-Belt “HS” High-Speed ele- 
vator buckets make possible the 


| ultimate in centrifugal discharge 


elevator operation at either high 


| or low speeds. High bucket ends 


minimize spillage. Low front lip 
provides efficient pick-up. Extra- 


strength features mean that “HS” 
buckets last longer, too. Remem- 


ber too that the Link-Belt buckex 
line is complete—steel, maile- 
able and Promal! buckets of vari- 
ous designs, including Salem and 


| continuous types—a right one 


for every elevating job. 


Because Link-Belt makes all sizes 
and types of idlers—in a broad 
range of roll diameters and belt 
widths—customers can get the 
ones that are right for their exact 
needs. Check the following table: 








Type of Duty a 


Continuous service for 
all but the heaviest and 
coarsest of materials. 








Continuous service for 
belts carrying the 
heaviest and coarsest 
materials. 





Continuous service, 
maximum volume of 
material per lineal foot 
of belt 





Continuous service for 
large volume of mate- 
rial at maximum 
economy. 





For grain and similar 
light materials where 
only light belts are 
needed. 





Intermittent or light 
service for fine or 
small lump materials 





For fiat belts, contin- 
uous service, where 
sturdy construction is 
required. 
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Loads, Impact 


Most recent Link-Belt effort to 
furnish a bearing for every in 
dustrial need is the introduction 
of the new “Mill Bearing,” a 

roller bearing pil- 

*% Sales iow block with 

cast steel housing 

Meeting Th. LPK6S00F 

in Print Series incorpo- 

rates the proven 

Link-Belt self-aligning roller 

bearing in a sturdy, compact 

housing to withstand heavy loads 
or severe impact. 

Designed particularly for steel 
mills, mines, foundries and heavy 
excavating equipment, it offers 
a host of features that add up 
to free-rolling, long-life efficien- 
cy under the toughest operating 
conditions. 

Further evidence of Link-Belt's 
progressiveness is the develop- 
ment of two new ball bearing 
pillow blocks. The JPS200 has a 
pressed steel housing that offers 
great economy where speeds are 
relatively low and loads are 
light. The P2-200 pillow block 
is part of the regular 200 series 
but has higher base-to-center and 
longer bolt-center dimensions to 
increase interchangeability with 
other blocks. 


Ewart Detachable 
Still Widely Used 


Introduced in 1870, Ewart De- 
tachable Link-Belt continues to 
be the most popular chain for 
lighter types of elevators and 
conveyors. It is also used for 
moderate-speed drives. Combin- 
ing utility, economy and de- 
pendability, it is made of highly 
perfected malleable iron or of 
Promal for gritty conditions. 





LINK-BELT COMPANY 


Plants in: 

Indianapolis « Philadelphia 
Chicago + Atlanta + Colmar, 
Pa. « Houston + Minneapo- 
lis « San Francisco + Los 
Angeles « Seattle. 13.454 


Offices in Principal Cities 














NOW Threadwell 


quality is protected 
in new plastic packages! 


In April Threadwell Distributors will begin to receive Threadwell 
taps in striking new lifetime plastic packages. 

These packages will not only protect the fine quality of 
Threadwell taps but will also speed up delivery both to the 
Distributor and the user. 

Threadwell is justly proud of the high quality of its products 
and this new package is one more evidence of our policy to 
produce the best possible product at the lowest possible price. 
Our only business is the manufacture of fine cutting tools. We 
intend to stick to our last. . . first. 


specify 
in the first place 


THREADWELL TAP & DIE COMPANY «+ GREENFIELD, MASS. 
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The Cover 


The question and answer method is one 
of the commonest and most effective ways 
of obtaining information. Once again, 
we've utilized it to compile our annual 
survey of distributor operations. You'll 
find out where you stand, what the cur- 
rent picture is, and some predictions 
about the future, if you turn to page 97. 
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The CLAUSING 
VERTICAL MILLER 


is NOW READY FOR YOU! 


For versatility, accuracy and economy, the new Clausing 
Vertical Milling Machine has more Plus Value feaiures 
than have ever before been available in a miller at or 
near its price! 

It has Versatility Pius! Especially designed for tool room, 
pattern shop and general purpose use, it is actually sev- 
eral machines combined in one. The spindle head can 
be swiveled in a vertical plane and set at any angle, 
and turret rotated in a horizontal plane making it pos- 
sible to mill, drill, bore, ream and shape at all angles, 
with one setup. 

It has Accuracy Plus! The heart of the Clausing Mill is 
its rigid, high precision spindle head. It has 7 ball bear- 
ings — spindle is chrome nickel steel, hardened and 
ground — quill, hardened and ground, has honed bear- 
ing seats — overarm is rigid steel casting, with %” 
thick walls precision ground — drive has 4 ball bearings. 
Quill has micrometer depth control stop and two feeds; rack 
controlled by lever for sensitive feed and gear controlled 
by hand wheel for fine feed. All feed screws have ground 
threads, turn on ball bearings, have large micrometer dials. 
Table surfaces and dovetail ways on table, saddle, knee 
and column are precision ground. 

It has Economy Plus! The Clausing has many features 
that reduce setup and operating costs in both tool room 
and production milling. It's low in initial investment, and 
careful selection of materials and precision workmanship 
assure long service. 

Write today for the complete story of this sensational 
new machine tool! 


CONDENSED SPECIFICATIONS 


Size of Table___.. a ew lg 
Longitudinal Table Travel eS ey 
Transverse Table Travel..................-..-.-...-.-.... 5” 
Vertical Travel of Knee... ieihocsina” Vn 
Maximum Distance Spindle to Table we 
Maximum Distance Spindle to Column 8%” 
Quill Travel Ss 3” 
Spindle Speeds: Six, 180 to 3250 R.P.M. 

No. 7 Brown and Sharpe or No. 2 Morse Taper 

Spindle Optional 
Operates from “2 or % HP, 1725 R.P.M. Motor 


MILLS, DRILLS, BORES, REAMS 
& SHAPES ... AT ALL ANGLES... WITH ONE WORK SETUP! 


CLAUSING DIVISION, diéas. Press. Company (OU TRYL [4 


3-117 N. PITCHER ST., KALAMAZOO, MICHIGAN 
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WRITE FOR ILLUSTRATED LITERATURE TODAY! 











All Raybestos-Manhattan 


Distributors and their Customers 


Benefit from R/M’s... 


PROGRESSIVE PRODUCT DEVELOPMENT 








Constant advances in R/M’s engineering of industrial rubber 
products give the sales advantage to the R/M distributor. 
For example, the new revolutionary “XDC” cover for Con- 
veyor Belts provides super resistance to cuts, tear, and abra- 
sion ... provides a longer wearing cover that greatly extends 
the life of R/M conveyor belts. It is the latest of many engi- 
neering firsts over the years in R/M conveyor belt design. 
The R/M Super-Power V-Belt, using new super strength 
cords with 40% more horsepower than regular V-Belts, is 
another line leader that makes it easier for distributors to 
sell R/M industrial rubber products, giving the ultimate 
customer “More Use per Dollar”. 

R/M welcomes the opportunity to discuss with you other 
benefits that will bring you “More Sales from every Dollar 

Strategic Warehousing, Dependable Delivery of Selling Effort”. 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


@BhH Oo Sr tk 


Flat Belts V-Belts Conveyor Belts Air, Water, Steam Hose Oil, Suction Hose Industrial Fire Hose 











Other R/M products include: Industrial Rubber * Fon Belts * Radiator Hose * Brake Linings * Brake Blocks * Clutch Facings 
Asbestos Textiles * Packings * Engineered Plastic, and Sintered Metal Products * Bowling Balls 
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Distribution 


U.S. Investments Abroad: 
Bié and Getting Bigger 


By the Economics Department 
McGraw-Hill Publishing Co. 


MERICAN industry has more 

than $15 billion invested in for- 

eign firms, and the long term outlook 

is for even more billions to follow. 

This is part of the first accurate picture 

to become available since the war of 
our foreign investment situation. 

These facts, and others, are re- 
vealed by a just published census of 
foreign investments taken by the U.S. 
Department of Commerce. Main 
points revealed by the census are 

1. American industry has a total of 
$15 billion invested abroad. This is 
the book value of all direct invest 
ments by United States firms and in 
dividuals in foreign corporations or 
branches. The book value reflects only 
the cost when they were built 
depreciation. If many of these plants 
or oil wells, mines, or utility installa 
tions were to be rebuilt at today’s in 
flated prices, they would cost a lot 
more than they did formerly. There 
fore, the replacement value of all these 
investments is considerably greater 
than the $15 billion (book value) 
which the Department of Commerce 
has adopted as the best measure. 

2. Income to United States citizens 
from foreign investments has averaged 
about $1.2 billion annually since 1946 
This $1.2 billion includes the amounts 
that American-controlled foreign cor 
porations paid out as dividends and 
interest to American security holders 
and the branch profits that overseas 
branches of United States Companies 
remitted to their home offices 

In 1952 American-controlled com 
panies abroad remitted to the United 
States a record $1.4 billion in divi 
dends and branch profits. But in 1953 
profits remitted to this country de 
clined for the first time in the post-war 
period, while profits retained abroad 
were the largest ever. 

3. Each vear since 1946, American 


le SS 


firms and individuals have invested 
about $1.1 billion of additional capital 
in various enterprises abroad. Foreign 
investments come about in two ways. 
Companies (or individuals) invest 
their capital in new foreign ventures 
and some of the earnings of compa- 
nies already established abroad are re- 
invested in the enterprise. 

Of the $1.1 billion of additional 
United States investment abroad each 
year, on the average, about $630 mil- 
lion was new capital and about $500 
million represented the reinvestment 
of earnings. 

4. Investment by American indus- 
try in manufacturing plants and pe- 
troleum enterprises abroad has in- 
creased more rapidly than investment 
in all other tvpes of foreign industry. 
Between 1943 and 1950, investment 
in manufacturing plants increased 
from $1.9 to $3.7 billion, or about 
100%. Investment in petroleum in- 
creased even more rapidly. In 1943 
the value of U.S. investments in for- 
eign oil wells and refineries was less 
than $.8 billion. By 1950 it had grown 
to $2.3 billion—an increase of almost 
200%. 

5. Very little additional investment 
has been made in agriculture, railroads, 
public utilities or other miscellaneous 
industries, such as trade facilities, fi- 
nance and insurance. Since 1950, 
however, an increasing amount has 
been invested in mining and smelting. 
This has been part of the defense 
effort to increase supplies of iron ores 
and nonferrous metals, since Korea. 


Major Investment Remains 
In Western Hemisphere 


The great bulk of United States 
foreign investment has always been 
concentrated in the Western Hemi- 
sphere. In 1950, 40% of U.S. direct 
investment abroad was concentrated 
in Latin America:and 30% in Canada. 
Thus, over two-thirds of total United 
States investment outside of the 
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United States is concentrated on the 
North and South American conti- 
nents. 

Many firms find that the problems 
they encounter in Canada are little 
different from those in the United 
States, and do not consider their in- 
vestments there as foreign. For the 
purposes of the census, however, 
United States investments in Canada 
are considered foreign investments. 


Most U. S. Investments 
Centered in Canada 


Canada has remained the single 
most attractive country for United 
States venture capital. Direct invest- 
ments in Canada increased nearly 
80% from 1929 to 1950. Much of 
the increase occurred after World 
War II. Since 1943, about two-thirds 
of it has been due to the reinvestment 
of earnings by a large number of 
American firms already well estab- 
lished there. Most Canadian invest- 
ment is in manufacturing industry, 
but recent petroleum and mining ven- 
tures are taking on added importance. 

Seven countries account for over 
83% of all direct investment in Latin 
America. Among them, Venezuela, 
with its large proven oil and mineral 
reserves, is the most attractive to 
American capital. In 1950 over 20% 
of U.S. investment in Latin America 
was concentrated in Venezuela, most 
of it in petroleum and mining enter- 
prises. Following Venezuela, Brazil 
and Cuba vied for second place, each 
with 14% of the total investment in 
the area; Chile was fourth, accounting 
for 11%; Mexico fifth with 9%; and 
Argentina and Panama tied for sixth 
with 7% each. 

Europe has declined as an area for 
American capital investment. Little 
new direct investment has taken place 
there since 1943. Just enough has 
been reinvested by established firms to 
balance out the liquidation of numer- 

(Continued on page 10) 





Make Your Cun COUPLING 
ATTACHMENTS . . . Qaichty 
Cowily ,..10 ALL TYPES OF 
INDUSTRIAL HOSE... 


Now, right in your own shop, you can attach 
“Holedall” Couplings to any type of industrial 
hose .. . to meet your customers’ requirements 
for coupled hose promptly, and with the assur- 
ance that you are furnishing the strongest, 
safest couplings for every type of service. 


The “Mulcoram” . . . the hydraulic press for 
making the coupling attachment . . . is small, 
compact and inexpensive. It is easy to operate, 
either manually or by power. 


The “HOLEDALL" 
HOSE COUPLING 


Attached quickly and easily by the hydrauli 
cally-operated “Mulcoram”, this unique 
coupling is there to stay . virtually molded 
to the hose by a multiple gripping arrange- 
ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures. Furthermore, it 
is not necessary to alter the hose in any way 
before making the attachment no buffing 
or cutting of the cover 


oy? 
wortdAlt 
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With the “Mulcoram” and “Holedall” Cou- 
plings, you can quickly supply complete hydraulic 
hose assemblies, using wire, rayon or cotton 
braid hose; or you can furnish wrapped ply and 
rubber or cotton covered hose with couplings 
attached. Never before has such a practical, 
economical method, or such assurance of cus- 
tomer satisfaction with the couplings supplied, 
been available. It will pay you to get all the 
details. 


WRITE Zocay FOR 
THIS BOOKLET... 


Completely illustrated, it describes 
the revolutionary MULCONROY 
HOSE COUPLING SYSTEM and how 
quickly, easily and economically it 
can be operated . in your own 
shop, without skilled labor . . . to 
provide, coupled hose of any descrip- 
tion, with couplings that can’t come 
off and which actually prolong the 
life of the hose by protecting it 
against the effects of continuous 
flexing at connecting poiats. 


PLING 
cor AN 
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BOOST YOUR PROFITS 


WITH 


LUNKENHEIMER 





OIL AND GREASE CUPS 


Fig. 1840PT 
150 ib. Air Nozzle 


Yes, Lunkenheimer produces the highest 


; vality Engineering Devices, as well as the 
Your customers are looking for ways to make their oo . ; 
; world’s finest valves. And today — with the 


expensive machinery last longer. Boost your profits high cost of maintenance — your customers 
by showing them how Lunkenheimer Lubricating NEED the.extra margin of quality. in design 
Devices cut maintenance costs. Explain how Lunken- and workmanship that has made Lunken- 
heimer Air Devices stop air leaks, too, and point heimer products world-famous. 

out the advantages of Lunkenheimer Liquid Gauges. 

Ail these carefully built bronze accessories assure LUNKENHEIMER 

longer wear with /ess repair. For literature and pro- 

motional ideas, see your Lunkenheimer Represent- 

ative, or write to The Lunkenheimer Company, Box 

360U, Cincinnati 14, Ohio. 


The Cost of a Lunkenheimer Valve Gets Smaller 


BRONZE «. IRON « STEEL and Smaller and Smaller with Every Passing 
Year of Dependable Service. 


LUNKENHEIMER 
THE ONE (fheat nrme IN VALVES 
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L-253-12B 








An Excellent Distributor 
Arrangement Makes 
SUPREME a good 


line to handle! 


, 


ICED RIGHT..THEY SELL! 


Here's a chuck you can 


recommend and sell with confidence 


inside and ovt for ~—s- - - giving your customers the extra 


greater durability: value they look to you to supply. 


Write for copy of distributor arrangement. 


SUPREME PRODUCTS, INC. 
2222 S. CALUMET AVE., CHICAGO, ILL. 


the chuck that lives up to its name .. . SUPREME 
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U. S. Investments Abroad: 
Big and Getting Bigger 


(Starts on page 7) 





ous investments resulting from the 
economic and political realignments 
since the war. About $500 million 
was reinvested by American firms al- 
ready operating in the United King- 
dom and other Western European 
countries between 1943 and 1950. 
Nevertheless, Europe’s relative impor 
tance as an area for America invest- 
ment has declined: In 1950 only 15% 
of total United States direct invest 
ments abroad were invested in Europe 
compared with 25% in 1943. 

American investment in the rest of 
the world has been mostly in those 
Middle East countries which produce 
crude oil. United States investments 
in the Arabian states rose from about 
$60 million in 1943 to about $680 
million in 1950. 

United States investment in Asia is 
still very small. Investment in all of 
Asia, including Australia, the Philip 
pines, India, Idonesia, Japan and 
smaller countries, is valued at under 
$700 million, less than 9% of total 
United States investment abroad 
Most of it is concentrated in Australia 
($200 million) and the Philippine Re 
public ($150 million). 

The value of United States invest 
ments in Africa—potentially an attrac 
tive area for United States capital 
was $353 million in 1950, or only 
about 3% of total American direct 
investment abroad. Most of it is in 
mining enterprises in the Union of 
South Africa and the Rhodesias, and 
in rubber and ore in Liberia. 


$114 Billion Comes Home 


Net earnings of U.S. direct invest 
ment enterprises overseas in 1950 
amounted to $2 billion, but only $14 
billion represented actual income to 
American stockholders and corpora 
tions. Most of the remainder was re 
invested in the enterprises abroad 
(about $475 million), or was paid to 
foreign stockholders. 

It is significant that the two indus 
tries which increased their foreign in 
vestment most since the war were 
those that earned the highest return 
on the investment. Petroleum and 
manufacturing industry, which ac 
counted for about 60% of the total 
investment abroad in 1950, produced 
70% of net earnings. In contrast to 
these two industries, which provided 
lucrative fields for investment and 
therefore grew most rapidly, agricul 
ture and public utilities remained un 

(Continued on page 14) 





«but 
Experience Cannot be Copied 


More than a quarter-century ago MARVEL invented and basically 
patented the MARVEL High-Speed-Edge Hack Saw Blade—the 
UNBREAKABLE blade that increased hack sawing efficiency many- 
fold. 


Every MARVEL Hack Saw Blade ever sold has been of that basic 
welded high-speed-edge construction, with constant improvements 
from year to year, as EXPERIENCE augmented the “know-how’’. .. 


MARVEL is not “‘tied’”’ to any single source of steel supply, and has 
always used the best high speed steels that became available from 
time to time as metallurgy progressed. When-as-and-if finer steels are 
developed—and are proven commercially practical for welded-edge 
hack saw blades—MARVEL will use them, regardless of cost or 
source .. . 

There is only one genuine MARVEL High-Speed-Edge! All other 
“‘composite”’ or ‘“‘welded-edge” hack saw blades are merely flattering 
attempts to imitate— without the “know-how” of MARVEL 
EXPERIENCE ... 

Insist upon genuine MARVEL High-Speed-Edge when buying hack 
saw blades—and be SAFE, for you can depend upon MARVEL. 
They have been “‘tested’’, “‘pre-tested’’, and “‘re-tested”” by thousands 
of users for more than a quarter-century! 


me 4 


Better Machines-Better Blades : é -: 


ARMSTRONG-BLUM MFG. CO. - 5700 Bloomingdale Ave. - Chicago 39,U.8.A. 
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No. 1250 9” High Speed 
Heavy Duty Sander 


No. 1259 9” Standard Duty 
Sander 


No. 1267 7” High Speed 
Heavy Duty Sander 


No. 1265 7“ Special Electric 
Sander 


No. 1256 7” 
Lightweight 
Electric Sander 





Portable Sanders 


Smooth, dependable SIOUX yond a doubt, the SIOUX 
Sanders assure the highest reputation for precision engi- 
quality work with cost-cutting neering and quality manufac- 
speed and efficiency. ture. There’s a SIOUX Sander 

Forty years of outstanding to meet each requirement. 
service have established, be- 


*» BALL BEARINGS PERMANENTLY LUBRICATED y HEAT 

TREATED ALLOY GEARS Ra CYCLONE FAN VENTILATION » 

PATENTED SPINDLE LOCK FOR CHANGING DISCS y» THREE 

CONDUCTOR CORD FOR GROUND » DURABLE ALUMINUM 

METALLIC FINISH 4 OIL PACKED Rup SEALED » NEEDLE 
ROLLER BEARINGS 





“RESIN BOND” ABRASIVE DISCS 
7 A Type For Every Purpose 
~ INDUSTRIAL + REGULAR + OPEN COAT 


use SIOUX ALL THE WAY THROUGH! 


Electric Drills, Sanders, Polishers, Bench Grinders, Abrasive Discs, Portable 
Grinders, Valve Seat and Face Grinders, Electric Hand Saws, Flexible Shafts 


Sold Only Through Authorizod SIOUX Distributors 


ALBERTSON & CO., INC, 


SIOUX CITY, IOWA, U.S.A. 
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Possible $283.50 Savings: per 
Day for International 


Harvester Co. 


Ql. 








PROTO » g A 
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Now! ...New 500A 4.5 ivrinnt Ard 


(Starts on page 7) 


E> | rss l i> attractive fields for United States ven- 
ture capital. 


Besides petroleum and manufactur- 
ing, investment in mining and smelt- 


e hi . 
| h ead ing has proved attractive and grown 
Pipe & Bo t T r ing Mac ine with faith iil since 1950. These min- 
. ing investments, however, are highly 
New Speed-Grip Chuck concentrated. In 1950, about 85% 
were located in the Western Hemi- 
sphere, principally Canada, Chile, 

Speed-chucking Mexico, and Peru. 


your customers Mest Firms Formed Abroad 


There are two major types of or 
ganizations under which companies 
with foreign investment enterprisc 
operate. They are either incorporated 
abroad or established as branches of 
the parent concern. Over two-thirds 
(5,000 out of about 7,500 foreign or 
ganizations controlled by Americans in 
1950) were incorporated abroad. The 
remaining one-third of the enterprises 
were either branches, partnerships or 

2 proprictorships. 
Built like : Most American-controlled foreign 
a machine enterprises are incorporated abroad 
tool! ' because earnings of a foreign corpora- 
tion are not usually taxable in the 
United States. Only that part of their 
income which is paid out as dividends 
to the American owner of the stock 
H nei smn ; is taxed by the U.S. government. Also, 
Entirely new principle of gripping pipe or rod foreign incorporation, particularly if 
Not just another hammer chuck some local capital participates in the 
%& Speed-Grip Chuck guaran- %* Easy to operate: close grip- —— oe me poodact greater oun- 
teed to hold any kind of pipe tooth jaws on work with hand w Tike cutiook for 1954 is § 
securely both ways, forward and_ wheel, sock it lightly —motor hy: “ = Pca grat talaga Be ext 
action makes it hold still tighter. what less private foreign amy estinent 
than took place in 1953. The estimate 


%* No slipping, even in driving * Releases easily by turn of for 1953 stands at about $1 billion, 
geared tools. hand wheel. slightly less than was invested overseas 
. P by American companies in both 1951] 
New “500” threads, cuts, reams with top work-saving ease— | and 1952. ~~. 
ready in seconds to work any kind or size of pipe, 4%” to 2”, | The reason for a decline in invest 
bolts 4” to 2’. Power for geared tools to 12’’. Independent | ment abroad in 1954 is that demand 
| 


operation of tools. Quick-opening die heads—quickest possible in the U. S. for the goods that these 


set-up. With new Speed-Grip Chuck, No. 500A; with lathe-type alien tebe. sBe s caied of 
wrench chuck, No. 500. Conduit and special dies on request. | declining business activity in the U.S., 
Immediate deliveries—order today! less new capital is likely to be invested 
THE RIDGE TOOL COMPANY «+ ELYRIA, OHIO overseas. Furthermore, if earnings of 
American-controlled foreign invest 
ments should decline in 1954, thes« 
companies will have less capital avail 
able to reinvest. Thus, there is a good 
chance that reinvested earnings may 
drop off next year, too. It is therefore 
possible that the recent level of about 
$1 billion of additional foreign invest- 
ment each vear will not be maintained 
in 1954 and 1955. 
However, the long-term outlook is 
(Continued on page 138) 
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it Pays to Stock 


SIMONDSS5DIE STEEL 


.-- OIL or AIR Hardening 


Ready for 1001 uses, Simonds “‘ Red Streak’”’ Die 
Steel offers your customers a choice of either OIL 
or AIR Hardening. Made from Simonds own 
steel, it’s precision ground to a thickness limit of 
plus or minus .001", and has an extra smooth sur- 
face finish cf 25 to 35 micro inches. Edges and 
ends are square and parallel, with all scale, de- 
carburation and surface defects removed. All 
sizes come individually packaged with heat treat- 
ing instructions. 


SIMONDS O/L HARDENING DIE STEEL 


(non-deforming Molybdenum Type) is uni- 
formly annealed for easy machining and uni- 
form hardening. Due to its wide hardeni 
range (1450 to 1540) good results are os 
with even the simplest heat treating equip- 
ment. Stock sizes are available from \%;" to 3” 
thick and \%” to 14” wide in 18” lengths. The 
heavier sizes also come in 36” lengths. 


SIMONDS AIR HARDENING DIE STEEL 
(non-deforming 5% Chrome Type) is spheroid- 
ize annealed for good machinability and uni- 
form hardenability. Its wide hardening range 
(1700 to 1800 F) makes it practically foolproof 
in heat treating. Stock sizes run from %” to 
2” thick and 2” to 10” wide in 36” lengths. 


There’s a constant demand for Simonds Flat- 
Ground Die Steel. It pays to carry many sizes in 


" SIMONDS 


| SAW AND STEEL CO 

me 1 4 

FITCHBURG, MASS 

Factory Branches in Boston, Chicego, Sen Francisco ond Portland, Oregon 
; Canadian Factory in Montreal, Que. 





INDUSTRIAL DISTRIBUTION © MARCH, 1954 





Tested patterns for mounting pressures . . . 


orkid 


MI 


cast steel — 





Jenkins Cast Steel Valves 
on high pressure lines in 
recently completed ad- 
dition to Detroit-Edison 
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provide mounting sales opportunities for 


JENKINS DISTRIBUTORS 


Pressures and temperatures continue to mount higher in power 
generation and industrial processing services. This means an active 


market for valves designed for these changing needs. 


Ready to translate this demand into mounting sales is the 
Jenkins Distributor. The wide selection of Jenkins Cast Steel Valves 
he has to offer are designs that have met the test in tough, 
rugged services throughout the industry. 

In these valves, Jenkins provides a wide margin of strength 
and safety beyond ratings, as well as special refinements that extend 
their long, trouble-free performance. Resulting top efficiency 
and low maintenance records measure up to high standards 


established for all valves developed by Jenkins valve specialists. 


Here, again, is evidence that Jenkins offers a complete valve 
line, expanded and improved, as need arises, to provide more sales 
opportunities for Jenkins Distributors. It’s another reason why, 
year after year, it pays, and pays well, to sell Jenkins Valves. 


Jenkins Bros., 100 Park Ave., New York 17. 


NEW Catclog of Cast Steel Valves Describes 


other technical data covering all potterns of 
Cast Stee! Valves now available from Jenkins, 
Another handy “sales tool for Jenkins 
Distritwiors, 
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Popular Sizes 
in Coin Pak... ise me 


(TRADE MARK REG.) 


and Modern 2-Label Cartons 


Everybody wants M-C Lock Washers . . . machine packaged* and counted 
. which combine the advantages of 2 Great Packaging Ideas. 

Coin Pak — Makes M-C Lock Washers easier to stock, easier to handle. 

9 Popular Sizes (A.S.A. Medium) 3/16", 1/4", 5/16", 3/8", 7/16", 1/2", 

9/16", 5/8", 3/4". 


Coin Pak — cuts costs, cuts losses for the distributor, for the user. No 
counting. No weighing. Simpiifies inventory control. 


Coin Pak machine packaging safeguards quality . . . eliminates “linkers”, 
off-sizes, foreign matter. 


Coin Pak — and 2-Label Telescope Cartons — combine Two Modern 
Packaging Ideas — yet cost no more than ordinary packaging. 


Ask about JOB-PAK 


Modern Bulk Packaging of lock 
washers by the originators of Coin 
Pak gives you the contents of a keg 
in ONE Shipping Container, divided 
into 6 eaval cartons, labeled and 
counted, designed for shelf storage. 
No more kegs on floor, in aisles. 
Ask for descriptive folder. 
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U. S. Investments Abroad: 
Big and Getting Bigger 


(Starts on page 7) 





for a gradually increasing volume of 
American investment overseas. In 
creasing demand in the United States 
for raw materials, and new investment 
opportunities abroad, should provide 
the impetus to American businessmen 
to invest their capital in promising 
foreign ventures. 

What form will this prospective in- 
crease in investment take? By and 
large the areas that now are relativels 
underdeveloped will get most of the 
investment capital. It will be used 
to develop the abundant mineral re 
sources, to build oil refineries, power 
plants, railroads and public utilities, 
and to construct light and perhaps 
some heavy manufacturing plants. 


Latin America Remains 
Most Important Area 


Latin America will probably remain 
the most important area for some time 
to come. Many Latin American coun 
tries still have large undeveloped 
sources of raw materials, the develop 
ment of which will require construc- 
tion of roads and power plants. These 
will absorb a great deal of public as 
well as some private capital. 

Africa and Australia also are largely 
undeveloped but likely spots for in 
vestment of American capital. With 
the United States’ increased need for 
valuable minerals such as uranium, as 
well as the more common ores, a sub 
stantial investment on these conti 
nents can be expected in the next 
decade. 

Asian countries offer possibilities for 
investment in manufacturing plants, 
as well as further exploitation of raw 
materials. Many Asian countries need 
industrial machinery, and a number of 
American firms have already invested 
in manufacturing enterprises, or are 
seeking opportunities to invest, in such 
Asian countries as India, Indonesia 
and Japan. 

Europe has declined as an outlet for 
American venture capital. Neverthe 
less, several countries, notably the 
Netherlands, are actively seeking Amer- 
ican capital. For example, since the 
war the Netherlands has succeeded in 
getting twenty-four American firms to 
establish subsidiaries there and seven- 
teen other American firms are partici- 
pating jointly with Dutch corpora- 
tions. United States investment in 
Europe is primarily in the manufac- 
turing field, and future investments 
are likely to continue to be in manu 
facturing. 





THE V-DRIVE LINE TO 
IS THE COMPLETE MAUREY LINE 


For These Sound Reasons 


QUALITY 


Maurey V-Drives, Drive Parts and Accessories are built to 
precision standards that have met exacting OEM requirements 
since 1917. From long experience, industry knows it can 
depend on Maurey V-Drive quality. 


SERVICE 


When you or your customer require drive parts immediately, 
Maurey expedites them to you, exactly as ordered. Complete 
stocks to meet every V-Drive need from fractional to 600 


horsepower, are ready for immediate delivery. 


SALES HELP 


Maurey assists your selling effort in every way possible, 
providing you with attractive, informative catalogs of proven 
selling power . . . folders, bocklets and blotters imprinted 
with your name on request . . . live leads produced by Maurey 
trade paper and direct mail advertising . . . and the 
personal assistance of Maurey field engineers. 


ENGINEERING HELP 


Maurey V-Drive engineers are constantly available to assist 
you and your customers with V-Drive problems. 


COOPERATIVE PROTECTION 


Maurey guarantees full factory cooperation and protection 
to you as an authorized distributor of the complete 
Maurey V-Drive line. 


We shall be glad to give you all the details on the 
advantages you gain by handling the complete Maurey 
V-Drive Line. Write us today. 


manufacturing 
maurey corporation 


2915 South Wabash Avenue, Chicago 16, Illinois 
The Complete Multiple and Fractional Horsepower V-Drive Line 


Serving Industry Since 1917 


SELL 


MULTIPLE 
V-Drive Line includes 


FUL-GRIP Q-D sheaves . . . in complete 
stocks for A, B, C, and D sections 


STANDARD CAST IRON SHEAYES 
for A, B, C, and D and E sections 


MOR-GRIP Multi-V Belts in all standard 
lengths in A, B, C, D and E sections 


MOR-GRIP V-Link Belting 
in A, B and C sections 


FHP v-Drive Line. 


includes 

Hi-Q bushed type and fixed bore type 
cast iron and pressed steel V-Pulleys . . . 
MOR-GRIP FHP V-belts, O, A cind B sections 
in all standard lengths . . . 


Aerodynamically designed refrigeration 
fans and Fan V-pulleys . . . 
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Black & Decker Saws 


MAN-SIZE CONTROLS — 

big trigger switch, heavy wing 

nuts give faster action, easier, 

quicker adjustments 
EASY-GRIP HANDLE — ot notural 
sawing angle ... plus additional hand- 
hold . . . cord is out of the way! 


POWER TO SPARE— on 
toughest jobs . . . because all 
motors ore B&D-Built just for 
these saws! 


2-POINT SUSPENSION 
—not one but two big 
wing nuts hold saw 
steady at every depth 

and angle! 


SAFETY-LIFT GUARD — 
large guard lift-lever lets 
you retract lower guord by 
hand safely! 


HUSKIER BUILD —large shoe... 
for solid base, greater stability at 
ony depth or angle! 
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doeignod tor Bigger Profits 


Way are the new Black & Decker saws 
your outstanding potential profit makers? 
Because they were designed for your pros- 
pects’ needs. 

Black & Decker asked builders, contract- 
ors, factory operators and the men on the 
job what features they most wanted in saws. 

They told B&D—and B&D engineers 
went to work, designed saws as men who 
use saws want them... 


w row Age duvsitan Mill, Lactiorygamig 
t av he 
ee 

— == 


i 


designed for Profit through advertising. Largest pro- 
gram ever. Over 5 million sales messages a month in 
Saturday Evening Post and 22 other publications an- 
nounce new tools, uses, features—‘Tell”’ to help you sell! 


desianed for Profit through service. 37 factory service 
branches assure your customers of prompt expert service. 
And they can’t get more than 24 hours away from 
B&D factory-trained technicians, 


designed/or Profit through variety of line. The world’s 
most complete line of portable electric tools, the right 
tool for every job—right in type, size, speed, power, 
price. Every plant’s a prospect! 


All the features shown on the opposite 
page are in the new B&D saws, as a result 
of the advanced B&D products engineer- 
ing staff. It’s this facet of the B&D opera- 
tion that assures you of getting the latest 
refinements in portable electric tool design 


first. 
And—check these other points, each of 


which is designed to help you build sales 
and profits. 





designed for Profit through quality. Every B&D tool 
is the finest money can buy. Every tool is a product of 
engineering advance—a tool industry chooses and the 
expert uses! 


designed for Profit through sales. A highly trained 
Black & Decker sales staff is at your service, to first-aid 
your own salesmen in bringing in the big ones—and 
always aid your sales! 


LEADING DISTRIBUTORS EVERYWHERE SELL 


PORTABLE 
ELECTRIC TOOLS 


THE BLACK & DECKER MFG. Co. 
610 Pennsylvania Ave., Towson 4, Md. 
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P&H Zip-Lift Electric Hoist 
(Pushbutton contro! ) 

This sturdy small hoist is a hot 
lttem for multiple sales. Some 
lerge plants vse as mony as 
500 Zip-Lifts to keep loads 
moving for positioning work 
ond equipment. Capacities from 
250 ibs. to one ton 
many diversified industries and 


in vse in 


metitutions 


P&H Zip-Lift Electric Hoist 
(Rope control mode!) 
Brond-new. Same moanevvero- 
bility as the pushbutton control 
model. Rope control equipment 
permits substantial price reduc- 
tion — mokes easier soles for 
you. Sales-helps galore on these 
popular hoists. Available in 500 
and 1000 Ib. capacities, Ask to 
see them. 


P&H Hevi-Lift 

Custom-built to your customer's 
specifications. Over 3,000,000 
possible variations of this heavy- 
duty hoist to fit your prospect's 
needs. Easily converted to any 
type mounting; trolley, bolt, or 
lug suspension, hook suspension 
or crosswise. Geored-limit switch 
can be set to wit ceiling and 
floor limitations. Available in 
capacities up to 15 tons. Forty- 
eight page bulletin, available 
on this model, helps you sell. 


P&H Chain Hoists 

There's o whole group of these 
hoists. You can sell spur-geared 
hoists, army-type trolley hoists, 
low-headroom trolley hoists — 
whatever your customer needs. 
Copocities up as high as 25 
tons. Completely fills your line 
of P&H Hoists and accessories 
—you're ready to supply what- 
ever your customer needs. 





P&H Jib Cranes 

Eight different models of jib 
cranes, including bracket-type, 
mast-type, and pillor-type. Coa- 
pacities up to 12,000 pounds— 
all of them built for o reach of 
from 8 to 20 feet. Addition of 
this complete line of jib cranes 
to the P&H selection lets you 
sell both the hoist and the 
mounting. Catalog and sales in- 
formation available to help you. 








if he can save only three minutes per shift 
...he pays the operating cost of a load-easing HOIST 


—and you've got another order! 


This coupon gets you complete information 
on the P&H Hoist Line. 


HARNISCHFEGER 
CORPORATION 
4683 W. National Ave.* Milwaukee 46, Wis. 


Not three minutes per man 
... three minutes per shift! 


Why three minutes? 


pennant according to Evinrude Motors of 
Milwaukee, Wisconsin, that’s all it takes to 
pay the operating cost of a P&H Zip-Lift Hoist. 


- Here’s how they explain it: 


“A piece of labor-saving equipment which has 
played an important part in saving time and 
relieving our workers of repetitive lifting is the 
P&H Zip-Lift Hoist. We use 11 Zip-Lift Hoists 
in various testing, experimental and shipping 
rooms, in processing departments and on the 
loading platform. In every position they lessen 
the fatigue of the men and contribute to the 
high quality of our product. 


“Surprising as it may seem, cost analysis shows 
that a P&H Zip-Lift Hoist of 500-pound capa- 
city costs less than 18¢ a day to operate on two 


> 


P&H Hoists 


HOISTS 


Name 
Company 
Address 


2803 


City 


P&H Hevi-Lift 


shifts. This unit makes it unnecessary for a 
second tester, for instance, to lend a hand in 
lifting a 15-hp or a 25-hp motor. Since each man 
earns better than 3¢ a minute, the saving of 6 
minutes of lifting time in 12 hours pays for the 
day’s operating cost, and the rest of the time 
is net gain...” 


Certainly you ought to be able to point out to 
a prospect many instances around his plant where 
a P&H Hoist would save three minutes of lifting 
time per shift. From there it’s an easy step to show 
him how these tough, hard-working hoists actually 
pay their own way. 


Here’s another decisive sales point to paste in 
your hat. Evinrude says: “P&H Hoist use, when 
it saves one hernia operation a year, probably pays 
for the cost of owning and running a dozen hoists 
in our plant”. 


You can have the complete story on Evinrude’s 
use of 11 Zip-Lifts in its Milwaukee plant. Just use 
the handy coupon below. Mail it today. 


seeseusananaawalTEAR OUT COUPON AND MAIL TODAY eeeeeereecee 


HARNISCHFEGER CORPORATION 
4663 West Notionai Ave., Milwovkee 46, Wisconsin 


Gentlemen: Let me have the sales-making information in your on 
Evinrude Motors, pronto. I'd also appreciate any literature 
P&H Zip-Lift, Pushbutton Control i ° 
. P&H Hand Chain Hoists (J. P& 


ny ti you have on 
. P&H Zip-Lift ‘he f: 


Re 




















WIRE ROPE 























Yigg | go 

HIGHEST QUALITY. It’s both easier and more SUPERIOR SERVICE. The Roebling Wire Rope 
profitable to sell the wire rope line that’s recog- line is complete... meets every requirement. 
nized as unsurpassed for service life and Strategically-located warehouses assure prompt 


economy. deliveries. 
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ROEBLING ENGINEERS AND REPRESEN- 
TATIVES WORK FOR YOU ... their technical 
assistance is available whenever needed to help 
your sales effort. 


CONSTANT ADVERTISING builds demand. 
Full page advertisements, in color, reach all your 


prospects, every month. 











Ask us about Roebling distribution in your territory 


JOHN A. ROEBLING’S SONS CORPORATION 
Trenton 2, New Jersey 
A subsidiary of The Colorado Fuel and Iron Corporation 
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To Norton Distributors’ Salesmen: 
Brighten your customers’ 
rough grinding picture...sell the 


“TOUCH of GOLD” 


Profits from grinding actually begin 
with the first, most basic grinding opera- 
tion — snagging. Yet your rough grinding 
customers are often the ones most apt to 
neglect their profit-potentialities. 

That’s what we’re reminding them this 
month, in leading trade magazines that 
carry Norton advertising messages to all 
industry. 

We're telling them, too, that Norton 
wheels can help bring every rough grind- 
ing job up to its proper money-making 
level. Because you can supply them with 
Norton wheels that are exactly right — in 
abrasive bond and every other detail — 
for best results on all their jobs. 

Right here is where you can tie in most ef- 
fectively. Take every opportunity you can get 
to furnish proof — by arranging tests of 
Norton wheels against any others, under the 

FOR SWING FRAME GRINDING, Norton whee! same conditions. Operators will like their 
speeds in stride. Their fast, clean-cutting — me pe yp a easy-handling, clean-cutting action. And 
metal through your customer’s cleaning room per man-hour. 


FOR BENCH AND FLOOR STAND GRINDING, Norton wheels FOR MANY OTHER GRINDING JOBS, advise Norton Nylon- 
combine exceptional cutting qualities with consistent wheel Reinforced Hub Wheels — BD rigid and BFR semi-flexible. 
economy in a way that makes a customer's grinding look good For work ranging from notching risers to weld finishing, they're 
— and his costs look better. the lightest, easiest, safest wheels made. 
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customers will like the way they grind off 
more metal per dollar, turn out better work 
and increase production — bringing the real 
profit-boosting “Touch of Gold” to ther 
rough grinding. 

As usual, these advertising messages 
pound home to customers that the com- 
bination of their Norton Distributor, their 
Norton Abrasive Engineer and the world’s 
broadest line of abrasives is positive as- 
surance of better grinding for less money. 
It’s the greatest sales-building combina- 
tion in the business — make the most of it! 

Spread The Facts about rough grinding 
by seeing that your customers get copies 
of Booklet 1405. Contain- 
ing over 50 illustrated, 
fact-filled pages, it’s a mine 
of valuable information for 
your customers — and an 
excellent selling tool. 


W-1545 
NORTON COMPANY 
Worcester 6, Mass. 
Export: 
Norton Behr-Manning Overseas Incorporated, 
Worcester 6, Mass. 


ABRASIVES 


Qlaking better products .. . 
to make other products better 


*Trade-Marks Reg. U. S. Pat. Off. and Foreign Countries 


INDUSTRIAL DISTRIBUTION 


FOR PORTABLE GRINDING, Norton 
wheels have the inbuilt balance that 
reduces vibration and bounce, and 
makes them “‘hug that work.” Results 
are faster grinding, longer wheel life, 
less operator fatigue — advantages 
that show up in your customers’ 
profit columns. Recommend Norton 
ALUNDUM® abrasive for steels and steel 
alloys, crysTOLON® abrasive for gray 
iron and non-ferrous metals. 
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with the bushing thats interchangeable 


TAPER’‘LOCK 


A PATENTED 


Now mount ‘em all—your sheaves, 
sprockets, couplings, conveyor pulleys 
—with Taper-Lock bushings. You'll 
save time, save money, and keep pro- 
duction rolling by standardizing on 
these interchangeable bushings. 
Taper-Lock, a patented product of 
Dodge, provides the simplest, surest 
means of mounting wheels on shafts. 
Dodge Taper-Lock products slip onto 
the shaft easily, quickly—hold with the 
firmness of a shrunk-on fit. They come 
off easily—no hammer, no crowbar, 


PRODUCT OF DODGE 


no shock to bearings or machinery. 

Taper-Lock bushings fit in every 
one of the Dodge products pictured 
above. You can shift from a sprocket 
to a sheave, for instance, and use the 
same bushing. And Taper-Lock bush- 
ings are available in a range of sizes 
which makes changing from one size 
shaft to another equally easy and quick. 

With a few Taper-Lock bushings 
you can make quicker changes and 
cut down-time on production machines. 
Get the facts now. 


DODGE MANUFACTURING CORPORATION, 500 UNION STREET, MISHAWAKA, INDIANA 


INDUSTRIAL DISTRIBUTION © MARCH, 1954 





THERE'S ONLY ONE TAPER-LOCK, 
THE BUSHING THAT MOUNTS FLUSHI 


DG 


TO INDUSTRIAL DISTRIBUTORS. This mes- ™ 
sage to your prospects for Dodge products 
is one of many appearing regularly :n lead- 
ing industrial magazines. Every Dodge ad 
directs prospects to the Distributor. 


INDUSTRIAL DISTRIBUTION © MARCH, 1954 





HEAVY DUTY PIPE WRENCH 


Unconditionally 
Guaranteed 


New Toledo Wrenches speed the work with 
easy handling . . . instant non-slip grip yee! se 
replaceable jaws with spin-easy nut and single 
spring for quicker easier setting . . . improved 
handle design for increased strength, better hand- 
grip. 6” to 48” sizes. 

Unconditionally Guaranteed—if wrench housing 
or hook ever breaks or distorts, we will replace 
it Free. 

Sell and recommend TOLEDO Wrenches for 
all replacements! You can be sure of all-around 
satisfaction . . . and profits’ The Toledo Pipe 
Threading Machine Co., Toledo, Ohio. 


@T 


ust introduced 


Here’s what mechanics say — 


GEORGIA—"Our 
being made with t 


MASSACHUSETTS—"Stood up very well under test. Will 
order Toledo Wrenches for next job.” 


pipe wrench replacements for 1954 are 
e new Toledo Wrench.” 


CALIFORNIA—"‘ Averaged five hours a day using the Toledo 
wrench. Likes it because jaws last much longer; quick auto- 
matic release when taking wrench off pipe; spring holds up 
better; does not slip on pipe.” 


NEW JERSEY—“Your Heavy Duty Pipe Wrench is one of 
the best. You can count on my future use of your products.” 


GEORGIA-—“Toledo is one of the best pipe wrenches we 
ever used. They really grip the pipe and never slip.” 


PENNSYLVANIA—"This wrench was given to one of our 
mechanics who is extremely hard on tools. After two 
months of use and abuse, our mechanic says the Toledo 
wrench is as good as the day we gave it to him. We are con- 
vinced the Toledo wrench is as good as the other tools 
made by your company and we will buy Toledo wrenches 
from now on.” 


TEXAS—"The Toledo wrench has proven itself to be ont of 
the finest wrenches on the market today. It was used exten- 
sively on different operations and had no faults.” 


Sold ONLY through distributors 


PD oO PIPE TOOLS ... POWER DRIVES 
«++ POWER PIPE MACHINES 
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new Bw REAMER 


CUTS REPLACEMENT COSTS IN HALF! 
Just one shank to buy for wide range of sizes . . . when you 
use these new-type T-J Reamers with interchangeable heads! D i ST R } B U TO r 


Sizes from \%”’ to 2%” inclusive, in 1/16” increments 


spiral flute. Only the beads to buy for replacement—this i 
cuts your cost to /ess than half! 


Head has tapered hole ene gn concentricity and a 
snug fit on smoothly ground tapered shank. Reamer ae 
operates free from binding or nicking, due to cuttin a. o- SEND! 
tion wearing undersize and creating negative relief. Per- | The Tomkins-Johnson Co 
formance retains all advantages of standard, expensive | lock Mids . 
reamer. Backed by T-J’s 38 years of know-how as one of_ '! —- ; 
largest manufacturers of die sinking milling cutters. | Please send details about your distributor plan 

for T-J Reamers. 


Nome 
TOMKINS- JOHNSON Compony 
RIVITOR AIR ae 
38 YEARS EXPERIENCE : ©... 


| 
a ce ae ae ae ee ee ee ae eae —_— 
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se 100 Meas 5: 


OF SUCCESSFUL MANUFACTURING EXPERIENCE 


GET MORE PRODUCTION...PER MAN-HOUR 
with the help of dependable, efficient 


AIR COMPRESSORS - AIR CYLINDERS - AIR HOISTS 


TO LIFT, LOWER, PUSH, 
OR PULL Curtis Air Cylinders 
or Air Hoists Will Do The 
Job Quickly, Easily, and 
Economically — capacities 

up to 10 tons. 


low-cost trouble-free operation 


smooth and delicate control 


MORE AIR AT LESS COST... cylinders, ground and polished 
wen powerful, precision-built disc-type valves lapped to seat 
Curtis compressors 

@ available vp to SOH.P. Pendant Air Hoist... 

@ improved — two-stage design delivers : Be 

: ideal for any lifting or 
more air per horsepower lowering application. 

® air-cooled — no freeze up — low-cost 
installation and operation 

@ Timken tapered main bearings permit 
external adjustment 

@ pressure lubricated rod and piston 
bearings for long life 
Tank mounted compressors Bracketed Air Cylinder 

1 can be mounted horizontally or 

Va through 15 horsepower vertically for lifting, lowering, 

Simple compressors pushing, or pulling 


V4 through 50 horsepower 


FOR COMPLETE INFORMATION on how Curtis equipment con make your production more profitable, write today... 


CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1911 Kienlen Avenve, St. Louis 20, Missouri 





INDUSTRIAL DISTRIBUTION © MARCH, 1954 





“1 sell hard FACTS | 
-eeOt promises | 


~, 


LOCKHEED AIRCRAFT CORP., MARIETTA, GEORGI. 
... MOVES FRAGILE INSTRUMENTS SAFELY 


that's why 
this ad 
rings the 
bell on 

the cash 
register” 


says Faultless Distributor 


Yes, we sell “performance”, me 
by know-how and 64 years of specia 
ized experience— that’s what counts Raledioree ae 


with the customer. My salesmen re a Lt thick 
armed with a collection of illustrate Faultless Double Action 


and documented case ey en + sol Sone Caan 
prove conclusively how Faulttess 


; notable contrt- 
Casters are making an Is handling. The Foultless SH 339-12 x 3 Caster has o unique construction 
bution to better materials ha tha vel load on trucks when moving over iregules 
Ww’ n show which Faultless Caster, , heel: A at all times — eliminate 
ae hat kind of wheel will deliver ce. Renuhes 
w y 
ponent loads pon and cheaper. No 


wonder our caster sales increase year cae How Lockheed Aircraft Corpora- 
; wes tion, Marietta Division, materials 
after year. [? aot gd Hens, - - 
d ee handling engineers move the 
B-47’s multitude of electronic de- 
; vices provides the basic infor- 
é( i mation of — many indesiriel 
9 : a materials handling problems may 
es of "EACTS reed be solved. A truck was needed to 
4 Pag : . ¢ move the material without dam- 
nth = age to the airplanes’ electronic 
f r ou every mo ; equipment. In order to facilitate 
°o y their movement and carry the 
load safely through the produc- 
tion locations ond inepantos sta- 
tions, the Transportation Depart- 
eed decided upon a 
foam-rubber lined truck mount- 
ed on Faultless Double Action 
Spring Cushion Casters equi 
with pneumatic wheels, Lock eed 
chose the Faultless line after care- 
SERIES SH300 ful study of available cushion ride 
Time-tested by indus. casters. Faultless Casters were se- 
tries, this Faultless Cow. lected since they bese fulfilled 
the requirements of Providing a 
smooth, jolt-free, low cost ride 
for the electronic instruments. We 
can solve your caster roblems, 
‘ as we have for Lockheed Aircraft 
, real ple ’ Simply call your local Faultless 
Each ye be ag Rh fully ‘ yee Aa Caster Distcibutor listed in the 
asa 4 : Fa handy size folder. Free with hard tread semi-stee! wheels, vulcanized rub- yellow pages of your one di- 
presented in nt to every important ber tired wheels, Plaskite hard tread wheels ond rectory. Or write us today. 
inienciel epaamen in your territory. Provmatc cushion-ride wheeis 
ise valuable sales tool for pga 
of distributors’ salesmen. It Plan. 
the Faultless Selective Sales Plan. 











Te get the complete story, write today for 
your 1954 Fauitiess Franchise. 

















No. 84 Double-face Blacksmiths’ 
Sledges — packed 4 per carton, 
handled or unhandled. 


34 





How a number helps 
gmmemme 
you sell more tools... 


Here's another “security” number for you—No. 53614— 
it's the mill heat number of the steel used in this sledge. 
And, herein lies a Warren Tool “quality” story which your 
customers will accept AND buy. 
This sledge was heat treated, and the physical and 
chemical properties were recorded under the mill heat 
number 53614. During the past decades, thousands of 
heats of steel have preceeded heat No. 53614. Thus, a 
history and invaluable experience record, established 
under this number, is added to previous statistics. 
To give you a uniform end product—in batch after 
batch of tools—year after year, we specify steel according 
to these records of experience. Heat treating is also 
controlled on this basis. 
Yes, the research continues. You'll see “security” 
numbers on every sledge just like No. 53614. They are 
your assurance of quality today and ten years from now 


. a strong sales point for you. 


g@ WARREN-TEED 
eal trade mark 
ee WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 


General Offices . . . Warren, Ohio 


Export Division . - 30 Church St... New York 7, N. 
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Screw Slotting 
Woodruff 
» | Corner Rounding 
out as masterpieces. % ) Angle 
Among all modern cutting togls, those HOBS 
produced. rH Ualiesre oug nding in Spur Gear 


scision and ) Stub Tooth 
Involute Spline 
Sprocket 
METAL SLITTING 
SAWS 
Concave Sides 
Formed Teeth 
Side Chip Clearance 


INSERTED BLADE 
CUTTERS 


Side Mills 
Reamers 
Slotting Cutters 


REAMERS 
END MILLS 
COUNTERSINKS 
COUNTERBORES 
CARBINE TOOLS 





The “HALIR” violin from the collection of 
Frederick S. Haenel, Gaylordsville, Conn 


UNION TWIST DRILL COMPANY: ATHOL, MASSACHUSETTS 
End Mills Milling Cutters Gear Cutters Twist Drills Hobs Reamers Carbide Tools 


OWNERS AND OPERATORS OF: S. W. CARD MANUFACTURING CO. DIVISION, Mansfield, Mass. 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock Island, Quebec 





Wherever your customers cut, grind, 


@ has the answer 


“SKIL has the answer” in all metal working 


Yes, “SKIL has the answer’’ to all metal working problems 
with more types and models of sanders and grinders than 
any other manufacturer can offer. Only with the 27 time 
and money-saving metal finishing SKIL tools can your cus- 
tomers select exactly what they need for any job! Here is 


your way to Sales in unsuspected places 


“SKIL has the answer” to the toughest cutting problems. 


Whether it’s tough alloys or plastics, ferrous or non-ferrous 
metals, wood or concrete, there’s a SKIL Saw and specific 
SKIL Blade to answer your customers’ biggest cutting prob- 
lem. Nine extra-heavy duty SKIL Saws, three heavy duty 
Builders Saws, 98 specially designed SKIL Blades and 
Abrasive Cut-off Wheels. 





sand, finish metals or problem materials 


to new sales for YOU! 


SKIL Opens the Door to New Sales with a 
complete new program for distributors and their 
salesmen ... with dramatic new selling aids 
and the finest advertising campaign ever to sell for you 


SKIL’S BIG FREE OFFER TO OPEN 
THE DOOR TO NEW SALES FOR YOU! 








FREE! New SKIL Blade Selector... 


to help your customers solve 
cutting problems in their 
plants. Quickly shows the 
specific blade and SKIL Saw 
that will most efficiently cut 
practically every material used 
in production or plant main- 
tenance. Send coupon for 
sample. 


FREE! Test Cutting Service... 


on problem materials. Any of the 34 SKIL factory branches 
or the factory test cutting department will help you lick 
your customers’ problems in cutting new and unusual 
materials. You'll save them time and money; close more 
SKIL Saw Sales. 


Free Trial Program on Sanders and Grinders—completely 
worked out for you. A tested and proved method for new 


sales in unsuspected places. A trial program using spectac- 
ular new models of SKIL Sanders and Grinders. Every one 
of your metal working customers is a prospect. 


Here’s What SKIL Does to Help You Get New Sales in 
Unsuspected Places. SKIL salesmen help your salesmen 
make demonstrations. SKIL helps you hold sales clinics 
with your customers and prospects. SKIL furnishes direct 
mail and counter literature designed for this program. SKIL 
backs your special sales push with the greatest production 
schedule to date to insure your deliveries. 


Backed by Complete Advertising and Promotion. 
During March, April, May every leading industrial mag- 
azine and The Saturday Evening Post will carry the heavy 
schedule of “SKIL Has the Answer’ ads. Every ad has a 
coupon to develop prospects for you. Complete point-of.- 
sale material will be supplied to help you tie-in. 


Here's How You Can Build Your Sales. Hold salesmeet- 
ings with your organization. Use SKIL literature in your 
direct mail. Offer demonstrations and free trials. Keep 
customers coming to SKIL tool clinics. Use the cooperation 
of your SKIL representative in every way! 


Get all the details on 
your “SKIL has the answer” campaign! 





Send coupon for 
your sample SKIL SKIL Corporation, Dept. 1D-34 


program ever to sell 
portable power tools. 


Elston Avenue, Chicago 30, Illinois 


me a free Blade Selector and complete details 








Blade Selector, sam- 5033 A 
ples of the advertising Please send 
and complete infor- on the “SKIL Has the Answer” Campaign. 
mation on this biggest 
, i 
i] ; 
\ 





Nome 
Company 
Street 
City. 
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"Fay. here's your most versatile grinding machine! 


Sfran 


FLEXIBLE SHAFT MACHINE 


Only type on the market with 





@- SPEED GEAR DRIVES 


The famous Strandflex 4 and 5-Speed Gear Drive 
Machines mean faster speed selection from direct drive 
head, no countershafts. No changing pulleys or drive 
belts. No need to use tools. Your customer can select 
any operating speed with little more than the flick of 
a finger. 

More versatile because wider speed range means the 
Strandflex can be used for grinding, rotary filing, 
wire brushing, deburring, other finishing operations. 
In addition, the new High Speed Attachment, also 
exclusive with Strand, lets you recommend this unit 


for high speed steel and carbide tools . . . gives operat 





HEAVY DUTY UNITS, TOO! % or 1 
HP. Five operating speeds. Strand- 
flex patented gear head drive. 
Plenty of power and speed when 


it’s needed. 











ing speeds up to 27,000 RPM. Constant-speed motor 
gives constant operating speed, regardless of load. 

Easier to use because exclusive Strand Quick Change 
Handpiece lets users change tools in seconds without 
using wrenches. Special locking button arrangement 
requires only a PRESS-PULL-SNAP! Andremember,with 
Strand the operator lifts the tool only—not the heavy motor. 
Full Strand line includes direct drive and countershaft 
machines with up to 3 HP. Also full line of accessories 
and tools. If you’re not already handling this famous line 
write for open territory data. There’s a Strand unit to 


answer any flexible shaft machine need. 


FRANKLIN BALMAR 
CORPORATION 


N. A. STRAND DIVISION 
Woodberry, Baltimore 11, Maryland 
5001 N. Wolcott Ave., Chicago 40, Ill 
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CUSHMAN 


Visit Us at 
The ASTE Show 
Booth No. 1302 


Remember- 


You can’t machine it right 
unless you hold it right 


is the Cushman Power Wrench, push-button controlled, for eliminating time- 
consuming, fatiguing, hand wrenching of chucks on single and multi-spindle machines, especially 
where repetitive machining operations are being performed. 


Cushman Power Wrenches are available with either an 8 or 24 ft. Ib. motor, delivering a maximum 
of 180 and 600 ft. Ibs. torque respectively. By adding the Cushman Variable Torque Control, 
developed especially for use with the Power Wrench, the operator can, simply by setting a selector 
switch, predetermine any one of 9 stages of torque and inertia control. 


With the Cushman Torque Control, Power Wrenches equipped with an 8 ft. stall-type motor will 
deliver from 45 to 180 ft. lbs. torque, and when using a 24 ft. Ib. motor, torque can be varied 
from 150 to 600 ft. ibs. If greater or less driving force is required, the Cushman Engineering 
Department can design wrenches to suit your needs. Find out what Chuck-Ability can do for you. 
Write Cushman for Bulletin No. 211D fully describing and illustrating the Cushman Power Wrench 
— or, should you have a special work-holding problem, consult Cushman. 


THE CUSHMAN CHUCK COMPANY 
806 Windsor Street Hartford 2, Connecticut, U.S.A. 


WManupacturers of 


SEE YOUR 
INDUSTRIAL DISTRIBUTOR 


A WORLD STANDARD 
FOR PRECISION 





wWFiLinG 











8 Gt to he 

One of the « a Le 
weeds of the ton die ad. te be ox 

ie! and 
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"NICHOLSON FILE CO. * 42 ACORN STREET + PROVIDENCE 1, R. I. 
; Ontarto) 


(Im Canada: Nicholson Pile Compony of Canada Lid.. Port Hope, 
nat: 


maw 
ee 


—— 
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tnhalin edbastiits to portuantiand te ween 
is wide. It currently uses such leading general, 


The Saturday Evening Post —Mill & Factory 
Popular Mechanics Modern Machine Shep 
Popular Science New Equipment Digest 
American Machinist Purchasing 
Factory Manogement Steel 

and Uslatonsnce Industrial Arts & 
Iron Age Vocational Education 


Industrial Equipment News Lumberman 
Machinery Southern Lumberman 
Machine & Too! Blue Book Timberman 


The above publications have a combined circula- 
tion of more than 7,700,000. 





ans 


“y 
> 
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Now HERE'S a SENSATIONAL Expansion! 


wew! Brightboy 


with 


SILICON CARBIDE 


NOW, wherever customers’ requirements dictate, 
you can sell them a new rubber-cushioned Bright- 
boy compounded with silicon carbide abrasives, 
for countless time-saving applications. This new 








Brightboy grouping is the answer to the rapidly 
growing demand from finishing experts who appre- 
ciate and want Brightboy textures which incorpor- 
ate the working characteristics of silicon carbides. 


Accordingly .. . 


THE COMPLETE BRIGHTBOY LINE IS NOW COMPOUNDED WITH 
EITHER ALUMINUM OXIDE OR SILICON CARBIDE GRAIN 


AND Brightboy is now available in a wide variety of grain 

sizes ranging from extra coarse to extra fine, in soft, firm Wheels, Sticks, 
and tough rubber binders! Rods. Blocks, 
for machine and 


Thus Brightboy widens your customers’ finishing horizons almost unbe- 
manual 


lievably . . . cuts finishing costs substantially! Rubber cushioning renders 
the complete Brightboy line extensive in its adaptability—creates time-and- 
work-saving applications far beyond the scope of other finishing methods. 
Your customers can beat competition with Brightboy’s broader, better meth- 
ods that really count——with finer, faster BURRING, CLEANING, FINISH- 
ING, POLISHING, IN ONE OPERATION! They can profit by finishing 


savings of as much as 50%! 


operations 


LET MODERN BRIGHTBOY FINISHING 
MULTIPLY YOUR PROFITS! 


Brightboy takes up where other abrasives leave off. You 
need it to round out your complete customer-service in 
abrasives. You'll want it to bring in the substantial extra 
sales which only its adaptability and versatility produce. 
You'll appreciate it because it is a tie-in “natural” with 
your sales of cutting tools and cutting abrasives. 


GOOD DEALERSHIPS AVAILABLE 
WRITE FOR INVITING PARTICULARS! 





BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 No. 13th Street Newark 7, N. J. 





America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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Ads like this appear in Business Week and 
leading trade publications every month 


Ask Your 
LYON Dealer 


e Hunting for the best source of 
steel equipment is time-consuming 
and not at all necessary. 

Your Lyon Dealer offers the 
world’s most diversified line of qual- 
ity steel equipment. (A few of Lyon’s 
1500 standard items are shown be- 
low.) Equally important, he can 
show you how to get the most out 
of steel equipment in terms of saved 
time, space and money. Call him 
and he’ll come a-runnin’ with a 76- 
page catalog brim-full of equipment 
and ideas. 

LYON METAL Propucts, INc. 
Gen. Offices: 353 Monroe Ave., Aurora, Il. 
Factories in Aurora, Ill. and York, Pa. 














Lyon also has complete facilities for manufacturing special items to your specifications 


STEEL EQUIPMENT 


_._ for BUSINESS-INDUSTRY- IN 
>) STEEL KITCHENS for THE HOME 


‘ 


















































A PARTIAL LIST OF LYON STANDARD PRODUCTS 


nets Too! Toters E ker Rock st y Equipment @ Filing ‘ 


sbinet Benches - Bor Racks New Freed Kitch 


. 
. 
. 
. 


rage Cabinets Tool Boxes 


rawing Tables Parts Cases 
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YOU CAN PICK 


UNITED 


WITH 


U. S. 
Corrugated 
Matting 


Roll Matting 


’ U.S. RUBBER 


FOR 

Restaurants Banks 
Stores Libraries 
Theatres Schools 
Night Clubs Churches 
Apartment Houses Hospitals 
Office Buildings Auditoriums 
Hotels Ships 
Clubs 


U.S. Royalite® perforated and corrugated mats and 
matting, and U.S. Geometric Roll Matting are the ideal 
floor covers. They are loaded with strong selling features, 
packed with profit-pulling points. For example: 


@ Rich colors and designs @ Noiseless to walk on 

@ Cleaner, more sanitary @ Can be furnished with any 

@ Tough, durable identification desired 

U.S. Stair treads are available in a variety of lengths and 
are made to withstand rugged conditions. 


For full information, write to address below. 


STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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easy on the eye... 


ATLAS' new two piece telescopic box is designed : 
ROUND WEAD STEEL 


with You in mind. MACHINE SCREWS 


Easy vision labels that are colorful and clear appear 

on every container. This attractive package facili- 
tates both stocking and handling. This is just one of the 
many “something extra" services that ATLAS offers you. 


ATL. 


Stock for Immediate Delivery 


~ Complete. 
ASS - ALUMINUM - STAINLESS STEEL 


STEEL - BR 


MACHINE 
PRODUCTS 


ALSO A COMPLETE LINE OF 
D SCREWS “a 


socket SET and CAP SCREWS ~ PHILLIPS RECESSED HER a 
NER-HEAD a1 LO cos DINGS 


e for prompt shipment 


Wonderful, time saving 
LY Decimal Calculator 
Send your request to Dept. A 


AT 


SCREW & SPECIALTY io 


450 BROOME STREET 
NEW YORK 13, N.Y. 
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Another Reason Why... . 


RUST-OLEUM. 
means to you! 


There is only one RUST-OLEUM. It is as distinctive as your own fingerprint, 





. > - . ‘ . . bd 
incorporating a specially-processed fish oil vehicle that may be applied directly over 
sound rusted surfaces, dries right, is odor-free, and penetrates rust to bare metal, 
What's more — RUST-OLEUM is available in many, many colors to 


beautify as it protects. 


This distinction of product, alone, provides a tremendous “sales edge” and 
greater profit opportunities for you. Yes, the RUST-OLEUM.product is a vital 
element in RUST-OLEUM 1954 Operation Teamwork with you. With 
RUST-OLEUM, you have all the exclusive features to sell — something the other 


fellow hasn't. You have the power to actually Stop Rust with RUST-OLEUM. 


RUST-OLEUM CORPORATION 
2413 Oakton St. « Evanston, lil. » 


RUST-OLEUM IS EXCLUSIVE 











RUST PREVENTIVE (J 


-E RUST-OLEUM. It is 











2eee4e20000046 824264 © iithere is only one 








We LE Guster thau Ever 


Happily, THE CINCINNATI electrical tools are 

moving through and out of our plant at a rapid 

rate. But we're still not satisfied. Our production PUT ¥ OURSELF 
lines are geared for greater things. iN THIS 

That's where YOU enter the picture! If you like PROFIT PICTURE 


to sell a fundamental product that is in ever- 
increasing demand in almost every plant—then 
we would like to do business with you. Our 
products are good. We and our customers think 


they're better than most. We hope you will, too. 


But before you investigate further, take a good 
look at this “Chart of Your Money's Worth.” We 


think you'll like what you see! 


CHART OF YOUR MONEY’S WORTH 


You Ask About: We Say: You Ask About: We Say: 





The Complete as can be... Competitive with other quality 
tools—most tools built in two 
Bench and Pedestal Grinders or more price ranges to fit your 
Tappers ¢ Screw Drivers customer's budget. 
Bench and Pedestal Buffers 
Routers e Electric Drills 
Abrasive Cut-Off Machines THE CINCINNATI advertising 
Nut Setters will pave the way in 8 publica- 
Portable Grinders — tions: Modern Machine Shop, 
Air Master Dust Collectors Advertising Machine and Tool Blue Book, 
Speed Lathes New Equipment Digest, Metal- 
Tool Post Grinders working, Mining Ads; addi- 
tional promotional space in 
Thomas’ Register, McRae's Blue 


Do I have to stock | Of course not. We will be Book and Conover-Mast Pur- 
chasing Directory. 


you r complete line? guided by your requirements. eevee eeeeeee *eeeeeeeee 

seeeceroces Liter . Complete catalogs and other 
Assured by over 50 years ~iterature promotional material available 
Quality experience in making fine elec- to you and your salesmen on 
trical tools. _ Sequedt. 


Excellent. Useaty from stock. 


. *eeeeeee 














THE CINCINNATI ELECTRICAL TOOL CO. 


Division of The R. K, LeBlond Machine Tool Co 


2686 MADISON ROAD CINCINNATI 8&8, 
48 INDUSTRIAL DISTRIBUTION * MARCH, 1954 








BRONZE GLOBES 


GATES 


How Dear to the Heart 
of the Industrial Maintenance Man 


You may never see the men who 
install and maintain the valves you 
sell to industry. But it’s good to 
have them on your side just the 
same. Their recommendations can 
directly influence the number of 
valves you seli. That's why O-B 
valves have such special advan- 
tages as: 

1. Pipe ends with extra threads, 

ample wrench room. 

2. Careful lubrication of joints - 
for easy loosening at installa- 
tion and later. 

. “Sure-grip” handwheels make 
gripping positive even when 
hands are wet or greasy. 
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4. Repacking under pressure 
(standard valves). 


5. Branding with pressures and 
types of recommended ser- 
vice. 


. Six-degree clearance at joints 
(three-degrees on each face) 
to provide tight seal without 
gaskets or compounds. 


We can name many other fea- 
tures—like the Flexitite Disc™ and 
the free-swiveling disc holder— 
that improve valve performance 
and increase life. They all make 
the maintenance man’s job easier 
and help you sell more valves. 


INDUSTRIAL SERVICE 
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ARMSTRONG 


TOOL HOLDERS... 


for the toughest steels! 


The “Armstrong System” provides special ARMSTRONG TOOL HOLDERS 
for ARMALOY (cast alloy) and for ARMIDE (carbide-tipped) cutters. With 
these modern cutting tools, the toughest and hardest steels are easily ma- 
chined. Far heavier feeds and the extremely high cutting speeds become 
practical (300 f.p.m. with ARMALOY cutters; 600 f.p.m. with ARMIDE cutters). 
Delays for tool re-grinding are reduced to an absolute minimum—edges hold 
up to 100 times as long. 


Industrial Distributors can increase profits by selling the complete System 
of Tool Holders, not just individual tool holders . . . by selling the correct 
types for all operations, the correct sizes for each job . . . by selling the 
correct bits, blades and cutters for each material and cutting speed. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
WRITE FOR CATALOG 5205 WEST ARMSTRONG AVENUE fe CHICAGO 30, U.S.A. 
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“STANDARD for 
Tough jobs aimee 1881" 











Red Shield says: 








Sy (olivelo lo Raia Mule luglio My s\elelitiiMele-MehZelliels)(-Micl@ Zell Mat ieliemialel 
' _ vidual tool problems anywhere in the U.S.A. The Standard Line is complete, pre- 
ferred and promoted, Standardize with Standard. It is a good line to represent. 
St 3950 CHESTER AVENUE CLEVELAND 14, OHIO 
FACTORY BRANCHES IN: wew YORK © DETROIT & CHICAGO « DALLAS + SAN: FRANCISCO ' 
“ 





THE STANDARD LINE: Twist Drills - Reamers « lie: Dies» Milling Cutters - End Mills - Hobs - Cosatehees: Special lols». >| 








THiG LUBRICANT 
EM ROWING 
IN MUD, MUCK 
AND WATER” 


—says J. O. ARCHIBALD 
of Redwood City, Californie A 











The job was clearing 500 acres 

of salt marsh for crystallizing 
ponds. To quote, “We selected LuBRI- 
PLATE No, 107 for track and general 
lubrication and LuBRIPLATE APG-140 
for transmissions and final drives. Dur- 
ing the entire job there was no replace- 
ments of track rollers nor any tie-ups 
of equipment due to parts replacement 
or breakage!” 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease ano 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 

















LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose 
LUBRIPLATE H.D.S 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free “LUBRIPLATE DATA Book”. ..a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio 


S.SROTHERS REFINING © 


THEY BUY 
LUBRIPLATE ON 
PERFORMANCE 


In this day of highly mechanized pro- 
duction forced shut-downs of machines 
is nothing short of a calamity. Every 
user of machinery is greatly interested 
is ways and means of improving ma 
chine operation and how maintenance 
costs can be reduced. Never before has 
this been of greater importance and the 
reason is chiefly due to prevailing high 
labor costs and expensive machine re 


placement parts due to wear 


The old time slogan—‘‘Quality lasts 


long after the price is forgotten,” surely 


applies to LUBRIPLATE 


Che Lubriplate salesman knows that h« 


lubricants 


can prove his point many times over by 
relating the experience of other cus 
tomers of his as what Lubriplate 
lubricants are doing in improving ma 
chine operations, reduction of power 
consumption and vastly decreased 
maintenance costs. That Lubriplate 
lubricants meet these claims is attested 
to by the actual case histories appearing 
in the two advertisements alongside of 
this column. Lubriplate lubricants pos 
sess exclusive and distinctive qualifica 
tions. They mect every operating con 
dition as exists in every type of indus 
try such as loads, speeds, temperatures, 
steam, water, acids, etc. In addition, 
Lubriplate lubricants protect machine 
parts against rust and corrosion. Lubri- 
plate stays put and a little goes a long 
way. When 


with the cost of lubrication are taken 


all factors having to do 


into account Lubriplate can be proved 


the cheapest lubricant on the market 


It will pay you to introduce Lubriplate 
lubricants to every plant in your terri 
tory that is not already using them. In 
so doing you will be reflecting a real 
service and at the same time you are 
building a profitable repeat business 


for yourself and your company 


(Advert: ements) 
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“LUBRIPLATE Lubricants satisfy 

the ‘one-shot’ requirements of 
our conveyor idlers. LUBRIPLATE effec- 
tively lubricates each bearing in turn 
and flows through the hollow shaft to 
the next bearing. We do not know of a 
single case of bearing trouble through 
— 4 —— © ere LUBRIPLATE 


neGanpiass OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 




















LUBRIPLATE is available LUBRIPLATE 
in grease and fluid densi- werent 
ties for every purpose... 
LUBRIPLATE H.D.S. 

MorTor OIL meets today’s 

exacting requirements for 

gasoline and diesel 

engines. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ““LUBRIPLATE DATA BOOK’... a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 





IMPERIAL 


DISTRIBUTORS 


are Headquarters for 
TUBING TOOLS 


When your customers’ work calls for cut- 
ting, flaring, bending, swedging or ream- 
ing copper, aluminum, steel or stainless 
steel tubing you have the answer with 
IMPERIAL. And, the right tube fittings for 
every tubing connection job as well. 


FLARING TOOLS with 
QUICK SLIP-ON YOKE 


Exceptional ease and speed of 


operation. Yokes made of 
forged steel. 

Ne. 195-F Flares 1/4”, 5/16”, 3/8”, 
1/2”, and 5/8” O.D. tubing. 
Each . $5.15 


No. 195-FS Same as 195-F except 
has swivel cone. Each $5.40 


PRECISION DOUBLE FLARING 


TOOL 
“ 


9 


For making precision S.A.E. 
double flares on soft steel tubing 
(such as Bundy or GM). Pro- 
vides positive, accurate control 
of flare size. Can also be used 
for making single or double 
flares on soft copper or 
aluminum tubing. 

Ne. 250-F Double Flaring Tool for 
3/16”, 1/4”, 5/16”, 3/8” and 1/2” 
O.D. tubing. Each $15.95 


In addition to the tubing tools illustrated here, 


Flares and then automatically 
burnishes tubing. Makes finest 
flares you've ever seen. Flares 
rolled in air above die block. 
Makes stronger flares. 

No. 500-F flares and burnishes 
3/16”, 1/4”, 5/16”, 3/8", P 
5/8” O.D. tubing. Each 


37° FLARING TOOL 


For flaring soft steel tubing to 
J.LC. standards; also for mak- 
ing 37° flares on copper, alu- 
minum, and fully annealed 
stainless steel tubing. Easy, 
single lever clamping. Flares 
3/16”, 1/4”, 5/16”, 3/8”, 1/2” 
and 5/8” O.D. tubing. 

No. 437-F Imperial 37° Hi- x4 
Flaring tool. Price each 


IMPERIAL also 


makes other models of tube cutters, flaring tools, tube benders, 
as well as refacing tools, swedging tools, pinch-off tools, reamers 
and test plugs. Ask for Catalogs No. 3011-A and No. 3500. 


IMPERIAL 
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Free-wheeling ball bearing — 
fiare — 


action. Roller type with 


cut-off groove. Retractable | 


reamer. Enclosed feed mech- 
anism. Cut hard or soft tubing. 


ing. 
No. 312-F for er to 1- 3/8” O.D. 
tubing. Each $4.45 


INNER ond OUTER REAMER 


Reams both inside and outside 
edges of tubing, sizes 3/16” to 
1-1/2” O.D. Hollow ground tool 
steel cutters. 


Neo. 208-F Inner and Outer Reamer. | 


Form neat accurate bends to 4 
short radius — any angle -» 
to 180°. Calibrated. Open side 
type — slip over tubing where 
bend is needed. 
Specify Catalog Number and Size 
0.D. Nom. Rad. to 
Cat. of Tube C.of Price 
No. Tubing Size Tube __ Bach 
ye" — 7/\6" $6.35 
i“ Jie" 6.35 
fh > Sar fie" =7.38 
“"174a" 18/16" 7.20 
364-F 1/2" 3/8" {2 12.15 
364-FA* 5/8" 1/2" 
364-FA* 3/4" 5/8" 
@ Different in construction from bender 
illustrated 


FULL RANGE TUBE BENDERS 


Qe? 








Heavy duty. Complete with 
necessary forming wheels in 
steel chest. 

Ne. 260-F Bends 7 sizes shown 


0.0. Nominal Rad. to C. 
of Tube — 


Tube Sizes a 
je" _ ie 
5/6" je" 
pe 4" 1-1/4" 
3/8" - 
1/2" 2-1/2" 
5/8" - 
3/4" = 
Me. 360-F Bends 4 sizes shown 
below. Each $48.00 
i eae 
2" 2-1/ we 
3/4" ) 














Ne. 274-F for 1/8” to 1” O.D. tub- | 
Each . $3.85 


| SLIDE-TO-SIZE SAWING VISE 


Instant adjustment to 
size by pushing on handle. 


Quick ratchet release. 


No. 206-F for 3/4” to 2-1/4" O.D. 
tubing. Bach oo. cccc-nn$VO,80 


Instant adjustment to tubing 

size. Quick ratchet release. 
square cut. 

Ne. 384-F for 3/16” to 1-1/2” O.D. 

tabling. BOM oonccceccccssesesseen. BVO.78 


Very handy wane — two 


-~_ of tubi Dual 
hate endl ten jemuhen yoy 


Caliteeted. 

> ss Bends 5/8” and 7/8” 
O.D. (Nominal sizee—1/2” 

and 3/4” ius: . 

—2-1/2"; “ie O $29.75 

No. 362-FA Bends 1/2” and 5/8” 

oO. > izes—3 


and 1/2” ius: 

—2”; 5/8” 0.D.—2-1/2” 

No, 363-FA Bends 3/4” and 7/8” 
O.D. tubing. (Nominal sizee—5/8” 
and 3/4”.) Radius: 3/4” O.D. 
tube—3”; 7/8” O.D.—3” $33.75 


UNIVERSAL GEAR-TYPE 


Bends any type of tubing in- 





Nom. Rad. to 
O.D. Tube C. of Price 
ofTube Size Tube Each 


3 “e 
‘ ne 


3/4" 
a 











It's not the pipe that means business... it’s the tobacco it uses up... 


And it's FASTENERS that put real 
profit into your sale of hand tools 


* Makes sense, doesn’t it? A pipe may cost 
a pretty penny in the beginning, but over 
the years the real business is in tobacco. 
It’s the same with fasteners, once you 
stop to think about it. A man buys a hand 
tool once in ten years or so. But he keeps 
coming back over that entire period for 
fasteners. Day in and day out, it’s fasteners 
that mean continuing profits for you. 


That’s why smart industrial distributors 
make sure of these steady sales by stocking 
a full selection of RB&W fasteners — the 
complete quality line made by one of the 
world’s largest fastener manufacturers. That 
way he’s always < se to recommend — and 
supply — the right fastener for every job. 

The Russell, Burdsall & Ward Bolt and 
Nut Company, Port Chester, New York. 

3.24 


B 4 ve The complete quality line 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Plants at: PORT CHESTER, N.Y.; CORAOPOLIS, PA.; ROCK FALLS, ILL; LOS ANGELES, CALIF. Additional sales offices at: ARDMORE, PA.; PITTSBURGH; 
DETROIT; CHICAGO; DALLAS; SAN FRANCISCO. Soles agents of: PORTLAND, SEATTLE. Distributors from coos? to coast. 
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DUTCH BRAND 
COLOR TAPE 


7 
4 


8 coLors 


Red e Yellow © Green * Blue 
Gold © Silver * Black © White 


4 wiprtnHs 


. 1/2 . 3/4 ey 


Electrical insulating, Indexing, Color coding 


A GREAT NEW PROFIT-MAKER FOR YOU BY DUTCH BRAND 


Here’s a new line of tapes that your customers will use wherever 
color can help them with indexing, holding, splicing, reinforc- 
ing operations. They're UL listed. This fact alone suggests many, 
many uses in this day of complex colored-wire electronic 
assemblies. Their remarkable qualities are listed below. 


Ever-increasing sales are certain to follow your introduction 
of this great line of DUTCH BRAND Vinyl COLOR TAPES. 
Developed through research to give usefulness and fine ap- 
pearance not formerly available. 


Let DUTCH BRAND Viny! COLOR TAPES make an attractive 
profit for you. 


Adhesive Value—728 oz. per inch width (according to ASTM D1000) 
Tensile Strength —15 Ibs. per inch width 

Dielectric Strength— | 000 volts per mil of thickness 
Thickness—0.006 

Moisture Vapor Transmission Rate—less than 3 


EXCELLENT DISTRIBUTOR PLA 


(Write at Ouee ! 


Seuaaell 


reinforcing 


i 


electrical insulating color coding 


The Tape 
with a 
Thousand 











sealing charts and graphs 


O 


UL listed decorating 


DUTCH BRAN 
> &£. 6.23.8 2 eee 


Divistow 
7800 WOOOLAWN avenue CHICAGO 196 


VAN CLEEF BROS... INE 
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VERSATILE .. 


is the word for 
C- JEFFREY standard units 


ry 
NG YEN f 
i « Sy Ny |S 


Line drawing: Jeffrey Standard Jeffrey Standard Spiral Conveyors and Bucket Elevators are 
— Hlovater feeding storage available in a range of types and sizes that meet practically 
: every industrial requirement and operating condition. 


Photo: Jeffrey Twin-Spiral Convey- Z 7 , 
or System handling finished cement Each Spiral Conveyor is completely assembled in our plant 


from mill to railroad cars for bulk to assure perfect fit and alignment. Before dismantling for 
snipment. , ope ; 
shipment, parts are match-marked to facilitate field erection. 


OCEER JEFEREY Split-head Sections are available on Jeffrey Standard Bucket 


STANDARD UNITS 
BELT CONVEYORS Elevators. New High-Front Buckets on continuous types 


APRON CONVEYORS increase the versatility of the line. 


SCRAPER CONVEYORS 
5 N. 
POWER SCOOPS WRITE FOR CATALOGS CONTAINING COMPLETE INFORMATIO 














IF IT’S MINED, PROCESSED OR MOVED 7% Sales sf ee 
AT'S A JOB FOR JEFFREY! ie oe ee a ~ th 


g «=PLA 
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'! with this lutty leam 
; You Can Pick Up and Set Down 
More Loads Longer 


Tuffy Slings and Tuffy Hoist Lines have 
given the industry a team that is setting 
new performance records every day all along 
the materials handling line. Time after time, 
users report sling costs greatly reduced... 
hoist line service way up over any other rope! 


Special Purpose Construction is the rea- 
son for the extra service given by the Tuffy 
Team! TUFFY SLINGS are made of a pat- 
ae ented, 9-part machine braided wire fabric 
ee ee that stays extra flexible. Will not materially 
— SG damage fabric when kinked or knotted. 
Y. 5:7 | ; TUFFY HOIST LINES are designed to give 
the same flexibility, plus an amazing tough- 
4 ness to absorb load shocks and let Tuffy pass 
safety checks long after other ropes would 
be discarded! 


See The Difference the Tuffy Team can 
were) ) make in your operating cost on stiff leg, over- 
ET EETEL TIA. : head or mobile cranes, derricks or clamshells! 


ATTENTION DISTRIBUTORS! 
Sling Handbook and Rigger’s Manval, con- Some Territories Are Open for distribution of Tuffy 
taining plenty of useful information! Write Slings and Tuffy Hoist Line! But the number is be- 
for your copy, and complete information on ff coming smaller every day! Write today and we'll 
Tuffy Hoist Lines! . answer immediately letting you know if your terri- 
tory is one where Tuffy Team distribution is needed! 


corporation 


2236 Manchester Ave. * Kansas City 26, Mo. 


i) Pep Pare 


Yours For The Asking! 48-page 
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LINE-O-POWER DRIVES eet —~ FOOTE BROS.-LOUIS ALLIS 


Duti-Rated Lifetime Gears provide Se GEARMOTORS 

maximum power in minimum space. € , | Guilieney Combine high quality of Duti-Rated Gears 
Straight-line units hove ratios up ‘ & and Lovis Allis motors. Capacities up to 
to 238 to 1, capacities to 178 h.p. 150 h.p. Horizontal foot-mounted units 
Right-angle units, foot or flange , ' " have output speeds 780 to 7.5 r.p.m. 
mounted, have ratios up to 2,726 te i” ——_ Vertical flo cionid adit. besw ooh 
1, capacities to 50 hp. Extended Vor cr: —_ 

bearing housing evellatle fer 2) J. : put speeds 230 to 7.5 r.p ~ Gutended 
flange mounted. Write for — > \\7} | —— bearing housing 
Bulletins LPB and LWA. = is available for 











vertical. Write for 
Bulletin GMA. 
Trademark 
Stands for the 
Finest in 
Industrial 
Gearing 


whatever the need... 


FOOTE BROS. HAS THE DRIVE! 


A’ COMPLETE LINE: Straight Line e Right Angle e Parallel Shaft 
FOR TOUGHEST DUTY: Horizontal e Vertical e Foot or Flange Mounted 


MAXI-POWER DRIVES 
Rugged units for toughest, HYGRADE DRIVES 


day-after-day service. Ratios Horizontal and vertical types. 
up to 360 to |, capacities Vertical available in Hytop design 
to 1,550 h.p. Compact with long, unsupported output shaft ex- 
housings, specialized heat-treatment VY tension. Precision-processed worm gearing 
for gearing and improved accuracy of \ assures high efficiency and superior load- 
gear tooth generation mean long, s ( - carrying capacity. Single, helical-worm and 
trouble-free performance. Efficiencies of ; | double-worm reductions provide ratios to 
96% or higher. Write for Bulletin MPB. _ 4,108 to 1, capacities to 260 h.p. Write 
. ’ for Bulletin HGB. 


Foote Bros. offers these advantages: Nearly a 
WORM- century of design, engineering and manufacturing 
HELICAL experience — the latest gear-cutting techniques — 
DRIVES better material control. At three large plants, 
Beete Bres. line of modern production methods assure superior en- 
heavy-duty drives closed gear drives and gearmotors for every power 
with horizontal input transmission requirement. Investigate the profit- 
shafts and vertical out- making possibilities of this line. 
put shafts — up, down 


a ar ; WRITEMFOR INFORMATION 
stirring, mixing or agitating applications. Ratios from 
approximately 25 to | up to 285 to 1, capacities to 128 h.p. 
Available with standard output shaft or — in Hytop design 
— with a wider, low-speed bearing span to accommodate 


long, unsupported output shaft extensions. Write for 
pumade WIA | E R R 
ee + : 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
' Weste - V 7 9 - 


er 


Biss PULig BAM SIH (KOGA ht 
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any way 


you look 
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SIMONDS 


ABRASIVE CO. 
— _— Pi | 
# 


= Abrasive * 
a Ue 
mean ri 

et | Surface grinding 

| with _ 
Savings 


‘A 








Savings, plus top performance! Offer your customers that, with 
Simonds’ segments. Less expensive than cylinder wheels. 

Fast cutting. Easily handled. Quickly mounted. Compact for 
less storage. For all types of chucks. Build sales through 
savings with Simonds’ segments ... advertised in leading 


metalworking magazines. 


SIMONDS ABRASIVE COMPANY + PHILADELPHIA 37, PA. ~ 
BRANCH WAREHOUSES: BOSTON, DETROIT, CHICAGO, PORTLAND, SAN FRANCISCO © DISTRIBUTORS IN PRINCIPAL CITIES 


DIVISION OF SIMONDS SAW AND STEEL CO., FITCHBURG, MASS. ¢ OTHER SIMONDS COMPANIES: SIMONDS STEEL MILLS, LOCKPORT, N.Y. 
SIMONDS CANADA SAW CO., LTD. MONTREAL, QUEBEC AND SIMONDS CANADA ABRASIVE CO., LTD, ARVIDA, QUEBEC 


COMPRESSED AIR... 


do you get it economically? 


FOR SMALLER QUANTITIES of compressed air, Worthing- 
ton’s Balanced Angle Compressor is your best bet. Mills, 
machine shops and laundries all over praise the quietness 
and efficiency of this dependable unit. Sizes range from 
4 through 15 hp 


20407-14508 


COMPACTNESS AND EASY INSTALLATION are the big ad- 
vantages of W orthington Radial Air Compressors, used 
where larger quantities of air are needed. Like all Wor- 
thington compressors, the radial is equipped with our 
exclusive Feather* Valve.: Sizes from 25 to 100 hp 


*Reg. U. S. Pat. OF 





If you can’t answer this one, you might find some 
investigating worthwhile. 

Economical operation depends upon wise com- 
pressor selection and proper application, and 
they, in turn, depend on answers to questions 
such as: When is a compressor worn out? What 
model and horsepower are the best answer for 
your applications? How much reserve capacity 
should you allow for? 

Providing the answers to these and other ques- 
tions about air compression is all in the day’s 
work for your local Worthington industrial dis- 
tributor. Give him a call today and make use of 
his background. He’s got the widest line to choose 
from, so you'll know any new Worthington 
equipment you get from him is “right” for your 
particular job. 





FOR THE REALLY BIG JOBS, specify the horizontal, water- 
cooled HB—the work horse of the Worthington compres- 
sor line. We've had reports about 30-year-old HB's that 
are giving the same good service as when first installed 
Sizes from 7% on up to 125 hp 


Get the whole story about these modern compressors. See your Worthington 
distributor or write for Bulletin WP-1099-B52 to Worthington Corpora- 
tion, Pump and Compressor Merchandising Division, Harrison, New Jersey, 
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3 MORE REASONS WHY 


GHLIN'’S 


E LEADER 


IN WIRE ROPE AND CHAIN FITTINGS 








rd 


oy 





2 


ye 














Always ahead of the field — that's something you 
can count on with Laughlin. And you'll be ahead, 
too, when you push this quality line. It's the most 
complete — and the most widely accepted — line 
of drop forged fittings. 













Here’s the new clevis hoist hook, and it's a 
hook your customers will go for. With hex 
head bolt, check nut and cotter it can be 
installed or removed in a jiffy. 

Available in four safe working load sizes: 
1.5, 2.1, 3.1 and 5§ tons. 


Here's a drop forged heat treated binder 
with major design improvements. It uses 
Laughlin CLEVIS GRAB HOOKS so the user 
can always have the correct size hook for 
the chain. You can buy binders less the 
hooks and supply proper size hooks from 
your stock. Less inventory for you and a 
better binder for your customer. Two 
basic sizes, each taking 4 hook sizes. 
Swivel tongue swings on end of slotted 
jaw to prevent spreading: positive cam 
lock; light weight yet strong. 

#1 Binder for hook sizes 4", 4”. %”. %e” 


#2 Binder for hook sizes %”, %", 12”, %” 


Just about the handiest thing ever invented 
for making up single or double leg chain 
assemblies and for other chain connections. 
Requires no special tools or welding. Use 
with Laughlin weldless rings or pear shaped 
links. New, exclusive cotter guard protects 
hands and pin end. Available in 4 sizes. 
(Send for new folder) 


LAUGHLIN protects the distributor 
THOMAS LAUGHLIN CO. ® 
312 FORE ST., PORTLAND, ME. 
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Our 150 YEARS of combined CATALOG Exferceuce 


Plus Cooperation of over 7,000 Manufacturers... 


MCREE, Inc. 


bas 
Russell Allison 
Carl Stracser 


Norman Krohn Jomes Ferguson 


ith @ com 
al Supp 


Distributors’ repeat orders confirm, 
“You're in Good Company” when 
you buy your catalog from .. . 


\ 4 
Ue UMD cuicaco 6, tiinoss 
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Put your 


“best sellers” 


--_-_—_— 


forward 


@ Sockets sell... and return a good profit when you 





can ofter a complete selection of patterns, sizes and sets — 





drivers and handles—ratchets and speeders — adapters, 








atrachments and extensions 
Williams “Supersockets"® are “best sellers”. . . because, a a 


in addition, they are correctly designed, accurately made 7 
from selected alloy steel, heat-treated and chrome-plated Salta 
4 Es Baa o Sag f r 











Their dependable and durable performance, from delicate 





adjustment to extra-heavy service, has made them accepted 


favorites throughout industry. 





Plus these product advantages with consistent hard hitting 


advertising pointed to your customers. It adds up to better 





profits for you when you put the Williams line “forward” 





in your selling. 





There’s a Growing Market for Williams ‘‘Supersockets” 


aa 4 
44" square drive features thin, strong, straight wall 
sockets unequalled in cramped quarters for delicate adjust 
ments on radios, electron assem| ues, etc 


‘ 


3" square drive gets in and services “buried” nuts in 4" square drive provides strength without bulk, 12- 
close, awkward corners. Universal and extra-deep sockets point socket openings rotate nuts where handle can swing 
and crowfoot attachments are included in this pattern as only 30°. Regular and extra-deep designs 


well as others 


1” square drive “Extra-Heavy Duty” stands up under 
2" square drive in regular sockets and specialized hardest service. Sockets are cross-drilled to receive sliding 
designs tor servicing spark gs, U-bolts, etc. Thin walls handle Lock-Socket” device provides positive lock and 


and durability are outstanding features simple release. 


STOCK and SELL 
YOU CAN SELL | "The Broadest Line of Its Kind" 


@ Wrenches of All Types @ Thumb Nuts & Screws 
®@ Detachable Sockets @ Pipe Tongs and Vises 
© Impact Production Sockets © Flange-Jacks 
@ Tool Holders & Lathe Dogs © Machine Handles 
© Set-up Accessories @ Masonry Drills 
@ Drop-Forged “C” Clamps © Screwdrivers 

Hoist Hooks @ Hommers and Pliers 

Eye Bolts @ Punches and Chisels 


©) | E Vv E RY A L L | -- oi, Rod Ends © Gear Pullers 
J. H. WILLIAMS & CO. 


CATALOG 201 shows new, improved and expanded line 7 ae 401 Vulcan St. Buffalo 7, N.Y. 
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YOU EXPECT THE BEST VALUE FROM G-E FLUORESCENT LAMPS 


% 
ae | 


This series of pictures shows how General Electric can 


e ° ” shee wn ea 

New G-E Rapid Start save you the annoyance of waiting for light. 
5% All the lamps were started as the second hand on the 
lamps light up twice Ns clock reached zero. Within two seconds, the G-E Rapid 
aad Start lamps—right of the clock—were fully lighted. It was 
1s nearly six seconds before all the regular lamps, left, lit up. 
as fast as others i G-E Rapid Start lamps eliminate the starter, cause of 
. up to half of regular lighting maintenance troubles. They 
have long life, too. Reason: a triple-coil cathode that 

holds more starting chemical. 

General Electric Rapid Starts are another example of 
why you can expect the best value from G-E fluorescent 
lamps. For free folder, “Facts About Rapid Start’’, write: 
General Electric, Dept. 166-1 D-3, Nela Park, Cleveland O. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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CAN YOU SELL A SAVING OF $600 A YEAR? of 250 hours—or $600. No need to drill bolts or adjust 
By using FLEXLOcs on connecting rod bolts, a motor nuts to set cotter pins, and the shop got a tighter as- 
reconditioning shop cut assembly time by a minimum of sembly than was possible with castellated nuts and cotter 
5 minutes per motor. This added up to a yearly saving pins. Are you selling the big shops in your territory? 


MEET MR. FLEXLOC. John J. Wiest is the moniker. 
He’s sales manager of SPS’ Flexloc Division. At the 
end of World War II (FLExLocs were then 100 per- 
cent for military use), John saw his backlog vanish 
overnight. Today, production exceeds the war peak 

a tribute to a good product and a good salesman. 
Privately, John is an all-around citizen, a Scout com- 
mitteeman, a flower grower, a prize-winning amateur 
actor, and loves to play Santa Claus for charities. 


WHAT’S NEW WITH FLEXLOC 
News that helps you sell 


TRIPLE-THREAT SALES AID. Use this swell piece as a self-mailer, 
as a more imposing direct-mail piece with an envelope, or as a point- 
of-sale piece for your salesmen. It has everything—how FLexLocs work, 
their sales features, where they can be used, in what sizes and types 
they are available. You can get quantities, of course. Write Flexloc 
Locknut Division, STANDARD Pressep Steet Co., Jenkintown 13, Pa 
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TO KEEP THE GRIPES AWAY. That, to put it bluntly, is the 
primary purpose of this steel bay in the new SPS plant. In this 
area, which is serviced by truck at one end, rail at the other, 
and by crane overhead, 12,000,000 pounds of bar stock are 


kept on hand. This is a necessary precaution, since just about 


in ___ 


¥ 


. 


160,000 pounds of steel are used a day in the manufacture of 
UNBRAKO Socket Screw products, FLextoc Self-Locking 
Nuts, and HALLOweLL Shop Equipment. This huge storage 
prevents any slow-down or hold-up in production, and 
makes certain that you will get deliveries when you want ’em. 


WHAT’S NEW WITH UNBRAKO 
News that helps you sell 


THEY STAY PUT. Two UNsRAKO Self-Locking Socket Set 
Screws are used on each cam of these precision multicircuit 
cam timers. The screws position the cams so as to control 


accurately the sequence and duration of one or a series of 


individually timed machine or process operations. The as- 
sembler picks up the tiny screw with a long arm key, turns it 
into the assembly, then, after positioning the cam, tightens it. 
Come what may, that cam will be hékd accurately in place. 


THIS NEW DOWEL PIN FOLDER can serve many uses. It is 
intended for a catalogue sheet and lists complete data as well 
as applications and sales features. There's nothing to prevent 
you from making a mailing of it, however, and it contains 
essential dope for the salesman’s briefcase. Send for your 


copies today 
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MEN-OF-THE-MONTH 


Shields 


Harkins 


Moorhouse 


SPS IN NEW YORK CITY, LONG 
ISLAND, and northern NEW JERSEY 
means Jack Shields, Jim Harkins, Marshel 
Moorhouse. Jack Shields is district sales 
manager. Jack has been a salesman ever 
since he joined SPS, back in 1935. He was 
born in Pittsburgh, studied business ad- 
ministration at Boston University, lives in 
New York City. His hobbies are bowling 
and swimming. Jim Harkins, whose terri- 
tory is rich industrial northern New Jersey, 
arrived at sales by way of the shop route. 
Jim is a home workshop enthusiast, plays 
golf (in the 90’s) and is also active in Little 
League baseball. He lives in Fairlawn, N.J. 
Marshel Moorhouse survived the Pearl 
Harbor bombing of the Oklahoma and now 
‘ives in relative tranquility in 2 300-year- 
old house in Glen Cove. His territory in- 
cludes Long Island and New York proper. 
He joined SPS in 1948 and served an ap- 
prenticeship in the shop before jorning Sales. 


LET GEORGE DO IT. “George,” translated, is the SPS Advertising Department. 
The point is this: if you have an advertising problem, ask SPS for the answer. 
Did you know, for instance, that SPS can furnish you with complete mats for 
newspaper ads? Then all you have to do to make an effective advertisement for 
your own use is have your newspaper imprint your name and address on the ad. 
Or, if you don’t want a complete ad, you can get the makings of one—copy, 
layout, line cuts, photos, etc. 

The same thing is true of magazine advertising. SPS can supply you with either 
complete electros or material you can tailor to your Own use. 

You know, of course, the great variety of direct mail—folders, flyers, bill stuffers, 
etc.—that SPS has prepared for your use. Some of them we've talked about here 
from time to time. We'll show new ones as they appear. In the meantime, you 
might check your stock and, if you need literature, get in touch with your 
UNBRAKO salesman, or write Unbrako Socket Screw Division, STANDARD 
PRESSED STEEL Co., Jenkintown 13, Pa. 

Did you know that SPS is also willing to help you with any local trade shows 
you might want to participate in? They're good things for you, and SPS has 
some ideas on the subject that may be useful. 

Yes, it pays to advertise, especially when you can get a helping hand or two 
along the way. 


, 

It’s a fact 

More than $1,000,000 worth of employee-owned automobiles are parked daily 
in front of the plant. 

SPS uses more than 1,000,000 gallons of water a week. 

SPS is the principal industry in an area of 56,000 population. 

A new plant was built within and around the old plant without interrupting 
production. 


The modern SPS plant at Jenkintown, Pa., is nearly midway of the 6500-mile 
span between the company’s two subsidiaries-—Unbrako Socket Screw Com- 
pany, Ltd., 3500 miles to the East, in Coventry, England, and Cooper Precision 
Products, 3000 miles to the West, in Los Angeles. 


UNBRAKO SOCKET SCREW DIVISION Sps 
JENKINTOWN PENNSYLVANIA 


A SIGHT FOR SORE EYES. New design—new labels—no need now for new eyes. 
Contrast the old UNBRaAKo design (on the left) with the new, and you can see 
how legibility has been achieved by printing information the way the boxes are 
stacked—vertically. By standardizing on one legible design, we were able to 
climinate the use of 12 different ones, and color is used to code the labeis for 
quick identification. Distributors we've asked say the new easy-to-read labels 
speed up order checking, stock picking, and, in general, the flow of the product 
from factory to distributor to user. That we're in favor of ! 
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WHAT’S NEW WITH HALLOWELL 
News that helps you sell 


WE'RE TALKING MODERNIZATION the 
HALLOWELL way in our ads (for more details see 
this space next month). And we're showing your 


customers and prospects typical examples of 


how they can set up standard HALLOWELL Shop 
Equipment. For reprints, write Hallowell Shop 
Equipment Division, STANDARD PRESSED STEEI 


Co., Jenkintown 13, Pa 


JENKINTOWN PENNSYLVANIA 


ANOTHER of the many sales bulletins 
available from SPS Jenkintown is this 
one describing HALLOWELL Stools and 
Chairs. Form 704—replacing three pre- 
vious bulletins—tells all about “‘seats” 
for industry. If you haven’t your supply, 
you'll want to order now. The bulletins 
listed below give you plenty of addi- 
tional sales ammunition: 


Form 701 Standard Work Benches 
Form. 702 Cabinet Benches 
Form 703 Tool Stands and Cabinets 
Form 797 Steel Carts 
Form 729 Shop Desks 
Form 841 Unit Benches 


PAINT LINE ROLLER COASTER. The paint a steady pace. This mechanized, cverhead 
line conveyor at SPS is like a roller coaster. handling system is just One more reason 
It takes parts up an incline, around the why HALLOWELL distributors always have a 
ceiling and down into the spray booth at stock of this ready-made equipment on hand. 
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Torque-Limiter . . . slip-type friction device 
for automatic overload protection 


2G 


Stock Roller Chains from %” pitch to 2” pitch; 
corresponding Stock Sprockets in 
Types A, B, and C 


Full-Complement Clutch... 
reverse shaft rotation; rollback 
of conveyor feed mechanism 


@¢. 


Taperlock Bushings . . 
Type B Sprockets with bore diam- 
eters 2" to 


Hy-Vo Drive . . . from 50 to 
5000 hp.—rotative speeds up 
to 3600 rpm. 


stops 


© 


Morflex Radial Coupling . . . capac- 
ities from .06 to 13.80 hp. per 
100 rpm. 


. available in 


3” in increments of 1/16” 





How Morse can help you with 
your power transmission sales! 


Complete information on Morse power transmission products 


As a power transmission specialist, you are undoubtedly inter- 
ested in a complete and dependable line of transmission products. 
We can offer you both a size and a type of product which will suit 
your every need. 

Morse power transmissien products are a quality line; each one 
skillfully machined to American standards, brought to a smooth, 
clean finish, and built to special Morse high-quality specifications. 


Association with the Morse Chain Company makes you an integral 
part of the Morse team. Any power transmission problems you may 
come up against will be personally worked out with you by Morse 


until a satisfactory solution has been reached and the sale made. 


Morse aids you, as a distributor, in still another way. Heavy 
advertising schedules carry the powerful Morse story to purchasing 
agents, plant engineers, buyers on all levels of operating manage- 
ment throughout industry. These informative ads help reinforce the 
excellent Morse reputation for long less maintenance 
“downtime” and low operating 


service life, 


costs. 


is readily available. Attractive and detailed catalogs quickly show 
your customers the quality, price, design and maintenance of Morse 
products. These catalogs will explain the many ways it pays them 
to do business with you as the local distributor for industry's number- 
one producer and seller of 
quality power transmission 
products ... Morse Chain 
Company. 


Join the successful power 
transmission specialists and 
distributors working with the 
Morse Chain Company. Write 
us today for complete informa- 
tion. MORSE CHAIN COMPANY, 
7601 Central Avenue, Detroit 
10, Michigan. 


MECHANICAL 


POWER TRANSMISSION 
PRooucts 





FOR 24 REASONS, MASTERS OF MECHANICAL POWER Midge al Sal 1893 
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. ish HBP THE TOOLS IN THE PLAID BOX" SSUSSImS 8 
] AMERICAN SAW & MFG. COMPANY 


SPRINGFIELD, MASS. TZ 


HACK SAWS + BAND SAWS + GROUND FLAT STOCK * HOLE SAWS % 
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AL: 
ALLEN adopts 
net pricing 


LEN: 
saves distributors 
time and money 


ALLEN 


M 
ANUFACTURING COMPAN 
Hartford 2, Connecticut, USA . 
Gils) 





—————J 


We are now furnishing two net price lists—one pricing and computation,” reports a typical 
Allen Distributor. Apply this time saving to a 
broad “active” line like Allen Socket Screws, 
and you make really worthwhile year-in-year- 
out savings in time, while reducing the possi- 
“Makes a 24% saving in time required for bility of costly pricing errors. 


quoting consumer prices on full standard pack- 
ages and bulk quantities, the other net Dis- 
tributor Prices. 


SOLD ONLY THROUGH LEADING INDUSTRIAL DISTRIBUTORS 
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UTICA 


IS SPEEDING THOUSANDS OF JOBS WITH 


saa) CUSTOM 


simplify the unusual, 


solve the difficult, 
and speed the slow-moving. ¥ . | | R g 


Save a few seconds a thousand times on the pro- 
duction line — and that means real money! 





Here in a nutshell is the case for custom tools by Utica, 
manufacturer of the world's longest line of pliers. 


Let us take over the problem. Let us send one of our 
Typical of miner, 4 Developed te sales engineers to check your production line for time- 
yet exventicl, “salt-teck™ in ssibilities. Custom tools can speed, simplif 

modifications. Here bands of copper nip — aiites. é agit pony 
the requirement together without or eliminate an operation. Such a survey would be 


wos extremely use of rivets, without obligation to you, of course. 
high leverage stoples or 
in very close solder. 
quorters. 


NO ONE IS SO WELL QUALIFIED TO SOLVE 


YOUR SPECIAL PROBLEM AS O/FICA 


Address inquiries to CUSTOM TOOL DEPARTMENT 











JOBS AVAILABLE FOR TECHNICALLY TRAINED PERSONNEL 








DROP FORGE AND TOOL 


CORPORATION 
In Canada 
ADLAM TOOL & SUPPLY CO., LTD., MONTREAL; 
UTICA 4, NEW YORK 
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in Factory, Field and Distributor Stocks 





A STURDY, COMPACT 
SPEED-REDUCING UNIT 


sma 














ae 


Here’s How We'll Help 


- 
w 


uy Need For Construct | 


quite Deve qe 
ae 
wre 


Big 2 page advertisements in the Hewitt-Robins 
1954 Industrial Advertising Campaign will reach 
over 2,000,000 prospects in every major industry! 


HEWITT-ROBINS 


EXECUTIVE OFFICES, STAMFORD, CONNECTICUT 
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You Sell More in’ 


For information and service on in- 
dustrial rubber products, contact 
your Hewitt-Robins Industrial Sup- 
ply Distributor. Through his com- 
plete stock of Hewitt-Robins Rub- 
ber Products, and his familiarity 
with local field conditions, he can 
fill your supply needs promptly and 
correctly. See Classified Phone 
Book for the Hewitt-Robins Indus- 
trial Supply Distributor serving your 
area. 


Mr. Distributor: 


You will be featured in each Hewitt-Robins trade advertisement 
during 1954 because Hewitt-Robins believes you are best 
qualified to serve the needs of industry in your immediate area. 
To serve your customers best and for greater profit . . . feature 
the complete line of Hewitt-Robins industrial hose, belting and 
other rubber products. 


INCORPORATED 


DOMESTIC DIVISIONS: Hewitt Rubber « Robins Conveyors «* Robins Engineers « Restfoam 
FOREIGN SUBSIDIARIES: Hewitt-Robins (Canada) Ltd., Montreal « Hewitt-Robins Iniernationale, 
Paris, France * Robins Conveyors (S. A.) Lid., Johannesburg « EXPORT DEPARTMENT: New York City. 
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Whatever the job... 


electrical 


passenger 
buses 





Talk of the Trade 


GOOD TIMING: Income tax time finds John Lint- 
zenich (Orr Iron Co., Evansville) with a brand new five 
pound ten-ounce deduction James Christopher arrived 


just five days before 1953 ended 


GUEST OF HONOR: When Martin Mill Supply (Stam- 
ford, Conn.) held an open house for its customers 
recently, Martin Manaly and his staff saw to it that invi- 
tations and name cards jibed Seems that the last 
event of this kind attracted more attention than was bar- 
gained for . . . One bibulous gentleman in particular had 
spent the entire afternoon and then all evening keeping 
the refreshment table busy Though he was not 
observed to have inspected any of the exhibits, he chatted 
convivally with all who'd join him to bend an elbow, 
and his affluent look convinced the Martin staff that he 
must be an executive, at least, of an important customer— 
although no one could quite catch the name . . . At mid- 
night they escorted him gingerly and teeteringly to a cab 
... Next day, one of the staff ran into him again—soberly 
slinging hash from behind the counter of a nearby 
beanery. 


THE WAYWARD BUS: When Bud Schlitt (Lufkin 
Rule) looked for his car after a recent call on Sterling 
Products (Chicago) he found that it had been stolen .. . 
He reported the theft and sat back to wait. A few days 
later he got a call from a lawyer who was threatening a 
law suit because Bud’s car had struck his client . . . Bud 
established his innocence, and contacted the officer who 
was working on the case . The car had finally been 
discovered deserted, after hitting a safety island, from 
which it had bounced over to hit a second one... A 
tow truck, sent for the car, had an accident when bringing 
it in . . . Since the whole right side cf the car was 


smashed, Bud sold it for junk, and shortly afterwards had 
another phone call—the car had been involved in yet an- 
other accident, a hit and run deal! | ! Drive your new car 
in good health 








CALL ME MISTER: Wendell Clark, Jr. (Samuel Harris 
& Co., Chicago) has finished his second stint with the 
Marine Air Corps, and is now a civilian again .. . Wen 
had a little trouble with the cold weather during survival 
tests, but is now sufficiently thawed to take up his old 
duties with the firm. 


SOUTH OF THE BORDER: Just about now J. D. Nich- 
olson (Kelly-How-Thomson, Duluth) is winding up three 
weeks of frijoles and tamales . . . A dedicated booster of 
Mexican-American friendship, J. D. (with Mrs. Nichol- 
son) likes to take an annual ramble through Mexico, 
meeting new people, seeing new places, trying new foods, 
and snapping colored pictures . . . Nick’s son, Owen, 
incidentally, is a cub salesman with the Salt Lake City 
branch of Mine & Smelter Supply Co. 


DEADEYE: The deer season is long behind us, but the 
exploit of Salesman Steve Crombie’s wife (M. L. Foss, 
Denver) is still being told . . . Seems she was riding along 
with her husband when she spotted a fine buck 
Steve stopped the car and Mrs. Crombie leaped out to a 
a position in the snow and landed her venison with 
one shot. 


DON’T FORGET: March 12 marks the date for the 
regional meeting of the National and American Associa 
tions at the Netherlands Plaza, Cincinnati. 


R. S. 
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What is the future potential for the various product lines 
you handle? Pick out those that are moving ahead 


and you'll find they are powered for sales. 


What gives a product sales power? 
With P-K Fasteners, it’s a Policy of fair-dealing and solid support. 
It’s quality products. It’s order protection. 


It’s sales promotion and cooperation . . . second-to-none. 


If you ride with P-K, the outlook is bright. 
Put more selling time behind this sales-powered line . . . it pays. 
Certain territories are open for interested Distributors. 
Parker-Kalon Division, General American 


Transportation Corporation, 200 Varick St., New York 14. 


POPCREUEGOT AST 
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TO ABRASION 





RESISTANCE 


To CUTS EXCELLENT 


RESISTANCE 


CONDITIONS 


IT TAKES MORE THAN ONE! 


Champion—the premium quality hose for severe service. 
Tonka—the normal hose for general use in industry. 

. _ ee Fairway—the long-lasting hose for low-pressure use. 

presse 5 POINT SALES POLICY Contractors’—the rugged hose for rough, abusive, road contractors’ 


Operations. 
@ A LINE of rubber items sufficiently complete 
to permit effectively supplying the require- 


Jetting—high-pressure hydraulic hose for mining, back-filling and 
ments of the trade solicited. stripping. 
A QUALITY of product uniformly good and 


Target—a contractor’s suction hose built to withstand high internal 
capable of delivering service results that . 
should reasonably be expected. abrasion. 








A PRICE basis inducing and making pos- 


- These and again as many more types of Water Hose are built by Republic Rubber 
a soul soten oe with reason to make your sales job easier. The easy sale is the one which offers economy to the 

buyer. The economical Water Hose is the one built for the job it is to perform. 
FREEDOM trom competition from his source 


Republic Rubber makes them for Republic Rubber Distributors’ customers. 
of supply. either direct or indirect, among 
the trade covered by his day-to-day so- 
licitations. 


> REPUBLIC RUBBER DIVISION 
SELLING helps of reasonable amounts so ; , 


that his sales force may be given the ad- : ‘S > LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1}, OHIO 
vantage of specialized training and a 
knowledge of the product sold. . INDUSTRIAL RUBBER 








PRODUCTS 
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Industrial Distribution 





Let’s Get To Work 


INCE the first of the year, I’ve done a lot of trav- 
eling over the country and our editors have done 
even more. I’ve talked to scores of distributors and 
manufacturers and the editcrs have relayed on to me 
the substance of conversations they have had. Fur- 
thermore, in the course of conducting our “Annual 
Survey of Distributor Operations” (for the full re- 
port see p. 97-104), we have canvassed the opinions 
and solicited the comments of a substantial sampling 
of distributors. On the basis of this background, I’d 
like to make a few comments on the state of this 
industrial distribution industry as of March 1954. 


Distributor Confidence 


First, I’ve encountered no pessimism among dis- 
tributors as to their sales outlook for 1954. This is 
borne out by the results of our Annual Survey among 
distributors. We ask the question, “How do you 
think your sales in 1954 will compare with 1953?” 
To this, 73 percent of the distributors said they 
thought their sales in 1954 would be as good or bet- 
ter than in 1953. 

Remember 1949? There’s none of that black gloom 
prevalent today. This despite the fact there has been 
an unprecedented amount of “recession” talk all over 
the place. While some distributors are positively 
optimistic, the great majority appear to be what 
might be termed, confident. They don’t expect a big 
upsurge in business but they do feel that the current 
high level of sales will be maintained in the months 
ahead. And sales in 1953 were at a near record level 
for the industry (see p. 97). Interestingly enough, 
those occasional distributors who expressed modest 
misgivings as to the outlook for 1954 were almost 
invariably those who hadn’t done too well in 1953. 

Second, while distributors are confident of the out- 
look, they are not complacent. Many are caught in 
the middle of a net profit squeeze between rising 
expenses of operation and relatively static gross mar- 
gins. Distributors feel a good case can be made for 
wider margins but they are not waiting for the millen- 
nium. They are subjecting every element of operat- 
ing expenses to critical scrutiny and, more important, 
they are actively seeking out ways of increasing pro- 
ductivity as a means of reducing costs. This may 
take the form among other things of better training, 
the use of cost-saving equipment, customer analysis, 
evaluation of the profitability of lines. 

Third, in the tallies I’ve seen, manufacturers in 


the field express themselves as only slightly less con- 
fident of the future than distributors. There are a 
few, however, who must evidently believe the proph- 
ets of gloom in toto. These are the fellows who never 
have a settled sales policy. With the first suggestion 
of bad economic weather, they start grabbing for the 
fast buck. This may take a number of forms, none 
of which can be said to build better manufacturer—- 
distributor relations. 

Here’s the nature of the thing I am talking about 
as reported by distributors in our Annual Survey. 
These things, of course, are not new. But the fact 
that they came up to the level of irritation where they 
get written about is important. Case I—well known 
manufacturer informs distributors he is going to sell 
their major accounts on a direct basis. Case II— 
manufacturer appoints a second distributor in an area 
of moderate potential. But let the distributor speak, 
“Our case is with a well known manufac- 
turer, we having distributed their products for approx- 
imately 20 years. Each year has shown increased 
sales by us with practically no sales help from the 
manufacturer. Each year we are assured of this assist- 
ance which never materializes. Now a second dis- 
tributor has been appointed. I'd like to have our 
manufacturer explain how he can service two dis- 
tributors in an area where it is now impossible for 
him to even render lip-service to one.” And so other 
cases could be cited where economic misgivings have 
either stymied action or lead to vacillating and oppor- 
tunistic policies, 


Looks Good 


By way of summary, I'd say the great majority of 
distributors look ahead to the ensuing months of 
1954 with confidence. They are, however, putting 
their houses in order. All elements of expense are 
being examined and all ways of improving efficiency 
are being explored. Manufacturers generally show 
about as much confidence in the future as distribu- 
tors. A few, however, seem to have let the pessi- 
mistic talk paralyze their thought and action. Over 
all, and as I add up opinion from my vantage point, 
it looks like another good year for our industry. 


Tote: X heii 
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Southern Association Joins 
In Marketing Workshops ‘ 


Feature of the mid-year meeting of the Southern Industrial Distribu 

tors’ Association at the Edgewater Gulf Hotel, Edgewater Park, Miss., 

was another of a series of regional mectings held in conjunction with 

the American Supply & Machinery Manufacturers’ Association on Jan. 

13-15. More than 75 distribution firms were represented by 127 ofh 

cials and more than 118 manufacturers were represented by more than 

250 members of their organizations. Including wives, more than 500 Fred Emerson (Spartan Saw Works) 
‘ : 4 ” chairman of the Regional Meetings 

people attended. General meetings preceded two days of “workshop Committee for ASMMA, presided at 

sessions hekd during the mornings general meetings. 


Workshop 1—Promote To Sell. . . Workshop 2—Be Wise—Analyze .. . 


++ Was handled by Lyman H. Bellows (Sheldon Machine . .. the market was moderated by john West, Lewis Supply 
Co.) and Harold M. Young, The Murray Co., Dallas, Tex., Co., Memphis, Tenn., and Frank J. O’Laughlin (Commander 
on both days of the forum programs. Mfg. Co.) and dwelt on potentials, quotas, incentives. 


Workshop 3—Keeping Your Salesmen Fit. | Workshop 4—Reducing Distribution Costs 


. . « Was a topic for the sessions directed by Lawrence Russell . . » was discussed at sessions handled by James A. Vann, Jr., 
(Waiker-Turner Div.) and K. G. Saunders, J. M. Tull Metal Young & Vann Supply Co., Birmingham, Ala., and Dan C, 
& Supply Co., Atlanta, exploring sales training, direction. Susie, Jr. (Columbian Vise & Mfg. Co.). 
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Ben S. Barker, Pye-Barker Supply Co., J. Robert Kelley (Manning, Maxwell & Clayton Rand, newspaper editor, law- 
Atlanta, president of the Southern As Moore) president of ASMMA, evalu- yer, columnist, write: and speaker, 
sociation, welcomed distributors and ited the workshop sessions as direct played a “return” engagement before 
members of the manufacturers’ group. aids to the marketing of supplies. combined groups at the second meeting. 


Ed Meibeyer (Lufkin Rule); Mrs. and Mr. J. Dudley Lock- Mrs. and Mr. Ashley DeWitt, (Briggs-Weaver Machinery 
rem (Scully-Jones & Co.); Mrs. and Mr. H. E. McKee Co., Dallas, Tex.), enjoyed a visit with Mr. and Mrs, George 
(Weinberg & McKee) made a group at the cocktail party. B. Allen (Mason-Neilan Regulator Co.) prior to dining. 


5 / 
ud : 
Mrs. James Vann, Jr., Young & Vann Supply Co., Birming- Lyman Bellows (Sheldon Machine Co.); Mrs. and Mr. 
ham, Ala.; Mrs. P. M. Smith, Jr., amd Mrs. and Mr. P. M. Harold Young, The Murray Co., Dallas; Mrs. Bellows and: 
Smith, Sr., Perry Supply Co., Birmingham, Ala., talk it over. Mrs. J. Robert Kelley (Manning, Maxwell & Moore) visited. 


SEE NEXT PAGE FOR ADDITIONAL PICTURES 








Surrounded by Minnesota Mining & Mfg. Co. men is V. H. 
Schenck, (2nd from right), Hart Industrial Supply Co., 
Oklahoma City. The Minnesota men are Ray C. Paulsen, 
R. W. Mneller, and H. C. Kenyon. 


Taking it easy are Mr. and Mrs. J. Steve Varley and Mr. and 
Mrs. W. F. Hughes, Peerless Supply Co., Shreveport, La. 
Standing is Paul Reinking (Belmont Packing & Rubber). 


Three distributors and one manufacturer make up this group: 
August Vogel (Illinois Tool Works); Howell E. Adams, J. E. 
Dilworth, Tuscaloosa; W. F. Hughes, Peerless Supply, 
Shreveport, and Walker Wellford, Dilworth, Memphis. 


All in fun, Walker Wellford, Dilworth Co., Memphis, puts 
the hex on W. P. Marshall, Jr., Marshall Supply & Equip- 
ment, Tulsa, who is with a colleague, Fred Robbins, and 
Curtis Meyer (Harnischfeger Corp.). 


At the cocktail party are Mr. and Mrs. Howard Schramm 
(foreground), Turner Supply Co., Mobile, and John Corkery 
and John Weber (Thor Power Tool Co.). 


In the lobby talking things over are Chet Hunt (Standard 
Pressed Steel); Tom Nelms, Wessendorff, Nelms & Co.., 
Houston; Wallis B. Allen (Standard Pressed Steel) and 
W. H. Rutherford, Wessendorff, Nelms. 
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Enroute to the banquet, entertainment and dance that were The distaff side was well represented: Mrs. H. Lyman Bel- 
held the second night of the meeting are Mr. and Mrs. Ken- lows (Sheldon Machine Co.); Mrs. S. H. Miller (Hammond 
neth R. Beardslee (Carboloy Dept., General Electric) and Machinery Builders); Mrs. Elmer Grantvedt, ID, and Mrs. 
John Swanson, American Supply Co., Alexandria, La. J. Robert Kelley (Manning, Maxwell & Moore), 


Time out for refreshment is taken by Mr. and Mrs. Jules 


All smiles as they head for dinner are Mr. and Mrs. Paul J. 
Stine, Harry P. Leu, Inc., Orlando, Fila. Kester, Kester Machinery Co., Winston-Salem, N. C. 


Three Oliver H. Van Horn men have a few words with A. S. Enjoying Cokes are these two couples, Lawrence Russell 
Gould (Oster Mfg. Co.). They are H. W. Van Horn, New (Walker Turner Div., Kearney & Trecker Corp.), Mr. and 
Orleans; J. Wilbur Jones, Shreveport, and FE. A. Landry, Mrs. W. C. Wallis, Southern Supply Co., Jackson, Tenn., 
New Orleans. and Mrs. Russell. 
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MORALE of 


Incentive Plan Boosts Telephone Sales 


For extra effort, inside salesmen at this Newark, N. J., 
house now get a 5% commission on sales they make to 
any account that’s been inactive three months or longer 


inside salesmen proves 


the worth of new incentive plan, says 


Mrs 


Ellis, In 


& 


\ GOOD 
d rnuble 
led Blumenfeld 


1\ 


l’. Seither, pt sident of Seither 


rELEPHONE MAN can often 


in order, 


or tripk the size of 


sales manager 


of Seither & Ellis, Inc., Newark, N. ] 


lor 


this and other reasons Seither 


& Ellis has installed an incentive plan 


for its inside 


salesmen. Some of these 


other reasons were 


l'o boost morale 
“We're 
ie 


the company 


savs Mr 
Seither, president of 
‘Our 


salesmen are a vital part of it 


a team,” 

insikle 

They should benefit from 
extra effort. too.” 

lo make inside men better sales 
nen 

An outsicle 


nly as good as the 


salesman is 
inside 
man who backs him up,” says 


Mr. Blumenfeld 


l'o revive “dead” accounts 


Good telephone technique 


By Van Ness Philip 
Assistant Editor 


could put some of the inac 
tive back on the 
active list, at minimum cost, 
the management felt. “Some 
times just by phoning a man 
at the right time, when requi 
in front of him, 


customers 


sitions are 
you will get an order—when a 
personal call at another time 
wouldn't 
) improve territory coverage 
The company had more po- 
tential than its outside force 
handle, but a 


could large 


number of prospects, espe- 
cially smaller ones, were with- 
in economic telephoning dis 


tance. 


How It Started 


Last vear Mr 
long look at his 


ictive 


Blumenfeld took a 
so-called in 
didn’t like 


over-all sales 


hile or 
customers—and 
what he saw. The firm’s 
had been climbing, but so had the 
total number of accounts that had not 
placed an order in three months or 
longer 

In fact, dollar 


from customers who had 


volume from these 
firms, and 
placed unsolicited orders, just about 
equalled that of Seither & Ellis’ top 
ranking outside salesman 

The reasons were ipparent when he 
checked further: (1 ) 
too much to cover to tap potential 
udequately; (2) they hitting 


outside men had 


were 
many plants, especially smaller ones, 
only once or twice a year, then mov 
ing to greener pastures when volume 
failed to develop fast 

A good source of sales was going 
by default, and outside salesmen were 
windfall” 


harboring many prospects 


MORE CREATIVE SELLING by 
phone is one objective of the plan. Ray 
Jedell urged to fit 
alls for new business mto daily routin 


ind colleagues are 


i.e.; semi-active accounts whos¢ 
casional orders netted them crecit that 
hadn't worked for be 


yond a courtes\ two a vea 


they actually 
call o1 
Enlarging the outside sales force 
didn’t seem to be the answer. ‘Trained 
men were hard to come by, and train 
ing took time. Also, the prospect of 
covering many 


lack attractiveness to an 


small accounts would 


outside sales 
man. 

But the company had a seasoned 
telephone staff 
salesmen averaged 18 years’ experienc: 


and Mr. Blumenfeld 


knew their capabilities. “I've seen one 


three of the inside 


in the business 
of our telephone people take a $10 
order for gears,”” he says, “and run it 
up to a $2,000 order in ten minutes of 
talk—because he knew his product 
With 
Blumenfeld believed, the possibilities 


f telephone sales in netropolitan 


appropriate incentives, AY 
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MECHANICS of crediting inside force for sales depend on 
customer card system. Ted Blumenfeld, sales manager, 
switches cards from outside salesmen’s file to “open” file 
for inside men when they are three months inactive 


area were limitless. So the commis 


transcribing to the invoice forms. If 


NEW POTENTIAL was tapped when inside men got busy 
on long-neglected “open” accounts. Mr. Blumenfeld holds 
six months’ stack of invoices for past sales to these accounts 
Now, inside men can get credit for them 


since an outside salesman called 


in order is from an open-file customer, 


sion plan was launched 
she types in “O” and, where the cus 


How It Operates tomer card carries an inside salesman’s 


initials too. At 
month’s end, invoice Copies marked 


I'he company’s customer-card files nitials, adds the 


determine credit for sak Each cus 


tomer card carries the typed initials “O” are put aside. “Accommodation” 


of the salesman handling the account ales (orders from other distributors, 


vhich don’t carry a commission) are 


There are two files: one, the outside 


salesmen’s, and another called the moved and all the invoices among 
“open” file. the remainder that carry initials are 


Qn an inactive or semi credited to inside salesmen 


count, the outside salesman we. , 
oe auamiies te maine o Friction Is No Problem 


results, his initials are ren (he management is confident that 


the card and it is transferred 1 the plan won't breed friction between 
“open” file. It is then available to am the inside and outside staffs, for se\ 
other outside salesman who wants i] reasons 

But until he makes a sak 1. The outside men have more 


it is also available to any telephon 


apply for it 
than they can do anyway. 
inside man will be 


salesman. ‘The Building up the firm’s volume 


credited with sales he originates by benefits every one and every one 
phone while the card is knows it. 
file, and after the first Outside men regard inside sales 
carries his initials men as teammates, as they de 

lhe outside salesman pend on them absolutely to get 


card back, but only if he ww that their own customers’ orders 


call resulted in a sale through by phone. 
Ihe open file also contain Ihe method of crediting is clear 
A card is either in one file 
or the other, and the time limit 


before 


pects who have never been id cut 

Bookkeepers report perio 
accounts found three months inactive cards move to 
Also the management make the open file is adhered to. 
checks If doubts arise because an out 

When orders come in |} Y side salesman claims credit for 
they are taken by insid lesmen in the first sale to an “O” account, 
longhand, on initialed order f the customers word generally 
inside men are 


Then they are checked for dispels them 


credit by the order-tvpist instructed to inquire, when tak 


sults the customer cards and pi up ing an order from an “O” ac 


the initials of outside 


count, how long it has been 
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(which call reports will also re- 
veal). 


Result: A New Source of Sales 


Shortly after the plan got under 
way, telephone men were averaging 
about 12 calls a day to open accounts. 
Also the number of cards in the open- 
iccount file is shrinking steadily 
though the plan has not been in oper- 
ition long enough yet for a thorough 
test. (Mr. Blumenfeld regards 100- 
200 open accounts as about the 
minimum that can be expected in an 
iverage-size, metropolitan area house 
like Seither & Ellis; 3,000 or more 
as “way too many.) 

And sales volume had taken a 
healthy spurt—though not in propor- 
tion to the total number of orders as 
most sales from telephone solicitation 
were small orders. Still, several open 
accounts produced $1,000 orders. 

Pleased with results so far, Mr. 
Blumenfeld sees only one major ob- 
stacle to expanding the project—the 
time available to the telephone men. 
But he has reorganized some clerical 
duties to free inside men for more 
selling, and added one man and phone 
at least part time. 

Mr. Blumenfeld thinks the experi- 
ment has proved that “no account is 
dead; everybody is a potential cus- 
tomer.” How well the company can 
exploit this opportunity, he feels, will 
have a major bearing on its over-all 
success in a congested industrial terri- 
tory. “We can’t afford to sell short 
the importance of telephone selling.” 
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If you want your firm to 


make a good impression 
on a customer who chatters 
about an order he “‘just 


sent in,”’ then... 


ORDER TYPIST Mrs. Marguerite 
Sowards slips blank tissue into type- 
writer with regular form. After typing, 
tissue is sent to saleman R. C. Graham, 
who gets it only hours after, thus knows 
what orders or confirmed quotations 
have come in. 


Let the Salesman Know About Mailed-In Orders 


A DISTRIBUTOR SALESMAN often has no 
other choice than to look foolish in 
front of a purchasing agent. Like 
when the P.A. refers obliquely to the 
big order he sent in the other day 
(which means late yesterday), and the 
salesman can only sit like a stuffed ow] 
and pretend he’s following the conver- 
sation. But it’s written all over him 
that he’s hearing about said order for 
the first time 

M. F. Murdock & Co., Akron, O., 
decided recently to spare their sales 
men such dark moments. They 
adopted a simple system whereby sales- 
men can be immediately posted on 
incoming orders. 

Now it’s true that many distributors 
prepare a copy of a mail or telephone 
order especially for the outside sales 
man, but frequently this copy isn’t 


available until the entire order has 
gone through its many stages of prepa- 
ration—which may take a while. In 
the meantime the salesman might have 
again called on the P.A., with results 
bearing a similarity to those sketched 
above. 


Tissues Solved the Issue 


Murdock’s by-passed this delay by 
having a tissue copy run off at the time 
the order is typed—just a plain copy, 
showing only the customer’s name and 
the items ordered. It reaches the sales- 
man within hours after the order has 
been received. Thus, the last thing at 
night or the first thing in the morning, 
the salesman knows what orders have 
come in from which of his customers. 

The “customer relations” aspect of 
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this innovation is particularly gratify- 
ing to K. E. Carter, sales manager. 
“Now,” he says, “our salesmen have 
the initiative—they can come right 
out and thank the purchasing agent 
for an order, even before the P.A. has 
thought to mention it. This gesture 
is often more productive than the 
best sales talk.” 

The tissue copies are easy to pre- 
pare. Consisting of three blank sheets 
interleaved with disposable carbons, 
they can be slipped into the type- 
writer along with Murdock’s regular 
order form, then detached and dis- 
tributed to salesmen while the order 
continues through its processing. 

Murdock’s also use tissue copies to 
keep salesmen apprised of quotations 
sent to customers and confirmation of 
quotations received from customers. 





Trends In Year-End Buying 


Survey reveals most dis- 


tributors cut-back Novem- 


ber - December buying 


A RECENT stupy made by INDUSTRIAL 
Distrisution asked the following 
questions: 

1. Is there a definite tendency for 
distributors to cut back all buying in 
the months of November and De- 
cember? 

2. If so, what are the major factors 
causing such cut backs? 

The group queried represented a 
cross-section of the country, and all 
types of distributors—general line, de- 
partmentalized, selected line, and spe 
cialty houses. They also represented 
firms ranging from $1,500,000 to 
$35,000,000 in annual sales. 

Only a few respondents claimed 
they did not decrease November-De- 
cember purchases. 

The vast majority stated they very 
definitely cut back buying during this 
period. 


Six Contributing Factors 


According to the survey, some of 
the factors contributing to this tend- 
ency are: 

1) A desire to have the year-end 
financial statement look better. 

2) Recognition of the traditional 
drop-off in customer buying during 
December and January. 

3) Improved cash position at the 
bank. This is desirable due to the 
year-end or Ist quarter need for cash 
for tax payments, annual profit-shar- 
ing commissions, and other corporate 
purposes. 

4) Now that most deliveries are 
current, there is no danger of stock 
suffering drastically by specifying after 
January Ist delivery. 

5) Inventory and studies on slow 
movers and obsolete items can be 
taken easier, quicker, and at less ex- 
pense. 

6) In some areas, property taxes 
are based on year-end invertories. 








Reasons Why They Cut Back Buying— 
Quotes From Distributors In All Areas 


North Atlantic: 


. I do not feel that there is 
anything alarming about this action 
on the part of most distributors. 
Actually, it is a return to normal 
procedure, and indicates that most 
of us believe that delivery condi- 
tions have become current and that 
we can once more return to the 
practice of reducing inventories at 
the end of our calendar or fiscal 
year.” 


“There is no tendency to cut back 
on our purchasing, primarily be 
cause our inventory was right where 
it ought to be, over six months ago. 
. . . We still believe you can’t do 
business from an empty wagon.” 


“Speaking entirely from our own 
experience, our purchase and inven 
tory control are tied together in 
such a manner to keep our inventory 
constantly at predetermined levels 
by comparing our cost of sales out 
of stock and incoming replacement 
purchases and keep them pretty 
well in balance. Peaks and valleys 
occurring during the year within a 
range of 10 per cent are reasonably 
predictable, and in this connection 
the valley has occurred in Decem- 
ber for two consecutive years.” 


New England: 


“Our inventory is taxed on a local 
basis only at the going rate for 
buildings and property . . . our basic 
cost is a manpower cost. Even if 
we knocked the inventory down 
sufficiently to take advantage of this 
saving, and received one hundred 
orders for items which were out of 
stock, as a result, and of these hun 
dred orders, fifty were expedited by 
the customer and by us, the entire 
project would be a total loss. As a 
matter of fact, we couldn’t lick it 
anyway for several reasons.” 


South: 


“RETEL DEFINITE TEND- 
ENCY TO REDUCE BUYING 
NOVEMBER DECEMBER IN- 
VENTORY TAX PRIME REA- 
SON” 


. . to avoid having to inventory 
items, we do place some orders in 
November and December and spec- 
ify shipment January 2. There have 
been years in our past history when 
we wanted our inventory at as low a 
point as possible on December 31 
because: 1) we were under capi- 
talized, and it helped enable us to 
clean up at the bank; 2) it made a 
better looking annual statement.” 


Southwest: 
LOWER INVENTORY 
AND FEWER INCOMING 
SHIPMENTS AND INVOICES 
FACILITATE INVENTORY 
CUT OFF AND PERMIT PRE- 
COUNT OF STOCK AND 
FASTER AUDIT BY OUTSIDE 
FIRM. 
“IN 
EXCELLENT 


ADDITION PROVIDES 
OPPORTUNITY 
TO ANALYZE PROFIT ON 
LINES AND INVENTORY 
TURN OVER WHICH IS EAS- 
IER TO ACCOMPLISH WITH 
A LOW INVENTORY.” 


Mid West: 


“. . . We also tried to place orders 
so factories would not flood us at 
end of December as they have in 
the past. The result is we expect to 
end up the year with a very attrac- 
tive statement and to our knowl- 
edge we have not lost any business 
or caused our customers any serious 
delays. ... We found that inmost of 
our cu,tomers, many of whom have 
(Continued on page 184) 
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Do you know the dollar volume of your purchase commitments 


for the next three months on each commodity line? 


Do you know how much inventory you have on hand 


by month, by major line, and by dollar volume? 


DuRINnG DISCUSSIONS about 
inventory, top management men at 
Syracuse Supply Co,. Syracuse, are re- 
quired to arrive at specific company 
policies and realistic plans for expand- 
ing inventory from facts that must be 


PERIODIC 


based upon many details. 

As Phil Scott, Director of Pur- 
chases, expressed it: “Someone used to 
estimate that our inventory on a cer 
tain line was too high, someone else 
would insist it was too low. But no 
one knew how much—in dollars and 
we actually had tied up in that 
line at any time. Of course, we could 


cents 


go to our perpetual inventory cards, 
use our net price cost figures, and 
estimate the but this took 
time. Our people like to make prompt 


amount 


policy decisions based on facts. 

‘It is important to our cash flow 
budgeting to know how much money 
we have committed on unshipped pur 
chases or intend to commit. 

F How 
amount of stock is too much? 
much is too little? Without answers 
to these questions, it is more difficult 


shall we determine what 


to keep stock merchandise moving at 
profit making tempos. So we try to 


do something about that.” 


A Monthly Evaluation 


The form known as the “Inventory 
Line Summary,” helps make decisions 
Mr. Scott that this 
monthly report is an evaluation, rather 
the penny ac 
his system reports current 


emphasized 
than an accurate to 
counting 
additions to and shipments from stock 
with a balance on hand—by product 
In addition, year-to-date volume 
column 


relation of turnover 


line 
is shown in the “end balance” 
to determine the 
to sales. Outstanding purchase orders 


ire summarized by line with estimated 


99 


How 


deliveries and budgeted purchases for 
the next three months. 

To compile this information, three 
ledger accounts were set up. 


Three Important Ledgers 


1. Purchase commitments, In this 
ledger all stock purchases are 
coded by product line, estimated 
month of receipt and net value 
of purchase order (this last is 
obtained from net price figures 
on net priced inventory cards). 
Stock purchases. All factory in 
voices covering stock purchase 
receivings, are further processed 
through this ledger account ac 
cumulating in net amount per 
month material and 
added to stock each month. The 
balances produced are deducted 
from current purchase commit 

it the end of each month. 

maln- 


received 


ment 
The above records are 
tained by, and in conjunction 
with, the daily current regular 
operation of Syracuse Supply's 
accounts payable department. 
Inventory by line—stock. At 
the time the year-end physical 
inventory made, 
such summary is recapped by 
the various product lines. Each 
month's additions are posted to 
line inventory cards in the stock 


transcript is 


purchase ledger. Deducted from 
this are all shipments made from 
stock as per their IBM monthly 
sales analysis summiaries at net 
cost value. This set of summary 
cards is maintained by the ac 
counts payable bookkeeper. No 
attempt is made to balance these 
cards to the penny 
however, very 


summary 
Thev are, 
approximations and are brought 


close 
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into accurate balance twice a 
year. 

When manufacturing suppliers’ de- 
liveries are extended, the “commit 
ments” half of the form is of increas- 
ing importance. However, Mr. Scott 
pointed out, by knowing the extent 
of their commitments for future 
months, they are in position to exer 
cise inventory controls by increasing 
or decreasing inventory on order 

From this line summary 
about the 20th of the month, a prod 


uct line which is out of balance either 


issued 


in sales or purchases is immediately 
apparent. After discussions with sales 
department heads, prompt action is 
then taken to bring the unbalanced 
line into proper form. This is done by 
increasing sales effort or increasing put 
chases. In this manner the purchasing 
department becomes a valuable part of 


‘ ‘2 


PURCHASE COMMITMENTS 
ledger and stock purchasing ledger are 
maintained by, and in conjunction with, 
daily current operation of accounts pay 
able department. Most figures used in in 
ventory line summary 


ounting rt 


were available from 


xisting a rds and procedure 





You would if you had an... 


Inventory Line Summary \ 


By George L. Bottari 
Assistant Editor 


a complete selling program; helping to 
sell merchandise by providing ade 
quate stocks at the right time in the 
right amounts. 

“A few of our manufacturing sup 
pliers have devised potential measut 
ing sticks for the amount of business 
they should be obtained in 
our trading area,” Mr. Scott advises 
“But then we get to the stickler 
how much stock should be maintained 
to insure getting our justifiable share 
of this potential? We seek and place 


base d 


believe 


suggestions 


high value 
upon facts that will help us sell more 


upon 


products. Now we can discuss more 


intelligently with our suppliers the re 


lation of stock we carry in their line 


to the amount of business potential 
The “Annual Budgeted Pur 
illustration, 


right 


column (sec 


estimated 


;, 
budget of sales b 


OF PURCHASES, Phil 


, 


DIRECTOR 
Scott, uses 


show how 


Inventory Line Summary 
much money is currently tied 
commodity 


up in every major 


relationship to current sales 
dollar volume of purchas 
for following three month 


cost—a of the total year's 
business which their sales budget re 
flects. It is what they consider will be 


to effect budgeted 


forecast 


necessary to buy 


sales in each line. 


Inventory Net Worth 


The “End Balance” column repre 
sents the net worth of inventory on 
hand at the end of the month based 
upon current prices. This is obtained 
by using the previous month’s end 
balance, adding purchases, and deduct 
ing sales from stock at cost values. The 
purchases added are run from receiv- 
ing department reports and, therefore, 
represent actual stock on hand, not 
ounting goods in transit. Even partial 
shipments are deducted from the 
nonthly commitment ledger. 

Mr. Scott pointed out that the term 
product line’’ means a group of re- 
ited items as distinguished from any 
ingle manufacturer's products from a 
ingle source. Items such as hose, trans- 
mission belt, conveyor belt, are coded 

parately, as are twist drills, cutters, 
reamers, etc 

Records are maintained on approxi 
mately 100 commodity “10 
day,’ Mr. Scott concluded “we know 
vhat we're talking about 
hand, 


lines. 


when we 


inventory on current 


GUIsSCuUssS 


hases, current inventory move 


nent, future commitments, and our 
proposed sales volume program. 
Inventory controls help us to point 
up the importance of complete stocks. 
We are striving to improve our stock 
position, recognizing the slow movers 
is an additional cost of doing’ business 


Manufac 


turers can be a great help to us in 


in our competitive markets 
supporting our acceptance of write 
off costs with additional profit margins 


on broad lines.” 
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| Could Have Been a Better Salesman If... . 


1. | had called on all accounts—large or small. 


2. | had sold the complete line—instead of “pets”. 


3. | had checked the application of the products | sold. 


4. | had a more realistic attitude about credit. 


By Charles Kirkwood, W. P. & R. S. Mars Co., Duluth, Minn. 


I'VE MADE A LOT OF MISTAKES in this game since I became 
a salesman in 1936 for W. P. & R. S. Mars Co., Duluth. 
At present I number paper mills, railroads, steel plants and 
utilities among my 30 regular accounts and lead the firm’s 
10 salesmen in annual volume. But this position has only 
been attained because I've finally learned to profit from 
past mistakes. 

At times in the past I was guilty of overlooking the 
small customers. There used to be some small miners 
who'd begin by scramming—that’s a cleanup operation 
after a big mining company would clear out of a site. 

These scrammers would come in and take out what ore 
was left. They'd start out with a shovel and a couple of 
trucks, figuring they'd take out 10,000 tons of ore and be 
done. But often there was more ore left than had been 
estimated, and these scrammers would branch out and 
turn into big mining operators—wonderful customers for 
industrial supplies—if I had only gotten in on the ground 


floor. 


Know What the Customer Uses 


Then there's the matter of keeping abreast of custom 
er's operating procedures. I can remember one sale I lost 
due to this: I'd been supplying a customer with wire ropes 

a lot of it. A competitor came in and sold the man 
on the idea of using rope with flattened strand construc- 
tion. When I asked this former customer why I hadn’t 
gotten the business, he gave an answer that hurt: “I 
didn’t know you carried the flattened strand.” 

After a while you take your customers for granted. You 
forget to show them what's available and some one comes 
along and makes the sale. Ira glad to be able to say that 
this happened to me in reverse, too. 

A wrench company had been buying drills from one 


house for years, for use in drilling holes in an adjustable 
wrench they were making. The superintendent asked me 
if we could better his operations. I suggested he double 
his speed. He did and got twice the production—and we 
got his business. 

lo strengthen our hoki, we analyzed his job further, 
and found that a special heat treatment on his drills could 
produce a further saving. That put us in solid. 

From these experiences, I’ve decided that it’s important 
to find out where and how your product is being used— 
you have te do more than just sell your line to the p.a 


Go Where the Product is Used 


A lot of times sales are lost by overlooking some man 
who’s more important than you may think. It’s a mis- 
take to confine yourself to the key man. That’s happened 
to me—I just overlooked the wrong person, not inten- 
tionally, but by accident. 

There was the time a certain steel corporation was 
interested in purchasing a conveyor belt for coal handling. 
A general inquiry went out, and I visited the company 
with a manufacturer's man. We talked to the purchasing 
and engineering departments—ordinarily it would have 
ended there. 

But we carried it a step further, and went down and 
talked to the coke oven superintendent. Through his 
decision the belt was bought. The firm had been buying 
belts of the same construction on specifications alone for 
some years—problems had arisen that were begging for 
some attention. We got the sale because we went down- 
stairs and gave them that attention. It made me wonder 
how many sules I'd lost when I hadn’t taken that trouble. 

Sometimes you pass up a man whose credit isn’t estab- 
lished. When he gets on his feet, he favors those sup- 
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1 CALL ON ALL ACCOUNTS-—large or small, is advice 
# I didn’t heed in the beginning. I passed the little outfits 
right by, but experience has taught me that small shops can 
grow into big operators 


CHECK APPLICATION OF PRODUCTS after the 

® sale is made. Before I learned the hard way, I never 
bothered to follow through. Now I know that checking plant 
operations leads to more business and keeps competition out. 


pliers who rode along with him. If a man’s honest, and 
has a good record; if you think a man’s got something- 


well, that detail can be as important as something you'd 
read in a financial report 

Many salesmen I’ve seen show a tendency to pick out 
favorites in his lines. In my case, it was mechanical rubber 
—conveyor belting and hose. As a result, fine lines like 
pumps and machine tools suffered 

Pumps, for instance, always presented a problem to me 

there’s so much technical information that goes along 
with them. The manufacturers’ men were a lot of help, 
but lots of times the thing had to be solved immediately 

But I’ve since found that if I read thoroughly what's 
in the manufacturer’s catalog, I can learn pretty much 
what I need to know. And I concentrate more on find- 
ing out from the customer what he’s going to pump, and 


9 SELL THE COMPLETE LINE is another scund pol- 
* icy I didn’t fully capitalize on. I used to concentrate on 
items I liked to sell because I knew them; I neglected some 
profitable lines because they required study. 


REALISTIC ATTITUDE ABOUT CREDIT is an 

# asset I lacked in the past. I neglected potential accounts 

without established credit, but I've learned an honest man 
with a good record shouldn’t be passed up 


ill the other details. I think one of the most important 
things to remember, in this respect, is not to be afraid 
to ask the customer questions! 

I travel Duluth, Superior, and Cloquet, and was one of 
the first salesmen taken on by the Mars Co. I've built 
most of my accounts up through initial sales. In my opin- 
ion, sociability and engineering ability are the most neces- 
sary qualities for a successful salesman. And the most 
important role for the salesman to play is that of a listener. 
[he biggest thing in this business is to get the guy to 
talk to you, to tell you his problems, ‘to unburden his 
heart to you—then you've got him. 

It’s important that a salesman never be satisfied—if he’s 
doing a quarter-million he should want to do a half-mil- 
lion. And it’s doubly important that the salesman should 
benefit by his mistakes. 
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The Salesman — 


and Customer X 


By Don McGill 


Associate Editor 


“Knowing the potential at stake,” says W. H. Bucholtz, 
“helps immeasurably in selling. But it means work.” 


Being the true facts in the case of a Cleveland salesman who, armed with a sales 
potential study, jumped sales to one customer 10 times in four years 


1. Can a distributor increase his sales 
to one customer tenfold in four 
years—without disrupting his en- 
tire organization? 


lo THE ABOVE QUESTIONS, W. E. Lowles, sales manage 
of Cleveland Tool & Supply Co., Cleveland, would answer 
with a heavily qualified “yes.” 

“In jumping up our sales to this particular customer,” 
he says, “we did disrupt our organization to an extent 
And we did find it necessary to spend an unusual amount 
of time on this single account. But it was worth it, 
because we derived a new approach to our sales thinking 
aS a result.” 

“It was worth it” 
that? 

He meant that, before they ever decided ‘o single out 
this “Customer X” for a special sales effort, Cleveland 
lool satisfied themselves that a healthy sales potential 
did in fact await them. 

Indeed, their studies disclosed that the potential was 
such that they felt justified in assigning one salesman, 
W. H. Bucholtz, to spend all the time necessary devel 
oping Customer X into a profitable account. 

loday, two and a half years after making this decision, 
Cleveland Tool & Supply has figures to prove (a) it’s 
never smart to underestimate the value of an accurate 
sales potential study and (b) it’s always smart to let the 
potential study’s disclosures determine the intensity of the 


—what did Mr. Lowles mean by 


sales effort. 


Phase |: Investigation 


For some time prior to his experience with Cus 
tomer X, Mr. Lowles had believed conventional selling 
methods were sapping the time and effort of his salesmen 


2. Can he do it without violating com- 
monsense ideas of costs and time 
and service? 


Handling a large number of accounts in the usual way, a 
salesman didn’t have much chance either to discover 
where a real potential lay in his territory, or to develop 
the potential fully were he fortunate enough to track it 


down 


his isn’t to say each salesman hadn’t been doing his 
utmost, but Mr. Lowles felt there should be less expedi- 
ency and more certainty in cultivating new business. 
In his search for certainty, he found the path always led 
right back into his own office. In other words, the sales 
manager must give the salesmen something to work with 
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—something like dependable estimates of potentials in 
their respective territories. 

Through one of Cleveland Tool’s suppliers, Mr. Lowles 
was put in touch with a marketing consultant who had 
given distributors’ potential problems special study. The 
upshot was the consultant set up a market analysis tech- 
nique for the firm. 

It was with this technique that Mr. Lowles uncovered 
the true potential waiting for them in Customer X’s six 
plants in the city. 

Now Customer X was no stranger to Cleveland Tool. 
For upwards of 50 years he had been an active account 
However—and here Mr. Lowles blames conventional 
selling and not the salesman—during World War II, 
Customer X had become what the economists call a 
“growth company.” From his somnolent prewar posture 
Customer X began stretching and growing and awaken 
ing, until eventually he became one of the biggest em 
ployers in Cleveland 

Cleveland Tool was not unaware of the change that 
had come over Customer X, but they were shackled 
by conventional selling. “Our salesman on this account,” 
Mr. Lowles points out, “had time only for one call a 
weck. He couldn’t hope to do it justice. For another 
thing, he had only a hunch of what was going on—no 
real idea based on the number of facts we later gathered.” 

l'o compound this salesman’s troubles further, as Cus- 
tomer X grew, so did his purchasing department. It 
wouldn’t have been so bad had the purchasing depart- 
ment multiplied in one location, with product purchasing 
responsibilities neatly divided among various buyers. 

It didn’t happen that way. Since he was running a big 
job shop among six plants, Customer X had decentralized 
his purchasing department, both physically and func- 
tionally. Purchasing responsibilities were assigned on a 
job, not on a product basis, so that all P.A.’s could con- 
ceivably be buying the same products in any single week. 

To sell into such a ramified set-up, therefore, a salesman 
had to contact each P.A. Furthermore, he had to fa- 
miliarize himself with each job going through the plant, 
in order to sell intelligently 

Having thus investigated the problems of selling to 
Customer X and having decided a considerable potential 
existed, Mr. Lowles laid out his strategy—which was to 
put a salesman fulltime on the job. He chose Mr. Buc 
holtz, an experienced salesman who had come to Cleve- 
land Tool a few years before from the machine tool field. 

(In justice to Mr. Bucholtz’ predecessor, it should be 
pointed out that his retirement coincided with the for- 
mation of the new sales policy 


Phase II: Determination 


to what to 
with, he knew he 


Mr. Bucholtz was under ni 
expect from Customer X. To 
would have to breast a current of mild resentment en- 
gendered by Cleveland Tool’s unintentional, but never- 
theless conspicuous, neglect. 

“On the other hand,” he says, “I had what not many 
salesmen have—a really accurate mark to shoot at. That 
helped.” 

With time and a target, Mr. Bucholtz spent the en- 


suing weeks almost entirely on one task—getting to know 


Customer X’s purchasing set-up, becoming acquainted 
with the vast assortment of buyers, and trying to find out 
as much as he could about the plant operations and re- 


quirements. 


Finally, the orders began coming through, but with 
special requests attached. Many of them were for hard-to- 
get items and plainly marked “immediate delivery.” Mr. 
Bucholtz had been around industrial selling long enough 
to recognize the pattern. This was the case of a long 
gnored customer putting the distributor to the test. 

Get delivery for them and we'd get more of their 
business. It was as simple as that,” he remarks. 

It’s Mr. Bucholtz’ recollection that he spent the re 
mainder of 1951 functioning not only as a salesman but 
ilso as a purchasing agent, expediter, and delivery man. 
Keeping that sales target in mind, however, he was firmly 
resolved that nothing was going to be impossible. What- 
ever Customer X wanted and whenever he wanted it, Mr. 
Bucholtz saw that he got it 


Phase III: Penetration 


It was now after New Year’s, 1952, and Mr. Bucholtz 
had the distinct feeling he and Cleveland Tool had 
Next page, please) 
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The Salesman and Customer X (Cont’d.) 


cleared the hurdles. Determination was beginning to 
bear fruit. 

He was now able to see engineers from the plant. Cus- 
tomer X had rigid rules against salesmen entering his 
plants (with a few execptions) but did arrange for his 
men to consult with salesmen who could offer then worth- 
while assistance. Mr. Bucholtz had evidently achieved 
this category. 

Thereafter he dealt with problems that drew on his 
wide experience in the tool field. It was the kind of sell- 
ing he liked, the kind of selling he thought a distributor 
salesman should do. And it didn’t surprise him that he 
was spending anywhere up to 25 hours a week with Cus- 
tomer X. 

During this year, however, Mr. Bucholtz’ schedule took 
on the appearance of a routine. He found it successively 
easier to plan his days and his calls. In the same way, 
the office had also settled down to a system in handling 
Customer X’s business. Mr. Bucholtz found time to serv- 
ice a few more accounts as. a result. 

This settling down to a system wasn’t a physical thing 
alone. It was a direct reflection of a changed attitude on 
the part of both Mr. Bucholtz and the Cleveland Tool 
organization. What had once been a different, almost 
revolutionary, type of selling had become an accepted 
sales policy. Cleveland Tool & Supply had evolved a 
technique of “selling in depth,” of penetrating a given 
market, of bringing sales effort to bear on the point where 
it would produce maximum results. 


Phase IV: Realization 


By the end of 1952 and again last year, Mr. Lowles 
and Mr. Bucholtz could afford to look at the uptrending 
sales figures on the Customer X account without trepi- 
dation. Here was something substantial, not merely the 
by-product of a fortuitous business boom. Here was a 
sales increase that rested securely on service—an excess of 
service, perhaps, but nevertheless commensurate to the 
potential. 





At the end of last year, Cleveland Tool had increased 
their sales to Customer X by 25% over 1952, while 1952's 
sales were up 220% over those for 1951. Over the whole 
period, beginning in June of 1951, sales to Customer X 


were five times greater; compared to 1949 records, sales 
were 10 times greater. 

Most significantly, Cleveland Tool & Supply had in 
this time advanced from about 13th place among dis- 
tributors serving Customer X to a leading position among 
the top three! 

“In a sense,” observes Mr. Lowles, “we made up for 
lost time. We should have known what Customer X 
was doing and how much he had for us. We might've 
saved ourselves a good deal of work. On the other hand, 
we may never have proved to ourselves the value of sales 
potential studies, nor what is actually involved in follow- 
ing through with them.” 


Phase V: Projection 


The fact that they learned how to conduct a sales 
potential study and put it to work, Cleveland Tool con- 
siders the chief product of their labors. As noted above, 
they’ve adopted a new sales policy in consequence. 

“It’s given us a new framework for our thinking,” Mr. 
Lowles says. 


For his part, Mr. Bucholtz admits that, as a salesman, 
he’s changed his thinking. He first became conscious of 
this when he began handling accounts other than Cus- 
tomer X. 

“Sales always follow service,” he declares, “but if a 
salesman knows the potential at stake, he can regulate the 
service to save his time and the customer's.” 

Cleveland Tool is now prepared and equipped to make 
“The Customer X Story” the template for handling other 
accounts showing a promising potential. 

“Estimating sales potentials,” Mr. Lowles says, “takes 
the hunches out of selling, but potentials are only good 
if you’re prepared to make the necessary changes in your 
outlook and methods.” 

———e 

“As an operative in his company's intelligence service, the 

industrial salesman working on a major account spends far 

more of his time keeping up with his customer's business than 

in overt selling. He is expected to know the customer's prob- 

lems before they become obvious, his plans before they have 

matured, his thinking before he has thought it .. .” 
“Why Do People Buy?” by the Editors of Fortune 
McGraw-Hill Book Co., New York 
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of distributor sales in constant 1947-49 prices, shows that 


DOLLAR SALES, as indicated by upper colored line, in- 
physical volume in 1953 was slightly less than in 1952. 


creased in 1953 over 1952 by 2.4%. Lower line shows trend 


Sales Advance 2.4% to $3.9 Billion 


Distributors end 1953 with increases in sales, inventories, turnover, invoices. 


No change in gross margin. 73% expect continued good business in 1954 


DOLLAR SALES OF INDUSTRIAL DISTRIBUTORS for the year 
1953 were 2.4% above those in 1952, according to returns 
tabulated in InpusrriaL Disrrisution’s eighth Annual 
Survey of Distributor Operations. Sales reached $3,904 
million, close to the record $4.1 billion attained in 1951. 

Other factors in distributors’ operations for 1953 
showed similar increases over 1952. Inventories at Janu- 
ary 1, 1954, were up 5.1%, turn-over of inventory in 
terms of cost of goods sold increased 7.7%, accounts re- 
ceivable were up 1.2%, number of invoices billed in- 
creased 2.5%, number of outside salesmen increased 
6.6%, and sales per employee showed a 3.8%. Gross 
margin remained virtually unchanged at 21%. The num- 
ber of employees and sales per salesman decreased slightly. 

On the following pages these and other facts are 
analyzed both nationally and regionally. 

Comments furnished in the course of the Survey by 


reporting distributors revealed that during the past year 
they were highly concerned about rising operating costs 
and about methods of improving their selling efficiency. 
The returns from some areas showed a concern with 
price-cutting. Despite these worries, however, 73% of 
the reporting distributors expect their sales volume dur- 
ing the present year to be as great as or higher than it 
was in 1953. 

The various operating ratios presented in this Annual 
Survey will afford valuable guideposts against which indus- 
trial distributors can measure their own performance. 

The editors of Inpusrriat Distraipution wish to 
thank the entire industry—especially the hundreds of 
distributors who provided us with confidential figures 
—for making this Survey possible. Due to their coopera- 
tion, ID has once again been ale to publish the only re- 
liable statistical portrait of a key industry. 


Corrancer 1954 sy McGasaw-Hus Pusrtimniwe Co., Inc, 
330 W. 42~o St., New Youx 36, N. Y. 
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1953— Small Gains, Smaller Losses 


Prevailing trend is upward, but wide variations in some 


individual performances point to scattered local letdowns 


ANOTHER BANNER YEAR was chalked up in 1953 by dis- 
tributors. An analysis of individual returns of the Annual 
Survey questionnaire reveals that 69.4% of reporting 
distributors chalked up sales gains in 1953 over 1952. 
The results are therefore in contrast to the misgivings 
expressed by many distributors at the beginning of 1953. 
_ Of the nine census regions surveyed by ID, only the 

West North Central, East South Central, and Pacific 
regions reported sales decreases in 1953 compared to 
1952. The West South Central region led all regions 
in increased sales; East North Central and New England 
regions followed. 

The largest sales decrease reported by an individual 
distributor came from the Mountain region—47.3% 
But the biggest sale gain of the year (32.5%) was re- 
ported by another Mountain region distributor. 

The range of sales gains and losses for individual firms 
was narrower in 1953, as this comparison shows: 


Increase or Decrease Percentage of Firms Reporting 
in Sales 1952 1953 
40.1 to 50% 0.9% 
30.1 to 40 0.9 2.0 
20.1 to 30 0.9 9.0 
10.1 to 20 6.7 18.0 


Increase or Decrease Percentage of Firms Reporting 
in Sales 1952 1953 
0.1 to 10 18.7 40.4 
—0.1 to —10 37.8 25.7 
—10.1 to —20 25. 12.0 
—20.1 to —50 7. 1.2 


It should be pointed out that against the 2.4% sales 
increase there was a 5.1% price increase in items sold by 
industrial distributors, as shown in ID’s monthly pric« 
index (page 97). When this index is divided into the 
dollar series of distributor sales, an actual decrease in th« 
physical volume of goods moving through distributors’ 
hands, shows up. 


Inventories Increase 


In keeping with the general rise in dollar sales, inven 
tories (as of January 1, 1954) were 5.5% higher. In 
ventory increases in each region were consistent with the 
national increase, although the West South Central 
region reported an unusually large increase of 19%. 

Even though December, 1953, sales of distributors 
were slightly behind their December, 1952, sales, th 
prevailing trend was upward, thus more inventories 

For the first time, the Annual Survey requested di 
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REGIONALLY, this is how distributors’ 1953 sales com- 


pared to those in 1952. From map distributors can de- 


termine in which census region they are located. Regional 
statistics are discussed on pages 101-103 


Distributors’ Business Continues on High Level 


tributors to furnish their “cost of goods sold” figures, 
in order that a national and regional inventory turnover 
ratio could be calculated. 

The turnover ratios were obtained by dividing distrib 
utors’ cost-of-goods-sold by the respective inventory to- 
tals. Although the ratios obtained by this method do 
not always reflect “direct shipments,” they are still a 
valuable bench-mark for distributors who wish to cal- 
culate their own ratios on the same basis. 

Nationally, distributors improved their turnover ratio 
by 7.7% (from 4.14 in 1952 to 4.46 in 1953). The 


regional comparison of turnover ratios is presented below: 
1953 1952 


Middle Atlantic 5.40 5.21 
New England 4.94 5.05 
West North Central 4.76 4.97 
West South Central 4.70 4.98 
Mountain 4.48 4.77 
East North Central +.33 4.27 
East South Central 3.99 4.08 
Pacific 3.88 3.77 


,- 


South Atlantic 3.78 3.98 
The biggest percentage loss was suffered in the West 


South Central region; the largest increase occurred in 
the Middle Atlantic region 
Gross Margin Unchanged 

Nationally, the gross margin of distributors remained 
steady at 21%. This overall average, however, conceals 
slight downward shifts in margins in six of the nine re- 


gions, offset only by gains in the New England and 
Mountain areas. The Pacific region, although slipping in 
1953, had the highest margin, 22.7%; West South Cen- 
tral and South Atlantic distributors had the lowest, 
19.7%. 

The 6.1% decrease in the gross margin of the latter 
group of distributors would seem to confirm their com- 
plaints about price-cutting. Similar complaints were 
heard to a lesser degree from other regions, and may be 
reflected in the decreased gross margin percentages. 


Accounts Receivable Increase 


More or less in step with the national increase in 
sales was the slight rise of 1.2% in accounts receivable. 
When expressed in terms of number of days sales, how 
ever, accounts receivable were down from 33 to 32 days. 

There is no strict relationship in evidence between 
the percentage changes in dollar sales and accounts re- 
ceivable. Some regions reported higher sales and lower 
accounts receivable, while other regions reported the 
opposite. Thus, it becomes a matter of speculating 
whether distributors were extending credit to obtain sales, 
or were increasing their sales without offering the credit 
incentive. Very few distributors reported any difficulty 
making collections, however. 

Fewer Employees, More Sales per Employee 

On the overall average, distributors reported fewer 

employees during the year. On a regional basis, however, 


they divided evenly, so that the net decrease was only 
0.4%. The largest increase occurred in the Mountain 
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Sales per Employee 


Sales per Salesman 





West Norff entral 


New England 


East North Centrol 


(2) Miele ism @ alice) 
S$ 40,978 


Middle Afiantic 


$ 42,814 


youth Atlant 











REGIONAL comparison shows South Atlantic distrib 


utors ahead of national average of $37,557 per employee. 


region; the largest decrease occurred in the East South 
Central region. 
Consequently, sales per employee gained 3.8% over 
the whole country. This increase occurred in all regions 
save the Mountain and the Pacific 

While this increase would seem to point to added 
productivity on the part of employees, it must still not 
be forgotten that the 5% increase in the price of indus 
trial supply items during 1953 indicates that the actual 
physical volume of distributors was less than in 1952 


Number of Salesmen Increases, 
Sales per Salesman Decrease 

The number of outside salesmen increased during 
1953, according to reporting distributors, by 6.6%. In 
consequence, the average annual sales per salesman were 
lower, both regionally and nationally. Only the New 
England and West South Central regions reported an 
increase in sales per salesman. 

rhe increase in the number of salesmen coupled with 
their lower individual sales would seem to indicate that 
new salesmen joining distributors’ organizations during 
the year had not yet had an opportunity to equal the 
performance of older salesmen. 


Number of Invoices Billed Increase 


The increase in dollar sales during 1953 was reflected 
in the increased number of invoices billed and in the 
higher average amount of each invoice. On a national 





Mountain 


East South Central 
West North Central 


West South Centra 
South. Atlantic S$ 207,431 
New England $ 211,121 
S 212,401 


East North Central 


Ve lel oe Uilelalite S 214,917 








SALESMEN of Middle Atlantic region averaged annual 
sales which exceeded U. S. average of $196,123 per salesman 


basis, the amount per invoice increased from $45.04 to 
$45.93. The comparative standing of each region is 
shown below: 


West South Central $68.20 
Mounntain 65.66 
South Atlantic 51.24 
Pacific 44.23 
East South Central 42.51 
Middle Atlantic 42.47 
East North Central 41.62 
New England 41.13 
West North Central 39.18 


According to reports by distributors to the Survey, 
complaints on the “small-order” problem were less 
prevalent than in previous years, although this fact is no 
indication that the problem is either solved or less trou 
blesome. 


What the Results Show 


The ratios and figures revealed by the current Survey 
of Distributor Operations indicate that industrial dis- 
tributors are continuing to do business at the highest level 
they have ever enjoyed. While they have experienced a 
slight decline from the period of peak activity caused by 
the increase in the national defense effort immediately 
following the outbreak of the Korean War, their business 
is still proceeding along the high “plateau” which has 
characterized business trends during the last two years 
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NEW ENGLAND: Business Holds Firm 


MopeEst INCREASES across the board 

bear out one distributor’s comment 

“Normal change.” Not so normal in 
5 

some cases was the removal of textile 

plants to other areas, sudden loss of 

in centers 


contracts some 


from 


defense 
Competition 
felt, too. 

Turnover ratio was down 4.94 from 
5.05. Gross margin rose from 21% 
to Accounts receivable: 33 
days’ sales. 

Outlook: Over 80% 
expect 1954 sales to be as great as o1 
better than in 1953. 


late-comers was 


77 707 
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MIDDLE ATLANTIC: Trend Stitt Upward 


RELATIVELY SMALL DROPS in annual 
sales of individual distributors were 
offset by large increases due to in 
tensified selling, additional salesmen, 
larger territories. Few local disruptions 
in industrial production reported to 
Survey. 

Turnover ratio 5.40, up from 5.2] 
Gross margin fell slightly, from 20.6% 
to 20.4%. Accounts receivable in days’ 
sales were down considerably, 27 from 
29 days. 

Outlook: 
tributors are playing it safe, a litth 
over 55% expecting sales in 1954 to 


Despite good year, dis 


equal or exceed those in 1953 


EAST NORTH 


INCREASED PRODUCTION among Cus 
tomers, say distributors, was responsi 
ble for the substantial sales increase 
(country’s second biggest) in this area 
And, as one distributor remarked, 
“working like the very devil’ helped a 
lot. Only about 25% of distributors 
polled by Survey reported losses, and 
those were small] (0.1 to 5%) 

Turnover ratio rose to 4.33 from 
4.37. Gross margin remained un 
changed at 22.2%. Accounts receiv 
able slipped to 29 days’ sales from 32 
days in 1952. 

Outlook: Generally skeptical 
1954's sales prospects, with over 57% 
of reporting distributors forecasting 
the same level or a slight 5% drop 
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WEST NORTH CENTRAL: Slip in Sales 
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Many pisrrisurors blamed the can 
cellation of defense contracts for their 
1953 sales plight. In some localities, 
the slow-up in the farm equipment in- 
dustry took its sales toll. Nevertheless, 
many small sales losses were offset by 
a few substantial gains (highest: 12%). 
One distributor blamed a 1.4% sales 
decrease on price-cutting alone. 

Turnover ratio was 4.76, compared 
to 1952’s 4.97. Gross margin was 
lower, being 21.3% against 1952's 
21.6%. Accounts receivable in terms 
of days’ sales were 29, compared to 30 
the previous year. 

Outlook: Distributors evenly divided 
on 1954's sales prospects—half expect 
ing them to stay same or improve. 


SOUTH ATLANTIC: Price-Cutting Shows Up 
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ALL FAcTors in this column look 
healthy and consistent, until the eye 
strikes the “turnover” and “gross mar 
gin” items, and it was here distributors 
suffered during 1953. And, according 
to their comments, there was one rea 
son: price-cutting. Yet over 60% re- 
ported substantial dollar-sales increases 
over 1952, and ascribed the jump to 
more industrialization in the South. 

Turnover ratio of 3.78 was lowest 
in the country, down from 3.98 in 
1953. Gross margin: 19.7%, down 
21%. Accounts receivable: 35 
days’ sales. 

Outlook: 
tributors estimated 1954 sales would 
be as good or better than in 1953. 
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EAST SOUTH CENTRAL: Sales off 
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SALES DECREASED 0.2%, and reporting 
distributors named defense contract 
cuts and competition from new houses 
as the principal reason. Depressed 
conditions in some coal mining dis 
tricts also contributed to the decrease 
Where individual distributors reported 
sales increases, they gave new industry 
or their own hard work the credit. 

Turnover ratio was 3.99, compared 
to 4.08 the vear before. Gross mar 
gin was 21.1%, down from 21.9% in 
1952. Accounts receivable, in terms of 
days sales, were 35 days, lower than 
the previous year’s 36. 

Outlook: of distributors ex 
pected 1954 sales to remain firm or 
increase 


50% 
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WEST SOUTH CENTRAL: Sales Rise Leads 


Distripurors in this region led all +213% 
others in the increase in average sales +19.0% 
for 1953. The increase in their in 
ventories was also the largest on the 
average—19%. Local declines in some 
industries (i.e., aircraft) were mor +8. 
than offset by results of more aggres +78% 78 ty 
os selling methods by most distribu +3.0% 426% 

l'urnover ratio decreased from 4.95 
to 4.70. Gross margin decreased 
slightly from 20.5 to 19.7%. Accounts 
receivable in terms of days sales were 
somewhat hiigher, rising from 34 t 
38 days. 

Outlook: About 47% of distribute NO. SALES SALES 
expect sales to remain the same; 24 SALES INVEN- GROSS TURN ACCOUNTS NO OF NO.EMP- SALES- PER EMP- PER 
expect them to improve TORY MARGIN OVER REC’BLE INVOICES LOYEES MEN LOVEE SALESMAN 


MOUNTAIN: Gross Margin Rise Leads U.S. 


+20 














INFLUX OF NEW INDUSTRY enabled dis 
tributors in some localities to increas« #15 
their 1953 sales, but the canccliation 
of some defense contracts had an ad 

verse effect in other localities, leaving +77% +15% 
the region with a small average in 
crease in sales. +19% +1.4% 
Turnover ratio decreased from 4.77 
to 4.48. Gross margin increased from 
20.2% to 21.3%. Accounts receivabl 
in terms of days sales remained th« 


same at 36 days. -8.5% -8.3% 


Outlook: Most distributors antici wo SLES SALES 


pate their sales will equal those in SALES INVEN- GROSS TURN ACCOUNTS NO.OF NO.EMP- SALES- PER EMP- PER 
1953 or increase by at least 5 TORY MARGIN OVER RECBLE INVOICES LOYEES MEN LOVEE SALESMAN 














PACIFIC: Sales Decrease Slightly 





In THE CALIFORNIA AREA, distributors 
stated that the cancellation of defense +20 
contracts caused lower sales. In Ore 
gon and Washington, distributors as 
cribed the cause to a temporary r 
cession in the lumber industry 
Throughout the region, new industry, 
new construction, and more aggres 
sive selling were given as reasons for 
some substantial sales increases 
Turnover ratio increased from 3 
to 3.88. Gross margin was off from 
23.8% to 22.7%. Accounts receivable 
in terms of days sales went up from 


36 to 37 days WO SALES 
Outlook: About half the reporting SALES INVEN- GROSS TURN ACCOUNTS NO.OF NOEMP- SALES~ PER EMP-SALES PER 
’ TORY MARGIN OVER REC’BLE INVOICES LOYEES MEN LOVEE SALESMAN 





distributors expected sales to be a 


good as or better than in 1953 period 
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Distributors Look at 1954 


ON THE AVERAGE, industrial distributors are 
confident about sales prospects for the cur 
rent year. However, they are no more con- 
fident, on a statistical basis, than they were 
at this time last year. To the question asking 
“What is your best estimate of sales for your 
firm in 1954?” slightly over 73% replied that 
they thought sales would remain about the 
same or improve. To the same question, 
75% gave the same answer last year. The 
results of the Survey presented in the fore 
going pages seemed to confirm their forecast. 
It may be pointed out, however, that this 
year fewer distributors expect a substantial 
sales decrease. There are also fewer dis 
tributors in the “don't know” category. 


Below is the industry’s sales outlook for 
the current year: 


Estimate 1954 Percent of 
Sales Will Be: Distributors 
15 to 25% above 1953..... 2.5 
10 to 15% above 1953.. 7.0 
1 to 10% above 1953.... ps an 
About the Same as Last Year 42.0 
1 to 10% below 1953............17.0 
10 to 15% below 1953.... 5.8 
15 to 25% below 1953... 2.0 


>» - 


Don’t Know ... —. 3.5 


100.0 


Distributors State Their Problems 


“W hat do you believe to be the most important prob- 
lems facing the industrial supply industry in your 
area?” To this question on the Survey form, distrib- 
utors gave a variety of answers. The tone of nearly 
all the answers may be summed up in the words of an 
Illinois distributor: “To maintain profits in face of 
increased costs.” Thus, distributors are more than 
ever conscious of being squeezed between rising costs 
und fixed margins: 

“We have to figure out how to make a profit in 
the face of ever-rising costs. We need larger discounts 
to overcome cost troubles.”—California Distributor. 


“The greatest problem is convincing manufacturers 
that the distributor must have—to expand, render 
proper service, maintain inventories, and continue to 
meet rising costs of labor, transportation, equipment, 
id supplies—at least 20% distributor commission.” 

Texas Distributor 


“We need bigger profit margins to offset high 
fixed overhead. We must compete with high-pay in 
dustries to keep our employees.” —Indiana Distributor. 


However, the above complaints do not mean dis 
tributors aren’t actively thinking about solutions: 

“The No. 1 problem of any supply house is weed 
ing out ineffectual sales people to get highest call 


frequency on largest numbers of potential accounts; 
ind calls of high sales quality rather than casual calls 
where salesmen talk only generalities.”—Detroit Dis- 
tributor. 

“We've got to teach order-takers to sell.”"—Cali- 
fornia Distributor. 


“We're overcoming the cost problem by keeping 
records that permit nearly 100% control over all 
phases of our operation, cash position, total indebted 
ness, total commitments outstanding for merchandisc 
on order, inventory in dollars, daily sales record, daily 
purchases in dollars—all available at our finger-tips.” 
-Alabama Distributor. 


Then, of course, there were complaints along age 
old lines: 

“Some old-established houses, along with most of 
the newer ones, are needlessly whacking prices in an 
effort to hold sales up. They're selling themselves out 
of business. . . . The idea seems to be, ‘Cut the price 
ind get the business.’ "—Georgia Distributor. 


“(Price-cutting is caused by) hip-pocket brokers 
(non-stocking) who entertain lavishly (whisky, poker, 
out-of-town parties, etc.) who personally influence 
buyers of responsible companies (without manage- 
ment’s knowledge or consent) and skim some of the 
cream off the business.”—Kansas Distributor. 
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Here are two different viewpoints on selling by salesmen—both of whom 


are top-notch industrial men, highly regarded by their houses . . . 


You Have To Be... 


.. «A Link In The Chain 


says Steve Crombie 
M. L. Foss, Ine. 


Denver. Colo. 


“To BE A SUCCESSFUL SALESMAN,” according to Steve 
Crombie, M. L. Foss, Inc., Denver, Colo., “you have to 
make yourself a link in the chain that connects the sup- 
plier and the customer. If you can fill the gap that exists 
between the source and the consumer, you’re on your 
way to selling success.” 

Mr. Crombie is death on customer-entertaining as a 
means of advancing sales. In his opinion, the salesman 
makes himself essential by performing what he considers 
the main function of the distributor’s man—fulfilling the 
need for dependable, informed source of supply. 

The out-of-town customers have a right, he believes, to 
rely on the salesman’s showing up every month on the 
day he’s scheduled to be there. Phoning to Denver is 
expensive, and mail is slow—so the industrial salesman is 
a sort of missing link, who completes the industrial cycle. 

Along with that, Mr. Crombie feels, the customer has 
a right to get the item he wants, when he wants it. His 
experience, when he owned his own machine shop, helps 
him here. 


“They'd Rather Not Write” 


“If a man’s busy, he’s not going to sit down and write 
a letter,” Mr. Crombie says. “My customers feel that if 
they can rely on a man to be there when he’s scheduled to 
appear, it’s easier for them to get their supplies. 

“I always plan my day, every day. When I plan to 
spend a day traveling the northernmost part of my terri- 
torv, I really have to cover ground. It means an early start 
and a late finish. But I show up where I’m supposed to, 
when they expect me.” 

Mr. Crombie pointed out that customers in his terri- 
tory had to be sold on the salesman before they would 
consider his lines. “I dress for the job,” he says. “If I’m 
going to a lumber camp, for instance, I wear a heavy shirt 
and whipcord pants—I try not to look like a city slicker 
who'd freeze at the first snow 

‘Sincerity is important, too—and it can be expressed 

Continued on page 106 





... A Hat Chaser 


says Vern Samuelson 
Allen Supply Co., Inc. 
Cedar Rapids, lowa 


“To BE A SUCCESSFUL SALESMAN,” according to Vern 
Samuelson, Allen Supply Co., Inc., Cedar Rapids, lowa, 
“you have to be a darned good hat chaser; enjoy doing 
favors for people. Friendship plays a big part in the busi- 
ness of selling. 

“But it won’t work if you're not sincere. If any one 
of my customers thought I was trying to slide by on 
friendship alone, I’d get the gate in double quick time. 

“You have to have a working knowledge of the 
tools you're trying to sell,” says Mr. Samuelson, “and 
you have to keep plugging your lines—but, mainly, I 
sell by making friends with my customers.” 

Mr. Samuelson pointed out that he has broken his 
theory down into several points: be glad to do favors; 
don’t overlook small accounts; try to get acquainted with 
every individual in an organization that you can; always 
show interest in the individual’s problems, even though 
he doesn’t have any direct contact with you or your 
company. 

He makes it a point not to confine his calls to key per- 
sonnel and, when he solves a problem or helps make a 
tool work, the customer gets the credit for the job. 

“I try to think along the lines of ‘I don’t sell the cus- 
tomer—he decides to buy—and does me the favor of giv- 
ing me the order’,” says Mr. Samuelson. “And I also try 
to maintain a close relationship with my company’s sup- 
pliers—visiting their factories whenever possible.” 


Small Accounts Grow 


“I first started calling on New Era Industries eight 
years ago,” says Mr. Samuelson. “Ed Klouda was just 
beginning operations. He had the chance to make some 
simple dies and fixtures and told me he had to have a mill. 
I took him to a factory to show him one in operation that 
I thought was the type suited for his pocket and his 
requirements, and he bought it. (He now has several in 
use and more on order). 

“When he made his first dies, we loaded them into my 

(Continued on page 107) 
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.. «A Link In The Chain (Cont’d.) 


in mannerisms. If you don’t get it across to your cus- 
tomer, he’s going to think you're not behind your com- 
pany and your products wholeheartedly.” 

Mr. Crombie tells of one visit which he made shortly 
after another salesman had arrived. “I saw my prospect 
was busy with the salesman, so I excused myself and said 
I'd return. When I came around again, the prospect said 
to me, ‘I don’t know how that lazy man earns a living 
He just about drags himself around’. That taught me an 


important lesson express your sincere interest by your 


actions 

“Maybe on a particular account, 90 or 100% of the 
selling job is just order taking—but you can always get 
a plug in for a related item—or what are you there for? | 
don’t believe there’s an item in industrial supplies that 


you can’t sell with something else.” 


Paper—To Wheels—To Clamps 


“Every month I pick an item to be featured—this month it’s 
a new C-clamp I carry on every call. Jim Sandoz bought two 
of them for his machine shop, making a total of 12 sold 
for the day—multiply that by the month.” 


As an example, Mr. Crombie cited a call he had just 
made to the Sandoz Machine Shop in Loveland. Mr. 
Sandoz started by ordering a couple of rolls of emery 
paper. Then he wanted a grinding wheel—Mr. Crombie 
sold him two since, after the job was explained to him, 
he realized two grits were needed. The C-clamps were 
brought out, and Mr, Sandoz bought two of those, some 
cokl steel, and seamless tubing. 

In a recent day’s work, Mr. Crombie figured he drove 
200 miles, made nine calls (less than usual due to the 
mileage covered); picked up six orders totaling $600; 
selling, among other things, 12 of the C-clamps which he 


was carrying with him as a display item. 


Show Up Regularly 

One account upon which Mr. Crombie is currently 
working is the Winslow Construction Co., which is lay- 
ing a syphon system for the Colorado Big Thompson 
Water Diversion Project. Due to the nature of the work, 
the construction site is often moved several miles. Mr 
Crombie does his best to keep track of each new location, 
faithfully following each move to appear regularly with 
his sales spiel. 

“I don’t give up 


savs Mr. Crombie. “I'll be kicked 


“The sale I didn’t make—but this trip to Winslow Construc- 
tion Co., now laying a syphon system for the Big Thompson 
Diversion Project, isn't wasted—it’s laying a foundation for 
me to call again—and again.” 


out six times and still go back. These return visits are one 
more way to show your prospect that he can depend upon 


your regularity.” 


Returns On Calls, 50% 


lll 


& 


“One of the 375 active accounts I call on is Bever Welding. 
Mr. Bever can count on my showing up at the same time 
every month; I save him expensive phoning and letters.” 


The Bever Welding & Mfg. Co., Loveland, is anothe: 
customer who sees Mr. Crombie show up at his door reg 
ularly. Mr. Crombie’s machine shop training gives him an 
idea of these tools for which Mr. Bever is a prospect, and 
he is qualified by his experience to help him with som« 
the problems that arise. A visit might bring forth only an 
order for some key cutters and electrical pliers, but it als 
allows Mr. Crombie to lay the foundation for an ord 
100 drills on a production order. The salesman figures 
a 50% immediate return on his 17 daily cal 
knows that future orders will show the real results 
persistence. 

Warren L. Foss, president of M. L. Foss says: “Steve 
Crombie does an excellent job in selling and servicing 
the accounts in his territory. He goes out of his wav to 
ind in our industry that is the 


one principal factor in sell 


iffer the customer service 
ing. 
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A Hat Chaser (Cont’d.) 


car and made the deliveries. Later, when Ed was elected 
head of the local ASTE I helped him with some of his 
duties—booked a arranged 


for tours. 


Snows, 


couple of industrial 


“Don’t overlook small accounts. Fight years ago, when Ed 
Klonda started New Era Industries, I found him a milling 
machine to suit his needs and pocketbook.” 


‘In doing business and working together we became 
good friends. I sold him an expensive jig grinder, work 
bench equipment, shelving, perishable tools, socket head 
cap screws, dowel pins, tool stee]—and 90 percent of the 
machines in his precision grinding room. You never can 
tell when a small account will grow into a big institution. 
Furthermore, he often steers me onto new business. 

“Ed and I do a little hunting together too. But, in 
spite of everything, I know if I let him down—didn’'t 


deliver—that there’d be no more business there for me.” 


Spokes Become Wheels 


“I’m interested in the hobby of W. J. Burian, vice-president 
it Universal Engineering. He builds these model rock crush- 
ers. I sold him cap screws and flex lock nuts for them.” 


When W. J. Burian, n charge of pro- 
duction at Universal Engineering Corp. built his scale 
model of the 546P2036 Pp yrtable crushing unit, Mr. Sam- 
uelson, who had sold him several hundred dollars worth 
of screws and nuts for his hobby, tipped off the special 
events reporter of the Cedar Rapids paper. The model got 


the publicity it deserved, and Mr. Burian appreciated it. 

“When you do a favor, you have to want to do it,’ 
says Mr. Samuelson. “The minute you're not sincere with 
a customer, you’re out! I doa little hunting with ‘Speed’ 
Burian; we're friends, and I get some nice business from 
his company. But if he thought I was not a sincere friend, 
that'd finish my commissions. 


Many Calls In One 


Mr. Samuelson tries to get acquainted with every 
individual in an organization that he can. In the instance 
of Amana Refrigeration, he makes several stops. This 
project, a development of the Amana Colony, is an exam- 
ple of the close-knit Iowa area. The largest exclusive 
manufacturer of freezers today, the company buys perish- 
able tools, hand tools, pneumatic and electric tools, flat 
ground stock and precision tools from Mr. Samuelson. 


“If I help solve a problem, I don’t try to build myself up 
—the customer and I work out the problem—he gets the 
credit for the job—I get his good will and new business, in 


this case, L. Davidson, Amana.” 

Mr. Samuelson believes that this is one account he 
would not have if it weren’t for his policy of friendly sell- 
ing. “This is one of the cases where I figure ! don’t 
sell—rather they decide to buy from me,” he says. 
“When I stop here, I check in with Purchasing Agent, 
John Noe, Chief Tool Engineer, Harold Smith, and L. 
Davidson, who requisitions everything for the shop. And 
there are a lot of other people, both in the office and the 
factory that I like to stop by and say hello to. 

“In the Amana Colony itself, I sell industrial goods to 
the meat market, farm department, woolen mills, retail 
stores, and the cabinet shop—mostly sales rising from 
friendships or chance contacts.” 

Mr. Samuelson, who figures he handles 50 active ac- 
counts, tries to keep his schedule flexible enough to take 
immediate care of any out-of-the-routine request that may 
come in. “Sometimes they call you and say, ‘when you 
get a chance, drop by, but don’t make a special trip’.” 

Does Salesman Samuelson’s theory work? Well, his 
sales for one particular month totaled the largest ever 
racked up by his company; his sales for 1952 are in the 
six figures bracket; and his hopes for 1953 are higher— 
due to an addition to his territory, and his determination 
to intensify his friendly selling—with the emphasis on 
“friendly” 
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AERIAL VIEW of the new plant of Farquhar Machinery roof) was integrated with new building (white roof) bringing 
Co., Jacksonville, Fla., shows how existing structure (black together steel and supply-equipment operations 


INTEGRATION was the aim 
EFFICIENCY was the result 


CONSOLIDATION OF OPERATIONS in a single plant was the 
dominating factor in the decision of the Farquhar Ma 
chinery Co., Jacksonville, Fla., to move several years ago 
existing structure gives Jacksonville, But it took W. L. Wahl, president, some time to look 
- P ‘ . around for a suitable location and to do some serious 
Fla. distributor operations under a planning, before the decision became action resulting 


~ 


Some new construction added to 


in a wellintegrated new plant in the Springfield section 
of Jacksonville, close to the large industries of the area 
Busy Bay Street, where the firm had been located since 


single roof 
4 
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VIEW OF FRONT AND SIDE of Farquhar’s new plant. 


Offices are on first floor at ieft with sales conference room 


1919 had some advantages which, unfortunately, were 
offset by some disadvantages. Although near the center 
of the city, the headquarters were cramped—leaving ship- 
ping and receiving efficiency somewhat on the low side. 
Expansion required the use of five separate warehouses 
on Chambless Street. The need for greater centraliza- 
tion, long obvious to Mr. Wahl, hastened the decision. 

Under Mr. Wahl’s direction, design and layout of 
the plant were discussed with employees whose sugges- 
tions were welcomed and proved helpful. Mr. Wahl 
had long planned on moving into the Springfield area 
and was fortunate in obtaining the former fabricating 
plant of Aetna Steel Co., on Market Street, a steel truss 
and metal siding building of high roof and equipped 
with 5-ton cranes, ideal for steel warehousing. The 
building is located along a railroad siding and an outside 
overhead crane permits easy unloading of rail cars and 


handling heavy materials 


Additional Construction 


However, the building was not large enough to house 
the supplies and machinery operations. So the company 
constructed its new 331.5 ft. by 115 ft. brick and steel 
building, covering three-fourths of a block and providing 
more than 50,000 sq. ft. of space, as an addition to the 
\ 20-ft. wide office extends down the 
Above this space is 


existing structure. 
entire side of the new structur 
room for a sales conference meeting place and room for 
toring supplies and files 

he attractive entrance leads to a reception room. Ac- 
cess to the offices and display room is from the reception 
A glass-enclosed cashier’s office is located near 
the door to the offices. Telephone order desks, pricing, 
billing and accounting are arranged in the long office for 
easy communication and functioning Mr. Wahl’s 
private office is at the rear with an entrance and passage 
way to the warehouse 

The showroom area is 624 ft. by 

2-foot ceiling. A long counter 

the rear provides adequate space for handling 


room. 


57 ft. 8 in., and has 
it one side and part 
will 


ind files storage on second floor. Adjoining is the showroom 
with huge window area. The section includes the counter. 


call orders. Display shelves are stocked with rapid- 
turnover items. 

The Receiving and Shipping departments are in the 
rear of the warehouse where four large doors give access 
to the loading platform. The company made use of much 
of its former shelving and added some new steel bins. 
Arrangement of stocks is on the basis of frequency of 
use and type of supplies. Plans for using pallets and lift 
trucks are now under wav. 

There are rails in the concrete floor of the steel ware 
house for small cars to travel down the aisles. Trucks 
can be loaded within. ‘There is ample parking space at 
the side and rear. Beyond the steel warchouse, there is 
also yard storage space 

Mr. Wahl estimates that the new plant will reduce 
handling costs about 10%. 

A two-day open house to which all suppliers and cus- 
More than 25 manu- 
which 


tomers were invited, was successful. 
facturers set up exhibits and demonstrations 
were observed by some 500 guests. 


Wahl, president 


ESTABLISHED in his new office, W. L 


discusses opening of the new Springfield section 
plant with J. G. Vaughan, sales manager 


seated 
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SALES QUIZ: Test your knowledge of... . 


Products and Markets 


1 Most men not in the industrial field think of 

* HOSE as flesh-colored raiment designed to 
enhance a gal’s shapely underpinnings. 

Although hose, to an industrial supply salesman, 
has less intriguing connotations, the salesman 
who gets his share of hose business will earn the 
wherewithal to purchase plenty of the other hose 
for his wife or sweetheart, as the case may be. 

Industrial rubber hose is made for a variety of 
service conditions—acid, air, fire, grouting, sand 
blast, oil, spray, steam, suction, water, vacuum, 
welding, and many other uses—in two basic 
constructions. 

Can you name and describe the two types of 
hose construction? 


& Some complaints on GRINDING WHEELS can 

* be traced to clumsy Charlies in the customer's 
plant, for careless handling results in chipping, 
breaking or cracking wheels. Usually, rubber and 
resinoid bonded wheels withstand more abuse than 
vitrified and silicate wheels, but all wheels are 
breakable. 

Although a clumsy Charlie in the shop undoubt- 
edly causes replacement business, the smart sales- 
man might tactfully suggest that precautions be 
taken to insure maximum grinding wheel life. He 
could point out that wheels should not be left lying 
around on the floor or work bench, but returned 


op 


Zip 33 
ORF 
Lt 


be 


j 





to the storage rack or tool crib as soon as they are 
no longer required on the machine. 

Storage racks not only protect wheels from being 
damaged, but also provide a good method to 
quickly find the desired wheel. 

Can you name four ways to store grinding wheels? 
Which is the best way to store the following wheels: 
1) straight wheels, 2) cylinder wheels, 3) dish 
wheels, 4) tapered wheels, 5) large cup wheels, 
6) flaring cup wheels, 7) small cup wheels. 


PACKINGS include gaskets, diaphragms and 
* washers made of many materials—leather, 
composition, cork, rubber, synthetics, metals, etc.— 
There are innumerable markets for mechanical 
packings and a diversity of machines which depend 
upon them. 
Can you name 15 uses for packings? 






























































Gate VALVES are stop valves used for wide 

* open or tight shut service. When wide open, 

there is little resistance to flow as the passage of 

fluid is straight through, and the seat openings 

are almost the same size as the inside diameter 
of the pipe. 

Frequently, shopmen will take a valve apart and 
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order replacement parts rather than a complete 
new valve. Can you identify the main parts of a 
simple gate valve by matching the keyed letters 
on the drawing with the following terms: 

Stem Wedge 

Bonnet Gland 

Body Packing Nut 

Handwheel Seat Ring 

Stuffing Box 


PORTABLE ELECTRIC TOOLS include such 

* items as drills, screw drivers, hammers, 

grinders, saws, sanders, shapers, routers, nut- 
runners, etc. etc. 

Here are some questions designed to help you 

brush up on the line. 

a) The length of the extension and the size of 
the tool determines the size of the wire run- 
ning to the power source. True [] False [) 

b) Even with electric drills, some customers will 
abuse rather than use them. Fully 75 percent 
of portable electric tool failure is due to lack 
of attention to one of the following. Which 
do you think is the most common fault? 
shorted wiring 
bearing wear 
carbon brushes 
weak brush springs 
poor soldered connections 

c) When tools fail to operate, check for which 
of the following: 
brushes not making contact 
broken cable 
broken motor lead 
open circuit in the armature 
open circuit in field coil 
switch not making contact 


To most people, FILES are places for putting 

* correspondence in alphabetical arrangement 
so that important papers can be located readily. 
The mystery is why it never works out that way. 

To the industrial supply salesman, however, files 
are hot items that can be sold in quantity to cus- 
tomers with cutting, smoothing and polishing 
operations on metals, plastics, leather, wood, and 
many other types of materials. 

While different types of files are used for dif- 
ferent materials, and further variations are required 
for the different operations, generally all files are 
used in one of three manners. Can you name and 
describe the three methods of file usage? 





-s None of us were around when toothed wheels 

* or GEARS were first used. Actually the 
toothed wheei is the oldest form of continuous 
power transmission known to man. 

The adoption of the involute tooth form (made 
by the point on a taut cord as it is unwrapped 
from an imaginary circle called the base circle), 
and improved tooth finishing methods, has made 
possible the increased use of gear drives for high- 
power, high-speed drives as well as slow speed 
drives. 

Can you identify the gear types illustrated below? 


FOR ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 


Two types of industrial rubber hose construc- 

* tion are: 

a) mandrel cured—or wrapped 
b) long-length cured—or braided 

In the first type, tubular steel mandrels are 
covered by an extruded rubber tube. The reinforce- 
ment, either rubber-impregnated fabric (cotton 
duck) or braids of cotton, steel wire, asbestos, 
rayon, or other fibers, is then applied to form as 
many plies as are desired. The cover material is 
then applied, and a temporary wrapping of finely 
woven fabric is added. The lengths, usually a 
maximum of 50 feet, are cured in a steam vulcan- 
izer, after which the temporary wrapping is 
removed and the hose stripped from the mandrel 
by compressed air forced between the mandrel 
and the tube. 

In the long-length cure construction, instead of 
being supported on a 50-foot steel mandrel, the 
hose tube is inflated with compressed air and 
moved, usually vertically, through a braiding 
machine. In some cases, the reinforcement is of 
woven fabric wrapped spirally around the tube in 
a continuous process. Lengths up to 500 foot are 
then passed through a lead press in which semi- 
molten lead forms a temporary jacket around the 
hose. Large reels containing the lead-jacketed 
hose are then put through a closed steam vulcan- 
izer for cure. After curing, the lead is removed 
in an automatic stripping machine. 


* There are four ways to storage grinding 
* wheels: 

a) Straight and tapered wheels should be 
stored upright. 

b) Cylinder and large cup wheels should be 
stored on flat sides with corrugated paper 
between them. 

c) Dish and flaring cup wheels should be 
nested. 

d) Small cup wheels may be stored in boxes, 
bins and drawers. 


3. Of the many uses for packings, here are fifteen 

thot illustrate the variety of markets in exist- 
ence: airplane controls, air tools, bottling machin- 
ery, valves, die casting machines, fire extinguishers, 
gasoline pumps, hydraulic machines, liquid measur- 
ing devices, materials handling trucks, motors, oil 
well equipment, plumbing equipment, pneumatic 
devices, road machinery. 





4., The parts of the gate valve as labelled are: 








A Handwheel if i 


i: 











C Pocking nut 


G Wedge 








H Seof ring 


























5. The answers to the portable electric tool ques- 
tions are: 
a) True. 

b) 75 percent of electric tool failure can be 
traced to lack of attention to carbon 
brushes. 

c) Check for all of them! Any one of the 
conditions listed could be responsible for 
failure of tools to operate. 


6, Three methods of filing are: 

a) Straight filing consists of pushing the 
file lengthwise — straight ahead or 
slightly diagonally—oacross the work. 
Then, the file is lifted on the return stroke 
and pushed forward again. 

b) Draw filing is accomplished by holding 
the file at each end and pushing and 
drawing it at approximately right angles 
to or sideways across the work. 

c) Lathe filing consists of stroking the file 
against work that is being revolved in a 
lathe. 


7 The gears illustrated are: 
* a) spur 
b) helical 
c) herringbone 
d) crossed-axis helical or spiral 
e) worm and worm geor 
f) bevel gears 
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A MESSAGE TO AMERICAN 


IN 


DUSTRY ® ONE OF A SERIES 


Contrasts in Prosperity 
Endanger the Free World 


The chart in the middle of this page sum- 
marizes a situation of profound importance to 
every American. It shows that: 


1. On the average, Americans are vastly better 
off economically than most other people in 
the free world, and 

. In recent years the gap in income between 
the average American and the average 
European, Latin American or Asian has 
greatly widened. 


A Mounting Contrast 


Even greater is the contrast between the real 
incomes of Asians and Americans. Today most 
Asians are no better off economically than they 
were back in 1939. On the other hand, the real 
income of the average American has almost 
doubled. As a result, the real income of the 
average Asian—always small by our standards 
—is now only a tiny fraction of that of 
Americans. 





United 
States 


Europe 
(USSR 


excluded) 


Latin 
America 


Asia 
(Chine 
excluded) 





iL 


CONTRASTS IN PROSPERITY IN THE FREE WORLD 


(Real income per capita) 


1939 


U.S. in 1939-100 
C) 1939 
Cj 1952 


i WL i A 





(1952 
Source of Dota: L 





! 
80 


(Per Cent) 


figures toke account of changes in the cost of ling) 
S. Department of State; United Notions; McGrow- Hill Deportment of Economics 


ae 
100 120 








The chart shows that, at the outbreak of 
World War II, the real income (that is, actual 
purchasing power of income) of the average 
American was substantially higher than the 
average European’s and much higher than the 
average Latin American’s or Asian’s. Since 
then, the European and Latin American have 
become better off. But the improvement in 
the economic lot of the average American has 
been so great that the others have been left 
far, far behind. 


It must be remembered that the figures 
used to construct the chart are of varying 
quality. The fact is that few of the poorer 
countries have reliable statistics. However, 
it is generally agreed among competent ob- 
servers, that the figures here presented offer 
a correct impression of the wide disparity 
in the average of real incomes between var- 
ious parts of the free world. The figures, of 
course, have nothing decisive to say about 
spiritual and cultural values. In these, coun- 





tries with relatively little material prosperity 
may be rich. 


It is possible to draw a variety of morals 
from the story of lagging growth of income in 
other parts of the world. For one thing, it 
reflects the dynamic force of private enterprise. 
Private enterprise is characteristic of our 
economy far more than it is of most of the 
other free economies. The chart also reflects 
the fact that we are bountifully blessed with 
the natural resources essential to a high level 
of real income. Moreover, we did not suffer 
from the devastation and waste of two world 
wars as did many of the other free nations. 


Narrowing the Gap 


But perhaps the most important message which 
the chart conveys is one of warning. It warns 
that something must be done to narrow the gap 
in prosperity between America and other parts 
of the free world, if that world is to be united 
successfully in the struggle against totalitarian 
Communism. Writing in the Harvarp Bus!- 
Ness Review, Kenneth E. Boulding recently 
put it this way: 


“The crux of the problem is how to raise 
the three-quarters of the world that live on 
a low level to the high level of the other 
quarter, for it is precisely this wide disparity 
that makes our world so unstable. American- 
Russian relations, for instance [are]... 
complicated almost unbearably by the fact 
that each power is competing for the support 
of the vast fringe of underdeveloped coun- 
tries... These countries are dissatisjved with 
their present state and are hovering between 
the two cultures, wondering which offers 
them the best chance of shifting from their 
present low-level to a high-level economy.” 


Very real danger threatens from any feeling 
which may develop in the less fortunate free 
nations that our enviable economic progress 
has been made at their expense. Instead of 
viewing the American economic system as a 
model that might be followed by their own 
countries, they may be led to see in it a menace 
to their well-being. If Communist propaganda 
can persuade these people that their alliance 
with the free world will only result in their 
dropping farther and farther behind an in- 
creasingly prosperous United States, they will 
be driven to the side of totalitarianism, 


Test of Effective Leadership 


How can these free nations on the lower half 
of the income ladder be helped to alleviate the 
conditions that keep them there? Surely this 
question poses a whole series of complicated 
problems. Yet, if we do not exercise some 


effective leadership toward their solution, we 
can be sure that Russia will take advantage 
of the situation. In these circumstances, it is 
essential to both the stability and security of 
the free world that we help our less prosperous 
neighbors make satisfactory headway. 


This does not mean that the United States 
should sacrifice its own economic progress in 
favor of some sort of global leveling scheme. 
On the contrary, a continually expanding and 
stronger economy is essential if we are to pro- 
vide any real aid to our friends. Also, it goes 
without saying that our friends must be dis- 
posed to do all they can to improve their own 
economic position, if our cooperation to that 
end is to be effective. 


Great Skill Required 


Our part in a program to achieve this goal 
calls for a high degree of skill and statecraft. 
It involves international trade policy, which, 
in itself, presents a perplexing range of prob- 
lems. It involves also programs of foreign tech- 
nical and economic assistance. And expanded 
foreign investment must play a key role in a 
balanced program to strengthen the economies 
of the free world for our common good. 


The Commission on Foreign Economic Pol- 
icy, headed by Clarence Randall, has recently 
submitted a report, embodying the results of 
a monumental inquiry into our foreign eco- 
nomic relations and measures to improve them. 
From the very nature of the subject, discus- 
sion of the report is bound to be attended by 
much controversy and conflict. However, an 
awareness of the facts presented by this chart 
should inspire us to accord to the problems 
posed by the Randail Commission the careful 
and sober consideration they must have if any 
real progress is to be made in raising the gen- 
eral standards of human well-being throughout 
the free world. Our willingness and ability to 
do this have now become the real test of our 
statesmanship, both at home and abroad. 





This message is one of a series prepared by 
the McGraw-Hill Department of Economics to 
help increase public knowledge and under- 
standing of important nationwide develop- 
ments that are of particular concern to the 
business and professional community served 
by our industrial and technical publications. 

Permission is freely extended to newspa- 
pers, groups or individuals to quote or reprint 
all or parts of the text. 


PRESIDENT 


McGraw-Hill Publishing Company, Inc. 

















What 
an 
opportunity! 


Pore 
— abe. 


eet JIMS 5 GREENHOUSE 
ia “er. ' 


ORE than a million Osborn advertising “‘calls” every 
month give sales impact to your Osborn fran- 
chise. Your sales target is big. Your Osborn Brush line 
has top acceptance. Don’t miss this golden opportunity 
for quota-breaking! The Osborn Manufacturing Company, 
Dept. R-15, 5401 Hamilton Avenue, Cleveland 14, Ohio. 








COSBOR™ MAINTENANCE, PAINT AND POWER BRUSHES - FOUNDRY MOLDING MACHINES 
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U.S. TOTALS 


December 1953 
Compared with 


November 1953 


NO 
CHANGE 


December 1953 
Compared with 


December 1952 





Compitro sy Inpusraiac DistaisutTion 





—2% 


Jan.-Dec. 1953 
Compareal with 


Jan.-Dec. 1952 


+2 % 


' WH7/7 ao 





Supply Sales Trend 


Final Figures For December 1953 








December 1953 
Compared with 
November 1953 


December 1953 
Compared with 


December 1952 


Jan.-Dec. 1953 
Compared with 


Jan.-Dec. 1952 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Ilinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


+ 2% 


- 1% 


+ 6% 


+ 1% 








- 2% 


- 4% 


NO 
CHANGE 


- 3% 





+ D% 
+ 1% 
+ 6% 


NO 
CHANGE 
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"Featherweight Champ” 





ONLY 75 LBS. 
BUT PACKED 
WITH 


Power 


The all new Oster “Featherweight Champ”, a Power Drive 
for Hand Pipe Tools, has just weighed in at 75 lbs. One man 
can move it and use it with ease... yet the “Featherweight 
Champ” is exceptionally sturdy and powerful. Ideal for 


EASY TO 
MOVE... 


emergency maintenance threading, its range is 4%” to 2”, and 
it is available with either electric or gasoline power. ASYTO 
For the full story on the “Featherweight Champ” see your E 
local Oster Distributor. He will give you sound recommen- 
dations on how to solve your pipe-threading problems. . . 


and he offers you speedy delivery and reliable service. 


These Machines are Profit-Makers, Too! 


OSTER "PIPE MASTER" 


Easy to operate. Exclu- 
sive “Auto Grip” Chuck 
eliminates need forchuck 
bar or T wrench. A spin 
of the hand wheel grips 
the pipe and holds it. 
Your customers will like 
this machine. 


THE 


Builders of Cost Reducing Threading Equipment Since 1893, 


OSTER THRIFT MODEL 


Assures threads of highest qual- 


ity on pipe or bolts. Two quick- 
opening, detachable, lever-oper- 
ated die heads cover entire pipe 
range of 1” to 4” and bolt range 
of %" to 3” 


A real profit-maker for 


Extra range is 
and \%” 
any distributor 


OSTER LIGHT WEIGHT CHAMP 


Streamlined appearance. Light 
weight makes it easy to move. 
New and improved power drive 
for hand die stocks. Heavy duty 
has speeds up to 46 rpm. Rear 
chuck revolves and is non-bind 
ing. This machine has the kind 
of features that make selling easier 


MANUFACTURING CO. 
2041 East 6lst St., Cleveland 3, Ohio 











Main Office and Factory: 
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SALES TRENDS (Cont’d.) 





December 1953 
Compared with 
November 1953 


December 1953 
Compared with 


December 1952 


Jan.-Dec. 1953 
Compared with 


Jan.-Dee. 1952 





SOUTH ATLANTIC 


Delaware 

District of Columbia 
Florida 

Georgia 

Maryland 

North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST SOUTH CENTRAL 


Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 
Washington 








9% 


NO 
CHANGE 





4% 


2% 


0% 


2% 


C% 





+ 7% 


NO 
CHANGE 


+ 10% 
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— Rg 
“SMART PACKAGING is ANOTHER 


YARWAY SALES 
ADVANTAGE 
FOR US” 


IMPULSE. 
< EAM 


a 
Potter W. Shaw” 


Every box is an advertisement for 
YARWAY Impulse Steam Traps. In 
addition, high visibility and easy shelf 
storage make the smartly-designed 
YARWAY Steam Trap box popular 
with distributors. 

This is just one more way YARWAY 
backs up distributor sales effort. A 
strong consumer promotion program 
includes trade journal advertising, direct 
mail, steam traps clinics with the Yarway 
movie, trade show displays, plus other 
up-to-the-minute dealer sales aids. 
YARWAY Impulse Steam Traps are 
marketed through recognized industrial 
distributors. More than 900,000 have 
already been sold. 


For information, write... 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


*SALES MANAGER, The Mau-Sherwood Supply Co. 
Cleveland, Ohio 


impulse 
Steam trap 
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Price Index for 19 Product Classes 


(1947-49100) 
% Change 
Dee. Nov. Dec. From 


NAME OF PRODUCT CLASS 53 "63 52 Year Ago 
Abrasive Products 116.9 116.9 117.1 —O0.2 


Cutting Tools 121.5 121.5 118.3 +2.7 


Fans and Blowers 143.7 143.7 136.7 +5.1 
Fasteners l 57.3 157.3 141 8 
Incandescent Lamps 136.9 136.9 117.9 
Industrial Rubber Products 127.1 127.1 124.6 
Lubricants . 80.5 92.7 





Materials Handling Equipment . 132.8 127.1 


Mechanics Hand Tools 
(Files, saw blades) 37. 137.: 127.7 





Metalworking Accessories 130.! 121.3 
Motors 118.: 117.0 
Paint | 112.7 110.5 
Portable Power Tools 118.1 113.3 
Power Transmission Tools 132.7 124.5 
Precision Measuring Tools 120.6 116.4 


Pumps and Compressors 133.3 123.5 





Steel Products 


(Pipe, bars, nails, ete.) 141.! 130.6 


Valves and Fittings 131. 122.7 





Welding Machines 


(Equipment, rods) 


Total Index 129.0 122.6 


124.3 120.1 





Source RPureau of 
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NAT SAYS: 
"Make it your buy-sign 
... always” 


For your convenience, we can’t repeat too often, 
“National makes the most complete line of fasteners 
for the hardware trade”. 

With a complete line, National offers you extra 
ease and extra economy in ordering. PLUS, the 
sales advantages of distinctive red and black cartons 
with easy-to-read identification labels that help 
make stock handling... faster... easier. The shiny 
black boxes resist soiling and fingerprints, always 
give your fastener shelves a snappy appearance. 

Take Nat’s advice ... make National your buy- 
sign always for the best in fasteners, uniform in 
quality and in packaging. For full information on 
the complete National line, write us today. 


Wood Screws « Machine Screws + Nuts « Cap Screws 
¢ Tapping Screws « Stove Bolts +* Carriage Bolts « 
Lag Bolts « Machine Bolts «+ Cotter Pins 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 





FASTENERS Sf HODELL CHAINS CHESTER HOISTS 
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The Outlook For Business 





BIG QUESTION 


GOVERNMENT 


BUSINESS 


CONSUMER 


By The Economics Department, McGraw-Hill Publishing Company 


As we advance into 1954, one big question keeps getting bigger: Can a com- 
munity which has all of the basic economic elements needed to sustain a high level 
of prosperity be scared into a serious recession or depression? We don’t think so, and 
our feeling is fortified by our failure to find any historical instances where fear has 
brought a strong economic structure tumbling down. 

We expect, however, to have our knowledge on this subject considerably ampli- 
fied by the time the voters go to the polls in November to vote in the congressional 
elections. For the prospect is that our economy is going to get a working over by 
prophets of doom which will hit a new high in this line of endeavor. 

Right now, business in general is very good, by any comparison except with the 
superboom of 1953. And, unless we somehow succeed in talking ourselves out of it, that’s 
the prospect for the months ahead. 

That we have what it takes in the way of basic economic elements to sustain a high 
level of prosperity is made clear by a closer look at the main streams of expenditure 
which converge to create prosperity—or something else. These are the streams of expen 
diture by consumers, by government and by business. Add the relatively minor flows 
of imports and exports and, as Ethel Barrymore (or was it Maude Adams?) used to say, 
“That's all there is; there isn’t any more,” so far as the expenditures which provide the 
driving force of the economy are concerned. 


It is already clear that government expenditures in 1954 will again be very large. 
The federal budget outlined by President Eisenhower implies spending about $54 billion 
for goods and services in calendar 1954. That's about $4 billion less than last year 
But state and local governments will increase their expenditures by $2 billion or more. So 
the total drop in government spending will be about $2 billion. 

Substantial cuts in Federal taxes will allow consumers and business to increase 
their spending enough to offset the small drop in government spending. Taxes have 
already been cut by about $5 billion, less $1.2 billion of increased social security taxes, 


and more cuts are on the way. 


Business expenditures will also be very high in the months immediately ahead. 
Official estimates show that business plans to invest at a rate of about $28 billion in new 
plants and equipment in the first quarter. Even if this rate drops, the year as a whole 
may average only $1 billion to $2 billion under 1953. 

As for consumers, they will have the financial capacity to spend at least as much 
this year as they did last vear. 

I'he key question about the consumer does not show up in appraisals of his finan- 
cial status. The question is not, “Has he got the money?” but “Will he spend it?” One force 
operating to discourage consumer spending will be the operations of prophets of doom which 


have already been contemplated. 


There are those who argue that this sort of thing will be more effective than 
ever before, precisely because consumers are so well heeled that they can well afford 
to cut their spending. It’s been estimated that about 40% or more of consumer spending 
is now for “optional” items, like automobiles and appliances. The idea is that it won't 
take nearly so much pressure to discourage buying as it would if all consumer spend 
ing were for necessities. Only time will tell on this one, although we don’t know of 
any past case where consumers as a group were frightened into holding on to their 
money 

If consumers (or businessmen) should take fright and cut their spending, the effect 
on production would appear very quickly. The reason is the somewhat swollen state of 
business inventories, which amounted to more than $81 billion at last count. Business has 
been busily engaged in trying to reduce its stocks by cutting production, and has succeeded 
in halting the sharp rise that took place last fall. But a drop in sales could make inven- 
tories look a lot larger and bring a further cut in production. 

Che next few months will add substantially to this picture of the economy in 1954 

In the meantime, we will live with the information we have—which points tu an- 
other very good year for the economy in 1954. And, while awaiting these surveys, we will 
send along next month an interim and preliminary report on The Consumer, whose key 
position entitles him to the economist’s advance vote for Man of the Year in 1954 
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TOP 
SOLDER JOINT SWING CHECK VALVE 
(Fig. 1825 — Sectional). For 125 
pounds W.S.P. Screwed-in cap with 
regrindable, renewable disc. Can be 
operated in either horizontal or ver- 
tical position. Available in sizes 
4%” to 3”, inclusive. 


CENTER 

SOLDER JOINT “UNION” GLOBE 
VALVE (Fig. 1823—Sectional). For 
150 pounds W.S.P. Union bonnet 
with renewable vulcanized compo- 
sition disc suitable for steam serv- 
ice. Special discs for hot or cold 
water, oil or gas available on order. 
Sizes %4” to 3”, inclusive. 


BOTTOM 

SOLDER JOINT “WHITE STAR" GATE 
VALVE (Fig. 1842—Sectional). For 
200 pounds W.S.P. Union Bonnet 
with inside screw rising stem. Taper 
solid wedge provided in sizes 4” 
to %4”, inclusive; taper double 
wedge, sizes 1” to 3”, inclusive 
(solid wedges available on speciai 
order). 








There’s never any doubt about what tack to 
take in choosing the winning line of Solder 
Joint Valves. It’s Powell. For Powell Bronze 
Solder Joint Valves are manufactured up to 
the Powell standards of quality, standards 
that have kept rising for more than a century. 

In Powell Solder Joint Valves, you can be 
sure of precision construction and a surplus 
of strength resulting from better metals, bet- 
ter engineering, heavier wall sections. What's 
more, this winning line is a full line, ranging 
up to 200 Ibs. W.S.P. 

Powell Solder Joint Valves are available 
through distributors in principal cities. If a 
distributor is not located near you, just write 
us. We'll be pleased to send you our latest 
Powell Solder Joint Valve Catalog and answer 
your questions. Answering questions is a spe- 
cialty at Powell where solving valve problems 
has built the world’s most valuable back- 
ground of sound solutions. 


CONTROLS FOR THE LIFE LINES OF INDUSTRY 


....- 108th YEAR 


THE WM. POWELL COMPANY - CINCINNATI 22, OHIO 
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THE MORSE CODE MEANS 100% 


on all MOR S E 
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The VMODEL 


for everything that 


follows 


Mighty seldom you can say that 
of anything . . . only a few outstanding 
originals like the Morse Code, Morse 
Franchise, and Morse Distributor’s In- 
ventory Protection Policy. ‘“‘Reasonable 
facsimiles” may come and go, but these 
originals never change, except to gather 


added strength, respect and value 
through the years. Morse Twist Drill & 
Machine Co., New Bedford, Mass. 
Warehouses in New York, Detroit, 
Chicago, Houston, San Francisco .. . 
linked together in a complete teletype 
network . . . coast to coast. 


DISTRIBUTOR PROTECTION 





Cutting Tools 
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Southern Distributors Optimistic About 1954 


Three-fourths of those 
polled at Biloxi meeting 
predict this year’s volume 
will equal or exceed 1953 


Southern distributors are optimistic 
about sales prospects for 1954. And 
manufacturers represented at the re 
cent Biloxi regional meeting are only 
slightly less confident that last year’s 
volume will be equalled or surpassed. 

Of 48 distributors polled at the 
meeting of the Southern and Ameri- 
can Associations, 75% predicted that 
Southern distributors talked it over with After a heavy meeting schedule, Henry sales for both the first and second 
suppliers. Here Fred Emerson (Spartan B. ‘Tousmeire, ‘Turner Supply Co., Mo halves of this year would either exceed 
Saw) greets L. F. Perkins of The Henry bile, Ala., relaxes with W. W. Doe, the totals for the same periods last 
Walke Co., Norfolk, Va Sr., Alabama Machinery & Supply Co vear. or at least equal them 

Of 75 manufacturers, 69% expected 
the same or greater volume for the 
first half, and 70% made the same 
prediction for the second 6 months. 


For Full Meeting Report 





See page 82 


J. A. Naylor, J. M. Tull Metal & Sup Manufacturers were well represented Distributors revealed they expect 
ply Co., Atlanta, and Joseph W. Hat too. Here W .S Gardner and Charles last vear’s final figures to make a 
tersly, Jr Standard Pressed Steel) en l. Jordan (Charles Parker ompare need a o. Of the 48 lled. 28 
joy a chat on the way to a meeting notes at the hotel eller a _ ww © 
estimate 1953 volume will be, on the 
average, 12% above 1952; 13 expect 
no change; and 7 see a 14% drop. 
Of the manufacturers, 49 expected 
1953 volume to be up, on the average, 
13%; 11 saw no change; and 15 esti 
mated a decrease of 9% 
Here’s how the two groups voted on 
this year’s prospects 
Distributors: For the first haif of 
1954, 15 expected a 9% increase; 
22, no change; and 12, a 9.75 de 
crease. For the second half, 17 pre 
dicted a 9% increase; 19, no change; 
ind 12, a 6.9% decrease 
Manufacturers: For the first half, 
. 23 expected a 10.5% increase; 29, 
Dabney-Alcott Supply Co., Memphis, J. Frank Slagle, Tennessee Mill no change; and 24, a 9.33% drop. For 
sent C. W. Hoover and A. L. Dab Mine Supply Co., Knoxville, and I the second half, 27 predicted 2 12.25% 
nev, Jr., here pausing for cameraman Perkins, the Henrv Walke Co. Nor increase: 26, no change: and 22, a 


in hotel lobby folk, discuss distributor problems 9.33% decrease 
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Hansen Names Staff 
For New Jersey Firm, 
Now Open for Business 


John C. Hansen, vice-president of 
Hansen & Yorke Co. of New Jersey, 
has taken charge ot the firm’s oper 
ations at its new Woodbridge, N. J., 
headquarters, which opened for busi 
ness recently. 

Arthur Yorke, president of Hansen 
& Yorke Co., New York City, is 
president of the New Jersey corpora 
tion, organized last when 
struction started on the 30,000 sq. ft. 
and office building on a 
l2-acre site between Route U. S. | 
and the New Jersey ‘Turnpike 

Che one-story office and warchouse¢ 
building is complete except for finish 
ing touches, and stocks have been 
moved in for most lines The 
pany’s formal opening celebration will 
be held later this spring 

Mr. Hansen said the New 
corporation will operate independently 
of the New York company, with its 
own staff. 

Tony Torre, recently inside 
man for Hansen & Yorke, New York, 


manage! 


ilso 


VCal con 


warchouse 


Coll 


eTSe' 
Jersey 


sales 
has been named ofhce and 
head telephone salesman of the New 
jersey firm. He has been with the 
New York company 18 years 

Les Dority will work inside as geat 
and transmission specialist 

he outside staff 
Leon Robbins, who has had 10 years’ 
experience in the supply business in 
the metropolitan area; Earle Clapp, 
40 vears with Yale & ‘Towne 
Co. and recently that firm’s 
New York district manager; and Jim 
Kelly, who has been 
manufacturer. 

Mr. Kelly will be sales engine 
gear and transmission product 

Charles Torre, who has been with 
the New York than 


25 vears, is chief warehouseman 


sales includes 


over 


Mfg. 


selling for a 


company THOTe 


John C. Hansen 





New England Distributors Examine Cost Problems 


Younger members led much of 


Cutting costs of doing business was 
the chief topic at the annual meeting 
of the New England members of the 
National Association held recently in 
Boston at the Sheraton Plaza Hotel. 

Five subjects considered by the 73 
members attending were 
talks given by members. 

Delivery costs were handled by 
Charles F. Bragg, Il, N. H. Bragg & 
Sons, Bangor, Maine. Miles I. Stray, 
of Charles A. Templeton, Inc., Water 
bury, spoke on Paper Costs, including 
Office Procedure. Inventory Control 
was discussed by J. H. Behn and Jack 
Ford of H. J. Behn & Company, Inc., 
Bridgeport. Robert H. Russell of J. 
Russell & Company, Inc., Holyoke, 
spoke on Purchase Order Whriting, 
ind Sales Costs was handled by Rob 
ert McClure of Silliter-Holden, Inc., 
Hartford 

Che talks were limited to five min 
utes, and following each, a fifteen 
minute discussion period was moder 
ated by Chairman Thomas W. Norris, 
The Tracy, Robinson & Williams 
Co., Hartford, also the 


opening address. 


covered in 


who gave 


Attendance Sets Record 


I’. Marsena Butts, Advisory Board 
member of the National Association, 
welcomed the group, largest ever to 
ittend a New England regional meet 

. Gordon Vaughan, president, 
ind H. R. Rinehart, executive secre- 
tarv, National Association, told the 
members about present and future 
programs in progress, including a pre 
iew of what might be expected at 
the May 

In the 
members joined 
Hardware & Iron 
bers at a banquet. 


convention. 

evening, the Association 
the New England 
Association mem 


the discussion at Boston session 


Don H. Krey 


General Sales Manager 
Named by McKnight 


Samuel McKnight Hardware Co., 
Pittsburgh, has appointed Don H 
Krey as vice-president and general 
sales manager. 

Recently vice-president in charge of 
sales with Homestead Valve Mfg. Co., 
Mr. Krey spent most of his business 
career with that firm. He is a Car 
negie Institute of Technology gradu 
ate and a lifelong resident of Pitts 
burgh 


Other Duties 


Besides supervising the builders’ 
hardware and industrial departments, 
he will assist in the management of 
McKnight’s three retail stores in the 
North Side, Bellevue and Whitehall 
Terrace Shopping Center. He will 
also direct the firm’s advertising and 
sales promotion. 


FOR ADDITIONAL NEWS SEE NEXT PAGE Pe 





Robert D. Orr 


Robert Orr Named 
Consultant to FOA; 
Now in Indo-China 


Robert D. Orr, executive vice-presi 
dent of Orr Iron Co., Evansville, Ind., 
was recently named consultant to the 
Foreign Operations Administration. 

Following the appointment, Mr. Orr 
left for Indo-China with other mem 
bers of the FOA staff. There the party 
will survey economic conditions and 
FOA problems for six weeks 

During World War II, Mr. Or 
served in the Far East. Since his re 
turn he has been active in political, 
church, business and civic affairs. He 
was named Evauasville’s Young Man 
of the Year for 1952. 

He was treasurer of the Eisenhower 
for President Club and organized the 
Republican Block system that year 
Mr. Orr is president of the Center 
lownship Advisory Body ind of the 
Block Captain Club 


Stassen Heads Agency 

The FOA is an outgrowth of the 
Mutual Security Administration. It is 
headed by Harold E. Stassen, who 
combines under it all U. S. foreign aid 
programs. Of late, Mr. Stassen 
concentrated on getting advice 
business 
that Mr. Orr is familiar with the Far 
East and has been an 
Republican, apparenth 
his assignment 

Mr. Orr, who is a graduate of Yale 
University and Harvard 
School, began Orr 
warehouse manager in 1946 


from 
le ade rs 


ictive 
iccounts 


Business 
Iron as a 
He is a 
vice-president of the James L. Orr In 
vestment Co. and a director of Sterling 
Brewers, Inc. He is also a vice-presi 
dent of the Southern Indiana Council 
Boy Scouts of America 


with 
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has | 
his, plus the fact ' 


young 
for | 


| Manufacturers Brief Sales Staffs on 1954 Plans 


+ 


Manheim Mfg. & Belting: New lines were introduced at this sales conference at 


Mankeim, Pa. Representatives from throughout the country attended 


Rust-Oleum: Officers and sales staff met at the corporation’s Evanston, IIl., head 


quarters recently for four days [he group saw new additions to enlarged plant 


Black & Decker: District managers heard 1954 sales plans at recent 


Point Clear, Ala ti 


meeting at 
Group includes representatives from foreign un is well a 
the United States and Canada 
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Minneapolis Iron Store, 
Nicols, Dean Organize 
“General Trading Co.” 


Ihe Minneapolis Iron Store, Min 


neapolis, and Nicols, Dean & Gregg, | 


St. Paul, Minn., have 
their warehouse operations 
single unit under the name of Gen 
eral Trading Company. 

Warehouse stocks, together with 
sales and general offices ot both, have 
been moved to new buildings in the 
Midway district between the 
cities, being located at 475 
Prior Avenue. 

Space occupied under lease will be 
in excess of 100,000 square ft., and 
includes ample parking facilities 

Officers of the General Trading Co. 
are J. M. McClure, president; Win 
ter Dean, executive vice president; 
IK’. A. Sundlie, vice president in charge 
of sales; and G. W. Dean, secretary. 

According to Mr. McClure, the 
consolidation will enable the com 
pany to give greatly improved service 
to its customers in both the Twin 
Cities and the surrounding territory 
This will be possible, Mr. McClure 
believes, because of a better 
and more complete stock, a modern 
single story merchandise warehouse, 
and an up-to-date 
with modern shipping and parking 
facilities. 


North 


bal mcec 


steel warehouse 


Joins Kelly-How-Thompson 


Harold Anderson has joined the 
Kelly-How-Thompson Co., Duluth, 
Minn., in charge of advertising, sales 
promotion, dealer helps and _ related 
projects. 


consolidated 
into al 


two | 


Briggs-Weaver Sales Meeting Maps Year’s Plans 


Houston, Dallas and Fort Worth staffs of Briggs-Weaver Machinery Co 


attended 


three-day session in Dallas recently to plan 1954 sales program 


Darrell Manley has _ been named | 
general sales manager of Briggs-W caver | 
Machinery Co., Dallas, ‘Texas. 

He will work closely with Dallas, 
Houston and Fort Worth salesmen, 
travelling both in the cities and terri 
tory, the management announced. 
For the present, he will also continue 
supervision of the Material Handling 
Department. 

Id Pflanz, as vice-president in 
charge of sales, will devote his time 
analysis, stock control and 
coordinating the sales, 
and purchasing 


to sales 
ilso aid in 


service, 


partments 


engineering 


Philadelphia Group Holds Annual Banquet 


Hardware Merchants & Manufacturer 
yutstanding achievement reflecting credit 
f United States Steel Corp. Amos 
the Associati 


installed as president of 


Association presented its Award of Merit for 
on business to Clifford F. Hood, president 
M.. Coath. of Frank W. Winne & Son, was 


Darrell Manley 


Hinds & Coon Moves 


To Larger Quarters 


Hinds & Coon Company's recent 
move to 78 India Street in Boston 
has enabled the company to utilize 
additional warehouse space for en 
larged stocks of mechanical power 
transmission and rubber goods 

Fred Berlo, president, said that ad 
ditional floor space provides for mov 
ing exhibits of power transmission 
products to aid salesmen in demon 
strating to customers who call at the 
new address. 


G. C. Peterson Marks 
25th Anniversary 


The G. C. Peterson Machinery Co.., 
Minneapolis, Minn., will mark its 25th 
anniversary on May | of this year 

G. C. Peterson is president and 
A. W. Schultz is sales manager. 


FOR ADDITIONAL NEWS, SEE NEXT PAGE ——j> 





Carse Brothers Battle It Out For Rival Grid Teams 


J. B. Carse, of S. C. Johnson & Son, 
has to divide his loyalties equally 
whenever he watches Ohio Wesleyan 
and Denison University compete in 
football or track. 

His oldest son, Skip, is a 225- 
pound tackle on the Ohio Wesleyan 
varsity. His other son, Dave, plays 
tackle for Denison, weighing in at 
215. When the two teams battled it 
out for Ohio Wesleyan’s Buckeye 
Conference Homecoming last Fall the 
brothers faced each other in the line 
Ohio Wesleyan won, 21-20, in the 
last 38 seconds of plav. 

The boys are also rival threats in 
track. Skip runs dashes and throws 
the weights for Ohio Wesleyan, and 
Dave is a weight thrower for Denison. 

Skip Carse They'll be matched against each other 
. with the weights later this year. 
Skip, a theology student, expects to 
j ihi enter Yale Divinity School this Fall. 
Rickert Exhibits At Products of Industry Seen. ecandbenees, is she smioush 
considering the ministry. 

Skip transferred his junior year from 
Northwestern, where he captained the 

| freshman grid squad. 


CHER 


Fred Seither Heads 
North Jersey Group 


Fred A. Seither, of Seither & Ellis, 
Inc., Newark, N. J., has been elected 
president of the North Jersey Indus 
trial Supply Association, succeeding 
J. J. Lawler, of West Essex Tool & 
Supply Co., Bloomfield, N. J. 
Rav Jeddel, of Seither & Ellis, was 
Officers and personnel of Rickert Industrial Supply Co., Milwaukee, Wisc., join | named secretary-treasurer and Vincent 
with representatives of their various suppliers to pose for a picture before the J. Riordan, of Rogers Mill Supply Co.., 
company's display at the recent Products of Industry Exhibit vice president. 


. . ’ S 
C. Muzzi Names Carborundum Holds National Sales Conference 
Buying Executive . — ae = 
L,. P. Gandolfo has been appointed 
to handle buying at C. Muzzi & Co., 
Hoboken, N. |] 
Ihe son of L. B. Gandolfo, treas 
urer of the company, he assisted with 
purchasing between 1946 and 1951. 
He is also now assistant to the com 
pany’s vice-president and general man 


wer, J. Roggio 


Crerar-Adams Co. Names 
Gralnik Sales Manager 





Crerar-Adams & Co., Chicago, has 


ippointed Ted. T. Gralnik as sales : 
manager of its industrial division - he 
. } . — @ 
Mr. Gralnik will make his head First national sales meeting in 25 years was attended by 250 salesmen and execu 
quarters in the € hicago ofhice at tives of the Niagara Falls, N. Y., manufacturer recently. Audience here is listening 
1001 West ¢ ongress St to General Clinton F. Robinson, company president, at opening session 


ADDITIONAL NEWS STARTS ON PAGE 220 





The Yale Cable King has 
exclusive features no other electric hoist can match 


As a manufacturer, YALE is fully aware of 
the obligation it has to all Industrial Dis- 
tributors handling the YALE Hoist line to 
keep them fully informed on its products, 
and thus make their selling job easier. 

It is for this reason that during the cur- 
rent year you will find all YALE advertising 
featuring the mechanical advantages of 
the various hoist models, both Hand and 
Electric. They are in effect reminders of 
selling points to use with your customers 
and prospects. As an added help, this same 
list of mechanical advantages will run in 
all advertising to your best prospects. 

The current YALE ad features the YALE 
Cable King, and below you will find some 
of the reasons making this the finest Hoist 
available. 


Me) QUICK FACTS ABOUT THE 
YALE CABLE KING HOIST 


Capacites 4 — 15 tons 


Made in hook, trolley, geared 
trolley, motor driven trolley, 
close headroom types 


Wire rope lift 


load and motor brakes operate 
whether power is on or off 


Non-fracturing top and bottom 
load hooks 


Totally enclosed all-weather 
motor 


Checked at Quality Control Sta- 
tions after every stage of manu- 
facture 





: MLS o 


Be sure to mention these features 





to your customers! 


AIR COOLING LOAD BRAKE INDUSTRIAL 
carries away accumulat- operates automatically... 
ed brake heat...enables whether power is on or off. TRUCKS AND HOISTS 
hoist to operate ona duty Load remains locked in *Reg. U. S. Pat. Off. 

cycle heavier than any position for maximum 
other in its class. operator safety. THE MANUFACTURING CO. 
Philadelphia 15, Pa. 











Gas, Electric, Diesel & LP-Gas Industrial Trucks * Worksavers * Hand Trucks * Hand & Electric Hoists « Pul-Lifts 
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IDEAS: 


How you can... 


... speed-up correspondence by TeleVoicewriters 


At Syracuse Supply Company, Syracuse, N. Y., they 
have replaced their dictating machines with new equip 
ment known as TeleVoicewriters which insure letters 
going out faster than ever before 

They now have instruments that resemble telephones 
except that, instead of a dial, the phones have a dictating 
button, a position switch (A, B and C for the three 
receivers) and a small bulb. When ready to dictate (see 
photo at left), you set the switch at A and pick up the 
phone. A red light would indicate the A receiver is busy 
In that event, you turn the switch to B or C to get a free 
machine. 

They have 18 phones (or stations) and three receivers, 
plus five transcribing machines. (Photo at right shows 


three receivers and one of the transcribing machines 

The prime advantage is that letters are tvped the sam« 
day, whereas in the past, the dictator held his dictation 
until he had completed a record or roll. And the saving 
is in space 

lranscribers prefer handling letters from different peo 
ple on the same record; it makes their job less monoto 
nous. Also, the new system features exceptionally clear 


recording which reduces errors and questioning by th 


transcribers 

Since installing the new equipment, Syracuse Supph 
Company have eliminated one pool stenographer from 
transcribing, and important letters go out with greater 


dispatch than ever before 


... create intriguing and ingenious counter display 


Merchandising is a pet subject with Koka Booth, Ji 
store manager, and Clifton Lewis, inside salesman, at 
the Carolina Machinery & Supply Co., Rocky Mount 
N. C., both of whom show a fine appreciation of display 
as a good merchandising tool. Their most recent displa 
creation capitalizes on the general interest in trains in th« 
railroad community that is Rocky Mount. 

The counter used at Carolina Machinery & Supph 
Co., is a showcase as shown in the picture. By utilizing 
many products that the firm carries in stock for custom 
ers, Messrs. Booth and Lewis created the “Camasco Spx 
cial,” a_ train passing a crossing signal bearing the 
inscription “Stop, Look and Buy”, within the showcas 
for all visitors to see. 

A variety of products was used to make the “train 
For example, the cowcatcher on the locomotive is 
factory broom, the boiler a lubrication can, the cab a 
tool box, with casters as wheels. Other items use: 
included a fire extinguisher to simulate a tank car; moto 
compressor, fittings, pipe, pumps. 

According to George Booth. president, the display “ha 
received quite a bit of local publicity and devel per 
considerable interest.” 
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DUMORE .ANNOUNCES THE 


WY see 


... for use with tungsten carbide 
mills, high-speed cutters, 
mounted wheels and points, 
abrasive bands, etc. 


Winding connection 


Ventilation 


Voltage 
Current 
Horsepower 
Speed, no load 
Duty cycle 


Bearings 


HIS “midget miller’ offers your customers an eco- 
nomical solution to a host of grinding, milling, fin- 
ishing and polishing jobs on materials from wood to hard 
alloy steels. Its 1% hp continuous-duty-rated Universal 


motor, is available for 115V or 230V DC or AC, 0-60 
cycle operation 
Three micro-precision bearings seated in steel inserts 
cast into the grinder housing, assure lasting accuracy on 
close tolerance work. 4g” or 14” collet chucks available. 
Be sure you've got the 35 Seri 1 Super-10 in stock. 


See your Dumore representative, or write — 


DUMORE PRECISION TOOLS 


THE DUMORE COMPANY 


1321 Seventeenth Street e Racine, Wisconsin 


Builders of precision line of Grinders, Automatic Drill Heads, 
Tool Post Grinders, Drill Grinclers, Light Drilling Equipment, 
Flexible Shaft Tools, Hand Grinders, Fractional hp Motors and 
Gear Motors 


INDUSTRIAL DISTRIBUTION 


PRECISION 


handgrinder 


(35,000 RPM) 


Voltage — 115V 
AC-DC 
Current — 1.4 amps 
Horsepower — 1/10 
Speed, no load — 22.000 rpm 
Duty cycle — continuous 
Bearings — 3 sealed, precision ball 
Winding connection — series 
Ventilation — internal fan 
Temperature rise — 40° C 
Finish — grey 
Weight — 3 Ibs., 1 oz. with cord; 2 lbs., 10 oz. with- 
out cord 
Length — incl. chuck 1014” 
Small dia. — 1%," 
Body dia. — 27(, 


Here's a better-balanced, completely redesigned, 
new version of the popular Dumore Series-10 
handgrinder. Powered by a 1/10 hp continuous- 
duty-rated Universal motor, it's recommended for 
both tool and die work where accuracy is a must 

luction bench work where full shift oper 


sary. It's a real hog for work 





WATCH FOR A THIRD 
IMPORTANT ANNOUNCEMENT 
NEXT MONTH! 
i 





* MARCH 





ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Variable Speed Drive 


Larger Speed Range, 
Simple Construction 


A new variable speed drive with a 
speed range up to 3 to | from 5 hp to 
20 hp has been introduced. 

Features claimed by the manufac 
turer include: simple construction with 
just two moving parts in variable pitch 
sheave; positive locking; single wide 
belt gives maximum hp efficiency; less 
shaft overhang; adjustable at either 
end; no lubrication. 

T. B. Wood's Sons Co., Chambers 
burg, Pa. 


Coolant System 
For Machining And 
Grinding Operations 


A new, improved version of their 
Atom-Lube lubricating and coolant 
system has been announced by the 
maker. 

The nozzle of soft copper tubing 
formerly used has been replaced with 
a 12-in nozzle of flexible tubing pro 
vided with two interchangeable innet 
tubes. One, of copper, is used where 
the nozzle is seldom readjusted; the 


132 


other, of flexible plastic, is recom- 
mended where the position of the 
nozzle must be adjusted frequently. In 
xldition, four feet of 4-in ID plastic 
hose is supplied for the coolant supply 

The Atom-Lube is said to be de 
signed for effective operation with 
existing air lines or a small compressor, 
and is easy to install either as a replace 
ment for present systems or to ma- 
chines having no previous provisions 
for cooling or lubricating. 

The Henry G. Thompson & Son 
Company, New Haven, Conn 


Lathe 


12-in Swing, 12 Speeds, 
9-in cross slide travel 


\ new heavy<luty 12-inch precision 
lathe, known as the 5300, has been 
announced. 

According to the manufacturer, it 
has l-in. collet capacity, a heavy duty 
No. 3 MT tailstock with tang socket, 
l2-in. swing, 12 speeds, 9-in. cross 
slide travel, and 23-in. tool post travel 
Other features claimed include 
built-in countershaft with friction 
clutch and brake, instant selection of 
48 threads or feeds, automatic apron 
with splash lubrication, oil flinge: 
spindle bearing lubrication, steel cable 
V-belt drive. 

Condensed specifications provided 
by the maker: are 24-in., 36-in. and 
48-in. between centers; 123-in. swing 
over bed, 84-in. over saddle; thread 
range 48—4 to 224 standard, right o1 
left. 

Clausing Division, Atlas Press Com 
pany, Kalamazoo, Michigan 
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Plugs 
Additions to Line 
Dry Seal Tapered Threads 
expanded 


Ihe addition to thei 
high pressure line of forged steel solid 
plugs and solid hex head plugs ha 
been announced by the maker 

The forged steel solid plugs ar 
available in sizes l-in. to 2-in. inclu 
sive. The solid hex head plugs ar 
furnished in sizes 4-in. to 2-in. inclu 
sive. Both plugs are made with full 
dry seal tapered threads said to give 
maximum protection against thread 
failure. Each plug is shipped with an 
individual thread protector in add 
tion to being cartoned as an added 
precaution to insure pertect threads 

Ihe Capital Manufacturing G 
Supply Company, Columbus, Ohio 


Speed Reducer 


Mounts Directly 
On Driven Shaft 


A new speed reducer, which mount 
directly on the shaft to be driven and 
requires no floor space other than that 
needed for the motor and tie rod 
nection, has been announced. 








Se ee ek a 


TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





According to the manufacturer, 


new speed reducer is easily adapte 


] 
to fit various driven shaft diameters 
ind offers comparatively high 
f speed reduction in very 
space 
\ choice of single or double reduc 
tion unit is said to make possible th 
selection of almost any output spec 
between 420 and 14 rpm, by changing 
sheave size within allowable limits 
Six sizes are available to cov 
range from 4 to 30 hp. Other features 
claimed are: all-steel construction, efh ‘ 
cient helical gearing, positive lubrica Aircraft Bolts , . 
tion ive Large Sizes 
The Falk Corporation, Milwauke« Added To Line 
Wisconsin 


} 


According to an announcement 
ym the manufacturer, five large sizes 
1ave been added to their Military 
Standard (MS) line of aircraft bolts 
14, 14, 12 and 14-in diameters 
I'he bolts are an internal wrenching 
fastener of aircraft alloy steel. By cold 
vorking the bolt in the fillet area un 
der the head, it is claimed the fatigu 
life under standard laboratory te 
1as been raised from 30,000 cycles to 
5,000 cycles. 
Standard Pressed Steel Co., Jenkin 


Wire Reinforced, ‘w". Pa. 
Prevents Bursting 


Endurance wire braid steai Dresser 


ecommended for saturated steam | New Side Washer 


sures up to 200 Ibs. psi ; 
i oceae S06 Construction 
heated steam up to 385 de 


een developed. 

According to the make 

se is reinforced with tw 
lies of high tensile wire with a sey According to the maker, heavy hard 
iting layer of heat resisting rub ned steel side washers are pressed into 
tween the plies. A special heat resist tl handle casting and protect the 


Steam Hose 


New Type” is the trade name of a 
1ew construction in a complete line of 
‘rinding wheel dressers. 


I 


[ l 
g synthetic yarn secures bonding 
heat and abrasion resistant ¢ 
wire carcass. The tube 
mpounded to give long 
h temperatures of live 
Ihe wire reinforcements 
revent explosive bursting 
the possibility of serious 
The maker recomme! 
ince hose for flue and stil 


heating bituminous binder 


lip 


ipplic ations where 


problem. Sizes range 
14-in. inside diameter 
Hamilton Rubber 


rrenton, N. ] 


handle from wear of the revolving 
cutters. 

Hex head screws, fitted with non 
removable lock washers, are said to 
securely lock the side washers in place 
and retain the cutter pin, Either a 
wrench or screw driver can be used to 
remove only one screw for quick cutter 
change. 

Ihe new dresser is now made in 
sizes No. 1, 2, 21 and 22 to hold cut- 
ters of those sizes. 

I'he Desmond-Stephan Mfg. Co., 
Urban, Ohio 


Hoist 
Two Ton 
Rated Capacity 


\ new Type J-3 electric wire rope 
hoist, available with either two-speed 
or single speed push button magnetic 
control in a rated capacity of two tons, 
has been announced. 

Powered by a specially designed 2 
hp totally-enclosed ball bearing motor, 
the new hoist is equipped with 2-parts 
of 3-in cable 6 x 37 reeving. It has an 
18-foot lift without overwind; over 
winding allows a 25-foot lift. The 
hoist frame is a single unit casting of 
high strength aluminum alloy, with 
ribs and circular cross section said to 
be designed to attain perfect align 
ment 


Continued on page 137) 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 137 
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YOUR CUSTOMERS 
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You can 


Steel-Pride Lockers 


ca their JET LOK | 


Paten! Pending 


Sd 


builder 


is a real 


Steel-Pride JET-LOK construction defies competition. Steel-Pride lockers as- 
semble quicker and easier, in only 8 simple steps. They are more rigid and 
durable, and provide maximum pilfer protection. Yet, Steel-Pride lockers cost 
less than ordinary lockers, when assembly-time economy is considered. The 
customer can SEE these advantages quickly, and count their value in dollars 
SAVED. 


1. With JET-LOK construction, all major 
parts slide together in minutes t 
issembly time in half save « 
man-hours. Increase strength 
rigidity, prevent tw 
ind bellying, no matter 


lockers are joined in series 


2. With JET-LOK construction, sides 
back, and door-frame are firmly in 
terlocked throughout length of eacl 
member by the tight U-turn linkage 
at the joints. No possil lity of entry 

through vertical joints at front, back 


or sides 


lf you are interested in selling a 
locker that has rea! Sales Appeal 
mail this coupon today for catalog, 
prices, and a clear statement of our 
selling policy. We sell only through 
dealers .. . never direct... and 
offer distributorship on a selective 
basis for your protection. 


Please send me catalog and prices of STEEL-PRIDE lockers, ond full details 
on local franchise (1D354) 
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On The Market Today 


Starts on page 132) 





disc-type motor brake automatically 
opens when hoist starts and closes 


Some of the other features claimed 
include: cable drum is machine 
grooved cast iron with shrouded instantly when current is shut off. 
flanges to prevent cable from over Robbins & Myers, Inc., Springfheld, 
riding; plain, hand geared or motor Ohio 
driven trolley is available; magnetic, 





Continues on next page 





Index of Manufacturers’ Products 


Bilge Pump 
Sutton Manufacturing Cor 
poration 


Variable Speed Drive 
I’. B. Wood’s Sons Co 132 
Coolant System 
lhe Henry G. Thompson & Hose 
Son Company 132 The Flexaust Company 
Lathe Die Nibs 
Clausing Division, Atlas Carboloy 
Press Company. General 
Plugs pany 
Ihe Capital Manufacturing Air Hammers 
& Supply Company Salsbury Corporation 
Speed Reducer Attachment 
The Falk Corporation The Black & Decker Mfg 
Steam Hose Cah. cals 
Hamilton Rubber Mfg Gun Drills 
Corp. Whitman & Barnes 
Aircraft Bolts Couplings 
Standard Pressed Steel Co Lovejoy Flexible Coupling 
Dresser Co 
The Desmond-Stephan Valves 
Mfg. Co Versa Products Co. Inc 
Hoist Vise 
Robbins & Myers, Ini Heinrich Tools, Inc 
Honing Chip Carriage Lock 
Chicago Wheel and Manu De Walt Inc., Sub. 
facturing Company 138 American Machine 
Water Extractor Foundry Co... 
Binks Manufacturing Com Absorbents Dispenser 
pany . 138 Oil-Dri Corporation of 
Belting America 
Imperial Belting Company 140 Auger Bit 
Motor Chicago Latrobe Twist Drill 160 
General Electric Company 140 Plastic Tape 
Rotary Joints Permacel Tape Corp . 160 
Phillips Rotary Joint and Puller 
Valve Corp 14] Owatonna Tool Co 162 
Jet Pump Conveyor Belts 
Dayton Pump & Mfg. Co United States Rubber Co. 163 
Chain Saw Tap Holder 
The Skil Corporation The American Cam Co.. 163 
Shear Booster Handgrinder 
Barth Engineering & Manu [he Dumore Company. 164 
facturing Co Surface Grinder 


Department of 
Electric Com 


SEE 
SHOW 
SELL 





Another Horton first, this sales aid 
gives you the lever to pry open the 
accounts that mean sales and 
repeat business. 

The Horton Demonstrators are 
exact in every detail and show the 
internal operation of the chuck. 
Now you can actually SHOW the 
built-in Horton Extras. 

Set up a date with your Horton 
Representative NOW while this 





Blower 
Standard Electric Mfg. Co.., 
Inc. 
Feeds 
Benchmaster Mfg. Co 
Work Trays 
Samuel Olson Mfg. Co 
Inc. 
Tile Drill 
Super Too] Company 
Motors 
Reliance Electric & Ergi 
1eering Company 
Machinist’s Chest 
Huot Mfg. Co 


American Machinery Co 
Carbide Blanks 
Wendt-Sonis Company 
Nail Clip 
Utica Drop Forge and Tool 
Corp. .. 
Speed Control 
Electro Products Laborato 
ries, Inc 
Dual Tools 
Atlas Welding Accessories 
+ ae 
Sawhorse Legs 
Wagner Manufacturing 
Company 


164 


166 


166 


168 


170 








INDUSTRIAL DISTRIBUTION © MARCH, 1954 


new idea is hot! 


HORTON 
> CHUCK 


4 





Here’s why | recommend — 


and Sell JUFKIN 
“Chrome Clad” TAPES 


1. They’re the most durable and easy-to-read 


"Chrome-Clad" meaturing tapes exceed industrial standards for 
accuracy and durability. Multiple electro platings build up the 
tape steel — make an extra-strong line. This all-metal line won't 
crack, chip, peel — is most rust and corrosion resistant — is 
easiest to clean. Jet black markings are bonded right to the steel 
— they won't wear off and they stand out sharp and clear against 
the chrome-white background. 


2. | can demonstrate their superiority 


With a "Chrome-Clad" tape | can sell by demon- 
stration . . . TWIST THEM and they resist break- 
age . . . DRAG THEM OVER ROUGH SUR- 
FACES and the markings stay sharp and clear... 
SUBJECT THEM TO ABRASION AND SCUF- 
FING and their hard, smooth finish will not be 
injured . . . HEATING will not destroy the all- 
metal finish. “Chrome-Clad" tapes stand up best 
- under hard, tough industrial use. 


3. They're nationally advertised — 
They’re known and accepted 
Millions of advertisements have pre-sold my customers on 
“Chrome-Clad" steel measuring tapes with the all-metal line. An 
advertising program equalled by no other tape manufacturer 
makes it easier to sell Lufkin “Chrome-Clad” tapes. 


LEADER with Chrome-Clad line. 
Metal, rust-resistant case covered with durable 
maroon vinyl. 25, 50, 75 and 100 foot lengths. 
Choice of standard or foiding hook ring 
fasy TO #ta0 
MARKING 
~~ wea / 


MEZURALL with Chrome-Clad 
line. Heavily plated, rugged meta! case. D-shaped 
for inside measuring. Self-adjusting and hook. 6, 
8, 10 foot lengths. 


sui JUVFACIN tarts + RULES * PRECISION TOOLS 
THE LUFKIN RULE CO., Saginaw, Michigan 


132-138 Lafayette Street, New York City ° Barrie, Ontario 


SOLD ONLY THROUGH DISTRIBUTORS 
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Honing Chip 
For Precision 
Barrel Finishing 


A new precision barrel finishing 
chip, called Novaculite, has been in 
troduced. 

According to the maker, chips of 
this material have unusually long life, 
will reach hard-to-get-at indentations 
without wedging or clogging holes, 
will not change work, and produce a 
fine finish to close tolerances with uni 
form radii on all work edges. 

he manufacturer states that No 
vaculite chips have a_ conchoidal 
shape, Aa ot formed with sharp 
edges and elongated points which en 
ables a large size chip to get at cavi 
ties, doing the work of small chips 
without danger of clogging. 

Chicago Wheel and Manufacturing 
Company, Chicago, Illinois 


Water Extractor 


Prevents Impurities 
Reaching Spray Guns 


An improved oil and water extractor 
for use On spray painting air lines has 
been announced. 

The new AO-120 extractor is said 
to effectively trap all oil, water, rust 
particles and other foreign materials 
common to compressed air lines, thus 
preventing impurities from reaching 
spray guns. It is also said to eliminate 
the clogging of air passages in spray 
gun nozzles. 

The major improvements claimed 





LOCKNUT IS Gua 
KING WHERE ‘& 
VIBRATION OR 
STRESS CAUSES 
i, NUTS TO WORK LOOSE. 
a ALTHOUGH MANY DEVICES 
HAVE BEEN USED TO HOLD 
MATING PARTS TOGETHER, LOCK NUTS ARE BY 
FAR THE MOST PRACTICAL AND SUCCESSFUL. 
LAMSON ONE-PIECE,ALL-STEEL LOCK NUTS 
PERMIT A STRONGER, MORE PERMANENT 
ASSEMBLY AT LOWER COST. NO SPECIAL 
DRILLING, SLOTTING OR EXTRA PARTS 
(COTTERS, INSERTS, ETC.) REQUIRED. 
THEY CAN BE USED WITH STANDARD 
BOLTS OR STUDS. 











FELLING Tip: le LAMSON Lock \ 


NUTS, GET THE FACTS ON HOW THEY ARE 

TO BE USED: @ SERVICE CONDITIONS. 

@) INSTALLATION METHODS. RELATIVE COST 
OF SIMILAR DEVICES. EVERY LOCK NUT HAS 


ITS LIMITATIONS AS WELLAS ITS ADVANTAGES. 


THESE SHOULD BE CAREFULLY WEIGHED. 
A NUT THAT EXCEEDS THE REQUIREMENTS 
IS WASTEFUL. ANUT THAT DOES NOT MEET 
THE REQUIREMENTS OBVIOUSLY 

SHOULON'T BE 
CONSIDERED 





OUTSTANDING FEATURES 
OF LAMSON LOCK NUTS 
NE PIECE, HIGH CARBON STEEL. 

FULL STANDARD NUT DIMENSIONS. 
RAISED CROWN COLLAR IS DISTORTED 
TO GRIP THE THREADS LIKE A VISE. 

Q HEAT TREATING GIVES PERMANENT 
SPRING ACTION TO CROWN SECTION. 

@ BLACK PENTRATE FINISH To PREVENT 
SEIZING AND RUSTING. 

© REMOVABLE WITHOUT DAMAGING 
BOLT THREADS. 

@ REUSABLE As Many As 10 TIMES, 
WITH REMOVAL TORQUE LOSS OF LESS 
THAN I"POUND PER APPLICATION. 
QHEAT.. .EFFECTIVE AT TEMPERATURES 
UP TO 600°F. 

@cOLd... LAMSON LOCK NUTS OPERATE 
EFFECTIVELY ON EARTH MOVING MACHINERY 
IN ALASKA AT 40° BELOw ZERO. 

QO STEAM... OIL... WATER ... ALL-STEEL LOCK 
NUTS ARE UNAFFECTED. 

@ ALL STANDARD SIZES BETWEEN 10-32 
AND 2" IN BOTH HEAVY & LIGHT STANDARDS. 


THIS ADVERTISEMENT |S NO.6 IN A SERIES DESIGNED TO GIVE YOU FACTS ON FASTENERS 
TO HELP YOU SELL 


INDUSTRIAL DISTRIBUTION © MARCH, 1954 


139 








“a 
WOM -Acio) 
sas & 


SOLDERING 


FLUX 


NO SURFACE CLEANING NECESSARY 


STIK + PASTE + LIQUID 


FLUX Regular 


An all purpose flux for soft soldering. Fluxes 
through oxides, oil, moisture no cleaning 
of surface necessary. Provides a free flow of 
solder and makes a firm union possibie. Non- 
acid eliminates danger of acid burns. For 
copper, brass, lead, galvanized iron, tin, steel, 
cast iron, ferrous alloys, Terne plote, zinc, etc. 


Chrome-Stainless Steel- FLUX 


For all soft soldering of chrome or stainless 
steel and their various alloys. No surface 
cleaning necessary. You save clean-up time. 
Assures solid bond between solder and metal. 
To be used with either torch ov soldering iron. 
Flux action keeps soldering irons clean. Avail- 
able in paste form 


Silver Solder FLUX 


PACKAGED IN METAL CONTAINERS WHICH 
PREVENT BREAKAGE AND WASTE. CON. 
VENIENT FOR CARRYING IN TOOL KITS. 
For all silver soldering or brazing. Free flow- 
ing, non-acid flux that penetrotes close joint- 
gop clearances. Suitable for use with all 
common metals and alloys. 


Electro FLUX 


Made specially for soldering electrical ports 
ond electronic equipment. Free of salts, acids 
and alkali. Non-corrosive and non-conductive. 
Can be used for continuous tinning of copper 
wire. Available in stik or heavy liquid form. 
Electro Flux Stiks ore excellent for use by 
radio and TV repair men. 


Aluminum FLUX 


Non-acid, non-staining ... for use with pure 
eluminum or alloys, aluminum castings or olu- 
minum alloy castings. Fluxes through oily sur- 
faces. Can be used with 50/50, 40/60 or 95/5 
solder. Has wetting properties thet couses 
solder to flow freely. Saves clean-up time. 


Consultation on Flux Problems Invited 


if you have a special fluxing condition send 
soldered and unsoldered parts — outline the 
condition . . . ovr engineering division will 
recommend the correct flux for you cr develop 
@ special flux to meet your requirements. 


LAKE CHEMICAL CO. 
' - fl2~ 3094 W. Carroll Ave. 
_ Chicago 12, Illinois 








are: more efficient air cleaning; easier 
operation; longer life and lower main- 
tenance costs 

The new extractor is said to pro 
vide ample air for two heavy-duty guns 
spraying continuously, and for oper- 
ating 2 blow guns from the main line 
pressure outlets. 

Binks Manufacturing 
Chicago, Illinois 


Company, 


Heavy-duty silver dv 


Belting 
For Handling 
Hot Materials 


reinforcing for maxi 


to abrasion and im 


Special wire 
mum 
pact is a 
hot materials « 
Sahara Armored beiting 

I'wo types are available: Insulated, 
for handling materials of 300 to 450 
deg. F., and Super Insulated for 450 
to 600 deg. | 

According to the maker, 
spun together with asbestos fibres in 


resistance 
feature 
nvevor belt known a 


claimed for a new 


wire 1S 


| the outer ply, which combined with 


a surface hardening treatment, gives 


greater strength and resistance to im 


| pact and cutting damage. 


Core material is said to be heavy, 
tight-woven silver duck with tensile 
strength over 750 Ibs per in. of width. 
Inner-locked stitches are said to prc 
vent ply separation. 

Imperial Belting Company, Chi 


cago, Il. 


Motor 
Totally Enclosed 
Unit-Cooled D-C 


A new totally-enclosed, unit-cooled, 


| D-C motor for use in severe atmos 
| pheres and developed for application 


in machine-tool, paper, cement, chemi 


cal, rubber, and steel-mill industries, | 


ind materials handling operations, has 
been announced 
Available in ratings from 15 to 200 
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YOU CAN’T HANDLE 
A BETTER LINE FOR 
STEADY PROFITS 

ab 


Widely used throughout all industries. Exclu- 
sive features which mean longer life and 
greater efficiency help to keep STANDARD 
Transmissions in steady demand... your assur- 
ance of steady profits. 


FEATURES 


THOUSANDS OF SPEEDS INSTANTLY 
SPEED RANGE WITH “A” BELTS UP TO 10-1 
AUTOMATIC, POSITIVE BELT ALIGNMENT 
SMOOTH, LONG WEARING PULLEYS 
MACHINED CAST IRON CONSTRUCTION 
PRECISION BALL BEARINGS 

HARDENED — GROUND SHAFT 

BRONZE SLEEVES FOR CENTER PULLEY 
COMPACT — EASILY INSTALLED 


PROFITS BECAUSE | 





BEST FOR SALES 





BENCH MODEL NO. 2 
FLOOR MODEL NO. 3 (NOT SHOWN) 


Available in dry-cut or wet-cut models — bench 
or floor type. 

* LIFTS ON RETURN STROKE + BALL BEARING 
GUIDE + AUTOMATIC CUT-OFF SWITCH * ANGLE 
CUTTING BY TURNING SAW (SAW TURNS INSTEAD 
OF WORK) 





MULTIPLE CARRIAGE LATHE STOPS — to fit most 
popular engine lathes. 





Send coupon for literature and distributer plan 


TRANSMISSION 
EQUIPMENT CO. 
7@ W. UNION STREET 
PASADENA 1, CALIF. 
Send me complete literature gnrd distributor 
proposition. 
TRANSMISSION [) 
Name 
Company 


Address__ — 





J 
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Fast Sales...the New 40A 
RiikzaIib> 


Tristand 


; 


HP, the new motor is said to feature 
50 percent greater heat transfer in a 
37 percent smaller unit than previous 
designs. 

According to the maker, mpact 
cooling units mounted completely 
within the over-all length and width 
of the motors, permit operation at 
extremely low speeds for long periods 
of time because ventilation is ind 
pendent of motor speed 

Ihe new motors ar 
the same speed and horsepoy 
ings as standard, constant 
ible-speed, general purpose 1 

General Electric Co 
ectady. N. ¥ 


Tray pushes up easily to 
fold Tristand, pushes down 
easilytoset up. Holds stand 
rigid. 


Vise base overhangs front 
legs so threader handles 
swing clear. Perfect tripod 
The Tristand your customers have CAS SEES. 
been wanting. Now stand and tray 
all one unit—no loose parts. Extra- 
light weight, stronger more rigid 
than ever. Full size vise base 
Rotary Joints benders, ceiling brace screw, pipe 
rest, new tool-hanging slots. De- 
signed for the utmost service for 
your money. Stock order the new Folds up small os ever fer 
v type packle ss and | ikproof RIEBID 40A Tristand today i easy carrying to job and 
tary joint, said — on immediate delivery! oe ore 


yall-and-socket principle, ha 


or ) THE RIDGE TOOL COMPANY ~ ELYRIA, OHIO, U.S.A. 


Packless, 
Leakproof 


It is manufactured in two types 
the Thru-Flo type, a single inlet unit ae ee RSS 
said to be designed to transfer liquids 
or steam into or out of any revolving eu. a 
drum; and the Syphon ty] claime %, . ' 
to be designed for installations ( 
inlet and outlet is desired in the sami ti eat? ae 
unit, or for syphon inage oO 
densate from the st rs ; >:, 

ll or drun ) ‘--Sav | : ive 

Phillips Rota Joint 

orp., West New Yor 
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SLEEVES and SOCKETS 


and a complete line of Collets 


STANDARD 


USE-EM-UP 
TYPE 


TYPE 
COLLIS Taper Too!s are made by men skilled in this type of manufacture. 


Users get long satisfactory service from Collis Equipment and find the answer to 
all drilling, reaming, and tapping needs in the Collis Line. 


We can give prompt service on orders for Lathe Centers, Arbors, Drill Drifts, 
and Magic Type Chucks as well as on Sleeves and Sockets and Collets. 


"Call Collis for Service” 
mmm’ THE COLLIS COMPANY som 


Dept. A, CLINTON, IOWA 








See Us at Booth #823, ASTE Show, Philadelphia, Pa. 


Commauder 


TAPPER 


SALES TIPS 


FOR 
PROFITABLE 
SELLING 


what are its advantages? 


® Handles a wider range of tap sizes — #00 to 4" — 
the range of 4 conventional tappers! 

® Adjustable torque control prevents tap breakage. 

@ No friction clutch to wear out. Commander Tapper’s 
Spring Clutch Drive provides longer, quieter 
operation. 
Minimum operator pressure operates it—eliminating 
lead error caused by forcing tap into hole. 
Does precision tapping —even with inexperienced 
operators . . . it's “the Tapper that thinks for its 
operator”. 


features that help you sell 

@ Wider range provides greater utility — reduces tool 
investment for your prospect. 

® Adjustable torque control assures positive top 
protection. 

® Automatic sensitivity of torque control stops the tap 
when it’s dull, “loaded”, hits a hard spot or bot- 
toms in a blind hole. 

® Compact, rugged, light-weight—built for production 
tapping. 


| Commander mre. co. 


4217 W. Kinzie Street . Chicago 24, Illinois 
Product of Commander . . . Builder of Production Tools 
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Jet Pump 
For Settings 
Of 60 to 140 Ft 


The Rapidayton ““Two-Stager’, an 
axial flow jet pump for settings of 60 
to 140 feet (in 4-in. well), has been 
announced. 

The new pump is said to have all 
internal parts made of brass or stain 
less steel; diffusers, cases, and covers 
are precision formed 

Other features claimed are: cart 
ridge-type rotary seal; no special pump 
stand or separate coupling required; 
pressure regulating valve automatically 
adjusts to varying well depths and dis 
charge pressures; jet and foot valve 
are included with pump in one com 
pact package. 

Dayton Pump & Mfg. Co., Dayton, 
Ohio 


Chain Saw 


For Lumber 
Up To 14-in 


A new 14-in chain saw, recom 
mended by the maker for cutting 
heavy beams, felling, limbing, bucking 
and trimming lumber up to 14-in in 
size, has been announced 

Known as Model 605, standard 
equipment includes a chipper chain 
package of repair parts, chain sharp 
ening file and handle, and a 
cord and connector 

Features of the saw stressed bv the 
manufacturer are wrap-around pipe 


> 
>-wirt 














ILLINITE 4 DISTRIBUTORS 


Suppert like this, plus an unexcelled 
END MILLS | a 


reputation for quality, is making ILLINITE 





uses and ILLINITE Sows, ¥ Standard Cutting Tools the fastest growing 
Milling Cutters, Power Blades, 


Shaper Cutters, Hobs line in the industry. ILLINITE Tools are 
and Tool Bits. backed with a sound franchise policy and a 


unique promotion plan, too! Write for details! 


handle for easy handling in any cut 
ting position; ase button oiler built 
in for easy chain lubrication while 
cutting; a guide bar with uniform 
groove for trouble-free cutting, and a 
no load chain speed of 1,400 fpm. 
Specifications Toe the new saw are: 
capacity—14-in with one cut; chain— 
chipper type, #-in pitch, *-in kerf; 
voltages—standard 115, 220 and odd 
voltages at no extra cost (generator 
size required, 1500 watts); motor- 
universal for DC or AC up to 60 cy- 
cles; switch—enclosed, double pole, 
momentary contact trigger type; 
length (overall)—272-in; net weight 
164 Ibs., shipping weight—214 Ibs. 
I'he Skil Corporation, Chicago, II] 


70 Your 


REQUIREMENT 
IN EVERY DETAIL...... 


Shear Booster 


For Improved 


Operator Safety 


Che availability of a self-contained 
hydraulic assist mechanism for appli 
| cation to their line of foot-operated 


239 EAST CHICAGO STREET 


Tei are added values result- 
ing when “expert hands” are called 
upon to produce any one thing. In Cata- 
logs, to call upon Cuneo is to get such 
“expertness” in full—beginning with the 
initial conference and on through all 
phases of production. 

Your next catalog compiled and 
printed by Cuneo will give you every 
possible value in terms of sales. Simply 
put the job up to us—we'll take hold and 
cooperate with you to gain the top re- 
sults you seek. 


Write, wire, or phone, 
BRoadway 6-5340, Catalog Division. 





shears, has been announced by the 


| manufacturer. 


The booster is said to be easily 
adaptable to shears already in the 
field, turning them into power units 


| at low cost. 


According to the maker, operator 


| safety is improved with use of the 


booster; the shear may be stopped in 
any position without jolting and with- 
out fear of injury to the operator or 
damage to the material being sheared, 
and operation continues to be con 
trolled by the foot pedal. 

Barth Engineering & Manufactur- 
ing Co., Milldale, Conn. 





Blower 


Features An 
Automatic Cutout 


A large capacity blower (6-in 


* 
SF He. | wheel) for quick removal of fumes, 


MILWAUKEE 1, WISCONSIN 


smoke, and stale air, or for cooling 
and ventilating, has been announced. 
Moving up to 600 cubic feet of air 
| per minute, the blower is said to fea 


AEE LL 
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HAMMERS + 


Perrecr eS 
PERFORMANCE 





SWER- 


The black head with 
the red hondle 


punch is the result of skill and entedals 
as Plumb’s power comes from en- Plumb 
craftsmanship. Like the champ, it is 
dition so that it gives outstanding per- 
hing less. 
sed, for example, are top quality. But 
ses them into perfect shape by the most 
ific methods and controls. 
s made only from special analysis steel. 
gineers improve it by tempering it to four 
s of hardness. Thus, while the springy claws 
‘give” and the nail split pulls even headless 
king face is extra hard. 
is made from tough, second growth hickory. 
ted, it goes through the most rigid inspections 
bning under exacting controls . . . then is tested 


and handle are joined the weight is scientifically 
erfectly balanced, Balance is the elusive feature 
atigue, gives Plumb hammers their free and easy 


pre of a Plumb. It’s been put in condition to give 


ance—and power. 


Quality Comes FIRST 
PLUMB 
is FIRST in Quality 
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HATCHETS + AXES «+ _ FILES 


Guindors..s KINDS! 

THE MOST MODERN- | 

HIGH PRODUCTION- | AK 

DIVERSIFIED- , WHEN YOUR CUSTOMERS 
. NEED PRESSES 


Cost Cutting 


LINE ON THE ARBOR. 
MARKET TODAY ! . 1 to 25 tons 
me, : Bench, Pedestal 


—— or Floor Models 
, -+-All KINDS! 
the completely enclosed 110-volt 60 


Grinders . . . all kinds! Bench, cycle motor before it can overheat. 
Carbide Tool, Die, Disc, Drill, | Smaller sizes with different capac- 


External, Internal, Lathe, Ped- | ities and current characteristics are 
estal, Snagging, Tool Post, Va- _—_also available. 
riable Speed, Vertical Spindle, Standard Electric Mfg. Co., Inc., | 


Wet, etc. Sizes: 4 H.P. to 100 West Berlin, New Jersey 
H.P 





BUFFERS & POLISHERS | 

Sizes: 42 H.P. to 60 H. P. | ain | HYDRAULIC 
ABRASIVE BELT 5" 4 PRESSES 

MACHINERY |= + x 3s to 300 tons 

7 + * lectric, Air, or 

—— : Hand Operated 


SPECIAL MACHINERY 








and get your share of the 
press business 


Feeds 


For All T 
e se —- SPECIAL 
SES owe PRESSES 
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A new device, known as Koil-Kradle, engineered 


for automatically feeding all types of + avidual 
coiled stock to production machines, require- 
| has been introduced. ments 

The Koil-Kradle is said to feature an 

automatic trip bar which actuates a 

motor switch as the slack loop is tight- 

ened. The motor then feeds a new 

loop at the rate of 90 feet per minute 

(continuous operation), automatically 

shutting off when the correct loop size 

is reached 


aie Three machine sizes are available for 
ae 10-in., 13-in., and 15-in. roll widths, PRESSES 
36-in. diameters. The maker recom- 
Siiadeud se ot mends these machines for use with 
punch presses, slitters, forming rolls, DAKE ENGINE co. 
the STANDARD siecvics toc! co. and shears. : , 631 Monroe St. 
Co., Gardena, 


MACHINE TOOLS Benchmaster Mfg 
2488-96 RIVER ROAD CINCINNATI 4 OMIO California Grand Haven, Mich. 
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TAP 
DESIGN IS 
SPEGIALIZED 


AT HY-PRO 





... fo help boost your customers’ output 


Tap design is specialized at Hy-Pro. In fact their whole opera- 
tion is concentrated on the development and production of this 
one important line. Toward this end Hy-Pro’s design engineers 
center their attention on developing the most efficient and eco- 
nomical taps for the jobs you need. Their success in this field 
can be judged by Hy-Pro’s established reputation as “‘the tap 
specialists.” 

Whatever your customers’ tap needs may be, let Hy-Pro help 
them boost production. They’ll get a full line of quality taps 
plus the experience of specialized design engineers. 


HY-PRO TOOL CO., NEW BEDFORD, MASS., U.S. A. 


ADDITIONAL WAREHOUSES: 6046 College Ave. 10428 W. McNichols Rd. 6141 North Elston Ave. 
OAKLAND 18, CALIF. DETROIT 21, MICH. CHICAGO, ILL. 
Piedmont 5-4337 University 4-1077 Newcastle 1-6486 
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you can make a 


Work Trays 
Light Weight, 


selling hose clamps sen. Some 


New strong, seamless work boxes, 
formed in one piece of synthetic com 
position and weighing 4 lbs. each, 
have been announced 

because According to the manufacturer, the 

new trays are resistant to severe bumps 

nd abrasions, are waterproof, greas¢ 
proof, easy to clean, odorless and 
warm to touch. Corners are smoothly 


EVERY SHOP THAT USES-| ©" 2" 
rolled edge forms a comfortable hand 


grip 
Light grav in color 
ire available in tw 


air liquids a 


ott | sludge cago, Illinots 
steam oll 


gas coal dust 


IS A PROSPECT! Tile Drill 








— 


Available 
In 9 Sizes 








A new carbide t drill, availabl 
from stock in 9 sizes, 4-in. to @-in., 





has been announced 


The new drill is said to have an 
] 


k | e ° extra long carbide spear point brazed 
Stoc - Se | - Profit with | in a slotted steel shank. It is claimed 
| to be designed and ground to give 

| faster penett ition and cut clean holes, 

| free of spalling and chipping, in por 

= celain, ceramic tile, marble, building 

tile and similar hard fragile materials 

Super Tool Company, Detroit, 


GET OUR DEALER PROPOSITION Michigan. 


Motors 


To New NEMA Standards 


‘ ax 


1<.- Squirrel-cage, Induction 


“The Sign : 
ofa i tet - © pcx iG A new line of squirrel-cage indu 

Good janine. . | tion motors, including protected and 
Hose Clamp" enclosed motors for ail industrial pur 


321 North Justine Street, Chicago 7, Illinois poses, <nd built to recently adopted 
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LOUIS ALLIS OPENS THE DOOR 
to more motor sale¢ for you 


with 


— an outstanding line of motors and adjustable speed drives 


— a complete program of selling aids 
— national recognition and acceptance 


For more than 50 years, Louis Allis has been a 

“buy-word” for top-quality motors. With the in- 

dustry’s most diversified line of special motors 

and a complete range of standard motors, Louis 

Allis lets you offer the unit that fits your custom- 

ers’ job requirements exactly. 

And to help you do the best selling job, Louis Allis offers you this complete 

program of useful selling aids: 


LOUIS ALLIS CONSOLIDATED CATALOG 

The handy catalog that many industrial buyers reach for, when- 
ever they want electric motors. Complete price, dimension, and 
application engineering information. Your company name, im- 
printed on the front cover, shows prospects and customers 
where to contact you for every motor need. 


MOTOR-APPLICATION BULLETINS 

There's a standard or special Louis Allis Motor for 
every job and a Louis Allis bulletin covering practical- 
ly every type and application. These bulletins, packed 
with complete, clear, concise information, let you talk 
authoritatively — sell better — insure the right motor 
for the job. 


TECHNICAL HELP AND ADVICE 

You get prompt and full cooperation from your nearby Louis 
Allis District Office on any unusual or difficult motor applica- 
tions. And Louis Allis’ familiarity with hundreds of special 
motor problems means extra business for you. 


THE LOUIS ALLIS €O. 
MILWAUKEE 7, WISCONSIN 





& E-Z ROL oS 
Always SWIVEL. and ROvE 


of 
s enjoy the advantages 


er ; 
Let your custom +. full protection of 


able equipmen 
oe BY elimination of damage to 


floors and the g them 


nt due to wracking by sellin 


equipme Roll’ Casters 


ivel and 

“Always Swive , 
Ne els. The more than 4000 types ° 
“ Ea s and Wheels make it easy for 
cify the exact model for 


Or, Darnell's wide 


Darnell Caster 


your salesmen to spe 

ers’ needs. “ 
bd w 

om-tailoring casters 


our disposel. 


your custom 
° Al 
experience 'f cust 


special equipment is at y 


DARNELL 


CORPORATION, vowner 


LTD. 
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(LOS ANGELES COUNTY) CALIFORNIA 
60 WALKER STREET, NEW YORK 13, NEW YORK 
36 NORTH CLINTON STREET, CHICAGO 6, ILLINOIS 


NEMA $s standards, has been an- 
nounced. 

According to the announcement, 
the first of the new motors to appear 
will be built for 1, 14 and 2 hp appli 
cations, in frame sizes 182 and 184. 
Che balance of the line, up to and 
including 30 hp, will be introduced at 
regular intervals during 1954 and the 
early part of 1955. The present line 
will continue to be available during 
the change-over period. 

Reliance Electric & Engineering 
Company, Cleveland, Ohio 


Machinist’s Chest 


Features Cork 
Lined Drawers 


A new seven-drawer machinist’s 
chest, featuring cork lined drawers to 
protect precision tools, has been an 
nounced 

According to the manufacturer, 
every drawer can be locked at once, 
or the drawers will lock with top sec 
tion remaining open. Rust and corro 
sion are said to be minimized, and the 
smooth finish of Model 104 makes 
for fast, easy cleaning. 

lop compartment measures 194-in 
wide by 8}-in. from front to back, 
ind 54-in. deep 


Four drawers meas 
ure §84-in. by 


73-in. by l-in.: two 
drawers are St}-in. by 


73-in. by 2-in 
sll 3 ° yA 
md one drawer is !74-in. by 7}-in. b 


2-in 


Huot Mfg. Co., St. Paul, Minn 
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Viding longer Y 
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. 7 . LESC HEN WIRE ROPE OtViStON 
; ‘ne mE Com 
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e - o Leschen’s new series of advertisements directly helps distribu- 
Th IS ativert S| i tor salesmen sell more wire rope. It works two ways 

One, this advertising definitely pre-sells Leschen wire rope. It 

sells the merits of various wire rope constructions—explaining 

why and where Red-Strand 6x19 Seale, Red-Strand 6x37 rope, 

WO rks fp [ Lese h al Hercules Flattened Strand rope, and others should be used. 
omiinimemindion Two, this advertising aids sales training. It simplifies and 
clarifies the engineering aspects of wire rope. It helps dis- 


tributor salesmen to become wire rope “‘experts’’ 


7 as - 
Wi re rope list ft h tO is This is another good example how Leschen works with and 


for its distributor organization... 
another good reason it pays to sell 


Leschen wire rope 


LESCHEN WIRE ROPE DIVISION 


The Watson-Stillman Company 
(A SUBSIDIARY OF H.K. PORTER COMPANY, INC. 


St. Louis 12, Missouri 





Here are four fine Clauss tools, 
selected from over one hundred 
models. Each is custom-made 
for a specific task in industry. 
You can sell them with confi- 
dence, and make a complete 
profit. 


yA RUSTLESS SCISSORS 


No. 615-C — Garment makers 
frequently use to snip 
threads from finished 
pieces — where a drop of 
rusty perspiration 
means a reject. Double 
plated, chrome over 
nickel, these scissors 

give maximum rust 
protection. 








LEFT HAND SHEARS 


No. LH7%—For the 
complete comfort and 
satisfaction of left 

handed workers. Avail- 
able in 7 length 
straight model shown, and 
11” length bent model. 


CURVED BLADE SHEARS 


No. 328KV—In the 
trimming of molded 
rubber items, in can- 

ning and poultry proc- 
essing, in meat packing, 
these curved shears sim- 
plify and speed up costly 
hand operations. 





BELT SHEARS 


No. 348 — Cuts heavy 
belting, leather or 
fabric composition 
easily—also cable, 
flower and plant stems. 
Large, comfortable, 
heavy duty shears, blunted 
for safe carrying and maxi- 
mum protection. 


the Drill Press Vise 


Cattss> 


fime CUTLERY Simce ter? 


HOT HAMMER ~- FORGED 


THE HENKEL-CLAUSS CO., Fremont, Ohio 
New York Office . . . 1107 Broadway, New York 10, N.Y. 


with a PROVEN SALES RECORD! 








SPEED VISE is 
a complete 
Quick-acting ° 
clamping mech- . 
anism itself ,. 
which will ac- 
commodate a 
wide variety of 
parts 


qn jigs and 
other fixtures 
are simpler, 
cheaper, smaller 
when made for 
use in a SPEED 
VISE. 


Iilustrations 

show several 
typical examples 
of drill jigs made 
to fit the vari- 
ous sizes of 
SPEED VISES. 





* 2 
* item that brings repeat business because 
SPEED VISE performance can be used on 
hundreds of applications. Liberal discount 
for stocking distributors assures greater 


profits. 


drill press vise that is a fast seller. An 


Customers buy more because 
they save more on tooling costs. 


SPEED VISE has a fast, positive action that 
saves tooling costs and speeds production. 
SPEED VISE gives your customers a hun- 
dred jigs in one. 


SPEED VISE is sold only through rec- 
ognized industrial distributors. Write 
or wire now for information. 


CARDINAL MACHINE COMPANY 


1819 Dana Street * Glendale 1, California 
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Bilge Pump 
Automatic, 
Vapor-proof 


A new model, FSA, electric bilge 
pump of the submerged type has been 
introduced. 

Automatic and vapor-proof, the 
new pump is said to be 6-in. high and 
pump 750 GPH, up to 12 feet above 
pump level. The pump is powered by 
the company’s motor with renewable 
brushes, parts, and oil-less bearings 
for 6, 12, 24, 32, and 110 volts DC, 
48 watts. 

Sutton Manufacturing Corporation, 
Norfolk, Virginia 


Hose 
Lighter, 
More Flexible 


According to the company, their 
new Type CWS hose incorporates 
greater lightness, flexibility, and re 
tractability than their other types. 

The new type hose represents re 
placement of and improvement upon 
their former type CWL, and is rec 
ommended for low pressure or suction 
service where warm or cold air or 
light dust is to be moved. 

It is made of Neoprene-impregnated 
cotton drill in which spiral wire rein 
forcement is imbedded. This construc- 
tion is said to permit weight reduc 
tion and increased flexibility. Standard 
sizes of the new hose range from 
1}-in. to 8-in. inside diameter. 

The Flexaust Company, New York, 
N. Y. 


Die Nibs 
Cemented Carbide, 
Four Nib Sizes 


A standard line of unground ce 
mented carbide nail griper die nibs 
has been announced. 

Four nib sizes are offered. These 
range from 4 to }3-in, designated 
NDB-8, 10, 11 and 12, stocked in 
grade 190 Carboloy cemented carbide 

Carboloy Department of General 
Electric Company, Detroit, Michigan 








THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD . 


\ 
\ 
: 


“SHINYHEADS” 
America's Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws — 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel — bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size—not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in ape connecting 
rod bolts by the cold upset process. 


e CLEVELAND 13, OHIO 


“HI-CARBS” 


Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 


SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin “q 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Mi:led slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


cad 
ADJUSTING SCREWS 


Valve bey aed adjusting screws — 
Hexa ad style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves o different kinds, and flats 
accurately mill 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert — stee] covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16" across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


j 
/ 
j 
f 
a 


Pioneers and Recognized Specialists, Coid Upset Screw Products since 1907 
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TANDARDS 
carried by 
LEADING 
DISTRIBUTORS 





van 





ae 
SPECIALS 
furnished to 
BLUE PRINT 
SPECIFICATIONS 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





“Copyright 1954 by R. R. Donnelley & Sons Co.”’ 


Buyers of industrial supplies 

continue to tell us that they look for this 
symbol of Quality in the catalogs they use 
with confidence in handling their 

daily purchases. 

This is just another bit of evidence 


that the user’s confidence in a Donnelley-built 


catalog helps to give you a selling tool 


that pays real dividends on your investment. 
Here are seven more new 


Donnelley-built catalogs. 


THE LAKESIDE PRESS 

R.R. DONNELLEY & SONS COMPANY 
CATALOG COMPILING DEPARTMENT 

350 East Twenty-second Street 

Chicago 16, Illinois 

PRINTERS - BINDERS - ENGRAVERS + LITHOGRAPHERS 
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Air Hammers 
Packaged In 
Four New Kits 


Four new air hammer tool kits, fea 
turing a new 36 ounce air hammer 
which may be operated in a straight 
line or at a 90 deg. angle, have been 
announced. 

Also included in the new kits are 
five tools designed for scaling, peen 
ing, drilling, metal cutting, smooth 
ing, riveting, rivet busting and weld 
breaking. 

Additional tools and tool blanks 
are available for use with the air ham 
mer, said to require an air volume of 
five cubic fpm at 100 psi to deliver 
6,000 blows per minute. 

Salsbury Corporation, Los Angeles, 
California 


Attachment 
For No. 5 to No. 9 
Wood Screws Inclusive 


A new Utility screw driving attach 
ment, handling from No. 5 to No. 9 
wood screws inclusive, has been intro 
duced. 

Complete instructions are included 
with each attachment, which includes: 
a bit with finder (centering sleeve) 
for slotted head screws, a bit for 
Phillips head screws, a shank for using 
the attachment with any 4-in. drill, 
and a second shank to be used with 
the company’s Utility 4-in. drills or 
}-in. All-Purpose drills. 

The Black ¢ Decker Mfg. Co., 
Towson, Maryland 


Gun Drills 


Carbide Tipped For 
Deep Hole Drilling 


I'wo types of carbide tipped gun 
drills—solid high speed body and oil 
tube body—have been announced. 

According to the maker, the solid 








high speed type is used successfully 
when the hole is comparatively shal 
low; the oil tube type when the hole 
to be drilled is very deep. Oil under 
pressure is used to cool the cutting 
lip and force the chips out of the 
hole. 

lhese drills can be used in vertical 
or horizontal positions; singular o1 
multiple, depending upon the set-up 
in the machine. 

Whitman @& 
Michigan 


Barnes, Plymouth, 


Couplings 
Adapted For Use With 
Taper-Lock Bushings 


Three sizes of the company’s Type 
C couplings have been adapted for use 
with Dodge Taper-Lock bushings. 

According to the maker, besides per 
mitting easy fastening to shafting with 
1 shrunk-on fit, the new couplings 
permit distributors to carry a smaller 
number of coupling bodies 

The three sizes available for us« 
with Taper-Lock bushings are: C-191 
(Dodge bushing No. 2012) for bores 
4.in to 2-in; C-226 and C-276 (Dodg« 
bushing No. 2517) for 4 to 24-n 
bores 

Lovejoy Flexible Coupling Co 
Chicago, Ill 


Valves 


New Solenoid 
Actuating Device 


Electrical operation of their entire 
line of 2-, 3-, and 4-wav I 


through 4 NPT siz 


the manufacturer, 


SCROLL CHUCKS Self-centering models for 
light, medium ond heavy duty jobs in tool room or for 
production runs. Available in sizes from 3” to 18” with 
semi-steel or forged steel bodies, and heat-treated 
alloy steel for all other parts. Provided with two sets 
of solid jaws or two-piece jaws for holding internal or 
external work. Lands on the jaw, jaw steps and end 
bites are ground after the chuck is assembled. 


INDEPENDENT CHUCKS podels for 
medium and heavy duty tool room and general machine 
shop work. Available in sizes from 414" to 36” with 
semi-steel, steel, or forged steel bodies. All other parts 
cre heat-treated alloy steel. Jaws are solid reversible 
or two-piece with reversible tops for either internal or 
external gripping. The body surrounds more than 60°, 
of each operating screw for the full length of the screw 
to assure proper clignment at all times. 


AIR & POWER CHUCKS Self-centering 
models for heavy duty production work on engine and 
turret lathes and automatics. Sizes from 6" to 24” with 
forged steel bodies, and with either 2 or 3 jaws are 
available. The wedge angle is such that work is 
gripped positively regardless of jaw position. The 
chuck will not release the work, even if air line is broken, 
until operator actuates draw bar. Skinner also hes a 
complete line of power chucking accessories. 


MACHINE VISES Skinner vises are accurate, 


fast acting and positive gripping. Series DPV wrench- 
operated Vises have semi-steel body and hardened 
and ground work holding surfaces. They have all the 
universal features so necessary for drill press oper- 
ations. Clamp the work for drilling in one plane — 
drill — turn the vise on edge for all right angle drilling 
operations. 

Series FS Vises have swivel base for accurate in- 
dexing necessary in milling operations. Top of the 
movable jaw is ground parallel to the bose for use as 
an indicating base for setting cutters, trueing work, etc. 


Details on the full line of products are included in 


Skinner General Catalog — write to the company 
or your nearest Skinner distributor fora free copy! 


THE SKINNER CHUCK COMPANY 
205 Edgewood Ave., New Britain, Conn. 


THE CREST OF QUALITY 
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Take advantage 
of the Preference 
ae F.. 








UNIONS 


based on these 
sales features 


The following details of design and 
construction of Jefferson Unions are 
sound reasons why you should make 
Jefferson your source of supply: 


. made of air-refined malleable iron 
having a tensile strength of 55,000 
p.s.i. 


. » leakproof tightness assured by a 
true spherical brass seat recossed so 
as to avoid pipe ends ever coming in 
contact with it. 


. seat rings of drawn seamless 
brass tubing press-fitted into machined 
channels so that they cannot rock 
loose. 


Completeness of the Jefferson line sim- 
pliflies piping installation and saves 
material. The line includes unions, 
union elbows and union tees in Jel- 
ferson 300%, Excel 250% and Master 
150: also flanges in Jefferson 3007 
and unions in Enduro 3002. All lines 
are also available with all-iron seats. 
Underwriters approved. 


Get all the facts about 
the Jefferson line today. 





JEFFERSON 
UNION CO. 


671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 


49 Fletcher Ave., Lexington 73, Mass. 
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through the development of a new 
solenoid actuating device. 

It is stated this solenoid is of the 
secondary pilot operating type, and 
this cylinder method of actuation is 
claimed to have many operating ad 
antages over the direct solenoid ac 
tuation. 

Versa Products Company, Incorpo 


rated, Brooklyn, N. Y. 


= 
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Vise 
For Clamping 
Compressible Materials 


\ new series of instant-action Grip 
Master vises, said to permit clamp 
ing of compressible materials normally 
requiring slow-action screw-type vises, 
has been introduced. 

l'ermed the “PA” series, four new 
models with 3-in., 4-in., 6-in. and 
8-in. wide jaws are available. 

Heinrich Tools, Inc., Racine, Wis 


consin 


Carriage Lock 


Added To Radial Arm 
Woodworking Machines 


An automatic safety lock has been 
idded to the carriage of the maker's 
radial arm type woodworking machine. 

The automatic lock, added to the 
carriage on which the cutting head of 
the machine rides, is said to act as a 
brake on the gliding action of the 
ball bearing carriage 

According to the maker, the opera 
tor depresses the plunger with his 
thumb to allow the carriage to roll 
freely forward and back on its ma- 
chined tracks. But the instant the 
pressure from his thumb is released 
trom the plunger, a positive lock goes 
into action, immediately stopping the 
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HE BOSTON MAN 
IN 1954 


\ < 


a 


IN ALBUQUERQUE, NEW MEXICO... 
W. H. Cornelius, Harry Cornelius Co. 


IN PEORIA, ILLINOIS... 
J. F. Bennett, Couch & Heyle 


IN LOS ANGELES, CALIFORNIA... 
Harry Tuch, Warren & Bailey Company 


* W. H. Cornelius, Harry Cornelius Com- 
pany, 1510 Second St., N.W., (Phone 3 
7739) has served Albuquerque industry 
for 21 years. Serves contractors, mines, 
und atomic research centers with fine 

Boston rubber products. 


J. F. Bennett, Couch & Heyle, 1016 South 
Adams St., (Phone Peoria 4-3101) fur- 
nishes Boston rubber products to rail- 
roads, barge lines, mines and factories of 
Central Illinois, parts of Iowa. A top in- 
dustrial supplier for 75 years. 

Harry Tuch, Warren & Bailey Company, 
350 South Anderson St., (Phone AN-12151) 
« one of oldest and largest industrial sup- 
pliers on the West Coast. Serves Southern 
California industries from Petroleum to 
Motion Pictures with Boston products. 


See the Boston Man in your area. Check 
your Classified Directory or write Boston 
Woven Hose & Rubber Co. > 





=e YE 

BOSTON MAN 
delivers 
rubber products 


right now! 


yilver King Rotocord Con- 
Belt. 1680 feet long 


et 


eeisiere 


The mammoth belt pictured above stood too high on its freight car 

to pass through many of the railroad tunnels and underpasses en route 

to its West Virginia destination. Boston Men rolled up their sleeves . . . 

teamed up with railroad freight traffic experts...pored over maps and timetables. 

As a result, the giant was rerouted many miles, but it wasn’t late for its installation. 


Good service is a Boston product. Fast delivery can mean savings in money and man-hours to a 
customer. For that reason, Boston offers direct, immediate service from warehouses located strategically 


throughout the country. 


Tailoring industrial rubber products to specific uses ... the above-pictured belt, for example . .. is a 
specialty of Boston Men. Boston experts visit customers’ plants and mines... talk to the men who use 
industrial rubber .. . study plant processes and working conditions. Back in Boston’s Research and 
Development labs, they find the answers. 

Do you need an answer to an industrial rubber problem? 

See our distributor in yourarea. He is your “Boston Man.” 


BOSTON _____.._.=2 


acking . Tubing . Garden Hose . Tape . Mctting 
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VINCENT Dressers and Cutters 
for every grinding operation 


Yes, there's real profit for jobbers in a stock of Vincent 
Dressers and Cutters ... a fact that has been proven time and 
again during the past forty years by jobbers throughout the 
country. Here are a few of the reasons: 

Vincent Dressers have an exclusive design that minimizes 
costly dresser replacement and gives better dressings on 
every application. And, Vincent Cutters provide the exact 
degree of hardness that prevents teeth from breaking or 
from mushing over. They're heat treated right in our own 
plant—one of the three largest in the country. 

Added to these important features, Vincent Dressers and 
Cutters are available in sizes and styles to meet every 
dressing need. Combine these tangible selling points with 
the fact that the Vincent line has been continually advertised 
to your customers in leading trade publications, and you have 
a sure-fire profit picture that’s hard to beat. Why not 
investigate today? Vincent Steel Process Company, 
2424 Bellevue Avenve, Detroit 7, Michigan 


VINCE aud 


VOCG? 


Designed — Built — Merchandised 
to do a better job...for the user—for you 


Producers og * HSS TOOL BITS « CONICAL CUTTERS AND HOLDERS « DIAMOND 
DRESSING TOOLS + TUBE CLEANER CUTTERS + HIGHWAY SURFACER CUTTERS 
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motion of the carriage on which the 
cutting tool rides. 

It is further stated that provision 
has been made to instantly disengage 
the entire locking mechanism when 
the machine is being used in conjunc 
tion with a chain or screw cross feed 
device. 

The safety carriage lock will be 
available as optional equipment on thc 
maker’s model GE, GA and GW ma 
chines. 

DeWalt Inc., Subsidiary of Ameri 
can Machine & Foundry Co., Lancas- 


Absorbents Dispenser 


Solid Steel, 
150 Lb. Capacity 


The maker’s absorbents may now 
be available with a new dispenser made 
of solid steel with a 150 Ib. capacity. 

Occupying 24 square feet of space, 
its operation is said to be based on a 
slot-type release which automatically 
drops absorbents to the floor of the 


| dispenser where it can be scooped up 











the Profit Line 


OF GRINDING WHEELS 


Here's a special profit opportunity for distributors who 


are looking for an easy-to-sell line of top-quality abra- 
sive wheels. Chicago Wheel—famous for its mounted 
wheels and abrasive specialties—now offers a complete 
range of grinding wheels for every standard grinding 
application. Wheel sizes up to 30” diameter are now 
available for all types of jobs such as roll grinding, weld 
grinding, and machine tool applications. Chicago 
Wheel’s complete line includes mounted wheels, grind- 
ing wheels, internal wheels, cut-off wheels, and the ex- 


clusive “XL” Bond wheels for carbide tool grinding. 


Protected Franchises —a few fully 
protected territories are available for 
distributors who want a real money- 
making abrasive line. We'll make you 
the sweetest deal you've ever had. It’s 
worth writing for details immediately. 


Dept. ID 


CHICAGO WHEEL 


& MFG. COMPANY 
1101 West Monroe Street, Chicago 7, Illinois 


INDUSTRIAL DISTRIBUTION © MARCH, 1954 











PATRONIZE YOUR DISTRIBUTOR 


““WATERPROOFED”’ 


(ROTPROOFED) 


| 
| 


CELEBRATING OUR 150th YEAR OF ROPE MAKING 1804-1954 
Ask for the Rope With the Blue and Yellow Marker 


THE EDWIN H. FITLER Co. 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. 








NEW, EXCLUSIVE 


Bel ¢ ‘BLOK 


LOCKS BLADE AND *, y < 
HANDLE INTO ONE 
INTEGRAL UNIT 


Now 


and 


IMPACT 
PROOF! 


PLUS MANY OTHER 
GREAT FEATURES AND 
UNSURPASSED QUALITY 
* 

COST NO MORE THAN 
ORDINARY DRIVERS 
* 

Order Thru Your Jobber 


UPSON BROS., INC., ROCHESTER 14, N.Y. 
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in the desired quantity to clean an oil 
spill. The unit is equipped with a 
side bracket for scoop or shovel. 

A screen mounted on the top en- 
able the absorbents to be reused. Pour- 
ing sweepings from the floor back 
through this screen is said to filter out 
steel chips, scraps, paper and other 
foreign materials while the absorbents 
drop back into the dispenser 

Oil-Dri Corporation of America, 
Chicago, Illinois 


\ 
% 
tee 
CHICAGO-LATROBE 
FASTEST, EASIEST 
WAY TO. BORE 
: 4 


gst AS 








Auger Bit 
For Speedy 
Drilling In Wood 


A new power auger bit, said to fit 
iny 4-in. electric drill or drill press 
has been announced. 

According to the manufacturer, the 
new bit bores clean holes, can not slip 
in chuck, drills on any angle, bores 
through 4x4 and stays sharp. 

Sizes available are ys-in. through 
l-in. by 16ths. 

Chicago Latrobe Twist Dill, Chi 


cago, Illinois 


Plastic Tape 
Heavy Duty, 
Electrical Grade 


An extra heavy duty electrical grade 
plastic tape (P 302) with high dielec- 
tric strength has been developed 

According to the manufacturer, 
P 302 was designed to provide flexibil 
ity and high elongation of backing that 
makes possible good conformance ovet 
sharp and irregular surfaces, as well as 
prov iding a wrap that prevents mois 








ACCO Resistered® 


ave vabjeted * 
to Certify oe" 
and their indiv 


— (if multiple) 
ve all of the 


What ACCO Registered Means to YOU 


e Backed by this certificate, ACCO Registered 
means that these wire rope slings were designed 
specifically by trained engineers who spend all 
their time designing slings. It means that only 
the best materials were used. It means that each 
sling with all its fittings was proof-tested at twice 
its rated capacity. It means that every design 
was field tested. It means that American Chain 
& Cable stands back of every ACCO Registered 
Wire Rope Sling you sell. It means satisfied cus- 
tomers—and repeat orders. 

ACCO Registered Wire Rope Slings are lifting 
tools for modern materials handling. They are 
the connecting link between hoist or crane and 
the material or machine to be moved. They are 
used everywhere. While much of the wire rope 
bought by your customers is made into home- 
made slings, you can prove that ACCO Registered 
Wire Rope Slings actually cost less to use—to say 


nothing of their greater safety and wider adapt- 
ability. Your stock of popular sizes (and ACCO 
Registered links, safety shackles, and hooks) en- 
ables you to give prompt delivery. Once you 
start a customer on ACCO Registered Wire Rope 
Slings, his repeat orders will insure fast turn-over 
of your inventory. 

If you are an ACCO Registered Wire Rope Sling 
distributor, you are stocking the best slings made. 
You are offering your customers a valuable —and 
profitable —service. The sales possibilities in your 
territory are in direct relation to the effort you 
put forth. Make a check to see if you are getting 
all the wire rope sling business in your territory. 
Ask the next three customers you call on if they 


use wire rope slings. "Trade Mark Registered 
> + . 


Write our Wilkes-Barre, Pa., office 
for further information 


A¢co Wire Rope Sling Department 
AMERICAN CHAIN & CABLE 





Wilkes-Barre, Pa., Chicago, Denver, Houston, 


Los Angeles, New York, Odessa, Tex., Philadelphia, 


Pittsburgh, San Francisco, Bridgeport, Conn. 


INDUSTRIAL DISTRIBUTION © MARCH, 1954 














Mr. Dealer: Here is only 
a small part of the 
most complete line of 


spindles by STANDARD 


’ ; 
enact ~ —_ ZZ. a 


JL a '§ | a 


14 


?» the STAN DARD electrical tool co. 


2520 RIVER ROAD . CINCINNATI 4 . OHIO 


We design and build 
special spindles . . 
See us in booth 538 
ASTE Show - Phila. - Apr 26 
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ture penetration and current leakage; 
extremely low moisture vapor transmis- 
sion rate of backing for weathering 
ability. 

Uses mentioned by the maker in- 
clude: power transmission insulation; 
protective coating in cable splicing; 
shock mounting and noise deadener in 
heavy duty equipment manufacturing; 
surface protection in deburring and 
sand blasting operations. 

Permacel Tape Corp., New Bruns 


| wick, N. ]. 


Puller 
For International 
Diesel Engines 


An improved design puller for re 
moving the pre-combustion cup on all 
International Diesel engines has been 
announced. 

The new tool is said to be fast op 
erating, provide a more positive grip 
and pull all cups regardless of their 
condition. It can be operated hy 
draulically or manually. 

Owatonna Tool Co., Owatonna, 
\linnesota 


Conveyor Belts 
Made Of Rayon 
Instead Of Cotton Duck 


Conveyor belts made of rayon, 


| which weigh less than conventional 


cotton duck belts but are equally as 
strong, have been announced. 

It is claimed that rayon has proved 
to be more resistant to ripping or tear 
ing than duck plies, and is used in 
both the lengthwise and crosswise d 
rections of the belt. Additional advan 
tages are greater flexibility and trough 
abilitv, resulting in less spillage 

It is also claimed there is a saving 
In power required to operate the new 











belts, and the belts hold tasteners bet 
ter, and can be repaired with the same 
techniques as conventional duck belts 

lhese rayon belts will be marketed 
under the trade names Matchless and 
Giant 

According to another announce 
ment from the company, a new 
breaker strip which uses nylon com 
bined with cotton to replace tl n 
ventional all-cotton breaker st ip has 
peen developed 

Called “Nyton”, the new 
nylon in the w irp or lengthwis¢ 
tion and cotton in the fille 
wise direction Principle ad 
claimed is that it makes the belt 
flexible in the lengthwis¢ 
thus taking up the shock 
during loading operations 


I'he new breaker will be a 


ill the company’s heavy-dut nveyo 
belts including the Giant and Match 
less lines 

United States Rubber ( ompany, 


New York, N. Y 


Tap Holder 


Center-hole Runs 
All The Way Through 


1 new “Tap-Holeder” designed 
with the center-hole running all th 
way through rather than with the 
blind hole common to t 
tap holders, has beer 

his feature, accord 
ufacturer, makes it ] 
1 full length tap wit! 
part of the shank in 
too! in a blind hok 

In addition to 


guarantees 
quality performance, 
el gelelel-Tmaelite l= 
MT iolile tol esp 4-9 
complete line, 
price and delivery 
second to none, 


The Reamer Specialists 


LAVALLEE & IDE, INC. 
| CHICOPEE, MASS. 
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Whether it's shells or beads—or 
good old American dollars, for that 
matter — you just can’t operate 
successfully without showing a profit. 
That's why so many progressive 
companies depend on Kester quality 
and performance to insure maximum 
results in production at the lowest 
possible cost. And we'll bet 

Kester Solder can mean more 


“wampum” in your “wigwam,” too! 


Aw, 


Remember Kester for that exact job-engineered 
Solder you need; 8 major Fluxes in Core 
Solder, all available in 5 core openings. And 
don’t forget Kester Solid Wire and Bar Solder, 
Kester “Solderforms” and Kester Fluxes. 


KESTER 


through-hole design is said to make it 
possible to extricate a broken tap with- 
out removing the holder bushing or 
dis-assembling the holder from the ma 
chine. Also, since the ““Tap-Holeder”’ 
takes a full-length tap, taps can be 
returned to stock for re-use without 
special identification or any chance of 
confusion. 

The American Cam Company, 
Hartford, Conn. 


Handgrinder 


For Tool 
And Die Work 


\ new Super-10 handgrinder, pow 
ered by a xs hp. Dumore continuous 
duty-rated 115 WV AC-DC Universal 
motor, has been introduced. 

Said to feature speeds to 22,000 
rpm and swing vitrified wheels up to 
one inch in diameter, its overall length, 
including chuck, is 104-in, body diam- 
eter is 2%s-in. and the smaller diameter 
| %s-in. Complete with cord it weighs 
three pounds, one ounce. 

The Super-10 is recommended by 
the maker for both tool and die work 
where accuracy is a must and for pro 
duction bench work where full-shift 
operation is necessary. 

The Dumore Company, Racine, 
Wisconsin 


SOLDER COMPANY : 
Surface Grinder 


Cartridge Spindle, 
Precision In Tenths 


4214 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
NEWARK 5, NEW JERSEY «+ BRANTFORD, CANADA 


A surface grinder, designated as the 
“Surf-Ace” surface grinder, which has 
a 134-in clearance under the wheel 
and a 64 x 16-in table travel, has been 
introduced. 

The machine can be supplied with 
cither a Pope, Ex-Cell-O, or Whitnon 
precision cartridge type spindle, and 


MI) 


{/ 
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from AMERICA’S most modern mill 


L & New buildings, new methods, most modern electronically controlled 
L Wip machinery of very latest design, manned by personnel thoroughly 
nh fn qualified by many years of experience! 
oO These, and many other advantages, enables GULF to offer you the 
highest possible quality: 


ANY TYPE: Coil Chain, Steel loading chain, Conveyor chain, Passing link 
chain, Double loop (weldless), Sash, Safety, Ball . . . 

ANY GRADE: Open-hearth steel, High Carbon Super Steel, Super Man- 
ganese, Alloy Steel, Brass, Aluminum, Stainless Steel . . . 

ANY SIZE: From 54” down .. . 

ANY ASSEMBLY: Slings, Log chains, Brake chain, Utility chain, Boom 
chain, Rafting chain .. . 

FOR ANY INDUSTRY: Machine shop, Railroad, Oil well, Logging, Paper 
Mill, Hardware, Agricultural, Mining, Marine .. . 


Communicate with the nearest GULF representative: 


Edward D. Sperry Jr. | €. 6. Fallon The Crispin Company B. $. Meade Company W. D. Eimstie Lid 
630 Centre Street 1611 Bank of Commerce Bldg. 604 Duquesne Terrace 409 Notre Dame St. W. 
Union, New Jersey Montreal 1, Quebec 
Unionville 2-8068 Phone: Plateau 4159 


Davidson Steel Corp. | 

444 Madison Avenue P. 0. Box 936 

New York 17, W. Y. Santa Barbora, California | Jamaicu Plain, Houston 2, Texas 

Phone: Plaza 9-715) Phone: 2-9625 Boston 30, Mass Phone: Fairfax 0338 Phone 
} Phone: Jomaica 4-5046 


6-0-14 


SAN JUAN E, P. R., U. S.A. 
Manufacturers of: Nails and Staples - Chain, welded and weldiess - Chain-link fencing « Concrete wire mesh 
Steel wire: plain, annealed, galvanized. 
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Performance 
Millers Falls 
“BLU-MOL”Z 


more cuts 
per blade 


What keeps your customers coming back for more of 
the products you sell? Performance on the job! Yes, 
performance is the key to customer satisfaction . . . 
and to greater sales for you. 

That's why it will pay you to stock and sell Millers 
Falls “Blu-Mol” hack saw blades. In actual perform- 
ance tests, even on the toughest sawing jobs, “Blu-Mol” 
delivers up to 50% more cuts per blade. 

Machined from a specially-selected high-speed steel, 
“Blu-Mol” blades are precision heat-treated by an ex- 
clusive Millers Falls process. The result is a blade of 
extreme tooth hardness and toughness, with a stub- 
born, long-lasting resistance to abrasion om any 
machinable material. 

Write for full details on the profit-making possibili- 
ties of “Blu-Mol” power and hand Hack Saw Blades, 
and “Blu-Mol” high-speed, welded-edge Hole Saws. 
All combine the same unique qualities that are setting 
records for performance and economy in thousands 
of plants. 


| 


incorporates a cast iron base and hand 
scraped vee and flat ways. 

Designed to accommodate a stand 
ard 7 x 4 x 14-in wheel, the grinder is 
said to utilize handwheels which are 
readily accessible for fast grinding and 
are graduated in .0001-in increments. 

American Machinery Co., Bridge- 
port, Conn, 


Carbide Blanks 


Designed For Reamers, 
Tool Bits, Milling Cutters 


A complete new line of carbide 
blanks and inserts, designed for ream- 
ers, tool bits, milling cutters and other 
tools, has been. announced. 

The maker’s Styles 1000, 2000, 
3000, 4000, 5000, 6000, RRT, STB, 
reamer blanks, solid rounds and cente1 
tips are available in standard carbide 
grades. 

Inserts are carbide or half 
carbide and half steel in round, tri 
angular, square or diamond shapes 

Wrendt-Sonis Company, Hannibal, 
Missouri 


solid 


Nail Clip 


Hammer 
Attachment 


A spring-steel clip, called the “Third 
Hand”, that can be attached to most 
carpenter's hammers to hold all nails 
from shingle nails to spikes, has been 
announced. 


According to the maker, use of the 


The world’s broadest, 
most highly-developed 
line of metalcutting saws 





SINCE‘ 


1868 ° 
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MILLERS FALLS COMPANY 
Dept. ID-1, Greenfield, Mass. 











— 


Designed and engineered for more efficient per- 
formance. Smaller in size, lighter in weight and 


quieter in operation. 


Consult our engineers before writing your 
specifications and get the benefit of 68 
years of experience in the design and 
manufacture of general arid special pur- 
pose motors 


motors will still be available in old 
NEMA Standard frame sizes for 
interchange and replacement. 


deteieeaieieieieieiatttaiatetietetaleetteeeeettetel | 


“DESIGNED FOR MOUNTING 
IN AVY POSITION” 


RRS ENE 


heres (2 theses why 


» Most Advanced Slot Insulation 
e Machine Fitted Stator 
» Rotor Keyed to Shaft 
» New High Dielectric Insulated 
Stator Windings 
Permanently Numbered Leads 
» Conduit Box, An Electrician's Delight 
Centrifugally Cast, High Density 
Rotor Windings 
Rugged Stress-Relieved End-Covers 
New Pre-lubricated Heavy Duty 
Ball Bearings 
Locked-in Ball Bearing 
Dual Ventilation System 
Extra Strong Cast Iron Frame 





N JRINE 

Electrical Division of THE SINGER MANUFACTURING COMPANY 

Finderne Plant, SOMERVILLE, N. J. 
Please send me the following bulletins 
] New Type “D” Motor Bulletin No. !D 3304 
(] Consolidated Catalog & Price List No. !D 3310 
Nome 
Company 
Street 
City 
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| new clip simplifies starting nails, as 
| the material can be held in position ; 
with one hand while the nail is started 
with the other hand. When the nail 
is started, a slight pull frees the ham- P 
mer which then completes driving the It 
nail in the usual manner. | {0 
Utica Drop Forge and Tool Corp., $ C Sy See 
Utica, N. Y. 





tHe SYandard 
of Componson ) : 
@@@ what CARBORUNDUM is doing for 


BY WHICH OTHER Distributors in 54. Just look at this 
PLIERS ARE JUDGED ne 


“Since 1857"’ Klein ~ . | 


compelling, full-color “stopper 
read the thought-provoking story 


Pliers have been the , 
standard of quality with ‘ | 
men who know good . ; 


tools. Today, Kleia . vs Your customers, too, 
offers the most complete Oh will find 


line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 


| Speed Control It's hard tO mise 


Provides Variable 
Speed For Lathes 


\ new-style variable speed control 
for lathes and other machines powered 
by fractional and one-horsepower DC 
motors, has been announced. 

By providing a simple means of 
quickly changing speeds, facing opera- 
tions are said to be facilitated while in their favorite metal-working 
work continues without interruption. magazines throughout the one 
Essential controls are located in easy 
reach of the machine operator. To 
change speeds, the control knob is 
moved easily from one setting to an- 
other without Joss of time. 

Other fédtures claimed: large short 
period overload capacity; easily in- 


Tit A eel Its yours to use 


of the Klein Pocket Tool 
Guide today! . Electro Products Laboratories, Inc., 
Chicago, Illinois 


e@eeas they see this pow erful mes- 
sage—and many others like it 


DISTRIBUTED 
THROUGH 
s0088e8 Dual Tools 
Foreign Distributor: Double Purpose 


InternationalStand- Weld Cleaning 
ord Electric Corp., . , 
New York. The maker’s A and AW weki clean- 
ing tools have been redesigned for | ¢¢@a hard-working tool to help you 
easier use. sell more quality abrasive products 
According to the maker the brush to customers and prospects. 
is now pitched at an angle to the 


handle for easier application, greater 

protection to knuckles, more even 

wear and longer life. The frame which CARBORUNDUM 
holds the brush and handle is said to cetiemnac amie pea 


be of heavier gage steel and ribbed for 
additional rigidity. The. chisel is. | T® Cassonunpum Company, Niagara Falls, N. Y 
' Y 65-43 





abrasive products by 
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Use both sides of SAND SCREEN for 
sanding and finishing...do from 7 to 
15 times more work with one sheet or 
disc than you can with conventional 
coated abrasives. Removed material 
flows through the open mesh— you 
sand faster, longer, with much less 


loading. Use SAND SCREEN wet or 
dry...for hand or machine finishing. 
Fold it—tear it to any convenient 
size. CARBORUNDUM’'S SAND SCREEN 
Discs and FASTCUT Pad 85 Assembly 
slash time and costs on wet sanding 
of prime coats. On many operations 


Through product quality and application “know-how” 


of sanding flats and slight contours, 
no adhesives are necessary. Cut sheets 
fit oscillating or vibrating sanders... 
do a terrific job wherever loading 
and glazing is a problem. Get sam- 

les today from your CARBORUNDUM 
Distributor or Salesman. 


CARBORUNDUM 


REGISTERED TRADE MARK 


continually puts more (ERey in your abrasive EEE 





NEW PORTER-CABLE PORTABLE BAND SAW 


CUTS METAL 15 TIMES FASTER 


THANsHAND HACK SAW! 7 


: 
New ... Patented... 
Exclusive with Porter-Cable! 


Model 524, Only v4 be 


Slices through 12” cold rolled steel in 41 seconds! That’s fifteen times 
faster than a good man with a hack saw . . . two-and-a-half times faster 
than bulky power hack saws! 


You can use this 16-pound work-demon anywhere — on ferrous or non- 
ferrous metals or “problem” materials. Take it into equipment yards, 
stock bins . . . tight spots where costly hand sawing is the only other 
answer. Compact, easy to’ handle, Porta-Band delivers smooth con- 
trolled sawing in any position. Only the cutting part of the blade is 
exposed. Cutting action pulls blade snugly into cut, holding saw firmly 


High, tight, awkward spots like this ore 
in place. 


easily accessible to Porta-Band. Cuts op 

enater Nes We Powered for heavy duty ... perfectly balanced . . . Porta-Band 
handles the toughest assignments. Band speed of 240 feet per 
minute insures swift, smooth cutting of all materials up to 314” 
diameter round, or 314%” x 41%” rectangular. Highest grade precision 
ball and needle bearings throughout. Aluminum alloy frame for 
lightness, toughness. Universal 115V 
AC-DC, 25-60 cycle motor (230V avail- 


able at extra cost). Porter-Cable 
iis ais ar GS UN le Oo chattanany Your Porta-Band Prospects are... 
band sow, interrupt necessory work there ANYONE WHO HAS METAL TO CUT! 


then corry stock back? Use Porta-Band! 





Factory Production Departments, Stock Rooms, Maintenance Depart- 
ments ... Steel Warehouses . . . Electricians . .. Plumbing and Heating 
Contractors ... Building Contractors . .. Construction Men—anyone who 
has metal to cut — all are ready-made prospects for Porta-Band! For full 
information on Porta-Band, and on the Porter-Cable direct-to-distributor, 
protected-franchise policy, write: 
PORTER-CABLE MACHINE CO. 
2183 N. Salina St., Syracuse 8, N.Y. 


Sows °* Belt Sanders * Orbital Sanders * Combinatior Drill-Sander ° Routers 
e Shaper * Drills °* Chain Saw °* Hedgshear * Bench Grinders 


On “tailor-made” jobs, general mainte 
nance, or teardowns, Porta-Band does the 
job in far less time than hand hack sow Planes 
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GOOD HEADS ...GOOD THREADS ...GOOD BOLTS 


If you are looking for a good line of standard bolts, one which combines quality 


and variety, choose Bethlehem Bolts 

Bethlehem machine, carriage and lag bolts are well made from top-quality steel 
They have good, strong heads and smooth-running threads, and come in all types 
and sizes. We also manufacture a full line of turnbuckles, clevises, rivets, spikes, 
washers and nuts. 


Bethlehem Bolts are good, dependable bolts—good bolts in every way. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor; Bethlehem Stee! Export Corporation 
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ARMSTRONG-BRAY 


GEAR and WREEL PULLERS 


VN 2. | QNY 


Quickly anc y pull « . 
_ wheels, de and bea 

Lad pH of she out damag ® 

or breakag 
‘ improved s make them 

easy to set safe in use— 
the harder I the tighter 
the grip. 

12 types, 
3-arm, sta 
STEELGRIP 
forged arm 
screws as 
Universal 
considerabi 
end of sha 


Write 


izes — 2-arm, 
and special 
with drop 
eat treated welded to frame and handle instead 
CHAINGRIP r of riveted as in the past. 
at reach to Other features claimed are: double 
ances from ~ | tension spring enables brush to be 
replaced or reversed easily; hand guard 
talog ( ak | at base of grip insures easier handling 
and safety. Model A is equipped with 
metal handle; AW with wood handle. 
Atlas Welding Accessories Co., De- 
troit, Michigan 
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ARMSTRONG-BRAY & CO. 


5356 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 





CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT—Best materials throughout tool 
steel cutters . . . Right and Left hand Threaded Bushings 


for Automatic Tightening 


Sawhorse Legs 
All-metal, 
Fold Compactly 


New all-metal folding sawhorse legs, 
said to be ideal for barricades, tables 
and platforms of all types, have been 
announced. 

Furnished in 24, 30, 36 and 42-in 
heights, the new legs can be trans 
ported easily. When assembled, the 
. Weight: well distributed Alligator gmp jaws are said to firmly 

for smooth handling. grip the wood cross piece, and pro 

vision is made for even more positive 
anchorage by means of nails through 
holes provided in tabs adjacent to the 


SOLD ONLY THROUGH DISTRIBUTORS \\\\\i 


EASY TO HOLD— Extra 


Also CALDER Fine Diamond Dressing Tool: 





The legs are formed from 14 gag 
. steel, with aluminum paint finish. One 
ine pair makes one horse or supports one 
CALDER MANUFACTURING CO. table. 
‘2049 North Prince Stree . Lancaster, Pennsylvania -* Wagner Manufacturing Company, 
, Cc ‘edar F alls, lowa 
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( Advertisement ) 


Why It Pays to Offer the 


Complete Line of 
Screwdrivers 


Screwdrivers must take heavy pun 
ishment — and Stanley Screwdrivers 
are made to take it! Every Stanley 
Screwdriver is rigidly tested and 
inspected before leaving factory. And 
the line is complete. Sell the right 
size Stanley — and you can bet it will 
do the job! 


we 


Ball Pein Machinists 
Hammers 


Selling features include special 
analysis steel head, drop-forged in 
positive dies, “super-heat-treatment” 
Selected hickory handle is “Evertite” 
processed. From 2 to 40 oz. sizes. Sell 
the right size Stanley Ball Pein for 
the job —and you'll have another 
satished Stanley customer. 








| 


Zig Zag and 
“Pull-Push” Rules 


In rules, too, you'll find the Stanley 
line is complete — and accurate, easy 
to-read and durable. Numbers and 
graduations are imbedded in the 
wood, and protected by plastic coat- 
ings — sakes last 4 times longer. 
Includes Zig Zag, “Pull-Push”, box- 
wood and other rules. Offer the right 
Stanley Rule for the job — its quality 
will close the sale. 


No. 130 A “Yankee’}, 
Spiral Ratchet 
Screwdriver 


lakes the twisting out of screw 
driving. User just pushes handle — 
tool does the work. Can be used with 
one hand. Quick-return spring 
oushes handle back after each stroke. 
Vherever assembly lines want time- 
saving shortcuts, you have a customer 
for this efficiency screwdriver. 





No. 3600-9 “Yankee’} 
Offset Ratchet 
Tool Kit 


Ideal for the mechanic who needs 
an offset serewdriver to ft various 
sizes of hollow-head screws and cap 
screws. Consists of the famous 
“Yankee” Offset Handle and 8 
adapters of different sizes — in a 
handy, plastic pocket kit. 








Stanley Line 


It always pays to offer a 
famous name. And where 
tools are used the name, 
Stanley, is outstanding. 


Outstanding for tools of consist 
ently high quality and dependability. 
Rules of accuracy . . . hammers of 
balance . . . screwdrivers of tough 
ness .. . vises of precision . . . Tools 
that mean work done in less time 
with less effort. 


And that, Mr. Distributor, means 
sales for you. 





“Yankee”; Vise No. 1993 
with Swivel Base 


“Yankee” Vises and Angle Vises 
are made with and without swivel 
bases. Easily adaptable as low-cost 
jigs and fixtures. Save time and 
money in tooling. Designed primarily 
for industrial users — they also meet 
the demands of individual users. 





Trade Mark That’s 
Famous the World Over 


THE TOOL BOX OF THE WORLD 


STANLEY 
“Tor 


A Division of The Stanley Works 
WARDWARE - ELECTRIC TOOLS + STEEL STRAPPING 
EEL 





You can ofler this line with the 
utmost confidence. For full infor- 
mation on these and other Stanley 
and “Yankee” Tools, write today to 
Stanley Tools, The Tool Box of the 
World, New Britain, Connecticut. 





Sales Helps from Manufacturers 





Standard Pressed Steel Introduces New Labels 


After surveying its distributors, 
Standard Pressed Steel Co., Jenkin- 
town, Pa. has now adopted a new-style 
package label for its Unbrako and 
l’iexco fastener lines. According to the 
company, the new label is not only 
more legible, but assists a distributor’s 
stockman to locate items quickly. 

Relevant matter is now arranged on 
the label vertically, instead of hori 
zontally as formerly. Thus, says, SPS, 
an order-fller can scan the labels up 
and down—the same way the boxes are 


piled. In addition, he is helped by the 
new color-coding system, whereby each 
fastener family can be distinguished on 
the label by a particular color group 
of colors. Colors also identify coarse 
or fine threads; in the case of an item 
like dowel pins, colors indicate the 
three tolerances available. 

A further feature of the new labels 
that shoukd help stock-picking, says 
the company, is the printing of a half- 
tone picture of the box’s contents on 
the label. 

Standard Pressed Steel points out, 
also, that although the new labels are 
slightly smaller than before, they actu 
ally say more. This has been accom- 
plished by the use of the company’s 
trade-marks and by bokd-facing “SPS” 
instead of printing the full name (com- 
pany name is now in fine print undet 
the initials). Thus, while playing up 
information essential to the distribu- 
tors warehousemen, the new label 
doesn’t play down the advertising mes- 
sage. 

A by-product of the latest label re- 
form, says the company, is the reduc 
tion of label designs from 12 to one. 





Yarnall-Waring 
Issues Valve Catalog 


\ 20-page catalog on blow-off valves 
for boiler pressures up to 400 Ibs. WSP 
has been issued by the Yarnall-Waring 
Co., Philadelphia. The catalog con 
tains full details of the company’s linc 
of seatless and double-tightening blow 
off valves, and provides comprehensive 
information on installation, valve con 
struction, and prices. ‘Text matter is 
supplemented by photographs 
drawings 


ind 


Binks Mfg. Co. Offers 
Air Compressor Cataiog 


New catalog on air compressors is 
being offered by Binks Mfg. Co., Chi 
cago. Described in the catalog is 
the company’s complete line which 
now includes 27 sizes in five types. 
Che 16-page publication presents data 
to help the buyer in selecting com 
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portable 


pressors suitable for their require- 
ments. New models described in- 
cluded single or two-stage units, tank- 
mounted, in sizes from } to 15 h.p.; 
single and two-stage anits, base- 
mounted, from 4 h.p. to 20 h.p.; aad 
portable single-stage units from 2.2 
c.f.m. to 105 c.f.m. 
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Hayden Co. Announce 
Twist Drill Packaging 


Sets of high-speed twist drills are 
being packaged in plastic bags by Hay- 
den Twist Drill Co., Detroit. The 
bags have individual pockets for each 
drill, each pocket being marked with 
the drill size—an advantage, claims the 
manufacturer, when the size has been 
obliterated from the drill shank. 


Permacel Has New 
Commercial Pack for Tape 


Because it has found many users of 
electrical tapes don’t wish to buy in 
bulk case quantities, Permacel Tape 
Corp., New Brunswick, N. J. is now 
packaging its “2-in-1”’ tapes in a small 
corrugated pack holding twenty-four 
4” rolls, twelve 4” rolls, eight ?” rolls, 
or six 1” rolls. The tape is held in place 
by rigid tabs extending from the carton 
flaps. An additional advantage of the 
new pack, says Permacel, is that it 
mitigates against pilferage and facili- 
tates stock-taking. 


Minnesota Mining Issues 
Electrical Tape Manual 


How “Scotch” brand electrical tapes 
ire employed in the construction and 











Literature ¢ Training Courses 
Displays « Packaging « Films — 











repair of electric motors is the subject 
of a new 12-page booklet published by 
Minnesota Mining & Manufacturing 
Co., St. Paul. 

I'he illustrated booklet describes in 
detail the use of 10 different tape types 
in a wide variety of insulation and 
holding applications in motor work. 
Also included is information § on 
Scotchcast”’ electrical insulation resin 
for encapsulation of motor coils against 
corrosive vapors, moisture, ind 
shock. Specification data is en for 
each kind of tape 


Chicago-Latrobe Has 
New Wood Drills Piece 

















Chicago-Latrobe Twist Drill, Chi 
cago, has issued a leaflet describing 
various auger and round shank bits 
for use by carpenters, pattern makers, 
woodworkers, cabinet makers, con 
tractors, and home craftsmen. Al 
though intended chiefly for drilling 
in wood, the bits will also drill in soft 
metals and plastics, says the company 

Covered in the leaflet are Easy Cut 
auger bits (for hand braces; 3” to 14” 
by 16ths), power auger bits (for port- 
able electric drills; with 3” chucks or 
larger; %” to 1” by 16th), 4” round 
shank bits (for portable electric drills 
with 3” chucks or larger; 3” to 3” by 
16ths). 


Manufacturer’s School for Salesmen 


SCULLY-JONES & CO. recently held a training course for distributor salesmen on 
the company’s complete line of “precision holding” tools. ‘The sessions were attended 


by 19 distributor representatives from midwestern and eastern points 
Sessions were held in Chicago 


tion supplemented classroom lectures 


Shop instruc 





Heller Bros. Bring 
Out File Catalogs 


A series of catalogs was recently 
brought out by Heller Brothers Co., 
Newcomerstown, O. covering its line 
of files and hand tools. Fully illus 
trated, the catalogs provide, in addition 
to basic product and price information, 
many suggestions on the proper use 
and application of Nucut (American 
patterns). Vixen (milled curved-tooth), 
American-Swiss and Heller Swiss-pat 
tern files. The tool catalog covers the 
company’s line of hammers, farriers’ 
tools, blacksmith tongs, wrenches, and 
trowels. All catalogs are alphabetically 
indexed for reader’s convenience. 


Thor Tool 
Produces Mining Film 


“Modern Mining,” a 16 
sound motion picture, has been re 
leased by the Thor Power Tool Co., 
Aurora, Ill. The 20-minute release, 
filmed underground at the Colorado 
School of Mines properties, was taken 
entirely in color and features action 
scenes showing Thor sinker leg, stoper, 
air column, air bar feed, and power- 
feed drifter machines. The film is pro- 
fessionally narrated and is complete 
with musical score. The film is avail- 
able for showing by application to the 
Thor company. 


mim. 
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Dealer Wall Chart 
Yardley Plastics Offers 


Yardley Plastics Co., Columbus, O., 
has introduced a new dealer wall chart 
for distributors or jobbers selling 
plastic pipe. However, states the com- 
pany, the chart is useful whether or 
not the distributor is handling the 
Yardley line. 

Measuring 17x24”, the chart con- 
tains 30 illustrations, showing differ 
ent tvpes of pipe and fittings, installa 

(Text continues on page 176) 





| “Dayton has been a good 


Mr. Fred Seclig directs the operations of Sterling Rubber Co. in the vital 
Miami Valley area. Background, Mr. John Vyszenski, Sterling Rubber 
Co. representative, and Mr. Howard Rehling, Dayton Rubber Co. 


District Manager 


Below: In these very modern quarters, Sterling Rubber Co.'s sales 
othees and warchouse serve the immediate needs of its industrial 
trading area with Dayton V-Belts and Dayton Cog-Belts. Numbering 
among its many accounts in this area are some of the foremost industrial 


firms of the United States 


Mr. Fred Seelig, President, Sterling Rubber Co., Dayton, 
Ohio, believes the close association between his company 
and Dayton Rubber Company is largely responsible for 
making the Dayton line of industrial V-Belt Drives 
mutually profitable for more than two decades. He has 
this to say about this 20 year ‘partnership’: 

“Yes, we took on the complete line of Dayton V-Belts 
in 1934, and were one of the very first original dis- 
tributors. Dayton has been an excellent partner ever 
since. This cooperative partnership has steadily strength- 
ened and grown. We've both profited by the progress 
that has been made. 

‘Dayton, through continued research and engineering, 
has constantly improved its products and has enabled us 
to become the foremost V-Belt outlet in our market. It 
has strengthened us in that market with the Dayton 
Selective Franchise. More than that, Dayton has given 
freely of its time, manpower, and authentic, practical 
technical data that has been of invaluable assistance to 
our salesmen in the field. 

“In turn, we've enjoyed a whale of a lot of Industrial 
V-Belt and Cog-Belt sales through our Power Trans- 
mission Department. Needless to say, we look forward 
to many more years of this friendly, profitable partnership 
in the Industrial V-Belt field.”’ 


Dayton’s Selective Franchise is designed 
for years of profit! 
There are many reasons why the Dayton V-Belt franchise 
proves more profitable as time goes on. 
First and foremost is the ‘‘close-in’’ sales support 
Dayton offers distributors and representatives in the field 
to open up new avenues of V-Belt sales. No “‘lip-service”’ 
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partner for 20 years 


this, but a very real assistance in the solution of technical 
V-Belt problems, Dayton supervised sales training con- 
ferences, detailed plant surveys and an aggressive Pre- 
ventive Maintenance Program that builds new volume 
all along the line. 

And then there's the unequalled quality of Dayton 
V-Belts and Dayton Cog-Belts*, based on years of 
engineering research, to lessen sales resistance and im- 
prove your position in the market you serve 

Factory service, too, plays an important role in 
building lasting customer relations. Orders are filled 
rapidly and accurately with properly matched belts 
packaged for your easier stocking. . . . effective reinforce- 
ment of your selling effort 

These are but a few of the advantages gained through- 
out the years by Sterling Rubber Co. and many of the 
nation’s finest firms who have long been Dayton in- 
dustrial distributors. You, too, will profit now and for 
many years to come with the complete line of faster- 
selling Dayton V-Belts, Cog-Belts and Pulleys that 


guarantee a steady flow of V-Belt Drive sales 


The ‘‘partnership"’ in operation. Bill Yarger, Sterling Rubber Co. Sales 


There may be a Dayton Franchise open in your area. Representative, and Howard Rehling of Dayton Rubber set out to call 


It will pay you well to investigat today—a letter will on a Sterling Rubber Co. account 


bring complete franchise details. Write to: Dayton Rubber 


Company, Industrial Division, Dept. 772, Dayton 1, Ohio. 


Jim Blackford, 
Davton Regional Manager, or 


c his accounts , ¢ ¢ 
Manager, in background, Russ« x, Ser presentative. Rep. Seated is John Vyszenski, Sec’y. & Sales Rep. 


“Dayton Rubber 


Since /905 


World’s Largest Manufacturer of V-Belts 
Dayton Rubber Company «+ Industrial Division - Dayton 1, Ohio 
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1, Sterling Rubber Co nfers with Dick Goodwin, Dick Goodwin, Dayton, holds impromptu sales 
Dayton V- Belts for standing left to right) Walter Everhart, Service Manager; Larry 
hart, Sterling Service Ufford, Vice-Pres.; Bill Yarger, Treasurer; and Jim Blackford, Sales 


conference 


with 





Heavy construction is a market for 
Harrington Hoist Products too 


The market for Harrington products is unlimited. Every indus- 
trial plant and every construction job has a number of applications 
for hoisting equipment. On this job, for instance, steamfitters and 
boilermakers are using six Peerless Packet Aluminum Hoists. 
They all go for the light weight, because it permits them to move 
the hoists from job to job even over iron. For information about 
our full line of hoist products, write us. 


Bearcat Mode! D 
Electric | |-Beam 
Hoist Trolley 


HARRINGTON PEERLESS HOISTS 


Tue Harrineton Company, 1640 W. Callowhill St., Philadelphia 30, Pa. 


Makers of Hoists Since 1876 
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| tion instructions, and typical applica- 
| tions. Printed in three colors, the 
| chart is trimmed with metal edgings 
| top and bottom, has brass eye ring at 
| the top. 
The chart also features Yardley’s 
| complete ClearStream line for cold 
water use. 


| HOISTS— Chester Hoist Division, 
The National Screw & Mfg. Co., 
| Lisbon, Ohio, has published two new 
catalogs on their line of hoists. 
Bulletin E-853 covers Model E 
electric hoist, wire rope capacities otf 
| 4, 4, 1 and 2 ton. 


*? 


Bulletin EC-953 covers the com- 


| pany’s electric Model EC chain 


hoists in 1 ton double chain and 
4 and 4 ton single chain models. 


FITTINGS—Bulletin No. 3025-A is 
sued by The Imperial Brass Mfg. Co., 
Chicago, II]., describes and illustrates 
their Poly-Flo tube fittings and ac- 
cessories for Polyethylene and other 
plastic tubing. 


MOUNTED WHEELS—A new § 
page color catalog No. 30 has been re- 
leased by The Metal Removal Co., 
Chicago, showing their line of por- 
celain and resinoid bonded mounted 
wheels. 

All dimensions are clearly shown 
and the catalog acts as a handy guide 
in selection of the proper shape for 
the job to be done. Also included in 
the new catalog are illustrations and 
listings of abrasive cartridge and small 
grinding wheel mandrels and trubber 
polishing wheels. 


GUN DRILLS—A compilation of the 
latest information on the history and 
application of gun drills in industry 
is available from the Eldorado Tool 
and Manufacturing Corp., Milford, 
Conn. 

The 8-page booklet is a complete 
discussion of the uses and techniques 
for using gun drills for various types 
of operations and is illustrated with 
charts, drawings and photographs. 


V-BELTS — Raybestos-Manhattan, 


| Inc., Manhattan Rubber Div., Pas- 


saic, N. J., has issued a folder describ- 
ing the R/M Super-Power V-Belts. 
Folder contains list of sizes and new 


belt numbers. 


COUPLINGS-—Lovejoy Flexible Cou- 

| pling Co., Chicago, has issued a new 
catalog describing its complete line. 
| Publication contains dimension and 
| specification tables, and a table for 
| converting torque to horsepower. 


TUBING — American Hard Rubber 
Co., New York, has brought out a 
new bulletin 66-D setting forth the 





Easy to assemble 


Accurate, clean threads that mate properly, 
run on smoothly, make Republic Bolts and 
Nuts easy to assemble. Easy to take apart, 
too. Maximum thread area assures uni- 
form, lasting grip. 


More than 20,000 regular items are made 
and stocked by Republic for every fasten- 
ing need. Depend on Republic fasteners 
to hold tight, to save time in assembly. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division « Cleveland 13, Ohio 
Plants at Cleveland, Ohio and Gadsden, Alabama 
GENERAL OFFICES * CLEVELAND 1, OHIO 
Export Deparcment: Chrysler Building, New York 17, New York 


BOLTS AND NUTS 
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JACKS 
the compl ie! 


Joyce Jacks are well known and have 
been well accepted since 1873. You will 
find this wide-spread acceptance and 
knowledge of Joyce Jack quality a great 
selling asset. And remember, Joyce 
builds a complete line of ratchet, screw, 
hydraulic, air operated jacks, trench 
braces and material lifting equipment 
. every factory a good prospect. 


.. write for complete 
information today ! 


IN CANADA: Midland Foundry 
& Machine Co... Ltd... Midland, Ontario 


nat JOYCE-CRIDLAND co. 


DAYTON 3, OHIO 


physical properties, chemical 
ance, standard sizes, and general char- 
acteristics of “Ace-Flex” tubing. Ap- 
plications in food, chemical, medical, 
and general industrial use are cited. 


PRESSURE GAUGES — Manning, 
Maxwell & Moore, Inc., Stratford, 
| Conn., has released a new Ashcroft 
| Gauge catalog on pressure gauges, 
| ga € accessories, and gage engineering 
information. Illustrated by photo- 
graphs, line drawings, and — 
sional drawings, the catalog discusses 
the full Ashcroft line. A numerical 
and alphabetical index is included. 
VALVES — Cooper Alloy Foundry 
Co., Hillside, N. J., is distributing a 
reprint from Petroleum Processing 
entitled “Getting the Most Out of 
Your Valves,” being two articles writ- 
ten by Cooper Alloy’s product engi- 
neering manager, W. C. Hookway. 
The booklet covers the selection of 
valve types and materials, installation 
and operation hints, inspection and 
maintenance pointers. 


OVEN CONTROLS-—Bristo! Com- 
pany, Waterbury, Conn., has issued 
bulletin P1260 describing the firm's 
“control packages” designed for fur- 
nace, oven, kiln, or dryer applica- 
tions. These control packages will 
operate on-off or proportional fuel 
valves or electric contacts in a variety 
of control systems. 


ELECTRODES — Austenitic nickel 
manganese steel bare and coated 
welding electrodes is the subject of 
data sheet no. 10 issued by Wall Col- 
monoy Corp., Detroit. Physical prop- 
erties, applications, and procedures 
for repairing or building up broken 
manganese castings are described. 
HOT TAP TEES—Engineers of Tay- 
lor Forge & Pipe Works, Chicago, 
recently presented a paper on “De- 
sign of Hot Tap Tee Connections in 
High Pressure Pipelines” to an ASME 
conference in Houston, Tex. The 
company has now issued a copy of the 
paper for general distribution; it is 
numbered bulletin no. 533. 


SCOOP-—Jeffrey Mfg. Co., Colum 
bus, O., has issued bulletin no. 863 
on its new automatic power scoop 
for one-man unloading of bulk mate- 
rial from box cars. Bulletin lists sev 
eral features of the scoop, including 
dead-man switch level control and the 
free-wheeling clutch to give the oper 
ator full control. 


FORGINGS-—For customers wishing 
information on  smooth-hammered 
forgings, composite die sections, and 
cast-to-shape tool steels. Forging & 
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NUTS—RIVETS 
SCREWS 


The Name Clark . . . a 100 year old 
part of America’s heritage, has always 
been known to be dependable . . . “For 
Greater Security Fasten Fast with Clark 
Fasteners.” 

Clark products are yours for dependa- 
bility and yours for workability. 

They work with you and work for you. 

Uniformity of Quality and Finish have 
made the name Clark outstanding. For 
information write to 160 Canal Street. 


Export Dept 
25 Beaver St., N. Y. 4, N. Y 
Whitehall 4-4392 


Cuan Ros pat 0 











® Adaptable for cleaning narrow surfaces 
and for work on shaped metal parts. Used 
also for small weld cleaning jobs. 


MILWAUKEE 


STEEL WIRE ——— 


SCRATCH BRUSHES 














® For cleaning small, difficult-to-get-ct 
places, and pipe threads. Shaped 
handle gives easy grip. 


® Heavily filled unit for extra-tough 
cleaning jobs on flat surfaces. 





®@ Excellent painters’ tool for removing dirt, 
paint. and general cleaning preparatory to 


painting flat surfaces. Also good tool for 
general industrial cleaning purposes. 4 F be E A ke - 3 U Y s « S 


for all the uses listed -- - 











se BRUSHING Sta, Sess. ceed sa Me Mate mo 


% CLEANING iiccr siccks ironwork, Stone, Brick, ete. 


* REMOVING ye toe Ga Paes Wee ats Paint, 


Milwaukee wire brushes for hand use, like other Milwaukee industrial brushes, are superior tools 
that save time and reduce costs. Each is built according to standards that make them correctly 
designed. Here is outstanding value. Here is quality that pays in long service for your customers. 
Simplify your ordering, your stocking. and sales job through service from this one dependable 
source for industrial production and maintenance brushes. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 North 30th St. Milwaukee 45, Wisc. 


SEND FOR 


BULLETIN 
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Casting Div. of Allegheny Steel 
Corp., Ferndale, Mich., has issued a 
booklet. 

| Included is information on forged 
shapes available, weight limits, as well 
an analyses. The booklet also explains 
how to use and order composite die 
sections to effect economies. Dia- 

| grams of standard shapes are shown. 


WIRE ROPE-H. K. Porter Co., 

Leschen Wire Rope Div., St. Louis, 
| Mo., has issued a folder telling “How 

to Get More Work Out of Your Wire 

Rope.” Suggestions for correct han- 

dling and storage, and recommenda 
| tions for proper use of rope are in- 
| cluded. 


BELTING—H. K. Porter Co., Quaker 
Rubber Corp. Div., Philadelphia, has 
a new four-page bulletin describing 
the company’s complete line of flat 
transmission belts. Text and illustra 
tions explain recommended uses, spec 
ifications, construction data, sizes and 
lengths. 


DRILLS—Super Tool Co., Detroit, 
announce the publication of two cit 
culars on metal cutting and tile drills. 
Circular no. 541 describes metal cut 
ting carbide-tipped and solid carbide 
drills, with size and net price infor 
mation given on all items. The sec- 
ond circular describes the company’s 
new line of carbide-tipped tile drills, 
giving dimensions and list prices on 
the nine individual sizes available, and 
on the kit of five. 


PORTABLE TOOLS — Albertson & 
Co., Sioux City, Ia., has issued a 
catalog presenting the complete line 
of the company’s portable electric 
tools, including drills, grinders, po! 
ishers, sanders, saws, etc 


wire rope craftsman 


PUNCHING UNITS—Wales-Strippit 
Corp., North Tonawanda, N. Y., has 
LOSE tolerances in wire rope diameter issued a bulletin describing its line 
depend on the accuracy of the forming of “JD” hole punching units for 
: . Red ; punching mild steel up to 4” thick. 
dies. These dies are carefully polished, and their 
surfaces checked at frequent intervals—another STEEL—Two new steel catalog sex 
example of Upson-Wailton craftsmanship tions have been released by Firth 


which builds high quality for long service into Sterling, Inc., Pittsburgh. One de 
. scribes “Best,” a water-hardening, car 


Upson- Wal wi 
P son wire rope. bon tool steel; the other “FS 2-5”, a 


Upson-Walton wire rope is sold through medium tungsten, vanadium-cobalt 


selected distributors. Free catalog available on high speed steel. The catalog sections 
contain data on tvpical analysis, char 


request. ee . 
q acteristics, typical applications, forg- 
ing, heat treatment, annealing, hard- 

ening, and tempering. 


THE UPSON-WALTON COMPANY FLEXIBLE TUBING—Pennsylvania 


12500 ELMWOOD AVENUE «+ CLEVELAND 11, OHIO Flexible Metallic Tubing Co. has is 

New York . Chicago ° Pittsburgh sued an illustrated data book explain- 

ing its line of “Peneflex” tubing 

MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS— ESTABLISHED 1871 = products. Steel, bronze, and alu- 
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Model 14 
Copyflex Machine 


ype Invoices? [ll Say Not! 


Yes—today many modern busi- 
nesses are saving thousands of dol- 
lars and eliminating confusion and 
delay in the billing department by 
not typing invoices. 

These businesses have installed a 
Bruning Copyflex order-invoice sys- 
tem especially tailored to meet their 
individual needs. Under such a sys- 
tem copies of the original order are 
used for stock selection, packing, 
shipping,and finally invoicing. 

Copyflex provides these copies 
swiftly. There is no chance of typing 
errors. No messy carbons, no proof- 
reading, and finally no delay! 

The result is the saving of many 
thousands of expensive man-hours 
with a corresponding gain in cus- 


tomer good will because goods are 
shipped promptly without error and 
invoices arrive on time. 


What Copyflex Is 

The basis of the Bruning Copyfiex 
order-invoice system is the Copy- 
flex machine itself. This amazing 
machine turns out ready-to-use 
black on white copies of anything 
typed, written, printed or drawn on 
ordinary translucent paper. It does 
this without fuss, mess or bother — 
rapidly and economically. 

If you are interested in the Bruning 
Copyflex order-invoice system or if 
you have any problem involving 
the speedy, economical, accurate 
duplication of records, mail us the 
coupon below for free booklet. 





Charles Bruning Company, Inc. 
4700 Montrose Avenue, Chicago 41, Ill., Dept. 103 


Please send me free booklet on Copyflex and 





BR SRUNING) 





Copies anything typed, written 
printed or drawn on ordinary 
translucent paper in seconds 


Copytlex 


Name 


full particulars about how Copyflex solves any 
copying problems. 


-Title_ 





City 


tae SI 


SE TE 








__._ Zone State 
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W.H.0: 


For the finest in milled-from-the-bar . 
° 
cap screws—sef screws 


coupling bolts and milled studs 


DON’T GET STUCK, 
STICK TO THE ONES MADE BY 


Wrst Ortembler CO? vork, PENNA. 


Oitemilier products are sold through Mill Supply Houses. Write for free folder and price information. 


GREATER PROFITS 
CLIPPER 


3) v Constant Consumer Demand 
W No Factory Sales to Users 
W Nationally Advertised 
Firm Resale Price Policy 

v Highest Uniform Quality . 


Through Authorized Distributors a 


CLIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. 


a 


‘BELT LACING | * | EQUIPMENT 
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minum tubing and hose in many types 
of construction are shown in text and 
pictures. In addition to showing ap- 
plication of various kinds of tubing, 


| catalog contains engineering data. 


| FORK TRUCKS — Yale & Towne 


Mfg. Co., Yale Materials Handling 


| Div., Philadelphia, has brought out 


a new bulletin describing gasoline, 
diesel, and liquid petroleum gas pow- 
ered fork lift trucks, with capacities 
from 1,000 to 10,000 Ibs. Bulletin is 
numbered 5101B. A special page de- 
picts a number of fork truck attach- 
ments. 


FITTINGS — Parker Appliance Co., 
Cleveland, O., has published catalog 
no. 4370 on its new line of socket 
type “Weld-Lok” tube fittings for 
permanently welded joints. The 
catalog sets forth descriptions on all 


| sizes and shapes of fittings, in both 


steel and stainless steel. 


THREAD GAGE —Taft-Pierce Mfg. 
Co. announces publication of catalog 
no. 612, which describes both the 
bench model and flexible shaft model 
srr thread gaging units, as well as 
isting the various collets and adap- 
tors available. 


PUMPS-—Aurora Pump Co., Division 
of New York Air Brake Co., Aurora, 
Ill., has just published a selection 
guide and index to the company’s 


| centrifugal and Apco turbine type 
| pumps. Pumps are illustrated. 


FLOOR MATTING-—Boston Woven 


| Hose & Rubber Co., has put out a 


new sample book for its line of col- 
ored rubber floor matting. Designed 
as a merchandising tool, the book 
contains samples of the many colors 
available in floor matting. The sam- 


| ples are so mounted that they may be 
| lifted to permit examination of the 
| underside as well as the wearing sur- 
| face. Specifications on patterns of 
| corrugations and available sizes are 


given, together with specifications on 


| stair treads, cloth-back and cloth-in- 


serted matting, and on switchboard 
matting. 





AUTOMOTIVE PATENTS 


Since 1899, one of every six inven- 
tions listed in the U. S. Patent Office 
has been automotive, according to 
American Machinist, McGraw-Hill 
publication. Recently, 8,000 patents a 
year have been automotive. 




















CC 


products 


You can sell R-P2C valves easier 
¢ For over 84 years R-P&C 
has been building customer prefer- 
ence— providing valve buyers with 
continually improved designs, pre- 
cision manufactured from materi- 
als of the highest quality. Every 
new technical development which 
allowed R-Pa&C to improve its 
product or lower cost of its valves 
has been enthusiastically adopted. 
As a result of this constant ef- 
fort to provide the best values in 
valves R-P&C has built itself a solid 
acceptance among valve buyers. 
This customer preference for 
R-P&C pays profits to R-P&C dis- 
tributors—simplifies selling R-P&C 
valves, long familiar to the buyer. 


A Complete Line * Adding to the 
profit picture for R-P&C distrib- 
utors is the completeness of the 


BAR STOCK VALVES ore precision ma- 
chined from highest quality bronze, carbon 
steel, or alloy steel bar stock. Working pres- 
sures range from 10,000 Ibs. at 150°F to 
475 \bs. at 1,000° F. Sizes from Ye” to 1”. 


Write for the profit story on R-P&C 


to R-P&C Valve Division, 
American Chain & Cable Company, 
Reading, Pennsylvania 


line— bronze, iron and steel valves 
in a wide variety of types, sizes 
and pressure classes. With R-PaC 
the distributor and his customer 
get all their valve needs from one 
reliable source. 


R-P2C helps you sell « A vigorous 
and aggressive advertising and 
promotion program helps to hold 
and extend consumer preference 
for R-P&C valves. National adver- 
tising in trade magazines (usually 
2-page spreads), sales promotion 
mailings, a quarterly house organ, 
catalogs, literature and the tech- 
nical assistance of a highly quali- 
fied staff of valve sales engineers 
all assist the R-P&C distributor in 
getting the maximum share of the 
profitable valve market. 

Explore the profit possibilities 
of the R-P&C line—possibilities 
which have kept many of its exist- 
ing distributors on the R-PeC 
roster for generations. Write for 
full details. 


PRESSURE SEALED BONNET JOINT 
CAST STEEL VALVES are furnished in 
gate, globe valve styles in 900 Ib., 1500 Ib., 
and 2500 Ib. pressure classes. 


acco 


(a 


R-PzC Valve 


AMERICAN CHAIN ¢ CABLE 


Cash in on Customer Preference 
for R-PaC...the complete valve line 


IRON ASBESTOS-PACKED COCKS, 
on R-PaC exclusive, are furnished in sizes 
from “4” to 6” with screwed or flanged ends. 


BRONZE SWING CHECK VALVE typ- 
ifies R-P&C's complete check valve line—fur- 
nished in iron, bronze or cast steel in sizes from 
%," to 24”. Horizontal piston type lift checks 
can be supplied in 900 and 1500 Ib. classes. 


CAST STEEL FITTINGS — ells, tees, lat- 
erals, crosses, reducers. Furnished in a wide 
variety of sizes up to 24”, in pressure classes 
from 150 Ibs. to 2500 Ibs. 


Division 


R-P2C 


valves 





 —— 


\ Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, 
j Houston, New York, Philadelphia, Pittsburgh, 
San Francisco, Bridgeport, Conn 
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Trends 


WENDT-SONIS 


(Starts on page 89) 





SELL the Toots 


Wendt-Sonis is one of the oldest ex- 
clusive manufacturers of carbide 
cutting tools. Today as always, W-S 
tools are made of the finest 
macerials by skilled craftsmen. 


Production tests in many plants 
prove that W-S materials and work- 
manship mean longer tool life 


and greater accuracy. 


Write for this 84-page 
catalog giving com- 
plete details and 
applications of all 
W-S tools, blanks 


and inserts. 


Get this new FREE 

W-S Feed and Speed 
\. Calculator. Return 
the handy coupon 


Ps oe to Dept. 1D-3. 


I WENDT-SONIS COMPANY, Dept. 1D-3 


Hannibal, Missouri 
Please send me your 


}) New Feed and Speed Calculator 


WENDT-sonis 
HANNIBAL, MISSOURI 


576M. Prairie Ave. 


>. 
: 





Hawthorne, 
: 
e.3 4 m4 
q rare ke » 
5308 West 1 

at = - 

eS m. 

s 

- 7 
~ 


ig te 
ste 
me we 
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Quotes From Respondents 
To Year-End Buying Survey 


(Continued 


unlimited resources, were cutting 
inventories lots faster than we 
were.” 


“ . . We do, however, follow the 
old tradition of having any stock 
orders that are placed in December 
shipped after January Ist. This does 
save us a little on inventory tax.” 


“Yes, there is a definite policy ia 
our company of having a minimum 
inventory at the end of December 
for two reasons. First, we have a 
tax on inventory. . . . Secondly, our 
scheme of compensation for the 
salesmen is on a profit-sharing basis. 
Payments of commission are made 
as quickly as our annual audit is 
completed, and we need a consider 
able amount of cash 

point is that our buyers are anxious 
to reach a goal of six time turnover, 
and by their own volition they do 
a little trimming.” 


Mountain: 


“... TO REDUCE BANK OB- 
LIGATIONS AND TO PERMIT 
ANALYSIS OF FORWARD 
BUYING MOVES FOR FOL- 
LOWING YEAR. . . . ALSO, 
OUR CUSTOMERS FOLLOW 
SAME PATTERN IN MANY 
CASES.” 


Pacific: 

“.. KEEP OUR INVENTORY 
AT A LOW LEVEL AT THE 
FIRST OF THE YEAR IN OR- 
DER THAT OUR PERSONAI 
PROPERTY TAXES WILL BE 
KEPT AT A MINIMUM.” 


“~.. WE DO NOT CUT BACK 
BUYING DURING NOVEM- 
BER OR DECEMBER.” 











DISTRIBUTORS POTENTIAL SALES 
OF BEALL SPRING WASHERS 


RUN INTO THE 


EACH MONTH 


Nationally advertised 
AND NATIONALLY ACCEPTED 


BEALL nationally advertised, nationally accepted 
Spring Washers are used by the millions by industry 
and railroads. They keep bolted assemblies tight . . . 
permanently TIGHT. 


BEALL Spring Washers are precision-made to the 
exact dimensional standards of the American Stand- 
ards Association, the A.S.M.E. and the S.A.E. and 
are available in all sizes and metals packed in 
cartons, kegs and cases. 


BEALL TOOL DIVISION of HUBBARD & COMPANY 
East Alton, Illineis 


ES SNR Spe hg et tare yeep ats er Ors , 


SS eR TES 


YEARS 


SPRING WASHER SPECIALISTS FOR C) 
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WHICH V-BELT 4 Do You Remember? 
Should You, : (es ole 








What well known firm once sported this old and honored name on its hay- 
\ burning delivery equipment? 


% In this way V-Belts can be made up 
in any length to fit any drive the fast 
economical way — V-Belts that per- 
form exceptionally well. Don't dis- 
appoint customers—help them avoid 
costly delays. 


In contrast to link-type belts these 

ALLIGATOR fastened V-Belts have 

just ome strong joint .. . stretch and r : — x ; hee . > 
iiiivaeh Gilsiennes dnecedaced te Where these three were enjoying one of their first postwar outings? 
4 minimum. 


ALLIGATOR INTRODUCTORY V-BELT 
% 2 DRIVE UNITS 

jcontain V-Belt- 

ing, Fasteners and 

Tools — every- 

thing you need in 

one compact 

| package to make 

jup V-Belts quick- 

ly. Available in 

sizes A, B,C & D, 


Ask for Bulletins V-215 and V-216 


gee ee core TAT ML Se as 2 





& 
ap 


ALLIGATOR “ee A 
V-BELT FASTENERS What well known supply house boasted a staff of 42 girls at a time when 


the manpower shortage was extremely acute? 
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Block-V" type 
packing aligns 
pumping rod, as- 
sures positive 


seal, long life 
Pressure relief 


valve allows 
handle to return to 


down” position 


Self-cleaning 
self aligning foot 
valve is easy to 


service 


You’re probably already selling the advantages of 





loader pump operation—how lubricant is kept refin- 

ery clean, sealed against contamination from barrel- 

to-bearing. How Alemite Loader Pumps save 3% 

i r 181-L. Portab . 

Alemite Leader Pump 7181-1. P rte le man-hours per hundred pounds of lubricant used 

lubricant supply that allows servicing 

hundreds of bearings without returning 

j 27 - tee Wh 

to the oil room. 27-pound capacity. Fast Alemite Loader Pumps have hidden advantages that 

acting — fills gun in a few 

strokes. Cover has quick 

clamp hinges, simplify- J are 
ing filling. Easy to carry 


over old-fashioned hand and paddle methods. But, 


support and strengthen ycur sales story! Here they 


use them to make loader pump sales rast! 


Alemite Loader Pump 7198-1. Fits directly FREE! New sales film! 
onto original 100-pound dr 
Alemite Loader Pumps 
able to handle varying weights 
Pumps available all the way : 
pails to 400-pound drums meetings. A fifteen minute, 

f PRODUCT OF slide-film presentation that dra 


matically tells, in full color, how modern lubrica- 
tion methods cut production costs. A request on 
your letterhead will bring complete information 


’ without obligation. Address: Alemite, Dept. H-34, 
Ask Anyone in Industry 1850 Diversey Parkway, Chicago 14, Illinois 


A hard-selling sales film, “No Margin 
for Error,” now available for your sales 
meetings or plant personnel 
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Dart Unions 


Preaeeaeaeegs 


This Tree Ball Joint Makes the Difference 


Darts save money because they can be used over and 
over again. One reasonable cost — many lives! 


QUICK FACTS @ Shoulders are heavy — take 


ere hi il 
@ Leakproof because precision- eo 


machined to a true ball joint 
and spherically ground 


@ Practically indestructible Nut 
and Body... ofair-refined, high- 


test malleable iron 
@ Bronze alloy seats “~ extra 


wide, resist pitting Tell your customers 
and corrosion Darts are a real qual- 
ity investment and why. 

It pays! 
DI UNIONS 


DART UNION COMPANY + PROVIDENCE 5, RHODE ISLAND 
The Fairbanks Co. — Distributors: Boston « New York + Pittsburgh + Rome, Ga. 


ve N 
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Answers 





Perth Amboy Hardware Co. is now 
Madsen & Howell, Inc., and of 
course it’s been many years since the 
streets of Perth Amboy, N. J., echoed 
to these sturdy greys and their trim 
wagons. 


The New York and New Jersey Chap- 
ters of the Power Transmission Coun- 
cil held the groups’ first postwar out- 
ing at the Cedar Hill Country Club, 
Livingston, N. J., in June of 1946. On 
the fairway were Gordon Schutzen- 
dorf, of Bunting Brass & Bronze, and 
E. Carlson and Charles Kienzle, of 


_— Schilling & Skiff, Newark, 
N. J. 


The Barrett-Christie Co., Chicago, 

was undaunted by the World War 
II scarcity of males. These 30 damsels 
were part of a staff of 42 handing in- 
side duties for the firm in 1945. 





The Buyer Looks 
at Business 





| Composite opinion of purchasing 


agents who comprise the N.A.P.A. 
Business Survey Committee 


Leveling Off Seen 


January industrial business started 
very slowly and picked up a little mo 
mentum toward the end of the month. 
Production and orders both declined, 
but at a slower pace than in Decem- 
ber. Price weakness continued to 
spread—but with no sharp general de- 
clines. Selling efforts are being strongly 


| pushed. The reduction of unworked 


material inventories continued. Em- 
ployment was lower, though cutbacks 
have generally not been deep. Buying 
policy is trending into the short side 
of the “hand-to-mouth to 60-day” col- 
umns. Credit conditions are generally 
reported good, but are being closely 
watched. 

Purchasing executives, though ex- 
tremely cautious, are not pessimistic; 
they find the transition into a buyers’ 
market so far has been orderly. The 
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VEELOS 1954 Advertising ... 
works for YOU 


by helping you sell! 


MANHEIM MANUFACTURING & BELTING COMPANY 
608 Manbel St., Manheim, Penna. 


ADJUSTABLE TO AWY LENGTH » ADAPTABLE TO ANY DRIVE 


Veelos is known os Veelink 
outside the United States 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. ..and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades... key- 
seat Cutters . . . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Gorham TOOL COMPANY 





majority believes that a leveling off 
may come this quarter, with a possible 
upward trend. 


Competition is Keen 


The price structure of industrial 
purchased materials shows further 
weakness in January—nothing drastic 
and there is no evidence of liquidation 
or panic selling. Apparently, the ma 
jority of price adjustments was the 
result of sellers’ appraisal of the mar 
ket testing which has been going on 
the past few months, the changes in 
supply and demand, and the keen 
competition for volume business. It is 
believed those conditions will con 
tinue. 


Inventories Still Decline 


Unworked material inventories con 
tinued the considerable decline re 
ported in the December survey. Bal 
ancing stocks with lower production 
schedules is the objective. Price weak 
ness, ready availability, and shorte: 
production lead time of suppliers en 
courage the cautious inventory policy 
being generally pursued. ‘Turnover 
rates for materials purchased are im- 
proving—and are reported much faster 
than a year ago. 


No Steep Cutbacks 


Lower pay rolls are reported by 
47% of the survey members in Jan 
uarv. Over-all, the cutbacks have noi 
been steep. Many report a weeding 
out of the least efficient and failure to 
replace the normal quits. The average 
work week is probably 40 hours and 
under, and some multiple shifts arc 
being reduced. The weather has had 
some effect on employment. Produc 
tivity is rising. Skilled help is now re 
ported available in several areas. Mor« 
applicants for white collar jobs are also 
reported. 


Buying Under 60 


Buying coverage has moved a little 
closer to the “hand-to-mouth to 60 
days” range. Eighty-four percent re 
port holding commitments for the 
principal materials purchased to these 
limits. The slight trend to the 90-day 
bracket recorded for December was 
reversed in January. Lack of confi 
dence in prices, shortened scheduling 
of orders, and inventory reductions 
are the principal reasons for these 
close buying practices 


Prices Continue Down 


he price trend continued down in 
January, with many more small pricc 
reductions reported. 

On the up side were: Metal con 


_ ee tVErRyTHiaG IN STANDARD AND SPECIAL CUTTING TOOLS” 
tainers, multiwall bags, chlorine, meat, 


ray wnnascinnn aoe . DETROIT 3, MICHIGAN coffee, cocoa, magnesium, essential 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. oils, silicon, soap, rn small valves 
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Will thie piston packing 
give ine a tight seal? 


‘% 


> 


3 , f, g 
and ‘i ; 
f/{ 4\ it 


Right: J-M MOULDED “— 


- 


PACKINGS are custo made 


. theyll save power- cut wear! 


Sell more . .. make more profit 


‘a 








by giving your customers the facts 


r= | 


about this modern way to pack pistons 


Where to sell them: There’s a broad 
market for J-M Moulded Packing Cups, 
(A-Cups, U-Cups and Hat Gaskets) 
on all types of slow-moving pistons 
and rams operating under high or low 
pressures and temperatures. Custom- 
made for rods, plungers and pistons, 
these packings have proved their 
value in reciprocating pumps and 


cylinders for many other types of 


pneumatic and hydraulic equipment. 


What their selling points are: Made to 


JM 


®reroouctTs 


give a precision fit, these J-M Moulded 
Cups form a highly efficient seal. This 
improves equipment performance and 
reduces operating costs. Your cus- 
tomer also saves On maintenance Costs 
because of longer packing life and 
easier installation. Generally, the 
power savings alone make these cups 
a worthwhile investment for him. 


How furnished: Shapes, sizes and com- 
positions available to fit a wide variety 
of equipment and operating condi- 


tions. Also, Style 80 Pump Cup Sets 
(two cups, two followers, one spacer) 
for converting pumps equipped with 
conventional pistons. 


J-M National Advertising reaches pack- 
ing users everywhere, refers them to 
the local J-M Packing Distributor. 
For more details and additional copies 
of this advertisement, write Johns- 
Manville, Box 60, New York 16, 
New York. In Canada, 199 Bay Street, 
Toronto 1, Ontario. 


Johns-Manville PACKINGS & GASKETS 
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Now available for | Reported down: Alcohol, secondary 
eee aluminum, carbide, zinc castings, coal, 

diamond powder, dry colors, electrical 
~ 2 > insulation, sugar, forgings, gasoline, 
im m e id te e ivery glycols, lead, limestone, lumber, naph- 
thalene, vegetable oils, scrap paper, 

phenol, plastics, pyridine, steel scrap, 
tool steel, textiles, cotton yarn, zinc. 


Canada Shows Decline 


Canadian members report further 
declines in production, to keep in bal- 
ance with lower orders. The com- 
modity price structure is stronger than 
in the United States. Inventories are 
being reduced about in line with the 
United States. Employment is hold- 
ing better. Buying policy is being cut 
back to even shorter range than south 
of the border. Members reporting 
from Canada are still optimistic that 
1954 will be a good year. 





NEW LINES 
taken on by 


DISTRIBUTORS 











Bayonne Plumbing Supply Co., Bay- 
onne, N. J., has been appointed 
exclusive distributor in Hudson 

It's no longer necessary for your customers to run the risk of County and Staten Island for the 
following manufacturers: 

large size hexagon screws. Western's greatly extended stocks, : ae m¢ a 

in both bright and hi-carbon heat treated items, now include (heating equipment) 

| e A. M. Byers Co. 


Pi 
portant, they are available for immediate delivery. Reval Len pipe) 


production delays when waiting for delivery on special order 


lengths up to 15 inches and diameters to 14% inches. Most im- 


If your customer's specifications call for non-listed or special The Nutmeg Industrial Supplies, Inc. 


thread lengths, Western has on hand an extensive stock of | |New Haven, Conn., has been ap- 
: : : | pointed distributor for the Republic 
blanks in these large diameters. In just a short time, these Date. kien fee Mubler & 


blanks can be accurately cut and precision threaded. Tire Corp., in the New Haven area. 


Whether your customer’s product requires hexagon cap | Boice-Crane Co., Toledo, has ap- 
pointed the following distributors: 
: e Summers Hardware & Supply Co. 
Automatic’s complete stock guarantees them the quick de- Johnson City, Tenn. PP" 


livery and fast service that means more profitable production. e Central Engineering & Supply Co 
Passaic, N. J. 


screws as small as 4” x %” or as large as 1%” x 15”, Western 





Mid-Island Supply Co., Long Island 
City, N. Y., has been named ex- 


Western Automatic |S an Sak oa 
adh se man ane By | eho "ban Bato 
\ Se os Angeles. 


371 Lake Ave., Elyria, O; 


| Grayson-List Co., Secaucus, N. J., has 
been appointed distributor for 


Shakeproof Inc., Elgin, Ill. 


Precision Screw. Products, Parts and Assemblies Since 1873 
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4 Coop REASONS 
for specifying 
Watson-Stillman 
Forged Steel Fittings 


Here’s er W-S FORGED STEEL FITTINGS mean safe, 
dependable operation of your piping system: 
1. They're drop-forged to produce the well- 


known forged fiber structure with exceptionally 
high tensile and impact strength. 


2. They're “Safety-Factor” designed with heavy 
walls where you need them. Extra long bands 
extend well beyond the last thread. 


8. They're precision machined. Special automa- 

tic angle indexing machines maintain precise 

angular accuracy for perfect alignment. Long “Safety-Factor” Design 
accurate threads insure tight joints. 


4, They're fully inspected. Gauges double- 


check the close tolerances, angularity, threads 
and sockets and concentricity. 


WATSON-STILLMAN FORGED STEEL FITTINGS give you 
maximum resistance to pressure, temperature, 
corrosion, shock and vibration. They protect your 
system against costly shut-downs. 


Drop Forged for Strength 


Precision Machined 


A complete line of forged fittings available in 
both SCREW-END and SOCKET-WELDING Thoroughly Inspected 
types in carbon, stainless and alloy steels. 
Write today for information. 


Sold Through Leading Distributors 


a<¢ WATSON-STILLMAN FITTINGS DIVISION 
H. K. PORTER COMPANY, INC. 


Roselle, New Jersey 
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C. Muzzi & Co., Hoboken, N. J., 


WI tae CARBIDE TIPPED has been named distributor for the 
followi anies: 
Work Support Blades © Cestanhe Com. 


° Hackensack, N. J. 
for Centerless Grinders (hammers, vises ) 
e American Chain & Cable Co. 
York, Pa. 
(slings ) 
@ Rust-Sele Co. 
Cleveland 


‘ranklin & Smith, Inc., Jersey City, 
N. J., has been appointed distribu- 
tor for Fdwin L. Wiegand Co., 


Pittsburgh. 


WRITE FOR CATALOG Ace Supply, Inc., Indianapolis, Ind.., 

, has been named distributor for the 
Standard thrufeed and infeed work sup- following cont Recession 
port blades available from stock. Prices e Heller Bros. Co. 
on special blades quoted on receipt of Newcomerstown, Ohio 
prints. Worn blades salvaged — re- (files ) 
tipped and reground. e Morse Twist Drill & Machine Co 

SERRATED CUTTER BLADES ae ee ae 
Serrations ground after heat treat for greatest accuracy. e The I S St aie Co 
For prompt quotes, send prints - or sample of blade eg ; 
you are now using, and specify material to be machined. Athol, Mass. 
(gauges, indicators, levels) 
e Thor Power Tool Co. 
/ Aurora, Ill. 

Ww I L L E Y Ss Cc A R B ID E T O O L C O. (electrical tools, pneumatic tools ) 
1342" ae . e Lincoln Gage Co. 
4 w Ve SENS, SSSNGSS Ww Ve rol | iviicnigqar e Super Tool Co. 
Detroit, Mich. 
“eae = (carbide tools) 














NOW’ CARUGE SOLDERING. FROM THE 
“IRON i sae p Vier FILES >< 


f ~ with *Patent 4 
Applied For da 
1 renee wh — Mig: aa oied wv 


__Readily Remorale Terminal” d does the trick! _ 





25 YEARS AGO 

Che Ambassador Hotel was picked as 
l'riple Convention headquarters in 

LEAD WIRES May. Rates were $5 to $7 for sin 
gle rooms, $8 to $10 for doubles. 

| Alvin M. Smith, Southern Association 
secretary, put in a plea with the 
Convention arrangements commit 
tee for a program free of spell 
binders. He urged speakers from 
within the industry and said he 
objected to “cluttering up the pro 
gram with professional speakers 
and captains of law and finance.” 


TERMINAL GUARD 
AT FINGER SLOTS 


ag ree TERMINAL 


TERMINAL ~ 
GUARD =. Xs) 
EARS 


Quick-change terminal can be removed in a second or two, 
permitting replacement of element in a fraction of the 
usual time. By simply depressing terminal guard at the “We are living in an era of price 
finger slots, the terminal comes out in a jiffy — no longer wars . . to capture big business 
Write for catalog ecessary to fish element lead wires around terminal. orders. The situation is here and 
showing 40 industrial HEXACON — Industry's No. 1 Soldering Iron we must face it and continue our 
soldering irons of sonata = work to control it. Who started 
Son eneatanton C : re LECTRI ER MPANY the war? The truth hurts when 
E vo CLAY AVE.. ROSELLE PARK, we analyze the situation and find 
. — , that ‘they’ is all of us’”—Russell C 


Tr es~~-pemeeas 
Lew---—--------~___ } 


-— 
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industrial 
Rubber Products 


Thermoid Conveyor Belting 
cuts handling costs 


There’s a Thermoid Conveyor Belt designed to lower costs on every neopaens = 
type of materials handling job. Each is best suited for the particular 

type of service recommended. Here are 3 selected from the complete 

Thermoid line: NEOPRENE —built especially for conditions where 

heat and oil are encountered; THERMOGLAS —designed for use where 

belt is exposed to temperatures of 275° to 350° F.; RUFFTOP — 

Thousands of irregular gripper points guide smooth surfaced articles 

up inclines to 35°. 


T.. — ~— , THERMOGLAS 
Thermoid’s exclusive impregnation process welds carcass and cover 


into an exceptionally strong, durable belt. Finest quality reinforce- 
ment and specially compounded rubber stocks assure long life, less 
down time, lower handling costs. It will pay you to write for full infor- 
mation on Thermoid Conveyor Belting and other Thermoid Products. 


RUFFTOP 


Conveyor & Elevator Belting » Transmission Belting Rubber Sheet Packings « Molded Products 
F.H.P. & Multiple V-Belts » Wrapped & Molded Hose . Industrial Brake Linings and Friction Materials 


Thermoid Company « Offices & Factorie J.. Nept els 





ats 
race it 


HAVE YOU A DISASTER PLAN FOR YOUR PLANT? 


BOMBS...OR FIRE...OR FLOOD...OR TORNADO 
«++ you can handle them if you act now. 


Let’s face it... the threat of war and the atomic bomb 
has become a real part of our life—and will be with us 
for years. Fires, tornadoes and other disasters, too, can 
strike without warning. 

Whatever the emergency is, everybody’s going to 
want help at the same time. It may be hours before out- 
side help reaches you. The best chance of survival for 
you and your workers—and the fastest way to get back 
into production— is to know what to do and be ready to 
do it. Disaster may happen TOMORROW. Take these 
simple precautions TODAY: 
| | Call your local Civil Defense Director. He’ll help 
you set up a plan for your offices and plant—a plan 
that’s safer, because it’s integrated with community 
Civil Defense action. 

[ | Check contents and locations of first-aid kits. Be 
sure they’re adequate and up to date. Here, again, your 


CD Director can help. He’ll advise you on supplies 
needed for injuries due to blast, radiation, etc. 

[_] Encourage personnel to attend Red Cross First-Aid 
Training Courses. They may save your life. 

[|_| Encourage your staff and your community to have 
their homes prepared. Run ads in your plant paper, in 
local newspapers, over T'V and radio, on bulletin boards. 
Your CD Director can show you ads and official CD 
films or literature that you can sponsor locally. Set the 
standard of preparedness in your plant city. There’s no 
better way of building prestige and good community 
relations—and no greater way of helping America. 


Act now ... check off these four simple points .«. 
before it’s too late. 
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60 YEARS OF OILING 
WITH AN EAGLE OILER 


EAGLE Steel Bench Oilers are 
durable and versatile 

Rugged one-piece body. Bot- 
tom and body electrically 
welded together. Available with 
either straight, bent or flexible 
spouts—all interchangeable. 


For precision pump oilers you 
can’t beat the EAGLE #66 


Brass spark-proof all-purpose 
oiler. Easy to fill—not necessary 
to remove pump mechanism to 
fill. An outstanding oiler of 
many uses in industrial plants. 


EAGLE Hydraulic Pump Oilers 
are favorites with machine op- 
erators and maintenance men 


Positive-acting and depend- | 


able. Delivers a drop or a full 
stream of oil under thumb lever 
control. No pump leathers. No 
soldered connections. Guaran- 
teed against leakage. Straight, 
angle or flexible spouts—all in- 
terchangeable. 34, 1 and 2 pint 
capacities. 


And for handling flammable 
liquids, EAGLE Safety Cans 
are realty SAFE! 

The new Eagle Safety Can 
has exclusive Eagle features 
which assure convenience 
and efficiency for plant and 
personnel. Listed and labeled 
by Underwriters’ Laborato- 
ries, Inc. Approved by Fac- 
tory Mutual. 

Distributors: Advertisements like this 
help you sell Eagle products. 


Se 


Keep Things 


Running Smoothly 


iL 
WITH AN EAGLE OILER 


MANUFACTURING COMPANY 
Wellsburg, W.Va. 
60 YEARS OF SERVING THE TRADE 


| 25 Years Ago (Cont'd) 





Duncan, R. C. Duncan Co., Minne- 


apolis. 


(he Federal Reserve Board warned 
business that the “great and grow- 
ing” wave of speculation was pro- 
ducing a strain on the economy. 
(he cost of credit was advancing, 
it reported. 


Pittsburgh Screw & Bolt Co., a new 
corporation, took over business for- 
merly conducted as Pittsburgh 
Screw & Bolt Corp., Graham Bolt 
& Nut Co., and Colona Mfg. Co. 


Bonney Forge & Tool Works was 
cited by the Guggenheim Fund 
for the Promotion of Aeronautics 
for placing a large air identification 
arrow in one of its roofs. 


The Rubber Institute was organized 
by leading manufacturers in the 
field. J. E. MacDonald of Goodall 
Rubber Co., told distributors that, 
far from menacing their business, 
the new. organization § should 
strengthen their position and 
“lessen the tendency of manufac- 
turers to sell the consumer at 
prices with which the jobber can- 
not compete.” 


. F. Watts, Jr., was appointed gen- 
eral manager of Peden Iron & Steel 
Co., Houston, Texas. 


’. J. Stier became president of Fort 
Wayne Pipe & Supply Co., Fort 
Wayne. 


| Robert D. Black, advertising manager 
of The Black & Decker Mfg. Co., 
sailed for England on the steam 
ship Majestic to inspect the com- 
pany’s plant there and call on Brit 
ish and Continental distributors. 


10 YEARS AGO 


Size of the distributor’s average order 
was moving steadily downward as 
wartime scare buying tapered off. 
Since the peak in 1941-42, it had 
dropped 25%, to $35. 





| Albert E. Klinger, president of the 
South Bend Supply Co., South 
Bend, Ind., was elected a director 


of the Dodge Mfg. Co. 


A. L. Moss and Clayton W. Long 
purchased the Walworth California 
Co. branch at Fresno and started 


' 
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MACHINE TOOL 
ACCESSORIES 


Universal acceptance 
assures a profitable line 


Year after year distributors have relied 
on the ZIP line of T-bolts and accessories 
to serve the needs of their customers. By 
taking advantage of the universal accept- 

ance among users of these items, you too 
will find the ZIP line a profitable one to 
handle. It will pay you to make “SELTZER” 

your source of supply for Zip Machine 
Tool Accessories. 


“Immediate delivery from stock, any quantities” 


0 eee oe On 


S) 
”@ Huot ppin™ 


TELL YOUR CUSTOMERS abcut this ideal 
filing system for their drills! No more rum- 
maging around in dark drawers and boxes. 
Indexes are made in 17 sizes to hold one- 
of-a-size of fractional, number, letter, met- 
ric, stub or taper shank drills. (Drills not 
furnished). Made of 

steel, hammerlin en- 

ameled. The conven- 

ience and attractive 

prices make them sell 

on sight. Remember— 

“Huot rhymes with Do-it”. 


Write for catalog pages 


HUOT MFG. CO. 2.) eae nien 
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SELL THE 


PORTABLE ELECTRIC 


COMBINATION 
BLOWER-SUCTION CLEANER 


Advertised in 


tere: industrial fame 


magazines 


PLANT 
OPERATORS 


EVERYWHERE 
READ ABOUT THIS FASTER 
BETTER, EASIER, LOW-COST 


CLEANING METHOD 


Profitable sales come easy and often 


when you catalog and demonstrate 


versatile CLEMENTS-CADILLAC 


blower-suction cleaner. 


Available with numerous attach- 
ments, this blower can be quickly 
converted to handle a broad vari- 
ety of maintenance and production 
jobs. It’s widely used for blowing 
and suction cleaning, spraying— 
also for preheating, bending, an- 


nealing and soldering operations. 


Write for complete information 


eve 0 


CLEMENTS MFG. CO., 6624 $. NARRAGANSETT AVE., CHICAGO 38, ILL. 


ay 


+ 


‘ 


>; 
~ 
os 
*” 


we 


Se. 


Ommiz>w>ca mrapozmumo IGMP 





a 


» 


~~ 


7 
y 


y 


MADE IN 5 MODELS 
MLUSTRATED: 1 H.P. 
2 SPEEDS 





BLOWS 


SUCTION 
CLEANS 


SPRAYS 


Removes 
damaging dust, 


the dirt and grit 





 =|- =| 
LSTOCK BINS! 


44 YEAR 
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10 Years Ago (Cont'd) 





operations as Valley Pipe & Suppl; 


Co. 


Lee Atherton, general sales manager 
of W. S. Nott Co., Minneapois, 
was elected secretary and a directo: 
of the firm. 


J. Fuchs was named sales manage! 
of Fuchs Machinery & Supply Co., 
Omaha. 


Anderson Machine Tool Co. was or 
ganized in St. Paul by C. J. Ande: 
son, C. J. Peter and J. ‘I. Murphy, 
former salesmen with Robinson, 
Carey & Sands Co., recently liqui 
dated. 


Thos. W 
, @ ¢ 
phy as president 
Smith 


Kiley & Co., Brooklyn, 
elected Mrs. E. Kiley Mut 


and Edward | 
as executive vice-president 


Automobile makers predicted that cat 
prices would rise 25% after the wa 


Richard Alcott, 
Reichman-Crosby 
l’enn., celebrated 
versary with the firm 


vice-president — of 
Co., Memphis, 


his 35th anni 


Wallace Campbell, of Campbell Hard 
ware & Supply Co., Seattle, 
heavily involved in war work out 
side his business as chairman of 
the local draft board, a member of 
the War Labor Board, a truste« 
of the Chamber of Commerce and 
chairman of the Chamber's War 
Plants Committee 


Was 


Disposal of wartime surpluses was in 
the limelight in Washington as the 
President appointed William | 
Clayton as Surplus Property Ad 
ministrator and distributors were 
bombarded with announcements of 
various plans and policies to meet 
the problem Main point so fat 
was that distributors were appar 

I viewed as a major chan 


ently being 
nel for surplus disposal 


Edgar Hoover issued a warning 
from the Federal Bureau of Investi 
gation to be on the lookout for 
tool thieves. He cited the case of 
the war worker who carried hom« 
800 Ibs. of nails, a pocketful a day 
and another who stole $7,800 worth 
of small tools from 
1 factory 


piece by piece 














Sarco steam specialties, 


. with Sarco you get the most complete line of steam 
traps available from one source—plus a compre- 
hensive line of related steam specialties. This one 
line means lower handling costs, more profit for you. 











.. throughout the country, in all types of industry, 
the biggest and most respected names specify Sarco 
steam specialties over and over again—proof of 
their quality and complete dependability. 


= a a = = 


Pi eit] 


aul — | heal % 


> lw 


. month after month, over a million effective Sarco 
ads and direct mail pieces go calling on your 
customers. They arouse interest and create a pref- 
erence for Sarco—they make it easier for your 
salesmen to sell more in less time. 


T pays to handle Sarco. Let us tell you more about 

how profitable it can really be. Call your local Sarco 

representative, or write today to Sarco Company, Inc., 
Empire State Bldg., New York 1, N. Y. 


A Complete Line of Steam Traps ~ 
Heating Specialties ~ Strainers ~ 
Temperature Controllers 


o/s | Ble! se 


Ait Thermostatic Dial Radiator Electr.c Valves 
Eliminators Air Vents Thermometers | Traps and Valves (solenoid) 
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HELP YOUR CUSTOMERS 


to REDUCE COSTS on "SMALL WORK” 
GRINDING and FINISHING JOBS with 


Xl : 
y, Wonton st ae St 


«GE. -apde 1922 
FEATHER-WEIGHT, finger - tip - controtied handpiece 


(pencil size or larger) which eliminates operator fatigue. 


CHOICE OF 5 HANDPIECE TYPES (ott instantiy 


interchangeable.) You fit the handpiece to the job at hand. 


HIGH SPEED (14000 RPM) which does not drop precipi- 
taetely under load. 


MODELS Pp REPEAT e 
snow as mass AVERTED 
$25.50 OM ACCESSORIES 
BENCH OR HANG UP MODELS FOR HEAVY OR LIGHT DUTY 
Also flexible shaft tools attachable to your own drill press or motor. 


veveves 


Foredoms are used to GRIND, POLISH, 
DRILL, ROUT, CARVE, MILL, SAW, SLOT, 
CLEAN, SAND, ETCH, ENGRAVE, ete. ete. 


Send for Catalog No. 2313 and our DISTRIBUTOR PROFIT STORY 


FOREDOM ELECTRIC CO. 


27 PARK PLACE NEW YORK 7, N. Y. 


4444444444444 


costs no more than 
ordinary vises! 


sales because they handle the line most often 
called for by American industry. Everyone 
knows that WILTON is the finest name in Vises! 


WILTON TOOL MFG. CO. 


925 WRIGHTWOOD AVENUE - CHICAGO 14, ILLINOIS 





| r 
WI LT ON = 60 WT ow Gentlemen: Please send me your new Free Catalog: 


Name - _ 


“VISES “ena ce aL 


a _ 











——————— Stat 
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D-A-T-E-§ 
TO REMEMBER 


Mar. 8-10—Technical conference, Na- 
tional Scalemen’s Association, Edge 
water Beach Hotel, Chicago. 

Mar 12—Regional Meeting, National 
Industrial Distributors Association 
and American Supply & Machinery 
Manufacturers Association, Nether- 
lands Plaza Hotel, Cincinnati. 

Mar. 22-26— Western Metal Con- 
gress & Exposition, Houston. 

April 1-3—Industrial Electrical Show, 
Shrine Hall, Los Angeles. 

April 11-15—Southern Hardware Con 
vention, Hotel Roosevelt, New Or 
leans. 

April 26-May 1—American Textile Ma 
chinery Exhibition, Atlantic City. 

May 4-7—National Spring Technical 
Meeting, American Welding So 
ciety, Hotel Statler, Buffalo, N. Y. 

May 5-7—Welding & Allied Industry 
Exposition, Memorial Auditorium, 
Buffalo, N. Y. 

May 10-12—Sales Aids Show, Adver- 
tising Trades Institute, Biltmore 
Hotel, New York City. 

May 17, 18, 19—Triple Industrial 
Supply Convention, Waldorf As- 
toria Hotel and Madison Square 
Garden, New York City. 

May 17-20—Basic Materials Exposi- 
tion & Conference, International 
Amphitheatre, Chicago. 








Have You Heard This? 











Sales Before Production 


“The primary need of management 
from the sales department, as we all 
know, is orders. However, almost as 
important is a supply of market intel- 
ligence and its analysis. With this as 
a start, a company can then proceed 
to the important corollary programs of 
planning, definition of correct policies 
and development of successful sales 
and production programs. 

“Market development and sales po- 
tentials should precede development of 
production, and usually do in the 


| course of orderly industrial growth. 
| Yet, for one reason or another, Ameri 

| can industry has repeatedly developed 
| productive capacity in advance of sales 


and markets. And this may be one of 








* Cuts your space and 
storage costs 


* Expedites shipping 
and order handling 


* Reduces inventory 


with cullman’s 
packaged 
roller chain and 
Grip Master 
sprocket line 


* Clearly identifies the 
products that you sell 


* Protects your stocks— 
your dollars and cents 


In addition, you’re backed-up by the largest “across-the-board” inventory 
of stock sprockets in the country—plus roller and conveyor chains for any 


need. 


Take advantage of the complete Cullman power transmission line and 
sell quality that will reflect in long service life, repeat sales and more 


profits for yourself. 


SELL THE LINE THAT HAS THE SERVICE! 


ullman 


\ POWER TRANSMISSION 
ROLLER CHAINS AND SPROCKETS 


REPRESENTATIVES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 
CULLMAN WHEEL COMPANY, 1347 ALTGELD STREET, CHICAGO 14, ILLINOIS 
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CAPITOL 


300+ FORGED STEEL 


UNIONS 


Guarantees Quality 


@ Brass or integral 
stee! seat 


@ Sizes 1" thru 2” 
ALL forged steel 


@ Smaller sizes 
machined from 
solid bar 


@ Close tolerance 


@ Meets all Federal 
specifications 


Available from stock in sizes 
YY," through 2”, 300% steam 
or 2000# cold water, oil or 
gas, non-shock. 


PLUS Capitol’s package 


extra 
protection and 
easier handling 
at no extra 
cost means 


EXTRA PROFIT 


order all your 
fitting requirements from 


COUPLINGS — NIPPLES — UNIONS — RADIANT 
HEAT FITTINGS — FURNACE COILS — 
WELL SUPPLIES — STEEL PIPE FITTINGS 


the primary causes of periodic indus- 
trial depression and readjustment.”— 
John D. Fennebresque, vice-president, 
Celanese Corp., in a talk before the 
Salesmen’s Association of the Ameri- 


| can Chemical Industry. 


How to Fool Trees and People 


Louisiana, 
They are 


“Down in Alexandria, 
they know a neat trick. 


| fooling pine trees to make them think 


they are going to die. It’s done by 
tightening a steel band 


trunk. 


a lot of pine cones to genes it- 
self. The cones are then used for 
plantings and the band is removed. 


How many times a tree can be fooled | 


has not yet been determined. Maybe 
here is the key as to why we may not 
have a depression after all. So many 


business analysts and economists have 
told us we're in for hard times, maybe | 


enough of us will get busy and begin 
producing and selling more efficiently 
in order to keep going. Our extra 
amount of work and more efficient 
methods will then offset what might 
have been a depression“—Editorial, 
I'he Southwestern Purchasor, Sept 


1953. 


Be-Fair-to-Salesmen Week 


“We would like to suggest a ‘Be 
Fair to Salesmen’ week . . . Every sales 
man has had the experience of put 
ting considerable attention into an 
order, only to see it go elsewhere for 
the sake of a trifling so-called ‘saving’ 
And in numerous cases the resulting 
bitterness is fullv justified. Even as the 
P.A, puts up as his reason a some 
what lower price, the salesman thinks 
in terms of the extra effort he put into 
the job while the successful bidder 
may have done nothing in the prelim- 
inary stages . . . During ‘Be Fair to 
Salesmen Week’ it would be wonder- 
ful if the purchasing agent were to 
set up some simple and easy system to 
keep track of genuine service’—The 
Chicago Purchasor, Jan. 1954. 


| Tough on Youngstens— 


“These youngsters who entered the 


sales game during the past two or | 


three years are due for a severe jolt in 
1954. No longer will they be order 
takers, but rather, order makers. It 
will be a disappointing and discourag- 
ing time for them. Smart manage- 
ments will promote re-educational pro- 
grams fcr these relatively new sales- 
men, teaching them the ways and 
means fer combatting competition 
and getting the P.A.’s signature on 
the dotted line. It will be a healthier 
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around the | 
When the tree is thus made | 
to think it is going to die, it grows | 


No. 2610-10” 
‘No. 2607-7” 


exclusive 
advantages 


SWIVEL JAW 

Adapts itself to the 

shape of the piece held—and 
assures firmer, more secure grip. 


JAW SIZE INDICATOR 
Saves time. You preset jaws to approxi- 
mate size of object to be gripped. 


LOCK RELEASE 

No struggling to loosen from the work. 
With one finger you instantly release its 
one-ton vise-like bite. 


also 
UTILITY PATTERN 
Snap Jock 


Some locking principle, some 
rugged construction as 
Snap-Lock de luxe, but without 
special features above 


No. 610-10” 
Wo. 607-7” 


FREE SALES AIDS 


Attractive counter display card 
Compact, colorful display box 
New envelope stuffer 
Newspaper mats 





Write “SNAP-LOCK” on your want book. 
Your Seymour Smith distributor 
has full information 


Seymour Smit 


Seymour Smith & Son, In-., 44403 Main St 
Oakville, Conn. 
Sales Representative: 
John H. Grabom & Co., inc., 105 Duane St., H. Y. 8, N.Y. 











WHY IT PAYS TO BUY STEEL FROM WAREHOUSE 








You don’t lose production time waiting for steel ! 


ou don’t have to adjust your production schedule to match mill rollings 
WHEN YOU BUY STEEL FROM 
WAREHOUSE, YOU GET: 


when you use a U. S. Steel Supply warehouse as your own. We can make 


deliveries to suit your convenience. The stocks in our local warehouse and the 


@ LOWER INVENTORY COSTS 
resources of our 14 other warehouses promise delivery of the steel you need 


© LOWER SPACE COSTS ! a 
when, where and in the condition you want it. Contact your U. S. Steel 


© LOWER TIME COSTS 


Supply salesman. 


women ff U.S. STEEL SUPPLY 


@ FEWER INVENTORY LOSSES : 
General Office 
208 So. La Salle St., Chicago 4, Ill. Warehouses and Sales Offices Coast to Coast 
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HYD. 


DRIVES 














@ Reduces Starting Current Demands 


@ Fluid “Cushioned” Drive Smooths 
Power Flow 


@ Eliminates Mechanical Connection . . . 
Reduces Jam-ups 


@ Power Unit Size Based on Running 
Rather Than Starting Load 


@ Protects Against Motor Overloads, 
Burnouts and Stalling 


@ As Easy to Install as a Sheave 


@ Full Torque at all Speeds . . . 
Uniform Acceleration 


® Lengthens Belt Life 





etancwrs 
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CLEVER AMS « DALLAS + BETHOIT + LOS amertes - 
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In thousands of applications, 
indoors and out, wherever 
motors and engines from 4 
to 50 hp face heavy starts and 
stops, stalls, jam-ups ... HY- 
DRO-SHEAVE® Drives (and 
Hydraulic Couplings) can be 
sold. Add these profit makers 
to your power transmission 
line! Contact Dealer Sales Su- 
pervisor, Racine plant. 
Manufactured by the largest 
makers of industrial friction 
and fluid drives . . . backed by 
a national advertising and 
sales promotion program. 


4 


Disc | 


Btw O8lraes « 


STATTLG + reise 


situation, however, for both the sales- 
men and the purchasing agents’— 
Ray Holtman, “ ’pinions,’ The Hoo- 
sier Purchasor, Jan. 1954. 


Pessimism Hurts 


“Pessimistic talk about future eco- 
nomic conditions has persisted too 
long. If a depression should come, 
business generally will have only it- 
self to blame” —Harold A. Berry, Borg- 
Warmer Corp., in an article in The 
Chicago Purchasor, Jan. 1954. 





Operations Ideas— 
Can You Use Any? 





Magnesium Yard Ramp 
Shipping Addresser 
File Drawer Divider 

Dock Ramp 
Photocopying 
Collator 
Photocopying Information 
Rack Frames 
Wirebound Information 
Strap Breaker 
Aluminum Roofing 
Small Parts Cabinet 
Portable Pallet Rack 
Tag, Label Printer 
Copying Machine 


Magnesium Yard Ramp 


A lightweight magnesium ramp 
which serves as a “movable loading 
dock” and which its manufacturer 
claims you can place where and when 
you want it by one-man operation 1S 
now on the market. The ramp is 
sturdily built of magnesium raised 
diamond surface plate for rugged high 
speed materials handling with every 
degree of safety to operators and 
equipment. It permits truck-loading 
and car-loading i ground level. It 
can be whecled nght up to a freight 
car, truck or trailer and loading or un 
loading operations can start at once 
The manufacturer says it eliminates 
additional immovable dock facilities 
and practically eliminates demurrag< 
charges. It is made in two sizes, 60 in 
and 70 in. wide and in six capacitics 














ONE YOU WANT 
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NO NEED to search through directories or ask people 
about it. When you need a finished bearing, a bar 
of bearing bronze or any other one of countless items 
of industrial materials and equipment, just phone 
your industrial distributor. 


YOUR BUNTING distributor is the leading industrial distributor, or a 
stock-carrying specialist in certain industrial items..With money- 
saving convenience, he can supply hundreds of different. sizes of 
completely machined and finished Bunting Standard Stock Indus- 
trial Bearings, Electric Motor Bearings and Precision Bronze Bars. 


Ask him 


BRONZE BEARINGS + BUSHINGS + PRECISION BRONZE BARS 


This advertisement appears in Modern Machine Shop « tron Age « 
Machinery + Mill & Factory + Southern Power & industry + Stee! 


The Bunting Brass & Bronze Company « Toledo 1, Ohio + Branches in Principal Cities + Distributors Everywhere 
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You're looking at the closest thing to a 
“no-maintenance’’ caster 


It’s Bassick’s new “3D” caster 
no Dirt, 
no Drip, 
no Drag 


e If dirt, water, steam or other 
intruders make caster maintenance a 
headache for your customers, take a 
good look at this new Bassick “3D” 
Sealed Caster — another example of 
Bassick’s leadership in caster engi- 
neering. 

Three new Bassick design innova- 
tions virtually eliminate the need for 
lubrication. They are a new Baffle 
Ring, a Grease Retainer, and a Wheel 
Bearing Seal. They supply protection 
where other casters are vulnerable. 
Here's how they work: 





. BAFFLE RING protects swivel bearings from 
dirt and water. 

. GREASE RETAINER prevents swivel lubricant 
loss through vertical drainage. 

. WHEEL BEARING SEAL keeps foreign 
matter out, keeps lubricant in. 


\ ee 


Sounds good, doesn't it? Better still, there’s no drag on swivel 
and wheel bearings since they have no preloaded frictional contact 
with moving parts. Old lubricant is easily flushed out, when neces- 
sary, by simply regreasing through standard pressure-type Alemite 
fittings. There's no need to disassemble bearings . . . no danger of 
seal blowout. Extra “3D” dividend; floor surfaces and caster treads 
can't be damaged by leaking lubricant. No doubt about it — here’s 
a caster you'll find easy to sell . . . to all your customers. 


New Bassick “3D” Sealed Caster (H99 Series) comes 
in 5”, 6 and 8” sizes, with load ratings up to 500 
ibs. per caster. List price is only $1.50 more than 
regular H99 Serie: caster without seals. 








THE Bassick COMPANY, Bridgeport 2, Conn. Jn Canada: Belleville, Ont. 


ca A DIVISION 
Of 
STEWART 
MAKING MORE KINDS OF CASTERS ' 


MAKING CASTERS DO MORE 
WARNER 


75 YEARS OF CASTER LEADERSHIP 
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from 4,000 to 16,000 Ibs., with either 
fixed wheels or hydraulic lift and is 
adjustable within a 38 to 55 in. range. 


Shipping Addresser 


An entirely new system which its 
manufacturer says simplifies and 
speeds multiple addressing of shipping 
containers, consists of imprinting the 
customer’s address inside label frames 
that have been pre-printed on the 
shipping carton. The actual imprint- 
ing of the address is done with a hand 
printer and stencil made by the manu- 
tacturer. The small stencil is prepared 
with the ship-to-address on a type 
writer, either separately or simultan- 
cously with invoice or bill-of-lading 
forms, and then sent to the shipping 
department. There the stencil is 
clipped over a hand-printer and used 
to imprint the address inside the 
frames that have been pre-printed by 
the carton manufacturer. When the 
exact number of cartons in the ship 
ment have been addressed, the stencil 
is destroved. 


File Drawer Divider 


Ever run to the file in a hurry to 
look up something and find the mate- 
rial “slumped” instead of standing up 
where it could be identified? Nui- 
sance, isn’t it! A manufacturer has 
just come out with a new self-adjust- 
ing file drawer divider which tilts to 
form a perfect filing “V” and is self- 
adjusting when additional material is 
placed in the drawer. The folders au- 
tomatically adjust themselves as soon 
as the divider is moved to a vertical 
position. Material in the file drawers 
is kept from slumping, yet a conveni- 


| ent working “V” is possible at any 


point. The units are simple to install 
and easy to operate. The manufac- 
turer makes a line of files with the 
self-adjusting dividers but they may 
also be installed in existing cabinets 


Dock Ramp 


If you're planning a new plant or 
to modernize your warehouse, you'll 
be interested in a new, profusely illus- 
trated catalog sheet which details a 
10,000 Ib. capacity hydraulic adjust 
able ramp for loading docks. A push- 


| button control instantly positions the 


deck to the desired height. The in- 
stant acting control also provides a 
smooth, level and substantial ramp 
for freight transfer to and from load- 
ing docks and trucks. The dock can 


be installed recessed, partially recessed 


or in front of a dock. The manufac- 
turer says that the features are low 


| initial cost, simple and easy installa 


tion, low installation and operating 
cost, rugged construction, self-con 





One of the bearings 
in which No. 42 Brick 


Receptacle for No. 122 C 7X Gear Grease. Controlled 


gravity feed to pressure side of bull gear teeth. 


SOLER - ro, > y= 
NO.2 MILL 


ee 


So reports the Superintendent of a mid-western 
Municipal Light Plant. He uses Keystone No. 
42 Brick Grease on six Ball Mills each of 
which pulverizes approximately 19,000 lbs. of 
coal per hour. This Superintendent proved 
performance by using Keystone No. 42 on 
one end of the pulverizer and another make of 
brick grease on the opposite end. His test 
revealed a consumption ratio of wel/ over 6 to 1 
in favor of Keystone. 


Description: No. 42 Brick Grease has a melt- 
ing point of 290°F., a working range from 0° 
to 175°F., and an “oily” surface film which 
supplies ample lubrication. 


Ask your Keystone Distributor, or write us, 
for Bulletin BUS2 on No. 42 Brick Grease. 


a 


«5 ; ; ‘ ; 
’ = E 2 - ‘ of wd be 5 
ah 
oun i ; . tae. 


"Keystone No. 42 Cut Our Brick Grease Consumption 6 to YT’ 


On the pulverizer bull gears... 

... the customer uses Keystone No. 122 C 7X. 
This heavy bodied extreme pressure fluid lu- 
bricant stays on the gear teeth pressure area. 
It has corrected a serious condition of pre- 
mature gear wear and the Superintendent 
expressed amazement at the quietness of opera- 
tion and the small quantity of grease required. 


MR. DISTRIBUTOR ... please note! 

Case studies like this one help prove to your 
prospects that the economy afforded through 
use of Keystone Specialized Lubricants is not 
an unsupported “claim” but is a guaranteed fact. 
KEYSTONE LUBRICATING COMPANY, 
21st & Lippincott Streets, Philadelphia 32, 
Pa., Est. 1884. 
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VOR URL offers you 
Keys to More Flexible 


Metal Hose Sales 


When you sell Atlantic flex- 

ible metal hose, you know you can 

deliver —on time! Because Atlantic is 
geared for fast production and service to the 
Distributor. 


Check an Atlantic catalcg. You will see flexible metal hose 

for every application... conveying chemicals, steam, oils, tars, 
asphali, gases, alkalis, light and semi-solids, refrigerants, gasoline 

+. for absorbing vibration, correcting misalignments, mobile service, 
eliminating thermal expansion strains. When problems arise, Atlantic 
engineers help you solve them—ewiftly! 


Atlantic flexible metal hose is backed by 38 years of acceptance by 
leading industrial users. Every length is Job Tested and Guaranteed 
to Do Its Job! 


More than 2,000,000 advertising and publicity messages in such leading 
publications as Machine Design, Product Design & Development, 
Industry and Power, Chemical Processing, Diesel Progress, Diesel 
Power and Diesel Transportatiop pre-sell your customers—help turn 
calls into closings! 


SELL THE HOSE THAT OPENS THE DOOR TO MORE VOLUME 
—MORE PROFIT—ATLANTIC! 


Flexible Metal Hose in All Workable Metals—\%”-36” I.D. Inclusive. 
Standard or Special Couplings. 


Write jor Catalog 500. It is especially designed for Distributors’ use. 


ATLANTIC METAL HOSE CO., INC. 


304 DYCKMAN ST., NEW YORK 34, N.Y. 
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tained individual power unit, long 
trouble-free service. The literature 
contains complete specifications cover- 


| ing capacity, deck design and con- 


struction, throw-over bridge plate as- 


| sembly, rear hinge assembly, cylinder 
| assembly, hydraulic power unit, hy- 
| draulic pressure line and controls. 


| Photocopying 


There are two items being offered 
by a manufacturer of photocopying 
equipment and materials which may 
be of interest to distributors who are 
using or are considering using this 
method of duplication. One is a six 
page, two-color brochure describing a 


| new line of transfer-process photo- 


copying equipment and materials. It 
illustrates the several items of equip 
ment, including a completely new de 
sign of flat-bed printer which is used 
to expose the onginal matter and two 
models of a separate processing unit 


| through which exposed material passes 
| to give a positive copy. It also de- 


scribes a new combination rotary 


| printer-and-processor that prints any 


length of copy material up to 12 in. 
wide. The other item offered by the 
same manufacturer is a wall chart 
which lists the documents which are 
forbidden by Federal Law to be re 
produced photographically. The chart 
has a hole punched at the top for 
hanging on the wall close by the copy- 
ing equipment. It is printed in clear, 
easy-to-read type. Among the items 
which it is illegal to copy which are 
listed on the chart are paper currency, 
securities and other obligations of the 
United States Government, Internal 
Revenue stamps, postage stamps, driv 
ers’ licenses, automobile registrations, 
titles (in certain states), draft cards 
and copy-righted material. Both are 
free. 


Collator 


Assembling papers for special book 
lets or mailings can now be accom 
plished with a new, fast-action, im 
proved table-top collator that incor 
porates, the manufacturer says, many 


| refinements previously available only 


in larger floor models. Using the same 
tilted bins, patented “Ejyectomatic 
Feed” and ball bearing mechanism of 
floor units, the table-top model as 
sures smooth, dependable operation. 
Pages to be collated are stacked into 
bins. Rubber-tipped fingers push the 
top sheets of each stack into the op 
erator’s hand. The assembled set of 
papers is quickly jogged and drops 
into a gathering tray directly below 
the unit. The collating cycle is con 
trolled by a hand lever which can be 
located on either the right or left side 





Diamond Roller Chains and Finished 
Sprockets for Easy Stocking 


MINIMUM INVENTORY MEETS WIDE 


CHAIN DRIVE REQUIREMENTS 
aS Pes Ts Tis a 
————, ~~ | i (ee 
© 


® With the wide range of Diamond Finished-Bore Sprock- 
ets, the Replaceable Bushing Sprockets and a reasonable 
supply of Roller Chains, you can sell stock drives to meet 
a vast majority of drive requirements. 

Diamond advertisements in leading industrial publica- 
tions read by your prospects feature these “over-the-counter” 
Diamond drives. 


DIAMOND CHAIN COMPANY, Inc. 


Where High Quolity is Traditional 
Dept. 480, 402 Kentucky Avenue, Indianapolis 7, Ind. 


ROLLER , 
DIAMOND CHAINS om meotiitiba 


Book, Catalog 753 
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An Ahlberg plus feature in 


LOW COST BEARINGS 


capacity Lubricant can be added 
FOR EXTRA BEARING LIFE 


Labyrinth type 
wearproof seals Generously 
pre-lubricated 
Attractively designed 


compact, sturdy . | 
one-piece housing ED SERIES 


(LIGHT DUTY) 


Shaft sizes: /.” to 1-3/16" | 


others to 2'5,” 


LIGHT DUTY seit: PILLOW BLOCK 


For those jobs where cost is the primary factor, it 
will pay you to investigate the light duty, low cost 
bail bearing unit. Let us send you bulletin 7149A. 


AHLBERG BEARING CO. 3025 W. 47th Street Chicago 32, lil. 


AHLBERG 


PRECISION BUILT BALL BEARINGS SINCE 1908 


veohot by the iach! 


This handy storage rack holds four cartons 
of 6" x 100” brass or steel shim stock 
«+.in gauges of your customers’ choice. 
Sell the stock — sell the rack ... then enjoy 
the pleasure of your repeat sales. Na- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 
for 50 or more racks. 


SIMPLE TO USE 
Customer simply snips stock 
off roll. Handy, saves time, 
Prevonts waste and protects 
shim stock too! 





4103 Union Street, Glenbrook, Conn. 
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of the unit according to the operator's 
convenience. All _ are always 
before the collator for constant in- 
spection, thus eliminating any possi- 
bility of blanks or misprints slipping 
through. The machine, available in 
both 5-bin and 8-bin capacities, occu- 
pies only 16 by 27 in. of desk space. 


Photocopying Information 


A new complete pee? infor- 
mation kit has been compiled by a 
large manufacturer of such equipment 
and is available (free). The kit was 
prepared to give the busy executive 
important information he needs to 
solve every problem of copying in his 
business. It contains separate folders 
devoted to: (1) How to use photo- 
copying to prepare tax returns . . . 
showing how you can save time and 
eliminate errors in the preparation of 
tax returns; (2) How to photocopy 
in any color; (3) How to egg 
on preprinted business forms. The 
kit also tells about the most popular 
copying methods used today. A com- 
plete report on copying development 
with diagrams, uses, comparison 
charts, applications, phetaguahe and 
pages of other important facts. 


Rack Frames 


All-bolted steel framing which the 
manufacturer claims to have limitless 
possibilities in application and flexi- 
bility of design through modular con- 
struction is now available to dis- 
tributors with metal storing problems. 
A recent installation—a warehouse 
storage and order picking rack for 
aluminum sheets—is a cantilevered con- 
struction of standard steel channels 
and fittings made by this manufac- 
turer. Load weight per shelf is 4,000 
lbs., with an overall load height of 
144 ft. The rack was designed to be 
serviced by a fork lift truck reaching 
134 ft. in the air. To meet varying 
requirement from time to time, each 
spacing is fully adjustable since it is 
all-bolted. No welding, drilling or spe- 


cial tools are required. 


Wirebound Information 


A revised edition of the brochure, 
“What to Expect from Wirebounds” 
was just available to distributors con- 
cerned with packing and shipping any 
type of industrial product. The bro- 
chure covers the construction princi- 
ples of wirebound shipping containers, 
the four basic styles of wirebound 
boxes, typical wirebound pallet boxes 
for materials handling needs, and how 
wirebound boxes and crates result in 
reduced tare weight, quicker packing, 
easier stacking, reduction of space in 
storage after being packed and gen- 





Snow Melting keeps 
business ‘‘on the go”’ 


Many progressive businesses make their own weather 
as far as controlling the all-winter accessibility of 
their properties is concerned. For thousands of snow 
and ice removal systems now assure ‘“‘business as 
usual,” to the foresighted, by preventing interrup- 
tions in the flow of commerce once caused by sudden 
and heavy snows and surface icing conditions. 


Yes, steel pipe snow and ice melting systems do 
eliminate winter weather transportation delays on 
driveways and sidewalks, ramps, shipping docks and 
approaches, parking areas, garage and service aprons, 
and even private spurs and tracks. So in every busi- 
ness where snow and ice are unfavorable factors. . . 
from service stations and supermarkets to ware- 


ee ee 
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houses and factories . .. snow melting keeps business 
“on the go.” 


Steel Pipe of course, is the preferred heat trans- 
mission medium for commercial, industrial and 
domestic snow melting systems. The combination of 
advantages that has made it the stand-by of industry 
for heating, plumbing, fire sprinkler systems, power, 
steam and air transmission, for more than 60 years, 
also makes it ideal for the panels, coils and runs of 
snow melting systems. 


As ever, for snow melting as for other uses, stee/ 
pipe is first choice . . . the most widely used pipe in 
the world. 


Send for new, free 32 page color booklet “Steel Pipe Snow Melting and ice Removal Systems.” 


Tread Pige COMMITTEE 


6 Fh CATR 


INDUSTRIAL DISTRIBUTION 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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how to build 
profits and 


satisfy customers 
with peoria chain 


Just sell it (Peoria Chain). That’s all. Profits? 
Nothing to worry about there. Your profits are 
protected by a sound, sensible factory policy. Cus- 
tomer Satisfaction? A look at Peoria Chain’s 
up-to-date, scientific “quality-controlled” produc- 


tion line will tell you why it’s valuable to rely on 


peoria malleable 


for high-grade chain. Peoria Chain meets the same 
high standards which are found in Peoria Malle- 
able iron castings — used by such outstanding in- 
dustrial firms as Allis-Chalmers, Case, Caterpillar, 
Hart-Carter, Gleaner Harvester, Minneapolis- 
Moline and others. Let Peoria Chain build up 
profits and customer satisfaction for you. Order 


now, or write for FREE catalogue. 


PEORIA MALLEABLE 


CASTINGS CO. 


FT. OF ALEXANDER ST., PEORIA, ILLINOIS 
Chain Makers for Over 35 Years 
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erally over-all lower packing costs. 
More than 30 actual photographs of 
wirebound boxes and crates in use are 
reproduced in the brochure 


Strap Breaker 


A new tool for breaking steel band- 
ing primarily as used on shipping con- 
tainers is available. It has no moving 
parts, is durably constructed of heat 
treated forged steel, weighs about 23 
Ibs. and is furnished with a plastic 
grip. The overall length is 19 in. and 
it will cut straps to two inches wide. 
In use, the tapered point is inserted 
under the strap to be cut and pushed 
to the base of the cutting slot, an eas) 
push or pull cuts the strap cleanly and 
remoyes the hazard flying sharp edges 
from cutting the operator. 


Aluminum Roofing 


A large manufacturer of aluminum 
roofing material is responding to the 
growing trend in industry for a 
maintenance-free roofing material of 
thinner gauge with the addition of a 
new, lightweight corrugated alumi 
num sheet. Made of the same durable 
high-strength alloy as the standard 
.032 in. material, the new product is 
only .024 in. thick. The product is 
expected to fill the need where narrow 
spans in the roof support structure 
so do not require the extra high beam 
strength of the .032 in. material. Low 
cost is another feature. 


Small Parts Cabinet 


A manufacturer has just come out 
with a new line of small parts cabinets 
and cases which can be used advan 
tageously for the storage of small items 
in a distributor’s firm. Drawers are 
slotted on | in. caters to permit quick 
arrangement for the accommodation 
of various quantities. Handle and 
label holder on the front of each 
drawer make identification and access 
easy. Back stops on drawers prevent 
them from dropping accidental); 
They are finished in baked green. 


Portable Pallet Rack 


A new method of expediting in 
coming-outgoing inventory by which 
as much as 334 to 50 percent in 
creased space utility can be added is 
now available to warehouses and dis- 
tributors. The unit has slip-fitting 
posts as do most of the manufacturer's 
products. The bottom pallet can be 
set in or removed from the rack with 
a fork truck, or the rack and pallet 
can be picked up and moved as a unit 
The rack can be used to take care of 
overflow inventory and permits block 





wheel of Hudson Mort f s talia 


"N. K. VanDerzee 





V.P. in Charge of Sales, explains 


How a new Hudson avoids traffic problems! 


ture and the latest 


a look into the ru 
Hornet, the 


Here is the new /! é 
ember of the Hudson family which includ 
W asp, and the Jet, says N. K VanDerzee 
But new design naturally creates new traffic problems—in 
] 


the factory. It’s a big job to prevent parts shortages from stall- 
ido 1S help. 


r} 
es tn 


rrery 


ing assembly lines. Air Express is a tremend 

‘As our Traffic Department puts it: One phone call, and it's 
a load off our minds. Air Express delivers in a matter of hours. 
margin we need to 
a month 


This dependable speed gives us the safety 


keep production rolling We handl« about 
Air Express. Naturally, we're thinking about speed. But 


2.500 lbs 


by 


our records show that most of our Air Express shipments also 
cost less than they would by any other air service! 

“Add to this the country-wide coverage and Air Express’ 
ability to pinpoint shipments in transit, and you have some 
idea of why our Trafhc Department turns to Air Express for 


our most urgent crafhix 
“We in Sales are proud of our reputation for on-time 


deliveries of new cars. In large part, we owe that reputation to 
our Traffic Department and Air 
It pays to express yourself clearly. Say Air Express! Division 


of Railway Express Agency 


___ & Air Express —___-»— 
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be used where material is being 
processed to provide stacking of two 
pallets instead of one. The unit can 
be built for any size pallet and almost 
any capacity. Posts are also available 
in any desired length. 


4 E LM ONT PAC K j N G § storage, which is im ssible with one 
| deep permanent pallet racks. It can 
rack 4 ~ 


Tag, Label Printer 


You can print your own tags and 
labels (a good promotional touch on 
everything you deliver) with a new 
compact spirit process machine. The 
device will print gummed labels, tags 
and cards at the rate of 100 units a 
minute in as many as five colors at 
one time. According to the maker, 
even string or wire tags and gummed 
labels can be run on the lightweight 
machine. Anything typed, written or 
drawn on the master unit can be 
printed. Utilizing the liquid process, 
no inks, gelatin or stencils are re- 
quired. It is said to be clean and easy 
to run. Just to give you an idea of 
what it can do for you, the maker says 
it was designed for speedy printing of 
postcards, letter tip-ons, notices, office 
bulletins, multiple file cards, gummed 
labels, price change notices, office, 
credit or bank forms, inventory cards. 
Cards, tags or labels up to 4 by 7 in. 
can be reproduced. The device feeds 
automatically, has rubber suction feet, 
bearings sealed in oil and is made of 
heavy-gauge steel finished in baked 
Your Hurry Call! gray enamel. The unit weighs only 

13 Ibs. and costs $34.50 complete 
Belmont Packings .. . in spool, spiral, ring, reel, coil and sheet form... | “ om inliel engyeee. 
each in a wide range of specially formulated materials to meet the 
diverse requirements of modern industry. Copying Machine 


Once a routine maintenance job, selection and application of packings eo ae : —_ 
is now a specialized field requiring experience, dependability and real isi on Rao asa ro bance 
devotion to service. HOWEVER, THESE REQUIREMENTS NEEDN'T ADD | cations and direct mail operations are 
TO YOUR ALREADY HEAVY RESPONSIBILITIES! There's always a claimed for an electric typewriter-size 
Belmont packings distributor to help you anticipate trouble and... | photocopying machine that repro- 


when emergencies do arise . . . come to your aid. duces black-on-white duplicates in less 
than 45 seconds. The photocopies 


That's what we mean when we say that Belmont packings are ready to made are in high contrast, dry, legally 
answer your Hurry Call. They’re not only made right . . . they're sold acceptable and may be duplicated on 
right . . . available when you want them, where you want them... | paper of any weight. All copies are 
through a Belmont Distributor . . . dedicated to YOUR service. permanent and fade-proof. Simple in 
— and operation, the compact 

WRITE FOR HIS NAME AND ADDRESS » machines are operated by simple in- 

sertion of the original to be copied, 

plus a sheet of negative paper; the 


me negative is then re-inserted through 
IH A Ce wh | another slot with a sheet of positive 
paper. Exposure, development and 

a PACKING and RUBBER CO. Be prmting are performed without spe- 


; Ths tend Mamie Strecte cial lighting, dark-room or extra acces 
sories. Operation is noiseless and odor- 


Philadelphia 37, Pa. SS ites a) less 
a, For information on where to obtain 
a RINGS + SPIRALS + CONS these items, write “Operation Ideas”, 
oo POOLS « SHEET SKET . . : . 2? , 
ara = me . Industrial Distribution, 334 W. 42 St., 
THERE'S A BELMONT PACKING FOR EVERY SERVICE New York 36, N. Y. 
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T his 8 TOP GG a 


regularly in industrial magazines. They direct customers to you 
and help make your selling easier. You make your own selling 
easier, too, when you start off by talking Jacobs, the world’s 
most famous chuck. The Jacobs Manufacturing Company, West 
Hartford 10, Connecticut. 








TIGHTEN YOUR GRIP OW PRODUCTION 


tion flows faster 4 


Prod ux “ 
tools are wd with Jacot= ' 
netruction, greet gr 
Jacobse Plain Beas 


mut t 


Rugaed 
have made ‘Th 
of machinests through 
The Jacobs Manufacturing 


Conneticut 


t Hort 


vies JACOBS 


IT HOLDS... Business for You 


Advertisements like 

this one appear 
regularly in 

MILL AND FACTORY 
MACHINERY 

AMERICAN MACHINIST 
CANADIAN MACHINERY 
MODERN MACHINE SHOP 
TOOL ENGINEER 


Jacobs and your 
local distributor 


fetiver the chucks y 


wrvuwe you deserve 


rd 


. first in chucks 


JACOBS .. . fiest in service 
ie it’s A wT HOLDS 





Every Jacobs Advertisement 
Features the Industrial Supply Distributor’s Service 
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OBITUARIES 





Big Profits 
and Prestige 


representing this well-known 
name in welding equipment! 


PxH FRANCHISES OPEN 


on the line that gets you the lion's 
share of the fast-growing welding business! 





60% market expansion predicted! 


° . | The industry’s most complete 
Big Line! line — includes products you 
have a chance to sell wherever fabricating is done, 
wherever there’s a maintenance job. 


° J Only the P&H distribu- 
Big Features! tor can offer Dial-lectric 
Instantaneous Remote Control —and it’s a real 
sales-closer! It lets operator adjust heat right at 
the work, as easily as tuning a radio. No hard- 
working cranks to turn, no moving parts to wear 
out and cause delays and maintenance expense. 


Bi 4 h! As many as a million sales 
ig US @ messages a month in 17 lead- 
ing trade journals pre-sell key buying factors on 


P&H advantages— make closing the sale easier 
for you. 


Bi 0 . | If you're an aggres- 
Ig pportunity:! sive businessman— 
want to cut yourself in on this growing market 
(60% expansion seen possible)—and can see the 
advantages of hooking up with one of the big 
names in welding equipment, write us for informa- 
tion regarding a franchise in your territory. 


rp. WELDING DIVISION 


HARNISCHFEGER 
CORPORATION 
4683 West National Ave., Milwaukee 46, Wis. 
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Arthur H. Squier 


Arthur H. Squier, 
Squier, Schilling & Skiff 


Arthur Henry Squier, president and 
one of the founders of Squier, Schilling 
& Skiff, Inc., Newark, N. J., died sud 
denly at his home Jan. 21. 

Mr. Squier and his partners started 
the business more than 25 years ago 

He is survived by his wife, Mrs. 
Ruth Bleecker Squier, and a daugh 
ter, Mrs. Thomas H. Clynes. 


Gerald S. Bond. 
Harris & Bond 


Gerald S. Bond, 49, president of 
Harris & Bond, Inc., Chicago adver 
tising agency, died suddenly Jan. 23 at 
his home in Wheaton, III. 

A native of St. Paul, Mr. Bond 
worked with several agencies there and 
was advertising manager of Minnesota 
Mining & Mfg. Co. for ten years. He 
came to Chicago in 1945 as executive 
vice-president of the Hamilton agency 
He founded his own company in 1951. 

Mr. Bond is survived by his wife, 
Helen J. Bond; a daughter, Mrs. R. J 
Piggott; and his parents, Mr. and Mrs 


A. L. Bond 


Richard A. Calhoun, 
American Steel & Wire 


Richard A. Calhoun, 28, senior in 
dustrial engineer at the American Steel 
& Wire Co. Plant, Chicago, died 
Jan. 23. 

He is survived bv his widow, Norma, 
and a son, Douglas A. II. 
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... we've added 125 and 150 lb. bronze gate 
valves to our union bonnet line 


WORKING PRESSURES 


125 Ib. W. S. P. 400° F. 
150 Ib. W.S. P. 400° F. 


ALVES 
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Success of our 200 Ib. line of union bonnet bronze gate 
valves necessitates expansion of the line to include 125 Ib. 
and 150 Ib. classes. Sizes range from 4% to 2 inches. 


NOTE THESE ENGINEERING FEATURES: 


This line has a flat seat on the bonnet which mates against 
the body, providing adequate bearing area for sealing. 

Tight bonnet joint, but easy access to interior for inspec- 
tion and service. 

Full ports permit unobstructed flow. 

Back-seating arrangement permits repacking while under 
pressure. 

Split wedge has ball in socket contact . . . permits wedge 
to adjust itself to seat. 

Slip-on type “T’’ head stem-to-wedge connection. 

Lug-type hexes make valves compact and provide a better 
wrench-gripping surface. 

To learn more about this expanding line of valves, write 
for our Union Bonnet Bronze Gate Valve Catalog Folder. 


THE OHIO INJECTOR COMPANY © WADSWORTH, OHIO 


FORGED & CAST STEEL, LUBRICATED PLUG; 
BRONZE & IRON 





FOR 72 
YEARS 


HOME 
RUBBER 


HAS BEEN CURING 
SERVICE HEADACHES 
FOR DISTRIBUTORS 





BELTING 


Tronsmission Conveyor 
Elevator 


PACKING 


Sheet and Rod Packings 
for every purpose 


HOSE 


Steam—Acid—Mill 

Chemical—Creamery 

Suction—W ater—Air 

Jetting—Sand Blast— 
Fire 


"N.B.O." 


the original 
BLACK SHEET 
PACKING 





OF MECHANICAL RUBBER GOODS 


What a headache SERVICE can be when 
it’s more promise than performance! But 
you can cure such headaches (in fact, 
escape them altogether) with one sim- 
ple remedy. That’s the HOME treatment 
. . » let Home Rubber take care of you, 
and your industrial customers; and the 
biggest service emergencies and unus- 
ual situations will be handled promptly, 
smoothly and painlessly—because that’s 
exactly what we're geared to do, 24 
hours a day, every day in the year any- 
where in the U.S.A. You have an un- 
beatable combination when you team 
up the QUALITY of Home Mechanical 
Rubber goods with Home Service. 


ERVING U 
INDUSTRY 
SINCE 1880 





72 YEARS 
OF KNOW HOW 


RUBBER CO. 


Factories and Main Office 
TRENTON 5, N. J. 


Branches: New York * Chicago 
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John O. Nickey, 
Jackson Mfg. Co. 


John O. Nickey, 55, advertising 
manager and sales and traffic consult 
ant for Jackson Mfg. Co., died Jan. 14 
in Harrisburg, Pa., of a cerebral hemor 
rhage. 

Formerly sales manager of the com 
pany, he was associated with it since 
1919. 

A veteran of World War I, he was 
a member of Eureka Lodge No. 302, 
Harrisburg Consistory, Zembo Temple 
and ‘Tall Cedars. 

He is survived by his wife, a brother 
and two sisters. 


Nathan Turek, 
N. Turek & Sons 


Nathan Turek, 83, died Jan. 26 in 
Edgewater hospital, Chicago. He was 
associated with the N. Turek & Sons 
of that city. 

He is survived by his wife; three 
sons; and three daughters 





Book Reviews 





THE AMERICAN COMPETI- 
rIVE ECONOMY: 17 pamphlets, 
Chamber of Commerce of the U. S., 
Washington 6, D. C., $6.00—Of ed- 
ucational rather than practical busi- 
ness value, this packaged portfolio on 
everything from the theory of prices 
to the ethics of capitalism is part of 
the Chamber’s newest adult civic proj 
ect. Idea is to get business men and 
others to take a lead in discussion 
groups in their community, if pos 
sible, organize them, on _ subjects 
throwing light on our basic free-enter- 
prise creed. Designed for intelligent 
debate, the pamphlets are not detailed 
or heavy, though accurately docu 
mented with facts. Controversial sub- 
jects are covered as candidly as pos 
sible, with the answers and judgments 
left to the reader. 


THE SALE I NEVER FORGOT: 
1953 series, reprints of 52 cases, 
Printers’ Ink Books, 205 E. 42 St., 
New York 17, N. Y., $3.00. — De- 
signed as a package for salesmen, this 
series of case histories of sales by noted 
industrialists and sales executive illus- 
trates 39 points of salesmanship. 
Written for entertainment along with 
instruction. Only one case—by W. F. 
Crawford, president of Edward 
Valves, Inc.—concerns industrial sup 
ply products, but industrial selling 
is such is adequately covered. 








PRE-TESTED ronan 
FOR fe DRIVES 
OR fortuce 


PRE-TESTED SALES FEATURES 
THAT BUILD REPEAT PROFITS 
WITH 


ATLAS ROLLER CHAIN 


Grueling . . . rugged shock loads . . . day-in, day-out 
poundings on the roughest drives—Atlas Roller Chain 
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/ 
SE has the pre-tested, proven toughness to take them all. 
= Longer, trouble-free production for your customers is 
proved by repeated Rockwell Hardness Tests of every impor- 
; tant part of Atlas Chain. Wear resistance that stops sales resistance 
= Sli / ... pre-tested satisfaction that builds repeat sales are all yours when 





/ you sell Atlas Roller Chain. 
Atlas offers you a full line of all types of roller chain—single, 
double or multiple widths, extended pitch, single link plate and many 
’ special types. Each and every one has been pre-tested for quality, 
= ae sales-proved for profits. Line up with the Atlas Line of “Super-Life” 
oe Roller Chain. Let the Atlas profit plan help make "54 your best year. 
Write for full details. 


ATLAS CHAIN & MANUFACTURING CO. 


PHILADELPHIA 24, PENNA. (het 
ATLAS 
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BUDA RATCHET 


LOWERING JACK 


The general purpose jack with 
the special selling features! 


This is the jack you sell to industrial maintenance 
men, machinery movers and construction men for 
lifting, lowering and pushing. You sell the excep- 
tional safety with which heavy loads are lowered . 
the light weight, compact design and great strength 
of the jack. You sell the high lift, low closed height 
and the versatile design that permits lifting with 
either the cap or the toe of the rack bar, with a 
special cap shoe, or with a chain and hook or pear 
link. Depending on the customer's requirements, 
you sell either a hinged base (illustrated), or a 
fixed base model. Here's just another example of 
Buda Jack versatility—from the service and 
field-tested line that is complete and always gives 
you the model and capacity that is “just right for 
the job!” 

Learn what a Buda Jack Distributorship can mean 
to you. Write today for all the facts. 


Division Of Allis-Chalmers Manufacturing Company 


THE BUDA COMPANY 
Harvey, Illinois 
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BUDA RATCHET 
LOWERING JACKS 


5, 10 & 15-ton capacities . . . 
9% to 24% inches of lift. 


Ratchet Ratchet Trip 
Lowering tacks 

Jacks 15-ton Cap. 
5 to 15 tons 


Screw Standard Speed 
Jacks Bail Bearing 
10 to 24 tons Screw Jacks 
15 to 75 tons 


Ball Bearing Two Speed” 


Journal Hydraulic Jacks— 


Jacks 25 to 50 tons 
15 to 50 tons 








~ NEWS 


(Starts on page 124) 





Ford D. Brown 


Pump Sales Manager 
Named by Barnes Mfg. 
Barnes Mfg. Co. has appointed 


Ford D. Brown as manager of petro 
leum and industrial pump sales. 
Recently with Eco Engineering Co., 
Mr. Brown has been active in the 
petroleum industry for the past 15 
years. He has also been sales man- 
ager of the Industrial Pump Division 
of Bowser, Inc., and district sales 
manager for the Blackmer Pump Co. 


Babcock & Wilcox 
Adds Refractories 
The Babcock & Wilcox Co. has 


signed a manufacturing agreement 
with Seaboard Refractories Co., Rari- 
tan Township, N. J., under which 
Seaboard’s entire facilities will pro- 
duce special refractories for Babcock 
& Wilcox. 

Seaboard will discontinue its own 
sales, and Babcock & Wilcox will take 
them over. Products will be manufac- 
tured to Babcock & Wilcox specifica 
tions. 

Seaboard, which has been produc- 
ing refractories for more than 30 years, 
specializes in custom-made shapes of 
silicon carbide, mullite-sillimanite and 
fireclay base materials marketed under 
the trade names, Silcar, Seamul and 
Seaclay. It also makes refractory mor 
tars, castables and ramming mixes of 
these base materials 

J. E. Brinkerhoff, general manager 
of the Babcock & Wilcox Refractories 
Division, said the new arrangement 
will expand and diversify his com 
pany’s line. 





Allen P. Chase 


Francis F. Chase Named 
Chase, Parker President 


Francis F. Chase, has been elected 
president and treasurer of Chase, 
Parker & Co., Boston, following the 
retirement of Allan P. Chase, who had 
served the company for 50 years 

Stanley Sheldon and Allan H. Chase 
were elected vice-presidents and Fran 
cis F. Chase, Jr., assistant treasurer 
ind secretary. 


—— 


A. H. Chase & F. F. Chase, Jr. 





Weirauch Speaks Before 
Sales Executives Club 


Bernie Weirauch, sal 
Orr Iron Co., Evansvill 
one of the speakers at the 
Orleans meeting of the National Salk 
Executives Club director 

Mr. Weirauch’s subject he 
chology of Motivation” was 
several covered during th 
meeting at which e 
business analysist 


sent the group with 


thy 

















... that will astound your customers 


T. B. 


Yes, here’s a variable speed drive that will give your 

customers years of trouble-free operation. Just look at 

these exclusive sales features: 

WIDE SPEED RANGE — Lp to 3 to | speed range ratio. 

HORSEPOWER RANGE — Radically new notched belt con- 

struction gives higher horsepower capacity for single 

belt drive — 5 to 20 horsepower motors. 

NEW CONSTRUCTION — Ihe first wide range single groove 

stationary control variable pitch sheave with both flanges 

moving simultaneously. 

POSITIVE LOCKING — Simplified design provides positive 

clamping of the two adjustable flanges eliminating 

fretting corrosion. Flanges are quickly and easily released 

for making speed changes. 

HIGHER EFFICIENCY — Single wide belt gives maximum HP 

efficiency. Eliminates problem of maintaining matched 

belts and matched grooves for equal power distribution. 

LESS SHAFT OVERHANG 

ADJUSTABLE AT EITHER END — Single adjusting screw easily 

accessible at either end of the sheave. 

NO LUBRICATION — No grease fittings or oil cups, there- 

fore, no preventive maintenance needed. 

MORE ECONOMICAL — This unit will give a variety of 

speed changes best suited for your product or operation 
. sensibly priced too. 

For more detailed information call or write T. B. Wood's 

Sons Company . . . and ask for Builetin #796. 


Sons Co. Chambersburg, Pa. 


forecast Cambridge, Mass. © Newark,N.J. © Dallas, Texas ¢ Cleveland, Ohio 


CCOTLOTHIC 
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How to SALES | Lufkin Rule Holds National Sales Meeting 
incre ‘hy al 


to Experimental Laboratories 
Model Shops 
Production Departments 
All Metal Working Plants 


BENDERS » yi, 
5 hand models ' 


2 power models 








EARS 


4 hand models 
4 power models 


ROD 
PARTERS | Opening the recent week-long sessions at Saginaw, Mich., for salesmen from through 
2 hand models out the country is Lewis Barnard, Jr., Lufkin Rule Co. president. With him are 
1 power model E. H. Meibeyer, vice-president; R. G. Thompson, board chairman; W. F. Rockwell, 
East Central Division sales manager; and C. Zelnick, research and development 


Expanded 1954 sales effort was topic 


director 
NOTCHERS 3 “ . 
tend made Columbian Vise Representatives Meet 


' 








| power model 
a 





PUNCH 
PRESSES 
2 hand models 
2 power models 





BRAKES io hand models 


ROLLERS 
aa ae 8 hand gf 


about “DIE-LESS : 
>| — = . 
DUPLICATING Sales conference for Taylor Bros., Southeastern representatives of Columbian Vise & 


& process that men in industry are | Mfg. Co., was held recently in Richmond Speakers included H. F. Seymour, Colum 
eager to know about because it saves bian Vise president, and H. H. Kuhn, president of Hardware & Supply Co., Akron 
waiting for dies, cuts initial and produc- 
tion costs and duplicates parts with die 


accuracy. The precision, speed and versa- Bayonne Firm Works from Block-Long Warehouse 











tility of Di-Acro Machines make “Die- 
Less Duplicating’’ a process of endless 
applications—and new sales for you! 

TO DI-ACRO DISTRIBUTOR 
SALES MANAGERS: Immediate de- 
livery and product demonstration. Those 
are two big services you offer customers. 
Always keep a supply of Di-Acro Pre- 
cision Metalworking Machines on hand 
and you'll make the most of your selling 
opportunities 

See 
. ro Di-Acro Exhibit 
ac Booth 1403, A.S.T.E. 
PRECISION Philadelphia, 
METALWORKING April 26-30 
MACHINES 





occupies city block with offices and 
and fittings operation, including industrial 


Bavonne Plumbing Supply Co., Bayonne, N. J., 
O'NEIL-IRWIN MFG. CO, {roo [0° specialized pipe, valves 
° ° department. Office section is newly built and warehouses were mpletely renovated 


312 Sth Avenue . Lake City, Minnesota | four years ago. Rai'road siding and truck docks are in back 
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NYBzP distributors have all this 


FP BAM Om 


Flat Transmission 
Belting 


and J fee TIMING” BELTS, too! 


Conveyor and 
Elevator Belting 


Gilmer V-Belts 


for Every Need Packings 


The “Timing” Belt Drive is the dig 
plus value in the NYB&P franchise. 
NYB&P distributors not only sell 
Standard Stock Drives for individual 
applications but also sell in quantities 
to O. E. M. accounts. 

During the past eight years the 
Gilmer ‘“Timing” Belt Drive has won 
wide acceptance as a new means of 
transmitting power, on a par with V- 
belt, chain and gear drives—but with 
distinct advantages of its own! 

It is the only positive, non-slip drive 
that requires no lubrication. It makes 


practical very compact, short-center 
drives and high speed ratios. The belt, 
which has a steel cable load-carrying 
element, is extremely light in propor- 
tion to strength, does not stretch and 
is practically 100% efficient in trans- 
mitting power. More than half-a-million 
“Timing” Belt Drives are now in use on 
machines bearing the names of many 
of America’s leading manufacturers! 
The “Timing” Belt Drive has defi- 
nitely come of age! Today, it is truly 
the hottest item in the whole field of 
power transmission equipment! 


No wonder the NYB&P franchise—covering the combined 
NYB&P-Gilmer line and backed by a truly protective, dis- 
tributor-centered sales policy—is one of the most highly 








prized in the field of industrial rubber products! 


Industrial Hose Gaskets and 


_) America’s Oldest Manufacturer of Industrial Rubber Products 
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with ovate 


PUMP DATA 


- 
ht 


— 


Se eee See 


“Hard-sell year?” Not when you sell the Deming line with 
the help of Deming Pump Data. Here is a series of guides 
to the proper selection of pumps to meet the specific 
pumping requirements of your customers. Proper pump 
selection reduces costs and increases efficiency. Those 
are “must factors” to profitable plant operation in all 
industries. Deming Pump Data consists of a series of 
catalog bulletins prepared with one chief objective—to 
help YOU—the industrial salesman—assist your customers 
in selecting the most efficient pumps for their needs. For 
complete details on available Deming Pump Data for 
industrial distributors’ salesmen, write: 


THE DEMING CO.* 511 Broadway, Salem, Ohio 
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David B. Voorhees 


New R. C. Neal Owner 
Elected Board Chairman 


Charles Hahn, Jr., who recently 
purchased R. C. Neal Co., Buffalo, 
N. Y., has been elected chairman of 
the board of the company. Ray C. 
Neal, president, and other officers of 
the company were re-elected to their 
former posts. 

David B. Voorhees, Mr. Hahn’s son- 
in-law, was named vice-president. He 
and Mrs. Voorhees were made direc- 
tors. 

A Navy veteran of World War II, 
Mr. Voorhees graduated in 1949 from 
Johns Hopkins University. He was 
recently in charge of sales for the 
New York City office of Allen, Lane 
& Scott, Philadelphia printers. 


Special Edition Honors 


Fish & Hunter’s 75th Year 


A special edition of the Deadwood 
Pioneer-Times was published recently 
in observance of the 75th anniversary 
of The Fish & Hunter Co., Dead- 
wood, S. D. An eight-page Diamond 
Jubilee Section was devoted to the 
past history of the company, and to 
the part it played in the city’s growth. 

Among the features was a con- 
gratulatory letter from Sigurd Ander 
son, governor of South Dakota. For- 
mer officers and directors of the com- 
pany were pictured, as well as the 
present executives and key personnel. 

To mark the anniversary, the com- 
pany entertained 150 employees and 
past employees at a jubilee dinner. 


Heads Brake Shoe Exports 


The Export Division of American 
Brake Shoe Co. has appointed Harold 
C. Osborne as manager of industrial 
equipment sales. With the company 
since 1935, he was recently an Export 
Division representative. 











E. Cohn Publishes 
882-Page Catalog 

E. Cohn & Sons, Cedar Rapids, 
lowa, has published a new 882-page 
catalog featuring large color illustra 
tions and complete descriptive matter 
for all the company’s lines 

In a frontispiece, the firm explains 
that the catalog contains no prices or 
extraneous matter because it was felt 
that all space should be devoted to 
picturing and describing the products 
exactly as the manufacturers wished 
to present them. All text and 
trations are prepared by the suppliers 
and the Cohn name is printed ICTOSS 
the top of each page 

The book is printed on heavy qual 
ity paper and sturdily bound. A com 
plete index is provided in the front, 
and one back page contains line draw 
ings of Cohn’s three headquarters 
buildings and a company advertising 
message. 

In the introductory 
explained that price would not hav 
contributed to the book because “‘cat 
alog prices are too unstable and most 
usually wrong from the time of going 
to press to when actually making a 
purchase.” 


illus 


message, it 1s 
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Pace 
Supplies Manager 
Named by Choctaw 

Choctaw, Inc., Memphis, Tenn., 
has appointed W. C. Pace as managet 
of its Mill Supplies Division 

Assistant manager of the division 
for the past 10 years, Mr. Pace ha 
had 18 years’ experience in the supph 


father, the late J. B 
Parts Depart 


business. His 
Pace, headed Choctaw’s 
ment for many years 
Che company, with offices in Jack 
Little Rock, Columbus, Green 
wood, and Birmingham, as well a 
Memphis, serves the industrial and 
fields in western Ten 


and Mi 


son, 


construction 


Arkansas 


nessee, 
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Any man who works with metal will quickly recognize the 
functional contours of a Reed Machinists’ Vise. . . with its 
semi-steel castings heavily sectioned at all stress points, yet 
permitting maximum accessability to the work. All internal or 
working parts are equally well-designed and precision-ma- 
chined to insure rock -like solidity, easy operation and long life. 
That's why Reed Vises ‘‘carry the load’’ under the most severe 


conditions. Check these features : 


1. Adjustable front end bearing insures 
accurate alignment and eliminates lost mo- 
tion throughout the life of the vise. 


2. Hardened alloy steel jaws can never 
get lost, loose or broken because they are 
welded in the casting process into a per- 
fect, permanent union. 


3. Heat-treated carbon steel screw... 
accurately machined for maximum bearing 
surface and long life . . . insures strength, 
stiffness and easy operation. 


4. Alloy steel vise nut is milled to limit 
gauge and fits into an accurately machined 
V-slot in body... to insure perfect align- 


ment, less stress and longer wear. 


5. Corrugated clamp bolt fits into cor- 
rugations in base plate to permit easy, 


solid clamping. 


6. Quick, positive provision for taking 
up longitudinal play in the main vise nut. 


Remember, In a vise or pipe tool, if it's a REED... 


it's RIGHTS 


MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA e@ 


MARCH, 1954 


U.S.A. 





BLUE DEVIL 
SOCKET SCREW PRODUCTS 


As an authorized distributor 
for Blue Devil Socket Screw 
Products, you know you enjoy 
exclusive Blue Devil distribu- 
tion — part and parcel of our 
business philosophy that the 
Industrial Distributor is the key 
member of our selling team. If 
you'd like to know more about 
this complete, profit-protected 
line, better write us today. 


CAP SCREWS 


"Diegonal Kauried’’ heads (for '/,*’ 
diameter ond smaller) assure easier 
hand assembly 


FLAT HEAD 
CAP SCREWS 


Flush counter PIPE PLUGS 
SET SCREWS ah Gone STRIPPER 
Precision die BOLTS 
Supplied with Tamper -proof 
cut threads Accurately 
ground threads Eliminate slot 
“ assure an ground body 
thru %&"" dia., stripping 
excellent dry diameters 
where screw er r , 
length equols undercut to 
or exceeds permit tight 
diameter. Six ening flush to 
point styles shoulder 


SOCKET SCREWS EXCLUSIVELY! 


Actual cross-section diagram 
shows how cold forming of 
Blue Devil socket head insures 
i ired fiber tinuity. 





vad 


6500 Avondale Avenue, Chicago 31, Illinois 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 
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Walter F. Deming 


Walter F. Deming 
Heads Deming Co. 


The Deming Co. has elected Walter 
I’. Deming president, succeeding his 
father, George Ramsden Deming, who 
died Dec. 5. 

With the company 22 years, the 
new president has been treasurer of 
the firm for the past 12 years. He is 
the fifth member of his family . to 
head the firm, through four genera 
tions. The company was founded by 
his great-grandfather, John Deming, 
in 1890. 

Other officers elected were E. S. 
Dawson and H. E. Carloss, vice-presi 
dents; Wilson J. Morlan, secretary- 
treasurer; and R. C. West, a director. 


Eutectic Welding Alloys 
Names Vice President 


Eutectic Welding Alloys Corp. has 
appointed Fred F. Roehll, national 
sales manager, as vice-president in 
charge of sales. 

Robert H. Groman, divisional sales 
manager, has been named director of 
applied welding engineering, succeed 
ing Helmut Thielsch. 

Mr. Roehll joined the company in 
1946 and has headed its sales since 
1950. 


Fred F. Roehll 








cece Yours 


Ihe United States has 


ot solved its s 
production problem, and _ industry P 4 
must now set its sights on more efh S$. ( 
cient and better wavs of selling, if 0 i 7. Th 0 . 


healthy growth is to continuc 
This was the theme driven hom« 
to more than 1,000 executives attend 
ing the American Management 
Association’s Annual Marketing Cs 
ference held recently at the Ho 
Roosevelt, New York Cit 
Speakers advised management 
1) get the whole organization 
customer conscious,’ from toy 
bottom, (2) put more stress on product - 
quality and prices to stay in line wit = 
what the market will accept, and 
above all, pay closer attention to the 
individual salesman to see that he MECHANICAL DRIVE 
gets good direction and _ personal 
recognition as a major part of the EQUIPMENT CATALOGS 
team 
Stanley C. Hope, president of Esso 
Standard Oil Co., discounted 
sion psychology” as a danger to 1954 
prospects. “The impact of recession 
talk on the consumer can be greatly 
over-rated,”” he said However, the 
consumer has greater choice in sati 
fying his needs, and competition ; 
ilready as intense as American indus 





try has ever seen it 
Better organization of marketing 
programs was called for by Edward § 
McKay, General Electric Co. Adve 
tising, sales training, per nel ai 
market research are all integ1 
of the master marketing 
should be carefully coordi 
lid 
\ major problem of selling 
trolling the work load of ues @ Not just catalogs, but new and revised reference books 
chief, said | en K. Doscher e-presi crammed with engineering data and other helpful 
dent, Lily-Tulip Cup Corp en information on the most complete line of Mechanical 
to delegate authority seems to be “ Drive Equipment available from any single source anywhere! 


genital” in American busin ; 
stated. This had better be cor Use them for buying and selling—and as a big help to 


now that the typical sales execu give your customers better, faster and more 


real management responsibilit dependable service. 
like the sales manager 1930 wil 


vas generally “a star salesman witl - 
supply of breezy stories and i Write For Yours “Joday 


pense account.” Budget 


Here's a ready-made pre-sold market! Medart's 
reputation for design perfection and mechan- 
ical dependability—for skilled ability to solve 
every mechanical drive problem—for a line 
complete enough to meet every need—is your 
assurance that Medart will be easier and more 
profitable to sell. 

Mos? Complete Source For Mechanical Drive Equipment 


1¢ warned sales managt 
enough left over for think 
relaxation—‘““Worry kills 
C. W. Blount, Bakelit 
vised iles managers not 
their salesmen with too 
er-up”’ material and oth 
tions before finding 


[ istening?”’ Sales: 
3535 DE KALQ@ STREET , 


' ’ : 4 , , 
a dia Ga uel cakes eae THE MEDART COMPANY 3) (ous. uc 


t 
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, avoid “high-pressure” tactics and in- 


sure that they give their audience what 


it needs and can use. 
Donald D. Couch, American Radia- 
. . tor & Standard Sanitary Corp., said 
the Leadershi Line systems to measure salesmen’s effec- 
p tiveness should include other measure- 


ments than profitability. Long-term 
f 5 t A / missionary work is often needed, he 
0 a ety ppa re said. Also, quotas as a standard must 
be realistic, he warned, or they will be 
valueless. 
Y Nationally advertised Mr. Couch discounted as a threat to 
personal selling the trend toward self- 
. . service stores, vending machines, mail 
Vv Nationally recognized order selling and ode developments 
. that are depersonalizing marketing. 
Y Universally respected “The best trained, best guided and 
most fairly paid salesman is the best 


AFETY JOBBERS seeking substantial producer of sales and profits,” he said 


profits and repeat customers should sell No. 14169 
only the Nation's trademarked Leadership STEEL-GRIP OPEN END 
Line of Safety Apparel—Steel-Grip by FINGER GUARDS 
Industrial. Since Industrial introduced Steel-Grip Finger 
. . f a : vards, they have been used successfully in 
Steel-Grip by Industrial is nationally ad- sderytnbaabitantess tates, thade oom 
vertised ... nationally recognized . . . uni- and deced end cytes, i 0 Gales of motertah. 
ine an iterature describing the various types. 
versally respected. This is backed by SIZES FOR MEN AND WOMEN. (U.S. Potents 
Industrial’s know-how gained through 43 No. 2,351,906, No. 2,461,872.) 
years of designing safeguards to combat 
safety hazards of industry. This results in 
better designs, longer service— proper pro- No. 633-4 
tection with utmost economy for the user. GLOVE 
Repeat profits for the seller. 
. . — . " Chrome leather gen- 
4 Sell Steel-Grip by Industrial. The Leader- eral purpose glove. 
: : a = —— wy : » Steel sewn. Prac- 
ship Line of Safety Apparel. The nationally peatitde aeeek 
accepted standard of quality not only builds Tend potted end 
) - e7-r 
volume—but stays sold, and gets repeat oa new anes 
business. It’s much easier and more profit- designs. 
able to sell Steel-Grip by Industrial. 
Write us now for information 
about a growing profitable market ' Gene P. Robers 
in Safety Apparel. 





Weatherhead Names 
Distributor Manager 
Steel-Grip The Weatherhead Co. has ap- 


- No. W3-9— ‘ : 
»0inted Gene P. Robers as sales man- 
WOVEN-GARD 
1 1) US] RIAI ager of its newly created Distributor 
-_ “Woven-Gards” are Division 
N ¥ hand protectors, . 
Safety Appa rel = = — He will direct sales of the company’s 
LA s . 
of a long wearing industrial lines as well as auto replace 
woven cotton safety . 
material. Provide flexibility, comfort, resistance ment parts. 
Soran macs seats | Organized to form a closer 
. » we if s 
Porous weave makes them the finest protector lationship W ith distr ibutors through 


for handling lo temperat jobs. Excellent . 
eT specialized sales training and merchan 


A N protection at lowest cost. 
INDUSTRIAL GLOVES COMPANY dising services, the new division com 


A CORPORATION and ‘se Seed 

. yxrises the former Automotive Stanc 

1642 Garfield St., Denville, tit. ~ Parts Division and that portion of 

(in Canada: SAFETY SUPPLY CO., Toronto) the old Industrial Division handling 

distributor accounts nationally. Ter 

DYNEL ritorial staffs of the two divisions will 

CLOTHING remain separate and virtually un 
changed. 

oS Mr. Robers, a veteran of 12 years 

Seem, Cam | wir een with W eatherhead, started in advertis 

ond special designs ove ing and later directed advertising and 

Since 1946, he has 


to order. We manu : : 
facture a complete Asbestos glove, 14° length. Underwriter’s sales promotion. 
line of industrial 2% Ib. per sq. yd. asbestos with tough No. 492 been sales manager of the Standard 
safety clothing in chrome side split leather reinforcement over > 
your choice — entire palm, face of all fingers, well around HALF JACKET I arts Div 1s10n. I le 1S past pre sident 
er, asbestos, flame small finger. Thumb seam entirely away Welders’ Coot d Pants. ; 4 te ‘ 
5 ) 
proofed duck, wool Som ‘Gaiies aivat al tie ef Ge, Weldon’ Coste and Pont ( f the Industrial Marketers Club of 
and Dynel. gloves ond mittens, plain and leather rein. aude Aone, Giaven, Cleveland and former vice-president of 
rece our ce of lined or unlined. 11", Mitts, Hand Pads. Leathe , : . 
14” ond 23° standard lengtts. Spedel ites, Vistneenates the National Industrial Advertisers 
lengths on request. Duck and Wool Clothing Association. 
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MESSAGE TO COFFING DISTRIBUTORS 
AND THEIR SALESMEN 








“what's so good about 


COIL CHAIN 


on Electric Hoists?” 





Coffing Quik-Lift Electric Hoists 
are offered with coil chain, 


There are many good reasons why 

















1. A coil chain hoist has 360- 
degree flexibility can reach 
out to any side for its load. 








2. Coil chain will feed into the hook-suspended hoist at an 
angle without causing trouble. 
3. Coil chain will not wind up or kink regardless of load. 






_ Coil chain cannot fray, causing damage to hands and 





equipment. 
Coil chain shows greatest resistance to chemical and at- 





Ww 





mospheric corrosion. 
A coil chain hoist may be hook-suspended since weight of 
load never shifts as the load is lifted. 





o 








A coil chain hoist may be adapted for any height of lift. 
There’s practically no limit to length of chain you can use. 


™ 


8. Coil chain requires less maintenance, therefore, there is 
more hoist production time. 




















a what's 80 good about coil chain 
et it is only one of many features 
that make Coffing Quik-Lifts the 


co , rs 
. Fr F r N G H Ps) P s ¥ c 5 M p A - y soundest electric hoist value you can 


: offer. For full inf ati ; 
Danville, Ilinois | ASE. ormation, write Dept. 





Hoist-Alis @ Sofety- 


Pull Ratch 
Rin Giinte am chet Lever Hoists « Mighty-Midget Pullers ¢ $ TY 
erential Chain Hoists @ Load Binders * |. a 
-Beam Trolleys 


- QUIK-LIFT ELECTRIC HOISTS 
models, capacities from 500 to 4,000 tb. 
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SE 


THIS SENSATIONAL 
NEW BENCH MODEL 


DRILL GRINDER 


BENCH MODEL “DB” 


STERLING 
DRILL GRINDER 


Grinds '/s" to 2'/," drills, 2, 3, and 4 
lip, without chucks, collets or extra 
fixtures. Easy to sell because it meets 
demand for a bench model drill 
grinder with ACCURACY and BIG 
CAPACITY. 


STERLING 
MODEL“G” 
UNIVERSAL 

TOOL and 

CUTTER 

GRINDER 


A quality grinder with extra capacity 
at & competitive price. Excello motor- 
ized spindle, 10°," swing, 27” be- 
tween centers. Plain and Universal 
models. 


STERLING 
MODEL “DA” 
DRILL and CARBIDE 
ve “y TOOL GRINDER 


=o. 

A combination drill grinder 
with same capacity as Model 
“DB” plus wheel and table 
for grinding single point 
carbide tools. 


STERLING GRINDERS are 
top quality, easy to sell—a profitable 
line. Write TODAY for complete details. 


McDONOUGH ‘:.° 


1521 GALLOWAY © EAU CLAIRE, WIS. 








Starrett Honors Veterans on Sales Staff 


['wenty-five years or more is the service record of this group of members of The 
L. S. Starrett Co.'s sales staff, gathered at recent award banquet. Left to right are 
R. M. Peckham; W. W.. Haskins; W. J. Greene, vice-president and director of sales; 
J. E. Hindes; H. J. Davidson; A. H. Starrett, company president; W. R. Barlow, 
Detroit; and C. O. Newton, sales manager. Also honored but not present were 
E. Lauber, H. A. Bouchelle, R. Jacobson, A. G. Lenahan and three retired representa 
tives, D. Moffat, G. F. Collins and G. R. Christie 





Starrett recently honored 200 em 


ployees for 25 years’ service at a ban Engineer Named 

quet where watches and $100 U.S = 

Bonds were awarded ruthill Pump Co. has appointed 
Of the 200, there were 14 who had Robert Von Rotz as chief engineer. 

50 vears’ service, including Arthur H 

Starrett, president. William J. Greene, 

vice-president and director of sales, 


has been 40 years with the company HACKLES 
STRENGTH 








Goodyear Names 
Promotion Executives 
Ihe Goodyear Tire & Rubber Co 


has named Bruce W. Wert assistant BIG ORANGE 
manager of the advertising and sales 
promotion departments, reporting to 
D. 'T. Buchanan Shackles Have It! 


Former senior staffman in_ the 
media division, he will continue to 
work with media. 

Lee J]. Bornhofen, formerly of the 
tire sales department, will assist him 


D 
Forged of Hi-STRENGTH STEEL 
Cale Strong 


ANCHOR Screw Pin SHACKLES 


and 
CHAIN Screw Pin SHACKLES 


Now — in Sizes 
o 2” 
SELF COLORED a GALVANIZED 
Write for and Prices 


MIDLAND INDUSTRIES, INC. 


Bruce W. Wert Cedar Rapids, lowa 
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DOUBLE 
CIRCLE 
TOOLS 


Carbide -Tipped 


| PRODUCT QUALITY 


DOUBLE-CIRCLE Carbide Tipped Tools 
Give Greater Cutting Mileage 


PROFITABLE SALES @ DOUBLE-CIRCLE Tools are manufactured with 
extreme care by Chicago-Loatrobe engineers all the 
way from raw steel to the finished product. They 
make sure Carbide Tipped Tools have ample metal 
backing of carbide insert. Inserts are checked to 
“close-limit on analysis” specifications . . . bodies are 
hardened high speed steel. This results in a high 
quality tool that gives long life . . . cuts fast... 
smoothly ...easily...and gives greater cutting mileage. 


The wise buyer of tools, interested in stretching 
PROMOTION dollars, will profit by specifying DOUBLE-CIRCLE. 
Send for descriptive data and specifications — ask 

: for booklet No. 186. 


yYou’tt Get 


< 
COVEH SERVICE 
FROM A 
CHICAGO-LATROBE DISTRIBUTOR 


CHICAGO-LATROBE 


DOUBLE CIRCLE 
TOOLS 


DRILLS © REAMERS © COUNTERSINKS © COUNTERBORES © CARBIDE TOOLS © SPECIAL TOOLS 
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GOOD... because you can recommend 
—without reservation—the CM Electric or 
Hand Hoist exactly right for your cus- 
tomer’s needs...and every industry is a 
customer. 

STEADY... because hoists are in year 
‘round demand. Convincing ads in lead- 
ing industrial publications maintain con- 
tacts...hold established CM prefe:ence... 
direct new customers your way. 
PROFITABLE... becouse Industrial 
buyers and executives recognize CM 
equipment as a service-proven line 
backed by over 70 years of hoist manu- 
facturing experience. No special sales 
training necessary and the unit of sale 
produces a well worthwhile net profit. 


Elmer C. Schacht 


Behr-Manning 


OVERHEAD | Elects Officers 
Elmer C. Schacht has been re- 


MATERIALS ae 4 elected for his fifth term as president 
/, of Behr-Manning Corp., Norton Co. 


subsidiary. 


HANDLING ater i Two new vice-presidents were 
5 44 j | elected: Leon E. Hoogstoel, the firm’s 


technical director since 1945, and Ed- 


EQUIPM ENT 2 win C. Evans, director of manufactur- 
| ing. 


HOISTS « TROLLEYS 
TRAVELING CRANES | 


Cif METEOR 


Y% to 5 ton capacities. Fast, low headroom heavy 





Cf CYCLONE 


% to 10 ton capacities. 
Lightest weight and most 
efficient chain hoist. Rug- 
ged aluminum alloy con- 
struction for heavy duty 
and long life 


} 
5 





—s 


Leon E. Hoogstoel 


Cif PULLER 


%, 1%, 3 and 6 ton capac- 
ities. Lifts and pulls at any 
angle. For 1,001 jobs. Low- 
cost. Safe and easy to 
operate. 


Ss 





Cif COMET 
Y% to 2 ton capacities. Portable, 
compact and rugged electric chain 
hoist. Available in push button | Cif TROLLEYS 
and pendant rope control models "3 low headroom. Tandem, Matchless 


Plug in on 110, 220 or 440 volt = and Moore styles. Plain, geared or 
power lines. motor driven. 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 


TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 


Edwin C. Evans 
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New booklet helps you clean up 
on big-profit mops of 
Du Pont Sponge Yarn 


Now’s the time to cash in on the growing demand for these won- 
derful new mops that are making a hit with customers everywhere. 
They’re ideal for all the industrial organizations you serve. And 
they mean bigger profits for you. Get in on the ground floor today. 
Send coupon for informative booklet, plus names of mop manufacturers 
you can contact. 














easy to sell 


HER gS WH ¥ . RE6. yu. 5. Pat OFF 


© Du Pont Sponge Yarn outwears ordinary mop yarn BETTER THINGS FOR BETTER LIVING... 
3 to 5 times 
© Works as both wet mop and waxer—wax 
rinses out easily 
© Highly absorbent, holds many times its 
weight of water Please send the names of manufacturers and free 
© Easier to clean, always keeps copy of the booklet describing Du Pont cellulose sponge 
a good appearance yarn’s advantages for floor cleaning and maintenance. 
* Doesn't tangle, leaves 
no lint, no flags Name 


I. du Pont de Nemours & Co. (Inc.) 
Cellulose Sponge Sec. O., Wilmington 98, Del, 





Firm 





Address 
City 
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FOR A 

FULL MEASURE 
OF CUSTOMER 
SATISFACTION 


When you handle the famous 
Rawiplug Line you can FULLY 
meet every anchoring need of 
your customers with 
lower installation costs and 
positive, permanent hold- 
ing power. That means 
more satisfied custom- 
ers—which means more 
sales and more stead- 
ily continuing and 
growing business. 


THE 
COMPLETE 
LINE OF 
RAWL PRODUCTS 


Best for Sales 
because 
Best for Service 


Remember, there is nothing “just 
as good” as Rawl products. Imita- 
tions develop faults that’s 
mighty expensive for your customers 
and not so good for you, either. So 
recommend the genuine original 
Rawiplug Line, time-tested and 
service proven, for a full measure 
of customer satisfaction. 
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EXECUTIVE TEAM of L. L. Ens- 
worth Co., Hartford, is headed by 
W. V. Starkie, president, and E. C. Kil 


ray, now executive vice-president 


Ensworth Officers 


Assume New Posts 


E. C. Kilray, vice-president of L. L. 
Ensworth Co., Hartford, Conn., has 
been named executive vice-president 
and secretary of the corporation. 

Also in new posts are W. V. Starkie, 
president, who has taken on the addi- 
tional duties of treasurer; Leon S. 
Griswold, elected a director; and C. H. 
Layman, named assistant secretary and 
manager of the accounting depart 
ment. 

J. P. Sprague continues as 
president and sales manager. 

The changes followed the death re- 
cently of E. J. Gentino, who had 
served as secretary and treasurer. 

Mr. Kilray, who joined the com 
pany in 1923, has been vice-president 
since 1948. He heads the industrial 
supply department. 

Mr. Starkie, with the 
since 1927, has been president since 
1948. Mr. Griswold has been with 
the firm since 1920 in a sales capacity. 
Mr. Layman joined the company in 
1927. 


vice- 


company 


LaBarge & McKim 
Shortens Name 


LaBarge & McKim Co., Buffalo, 
N. Y., has changed its name to Mc- 
Kim Co. 

W. W. McKim, who heads the 
cutting tool specialist house, stated 
that there has been no change of 
personnel or policy. However, the firm 
will limit its lines to those of its 
oldest and major suppliers, to improve 
service by concentration of efforts 

Mr. McKim continues as sole 
owner, as he has been for the past 


three vears 








Tapping Expensive Parts ? 


Asking this Question 
Can Help You Sell 


BIG ORDERS for 


Sell Besly Taps on the important 
jobs, where tap performance is 
closely watched, and you'll sell 
Besly Taps for almost every tap- 
ping job in the plant. That’s be- 
cause Besly Taps really prove their 
quality to your customers when ac- 
curate, dependable tapping is vital. 





ASK US about the Besly Distributor Plan for 





profitable selling and servicing the 25% of 
the plants that buy 75% of all cutting tools. 
It will pay to get the details. 











Besly helps you get leads on the im- 
pressive jobs with a consistent ad- 
vertising program, offering tap trials 
on user’s toughest jobs. These leads 
plus Besly’s engineering counsel, 
order handling and delivery insure 
of satisfied customers that will give 
you high volume, repeat business. 


BESLY-WELLES 


CORPORATION 
106 Dearborn Avenue, Beloit, Wisconsin 


Established as Charles H. Besly and Company in 1875 


BRANCH OFFICES & WAREHOUSES: 
Chicago, Detroit, Cleveland 
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Ta 
=, ur customers 
rtised to yo 
me teh adve 


. FACTORY 
NG and in 
INDUSTRY © WELD! MAINTENANCE 
MANAG 


Henry St. Pierre 


St. Pierre Chain 
Buys Trimont Mfg. 


St. Pierre Chain Corp., Worcester, 

Mass., has purchased the assets of Tri- 

mont Mfg. Co., Roxbury, Mass., pipe 

i wrench manufacturer and will operate 

ve. o* model U-1 it as the Trimo Wrench Division of 
5000 RPM — Ann. St. Pierre. 

$84.50 Henry St. Pierre, president of St. 

7 model U-NT7 oy ~4> Pierre Chain, said methods and tools 

ee = now in use at his company’s Worcester 

om plant would be used to produce the 

full Trimo line. Also, a major advertis- 

ing and merchandising campaign will 

. be launched shortly. 


St. Pierre Chain was found in 1923. 
= p Raymond D. Moore, vice-president 
. . , in charge of sales, will work with 
“ , Franklin P. Aiton, former vice-presi- 
~~) | dent of Trimo, and H. A. Olson, 
. “ts former export manager. Mario Calel- 
’ _ ‘ lo, ‘Trimo works manager, will con- 
; -. tinue in the same post. 
_ fo . | 





. 


LOOK FOR THESE FEATURES: 


juilt, 1% #.P. 
bh drive ctul, Milwoukee 
. wheeling clutc 1.-Powertul, Merwe ine 
The EXCLUSIVE i iclash shock of Ore ; Heore Tyee Cooling SNe onwrs 
. r 

completely a “4 grinding “ eels. RE 2 maintains | em Pee iency = ert 

and unbalancec + wear... quieter, 4 operating. ome ores 

Greatly seduced o) more years of tool servic ; 

a 
er grin img. 


dv and i” 
3 Scit and Soller eo 
: tional des! 
life. actors and industria? 4 Cleon "national * 
Hn ed MILWAUKEE 7 ghier we 3 
Many welc a 


mo k for easy of 

dize easier spindle lec inding 
plants have standar Hundreds of thes€ =. gutton-type of grt 
Clutch-Drive 


ad remove! 
Grinders. Atomic Ener- tachment i 
various At wheels ond 
nders are used in the ion. 6 interchangeable —~ 
= Plants throughout the na : -duty, spring 
BY ’ 


Today for Fret FOLDER SP-2 ob . 
MILWAUKEE ELECTRIC TOOL CO 


-2 
ite for Folder SP 
NoW...Write 

tric TOOL CORP: 


Ss 


: ANNIVERSARY DAY, when _ this 
f photo was taken, marked 47 years with 
ELECTRIC HAMMERS 


Geo. Worthington Co., Cleveland, for 
DRILLS SCREWDRIVERS Jacob Oldenberg, stockman 
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Want more sales? 
... Bearing sales? 


BRON ZE You can actually make more 


sales with the Johnson line because it yrive 
will fill more sleeve bearing applications. gronzt 
The magic number is 90+ with Johnson —— 
Bearings. Over 90% of the uses for Dw 
sleeve bearings... 90% plus...can be en 
supplied from your stock of standard 

size Johnson Bearings. That gives you a 

larger potential than your competitor 

a head start. You can increase your _— 

sales and profits with Johnson Sleeve PURPOSE 


Bearings and Bearing Metals. 


JOHNSON BRONZE COMPANY 
535 South Mill Street - New Castle, Pa. 


asAt 
BARS 


90% plus con 

be supplied from your yyy 

stock of standard size a ; —~ BABBITT 
Johnson Bearings 


GRAPHITED f 
BRONZE 


ELECTRIC MOTOR 


qb or 
f= ant” 


OZ JOHNSON °</ 
Sleeve =. <> 
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BURNERS THAT OFFER 
MORE THAN HOT FIRE 


(1500° in 5 minutes — 2300° in 30 minutes) 


No. 120 
Hi-Speed Steel 
Heat Treating Furnace 


No. 118 
Combination 
Bench Furnace 


No. 130A 
Hi-Speed Steel 
Heat Treating Furnace 


EFFICIENCY ECONOMY 
DEPENDABILITY 


+ « « « from a name 50 years old 
in the Gas Appliance Industry 


When the job calls for heat treating tools, dies 
and smal! metal parts, both you and your cus- 
tomers profit from the big line of Johnson Gas 
Burning Equipment. Write for the free com- 
plete Johnson Catalog which shows additional 
profit-making items. 


No. 1202 Blower 


No. 101 
Bench Furnace 


No. 706 
Annealing 
Furnace 


No. 60ABC 
Concentric 
Ring Burner 


JOHNSON GAS APPLIANCE CO. 


588 E Avenue N.W. Cedar Rapids, lowe 


IF OU GAS LOOK TO 


1901 
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James M. Hughes 


Republic Rubber Names 
Distributor Sales Head 


Republic Rubber Division, Lee 
Rubber & Tire Corp., has appointed 
James M. Hughes as manager of dis 
tributor sales. 

Mr. Hughes has been sales develop 
ment manager in charge of advertising, 
sales promotion and sales training 
since 1949. He will continue to direct 
these activities. 

Since graduating from Michigan 


| State College in 1936, his entire ca 


reer has been in the rubber industry. 
He spent 11 vears in various operating 


| and sales posts with Goodyear Tire & 


Rubber Co., and before joining Re 
public, was assistant sales manager of 
the Pennsylvania Rubber Co. 





George W. Steinmetz 


Supreme Products Names 
Chuck Sales Manager 


George W. Steinmetz has been ap- 
pointed sales manager of the Chuck 
Division of Supreme Products, Inc. 

Formerly assistant sales manager of 
Standard Tool Co., he will direct na 
tional sales for Supreme Products 
from headquarters in Chicago 














This salesman is going out to make every call a sale! 


Give your salesmen Armour 
Coated Abrasives —they sell faster 


because they're precision-made | 


Most of the plants your salesmen call on use 
coated abrasives—and every plant wants the sharp- 
est, longest -lasting abrasive it can buy. Many of 
them have used Armour’s precision abrasives for 
over fifty years—all of them have heard about the 
high quality of Armour’s complete line. That ac- 
ceptance, that volume is what your salesmen need 
to make more dollars per call! 

Armour pre-sells your prospects and customers. 
Direct mail and advertising explain how scientific 
processes such as electrocoating and heat-treating 
give Armour abrasives longer life. Interesting 
booklets and pamphlets as well as “giveaways” 
help make the sale. From then on, your salesmen 
and a superior product take over for steady, con- 
tinuing sales. 

You will be interested in the new Armour 
Technical Application Laboratory, full of the latest 
equipment to help solve problems for distributors’ 
customers. With backing like this, your salesmen 
can't help but get more dollars per call. 


If you're interested in handling the Armour line 
of precision coated abrasives, write us today ! 


Crcted Mresice 


Armour and Company «+ North Benton Road «+ Alliance, Ohio 
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DELICATE 
PROBLEM 


‘i 


7 


Next time one of your customers is 
faced with the problem of convey- 
ing a product that’s delicate or 
easily-marred, solve it for him the 
right way. Sell him long-lasting 
SUPRENE Neoprene- impregnated 
belting. 

You'll sell him for good! 
SUPRENE'’S exceptionally heavy, 
tightly-woven cotton duck construc- 
tion, plus waterproof Neoprene im- 
pregnation, is super-smooth. It will 
not blur the most fragile commodity 
~—satisfies the most rigorous sani- 
tary demands. Surface of belting is 
easily cleaned with hot water or 
steam. SUPRENE Belting resists 
abrasion and shrinkage. Thicknesses 
from 1/16” to 7/16” are available in 
widths up to 48”. 

Want to learn more about this 
superior, sales - producing belting? 
Then write for Bulletin No. 20. 


lwetor 


Dustioon A Texttte | je 








Arthur F. Uhrlandt 


Crouse-Hinds Names 
Division Managers 


Crouse-Hinds Co. has appointed 
two new division managers and a re- 
gional manager. 

Chey are: Arthur F. Uhrlandt, suc- 
ceeding Charles H. Gurney as New 
York division manager; Charles Knox, 
new manager of the Philadelphia divi- 
sion; and Richard F. Kidwell, regional 
manager, metropolitan New York. 

Mr. Gurney, New York division 
head for the past 32 years, is retiring 
after 40 years with the company. Mr. 
Uhriandt, his successor, joined the 
company in 1942 after working for Ni- 
agara Hudson Power Corp. and West- 
inghouse Electric Supply Co. He was 
previously in Couse-Hinds’ Buffalo 
and Indianapolis offices. He heads a 


territory including New York State, | 


Connecticut, northern New Jersey and 
western Vermont. 

Mr. Knox has been in the firm’s 
Philadelphia office for 30 years. His 
division includes eastern Pennslyvania, 
southern New Jersey, Delaware and 
Maryland 

Mr. Kidwell has been with the New 
York office since 1937 except for an 
eight-year period in Boston. 





Charles Knox 
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A LIST OF PRODUCTS 
THAT BUILD BUSINESS 


Car Movers 
Safety Handguards 
Spurs 
Handles 
Replacement Parts 
©@ Porter Spring Winders 


Make us your supply source for 
these items and others which 
we will be glad to tell you 
about. Our direct mail com- 
paigns and trade paper adver- 
tising have made our products 
well industrial 


well known BADGER line. it is 
easy to attach to the 
handle of ANY make of Car 
Mover and prevents acci- 
dents to the operotor. 


ADVANCE 


“CAR MOVER CO., INC. 


POWER KING 
CAR MOVER 





THE TRADE CALLS 


for 
DYKEM 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North lith St. «+ St. Lowis 6, Mo. = 








Packing Types meet 95% of all packing needs 














a0) 


Triplex pumps like this one, which is used to supply hydraulic 
pressure for molding presses, give top performance with R/M 
| y PE 7 Vee-Flex®, a packing included in Type 7 of R/M's “Big 7” 


Packing Types. 


Let R/M increase your packing profits 


R/M’s “Big 7” Packing Types greatly simplify the better performance on probably just three or four 
sale of packing. They permit maintenance men to of R/M’s “Big 7” Packing Types. 

cut inventories, to lower maintenance costs, to re Why not plan now to stock and push R/M’s 
duce downtime, to facilitate ordering. These are “Big 7” Packing Types. Raybestos-Manhattan will 
big talking points. This basic line of just seven provide you with all the selling aids you need—in 
field-tested packing types is engineered to give cluding a detailed specification chart covering many 
custom-built performance in all but the very rarest industries. It will also support you month after 
applications. Plants that are now stocking 10, 20, 50 month with hard-selling eta directed right 
different types of packings can get the same or at your prospects. 











R/M PACKINGS FOR MAINTENANCE PURPOSES ARE SOLD ONLY THROUGH AUTHORIZED R/M DISTRIBUTORS 


RAYBESTOS-MANHATTAN, INC., packinG DIVISION, MANHEIM, PA. 
FR t G 7 FACTORIES: Bridgeport, Conn. ; Manheim, 
Pa.; No. Charleston, S.C.; Passaic, N.J.; 


Neenah, Wis.; Crawfordsville, Ind.; Peter- 
borough, Ontario, Canada. 


RAYBESTOS-MANHATTAN, INC., Packings « Asbestos Textiles « Industrial Rubber, Engineered Plastic, and Sintered Metal Products + Abrasive and 
Diamond Wheels * Rubber Covered Equipment « Brake Linings ¢ Brake Blocks * Clutch Facings « Fan Belts « Radiator Hose « Bowling Balls 
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For fast easy sales— Sell the 


Leaders in the Complete Line of 








TAYLOR MADE ALLOY STEEL CHAIN has twice the strength 
of wrought iron. It's heat#ifeated and never requires annealing. 
Great resistance to grain growth, work hardness and shock at all 
temperatures are additional factors that build satisfied customers 
throughout industry — build profitable repeat business for you. 


TAYLOR MADE HI-TEST CHAIN is made from (C1017) high 
carbon steel. It's heat-treatéd to produce a finer grain... greater 


tensile strength and longer lifethan ordinary low carbon steel chain. 


TAYLOR MADE BBB CHAIN has a close link for great flexi- 
bility. A volume item for Bundling, tiedown and tow chains. 
Ideal for farm implements t@0! Packed in handy Tay-Keg Con- 
tainers. Not recommended for lifting purposes. 


Le 2 


a P, Send Coupon for FREE CATALOG No. 25 
\ 


| S. G. Taylor Choin Co Ps 
" Dept. 6, Hammond, indiana 
| Rush copy of Catalog No. 25 and Prices AY|. f 
| Firm Nome - 
A E 


| Address AT NAME IN 


>R 
|  — * 
| By . SINCE 1873 
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Edward R. Burkardt 


J. H. Williams & Co. 
Assigns Territories 


J. H. Williams & Co. has appointed 
Edward R. Burkardt as sales represen- 
tative in Southern California, working 
out of the Los Angeles district office. 

Other promotions and changes in- 
clude 

Robert I. Barnstead, transferred 
from the New York area to cover all 
of Ohio except Cincinnati, with head- 
quarters in Cleveland; 

Earl W. Brennan, assigned to cover 
Cincinnati and a portion of Kentucky 
that includes the Louisville trading 
area in addition to his regular terri- 
tory, southern Illinois and Indiana; 

Louis J. Sauter, sales representative 
in metropolitan Chicago, assigned 
added territory covering northern In 
diana, Illinois and Scott County, Iowa. 

Both Mr. Brennan and Mr. Sauter 
will continue to work out of the dis 
trict office in Chicago. 





ATTRACTIVE DISPLAY at Corbin 
Supply Co., Macon, Ga., is a good 
place for R. G. Barfield, of counter 
sales, and Charles H. Phillips, city 


sales, to check power tools 











Extra COOLING POWER Per Dollar 
Sells This New INDUSTRIAL 
FAN! 


CAPACITOR-TYPE MOTOR 


STREAMLINED AIR INLET 
is 15% to 18% more efficient then 


ordinary entrance rings. 


This cost-cutting new fan offers 

you an easy way to increase your 

profits. Now you can sell heavy- 

duty cooling at prices that start 

as low as $160.00 (24” size)! Such 

features as the new ‘“‘gull-wing”’ 

blades and an improved air inlet 

24" to 48” make this possible. Here’s extra 
5400 to cooling power at lower cost! And, 
36000 CFM it’s easy to install, economical to 
maintain. You'll have plenty of 

prospects! This fan meets the 

needs of most industrial, com- 

mercial and military applica- 

tions. Consider these big selling 

advantages. Send the coupon for 


ex x he 2 . complete details! 


“GULL- WING’ 
airfoil blades give uniform pressure velocity 
and wide range of efficiency. 


5 Sizes 














Automatic Shutters—Avail- "Gull-Wing” Blades—Si.srp Large Center Disc— Reduces 
able for every size fan. Shut- change in pitch near center of re-entrance air loss. Blades 
ters open when fan is “on”; blades promotes uniform are individually mounted— 
close when it’s “‘off.”’ pressure velocity. replaceable. 


MAIL TODAY! xg 





ROBBINS & MYERS, INC., Fan Division, Dept. 10-34 
387 South Front St., Memphis 2, Tenn. 


A 
Rush complete information about your new Industrial 
, FANS Fan to: 
for 19S. ? Name —_ —EEE . 


Address 





Robbins & Myers, inc., Fon Division 
337 Se. Front St., Memphis 2, Tenn 
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Herbrand Tools 


BINGHAM-HERBRAND CORPORATION 


Pliers 


244 


Here’s how you can help 


your customers cuf corners 


HERBRAND 


DUCKBILL TIN SNIPS 


cut straight, circular or 
irregular shapes without 
bending the metal! 


*® “Duckbill” shape of blade cuts 


without curling. 


* Long, powerful handles 
afford tremendous leverage for 
thin cutting edge . . . permit 
quick, easy cutting. 


* Forged alloy steei construction 
assures utmost strength ... 
long, serviceable life. 


*% Available in 7”, 10”, and 12” 
lengths. 


Write us for details on the 
complete Herbrand line 
of quality tools for industry. 


Fremont 19, Ohio 


Snips Drills Ve" Drive Seckets 
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Quality Tools 
since 


188] 


THE 


Sheet Metal Tools 





| able vu 


Edmund J. Fitzmaurice, Jr. 


Electric Storage Battery 
Names Sales Manager 


Edmund J. Fitzmaurice, Jr., has 
been appointed sales engineering man- 


| ager and advertising manager of The 


Electric Storage Battery Co.’s indus- 
trial division. 

With the company since 1941, he 
has been a supervisor of railway and 
motive power sales since 1950 


Mars Co. Officers 


| Form Belt Repair Company 


Conveyor Belt Service, Inc., has 
been incorporated by O. J. Anderson, 


| and William A. and Robert S. Mars, 


Jr., at Virginia, Minn. W. A. and 
R. S. Mars are vice presidents of the 
W. P. and R. S. Mars Co., Duluth, 
Minn. 

The new company will repair, re- 
condition and service all constructions 
of conveyor belting and elevator belt- 
ing, as used by the mining industry, 


| coal docks, grain elevators, contractors, 


and sand and gravel plants. Major 
and heavy belt repairs will be handled 
in the shop and the company will be 
fully me with all types of port- 

ilcanizing equipment and tools 
for complete field service. 

Mr. Anderson, who has been associ- 
ated with Butler Brothers, The M. A. 
Hanna Co., and Reserve Mining Co. 
over a period of years, will manage the 
shop operations. 


Buys Automotive Line 


Gem Manufacturing Corp. has pur- 
chased the Dover Super Service Sta- 
tion Equipment Division from Dover 
Stamping Co., Fall River, Mass. The 
deal includes a complete line of service 
station equipment and the right to 
the “Dover” name in the automotive 
field. 





Any way you look at it 


ialkMlelcauleluliclats City Realling 








You've been asking for a dial thermometer like ADVANTAGES 


this—A thermometer that can be positioned and firmly He Positive locking in every conceivable engle 


locked at any practical angle—now you can have it! 
2. Reduces the number and variety of instru- 


No stretching or straining to see this thermometer. ; ; 
ments required in your maintenance stock. 


Easy to adjust to required new positions before or after in- 
stallation. No risk of the multi-angle selector working loose. 3. Provides that extra “odd angle” instru- 
A specially designed selector assures positive locking at ment which normal stock does not furnish. 
every practical mounting angle and a few turns of one nut lock &. Easy to change to any desired angle, 
the selector securely. before or after installation. 
These instruments, supplementing USG’s complete line 

of Gotham temperature indicators, are designed to fit all standard 
connections and are available in all standard ranges. If you have a 


5. Soves engineers time when writing 
specifications. 


number of applications requiring ‘‘odd angle’’ mounting these new 6. Affords easy reading at odd angles. 


multi-angle thermometers will reduce the number and 
variety of instruments you have to carry in stock. Dept. VI 
Before you order an angle thermometer be sure you United States Gouge 


see USG’s new Gotham Multi-Angle Thermometer. Division of Americon Machine and Metols, Inc. 
Sellersville, Pa 


Gentlemen 
4 We'd like to know more about the new USG Muiti-angle Ther- 
mometer. Please get in touch with us 


UNITED SPMBES|@AUGE | mt 


= Compony 
Address 


City TT 


INDUSTRIAL DISTRIBUTION © MARCH, 1954 





Super-Sellers 


BECAUSE THEY'RE 


Super-Savers 


SPROUT-WALDRON 


BELT-SAVER 


PULLEYS 


You make more than steady profits 
with Belt-Saver Pulleys; you also 
make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and wing de- 
sign prevents materials from lodg- 
ing between pulley and belt, in- 
creasing belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand. 

Tell all the prospects in your 
territory how small investments 
in Belt-Savers can produce big 
returns. Contact quarries, found- 
ries, mines, sand and gravel 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by conveyor belts. 
You'll win their good will and 
steady business, too. 

In addition to Belt- 
Savers, Sprout-Waldron 
offers the famous “Blue 
Face” line. It includes a 
wide selection of sturdy, 
cast iron pulleys, in many 
sizes and types, for trans- 
mission and conveyor use. 
Write for free 
bulletins contain- 
ing full informa- 
tion about Sprout- 
Waldron pulleys! 
Sprout- alaven 
& Co., Inc.,3 Logan 
Street, Muncy, Pa. 


Write for free booklets! 


CAST IRON 
PULLEYS 
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Supplier Cites Campbell Industrial Supply 


Whitman & Barnes Co.’s Certificate of Merit marks 25 years of good manufacturer- 


distributor relations with the Seattle 


John Campbell, vice-president; and Wallace Campbell, president, accept th« 
from R. | 


Graton & Knight Names Detroit Branch Head 


Conroy, 


Robert C. Kerr 

Graton & Knight Co. has appointed 
Robert C. Kerr as branch manager of 
the Detroit office succeeding Willard 
A. Stearns, who died Dec. 11 

Mr. Kerr was formerly a sales engi 
neer in Detroit. Before joining Graton 
& Knight in 1952, he was New Jersey 
district manager for Air Products, Inc. 

William L. Harris has been named 
sales engineer in Detroit for Graton 
& Knight. He was recently engaged 
in production and laboratory work on 
synthetic rubbers at the Graton & 
Knight affiliate, International Pack 


ings Corp 


Engineer Appointed 


Belgian Electric Sales Corp. has 
named Edmond Charles Falleur as 
chief technical engineer. He was re 
cently chief service engineer of Ateliers 
de Construction | lectrique de 
Charleroi 
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house 


Robert Allen, Campbell sales manager; 
placque 


Whitman & Barnes district manager 


William L. Harris 





Walter Kidde Buys 
Textile Machine Line 


Walter Kidde & Co. has purchased 
Sipp-Eastwood Corp., Paterson, N. J., 
textile machinery manufacturer. 

Kidde Manufacturing Co., another 
subsidiary, will manage Sipp-Eastwood 
ind the two sales departments will 
be combined 

However, products of each company 
will be manufactured separatel; 


Forms Mexican Firm 


Walter Kidde has organized a new 
Mexican subsidiary, W alter Kidde de 
Mexico, Mexico, D. | It will re 
ceive parts from the parent company 


and distribute the fir arn 
fir letection 


ind assemble 
fire extinguisher and 


nes 














THESE WAREHOUSES— 


mean QUICK Sowi 





®e 











SAN FRANCISCO, CALIF 
244 Ninth St 
UNderhill 3-3037 





KANSAS CITY, MO 
1733 Main & 
\ Victor 7832 
— 
LOS ANGELES. CALIF $T. LOUIS, MO. 











3026 East Olympic Bivd 1700 Chestnut St MEMPHIS, TENN 











ANgelus 3-6128 Cfintral 6447 


— 


Home Office 
FORT WORTH, TEXAS 
3600 McCart St 

Wilson 4255 











* 


HOUSTON, TEXAS 
$83! Armour Drive 


Dihilain = 


SELLING 
FORT WorTH “QD” SPROCKETS 





CHICAGO, ILL 
1523 S. State St 
Wbster 9-5774 


JERSEY CITY, N. J 
319 Barrow S 
HEr.derson $-7222 





730 S. Third St 
$-2691 





ATLANTA, GA 
45) Whitehall S¢.. S.W 
MAin 7919 





and “QD” SHEAVES 


HAVE THE ADVANTAGE OF ONE HUB FOR BOTH 


Fort Worth originated the ta- 
pered hub sprocket with the con- 
veniece of the distributor in mind. 
One hub to do double duty in 
BOTH sheaves and sprockets. 
No worry about running to a 
machine shop for a quick rebore. 
The distributor makes a generous 
profit on the full sale, not just 
on the price of a “stock bore” 
sprocket alone. 


Write for your copy of “QD” 


Why the “QD” hub in roller chain 
sprockets? Better acceptance by indus- 
try of the QD principle; more rugged, 
fool proof assembly; larger maximum 
bores are but a few of the answers. 
Space does not permit us to give all of 
the advantages. Drop us a line, and 
we will be glad to explain further—-or 
better yet-—See for yourself—Try QD 
Sprockets and Sheaves — 

BUY Fort Worth! 


SPROCKETS, Catalog Section STEEL & MACHINERY CO. 


300-D just off the press. 
Dept. 13, 3600 McCart, Fort 


Worth, Texas 
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for devices to hang conduit and pipe 
the brand that sells is 


Pipe and 


Romex Straps ' : oe 
‘ BX EMT and pipe 
7 to 4 
f juit and Pipe nF 
j« y tay spre , 7 pipe 
t i w ? k a 


Pipe and 
Conduit Clamps 


rey ae eceteeg onan Make 


Hanger Rings sinted aa. « 


and Bolts thre iw | *D NI 


your source 


“Snughit” for quality 
Pipe Hooks a ong hanging and 


iat - fastening 
pc Name gpaatapaagipataiccss: devices 


Perforated 
Hanger Iron 


"560" 
Combination 
Hanger 


write for 
the NEW 
catalog of 


PAINE 
products 








THE PAINE COMPANY, 17 Westgate Road, Addison, Illinois 
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Carlos V. del Mercado 


Owatonna Tool Names 
Export Manager 


The Owatonna Tool Co. has or- 
ganized a new export division headed 
by Carlos V. del Mercado for over- 
seas sales formerly handled by Borg- 
Warner International Corp. 

Company officers said expansion of 
export markets necessitated the 
change. Mr. del Mercado is now 
making a study of overseas territories 
and is contacting distributors from 
company headquarters at Owatonna, 
Minn. He has had 25 years’ experi- 
ence in international trade 


Leschen Wire Rope 
Names Executive 


Leschen Wire Rope Division, H. K. 
Porter Co., has appointed H. A. Har 
rington to the new post of assistant 
general manager. 

Recently special assistant to Porter’s 
executive vice-president, he has also 
been general manager of the Porter 
spring division and vice-president of 
Good Roads Machinery Co. of New 


York. 


H, A. Harrington 








Minnesota Mining 
Names District Manager 


Minnesota Mining & Mfg. Co. | 
appointed William O. Atwell as Cim 
cinnati sales manager of its industrial 
trade tape division. 

Mr. Atwell joined the compam 
1948 as a salesman in St. Louis. H 
has since served in a sales supervis 
capacity in the St. Louis, Dallas 
Cleveland and Detroit areas 

The company also announce¢ 
following appointments 

Leo L. Norwich as sales manage 
for printing products to dealer trad 

Robert C. Anderson as assistant d 
rector of engineering for staff lab 


1 + 


tories; 

Fred W. Manley, former St. Paul 
sales manager for coated abrasives and 
related products, to the staff of th 
international division, to t o1 
seas subsidiaries in sales operation 

Harold F. Larson as general 


manager 





contender. 


with the help of 


CAMPBELL CHAIN 


4. F. MATHEIS, assistant vice-pres This sturdy 1-ton Aluminum Packet Hoist, produced by The Harrington Com- 

dent, Thermoid Co., has beer elected pany, Philadelphia, weighs only 32 Ibs. Its Ye-ton and 2-ton counterparts 

ewe lt Bhs ot weigh only 30 and 53 Ibs. The saving in weight was achieved by using high 

tensile aluminum parts, including the newest development in chain— Campbell 

; : Aluminum Hand Chain. To provide maximum carrying strength, Harrington con- 

Minneapolis-Honeywell tinues to use Campbell's electrically welded, heat treated steel Load Chain. 
Names Executives 





Campbell's engineering service, used in designing this new hoist, is available 
Minneapolis Honeywe ll Regulator to you... whenever you're working on a problem that involves chain. This 
Co. has named Charles B. Sweatt to 
the newly created post of ha 
man of the board lom McDonald 
and A. M. Wilson wer lected ex 
“ * ges t = it will pay you to sell Campbell Chain. There is a size, type and 
Harold W. Sweatt. board grade to meet practically every requirement. Get your copy 
has been executive vice-president sin of the latest Campbell Chain Catalog. Write today. 
1945. He has been especially acti 
advertising and sales. Mr. McDonal 


headed Honeywell's Toronto, ( _ CAMPBELL CHAIN Company 


] 
MAIN OFFICE: YORK, PA 


sales from 1931 to 1935, and | 
West Burlington, lowa; Portland, Oregon; Sacramento, Calif 


service, combined with long experience and a continued reputation for quality 
makes Campbell Chain the choice . . . for use on original equipment and in 
the plant. 


ve in 
] 


been vice-president Mr 
joined the company as ass 


president in 194] _ Has b Cll a y Makers of Chain for every need... INDUSTRIAL...FARM...MARINE - 
president since 1943 ...and the famous CAMPBELL Lug-Reinforced TIRE CHAINS : 
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HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A .TYPE FOR EVERY USE! 
FOR ALL PRESSURES ! 
FOR ALL TEMPERATURES ! 


Standard & Double) 
Extra Heavy 
UNIONS 

Available with 

screwed or socket 

weld ends. 3000- 

Ib. sizes Ya” to 3”; 

6000-Ib. sizes «| 

3000-Ib. and 6000- 

















ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 





| erations manager for The F. 
| & Bro. Co., 


| it was announced. 
continue in a consulting and advisory 


| secretary; J. C. 








to 2”, 
Ib. service. io 


(wait & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb, 


| service only. 


(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-lb. and 8000-Ib. 

















~ 





| relations; 
| president and export sales manager. 


| manager and 





\nctieae . my 


WRITE FOR CATALOG I! 


Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 





300 MILL ST. - CATAWISSA, PA. 
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E. M. Myers 


_F. E. Myers Elects 


Sales Vice-President 


Everett M. Myers, former sales op- 
E. Myers 


succeeding C. D. Leiter, 
as vice-president 


Mr. Leiter expects to retire from 
active work sometime during the year, 
Meanwhile he will 


capacity. 

All members of the company’s 
board of directors were re-elected. 

Officers re-elected by the board in- 
clude Curtiss Ginn, Jr., president; F. 
E.. Myers Il, first vice-president and 
Myers, Jr., vice-presi 
dent in charge of industrial and public 


and W. B. Kellogg, vice 


Everett Myers joined the company 
in 1946. He was later export sales 
assistant to the presi- 
dent, and has been sales operations 


manager since January of last year. 


Mr. Leiter has been with the com- 
pany since 1905. He became a vice- 
president and director in 1937 


Orr Iron Co. 


Makes Promotions 


Ed Mann, Orr Iron Co., Evansville, 
Ind., has been promoted to the pric- 


| ing department. Mr. Mann has been 


with the company for 30 years, serving 
in many warehouse capacities, most 
recently handling the steel section of 
inventory control. He will be suc- 
ceeded by John Rutter. 

Joe Grassman, warehouse employee, 
has been moved to the purchasing de- 
partment, where he will act as assist- 
ant to Robert Thurgood. He will be 
succeeded as stock control clerk by 
Joe Ford. 
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has been elected vice- | 
| president in charge of sales for the 
company, 
| who will continue 
| and director. 


BALL- 
BEARING 


GRINDERS 


CARBIDE TOOL GRINDER 


BALDOR builds a complete line of bench and pedes- 
tal type grinders —— the special Carbide 
Tool Grinder shown a 6” to 12” wheels, bal- 
anced for smooth eperation and precision grinding. 
Bali-beacings in dust-proof housing are lubricated for 
life. 


BALDOR ELECTRIC CO. 


4364 Duncon Ave. ST. LOUIS 10, MO. 


SOLD 
THRU 
DISTRIBU- 
TORS 


Ask for 
Bulletin 
321-H 








DIAMOND 
WHEELS 


Sales distributor opportunity 
for complete line. Prompt 
delivery of finest diamond 
wheels available in all sizes 
for tool grinding. 

Nationally known manu- 
facturer increasing distribu- 
tion. Will appoint distribu- 
tors to specialize primarily 
in selling cutting tools to in- 
dustrial accounts. 

Write for details of our 
sales and service program in 
your territory. 


United States Diamond Wheel Co. 


1838 IIinois Avenue 








Aurora, illinois 














John J. Jirasek 


Worthington Names 
Southwest Manager 


John J. Jirasek has been appointed 
sales manager of Worthington Corp.'s 
newly created Southwestern regional 
sales organization with headquarters in 
Houston, Texas. 

He will coordinate activities at the 
company’s offices at Houston, Dallas, 
New Orleans, E] Paso and Tulsa 

Mr. Jirasek was recently manager of 
the company’s Petroleum and Chemi 
cal Industries Division. A graduate of 
the University of Prague, he joined 
Worthington in 1940. 

Named to Mr. Jirasek’s staff were 
H. M. Boteler as compressor consult 
ant and T. J. Sniffen as process pump 
consultant. Mr. Boteler is former as 
sistant manager of the Compressor 
Division at the Buffalo Works. Mr: 
Sniffen was an application engineer in 
the Centrifugal Pump Division 

J. B. Zachry, formerly of the Tulsa 
district office, has been assigned to the 
Southwestern region as engine spe 
cialist. 


Minneapolis-Honeywell 
Adds to Sales Force 


Minneapolis-Honeywell Regulator 
Co. recently added 16 sales engineers 
to its field force in 12 branch offices 

Also 20 new service engineers have 
been assigned in 19 cities. 

Ihe sales engineers, recent gradu 
ates of the company’s industrial in- 
strument training school, are: K. J. 
Lesker, Dallas; O. E. Krienke, New 
Jersey; W. J. Boschert, St. Louis; W 
G. Henderson, Chicago; R. P. Norton, 
Indianapolis; W. J. Young, Houston; 
W. C. Curp, Dayton; W. T. Lisenby 
and J. T. Gentry, Los Angeles; J. | 
Ciprari, Minneapolis; K. Batchelor, 
Houston; W. L. Bolton, Atlanta; R. 
J. Raycroft, Toronto; T. M. Hunt and 
W. F. Harrison, Montreal; and H. I 
Allison, International Division 


























ae ~ al ot ~7~ al 
Regular Flute-Long Solid Shell Jobbers RH & LH Expansion 
Tip Tip Carbide Type Type Spiral Type 


QUALITY CARBIDE sceolot@maes' tye. Bd 


‘ . 2 So Fe Jo ® Ang ‘ { 
“Visit our Booth #623—aA.S.T.E. Show—Philadelphia” 
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WITT CANS | tary». t2e names assistant Stes ea 


aa Longer 
.. Sell Faster 


Satisfied users report that a WITT survives 
severe treatment that wrecks the ordinary con- 
tainer. They demand WITT CANS and PAILS 
to get the best buy, regardless of price. Sell the 
Can that sells itself, WITT. . . guaranteed to 
outlast 3 to 5 ordinary Cans. Here are a few 
fast sellers 


ASH AND 
GARBAGE CANS 
AND PAILS: 


5 Con Sizes—12 4, 14, 
20, 27 and 33 gal. co- 
pacity. 4 Pail Sizes— 
5, 6-3/5, 0% and 16 
gal. 


ONY WASTE CANS: 

7 Sizes, 5 to 30% gal. capacity. 
Hand or foot-operated covers. 
Approved and labeled by Under- 
writers’ Laboratories, Inc., and 
Associated Factory Mutual Fire 
Insurance Companies. 


ROLLER CANS: 


ideal for storage and handling 
of liquids and solids. 20, 27 and 
33 gal. capacity. Plein or corru- 
gated bodies. iron or rubber 
wheel casters. Regular or flat 
covers. 


OTHER WITT PRODUCTS: 

Underground Garbage Receivers, Hocded Cans, Hoist- 
ing Cons, Mopping Pails, Extra Large Refuse Cons, Con 
Dollias and specially designed Cans. 


WITT CANS AND PAILS 
HAVE THE “RIGHT oy 


WierOox, 


“Originators of the Corrugated Can" 


™e WITT CORNICE COMPANY 
2111 WINCHELL AVE. CINCINNATI 14, OHIO 


Please send me your FREE Corolog 
Nome 


Address 


a] 
> 
< 


\. * =a 


Hugh E. Hendrix 


Orlando, Fla., 
Keenan as 


Harry P. Leu, Inc., 
has appointed Frank E. 


assistant sales manager. 


For the past 14 years he has been 
travelling representative in Osceola, 
lower Brevard, Indian River, St. Lucie, 
Martin, Okeechobee and northern 
Palm Beach counties. Now working 
from the Orlando office, his duties in- 
clude training and supervision of the 
sales force. 

Other recent assignments announced 
by Harry P. Leu are: 

Hansel L. Lord, of Orla Vista, to 
cover the lower portion of the territory 
handled until now by Mr. Keenan; 

Hugh E. Hendrix, of Orlando, as 
signed to the upper portion including 
Kissimmee, St. Cloud, Holopaw, Mel- 
bourne, Oviedo, Winter Park and 
Maitland; 

William H. Goodwin, named store 
floor manager at Orlando. 

Mr. Lord has been with the com 
pany for the past five years. Mr. Hen 
drix, a former floor manager, ‘has 
served the firm for nine years. Mr 
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Hansel L. Lord 


William H. Goodwin 


Goodwin has been with the store 
staff for three years 

Paul J. Stine, general manager, 
hailed the appointments as part of the 
company’s planned expansion to keep 
pace with “the rapid growth of mar- 
kets throughout the state.” Now in its 
54th year, Harry P. Leu has an outside 
sales force totalling 21 men. The firm 
represents 750 manufacturers and 
carries 30,000 types of items, Mr 
Stine said. 


Jeffrey Names 
Ad Executive 


Jeffrey Manufacturing Co. has ap 
pointed Nevin J. Rodes to manage 
trade paper advertising. 


L. H. McReynolds, with the firm 
33 years, has been named public re- 
lations manager, succeeding W. B. 
Montague who resigned recently to 
accept a position in Cleveland. A. D. 
Mahoney continues as sales promo 
tion manager. 














Here’s Where You Can Sell Republic’s New Plastic Pipe 


These are only a few of the places where you can 
sell Republic Plastic Pipe. You'll discover more 
applications on the job. 


For: Jet P er 
on seumes Remember: Flexible is made of polyethylene. It has 
For: irrigation Digh corrosion resistance to many chemicals and 
Systems chemical fumes. Semi-Rigid is made of butyrate, has 
high resistance to natural gas and corrosive acids 

and alkalies found in soil. 


Semi-Rigid is available in nine sizes from 12” to 6”. 

It comes in 20 and 40-foot lengths. It’s available in 

Residential coils in 42", 44” and 1” diameters. While normally 

Gas = 4 ° ° . . “1, ; 

Sunten tines supplied in black, clear pipe is available on request. 

es Flexible also comes in nine sizes, from 12” to 6”. It’s 

available in coils, in sizes ¥2” through 3” in diameter. 

In 4” and 6” diameters it is supplied in 25-foot lengths. 

Both these plastic pipes are non-toxic. Both are light- 

Plea weight, and exceptionally easy to install. And 

Pipes for sewers and installed costs are surprisingly low. Booklet 603 will 

plumbing fixtures, drain lines = give you all the facts on where to use these plastic 

For: Water and Waste Disposal! Pipes, how they react under certain conditions, how 
Lines to join them. Write for it. 


‘or Cont REPUBLIC STEEL CORPORATION 


Lawn Sprinkler GENERAL OFFICES « CLEVELAND 1, OHIO 
Systems Export Department: Chrysler Building, New York 17, N.Y. 


REPUBLIC 
PLASTIC PIPE 
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STRUCTURAL 
WRENCH 


CONSTRUCTION 
WRENCH 


Oe 
CA 


STRIKING FACE WRENCH 


BILLINGS 


NEW TOUGH BABIES! 


tough as the nuts they “crack” or set up! 


Drop forged from Billings own Vitalloy © (special analysis alloy) steel — heat 
treated to deliver maximum strength on the most rugged jobs — accurately 
sized openings machined to perfection — finished in heavy chrome plate with 
polished heads for a long, corrosion-free life. 

Top quality to meet the most rigid requirements of craftsmen in heavy con- 
struction and industry. Each one is UNCONDITIONALLY GUARANTEED. 


New Carbon Stee] CRANK HANDLES 


For use as original equipment or 
replacement parts on all types 
of machinery. Available in eight 
different sizes with straight or 
offset handles. Details on request. 


These and other profit-building wrenches and shop tools make Billings 
the right line — the COMPLETE LINE —for Industrial Distributors. Full 
particulars on request! 
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| Miles Stray Hails 
“Industrial Marketer” 


The first issue of the Worthington 
Industrial Marketer, a new quarterly 
publication of Worthington Corp., 
was recently sent to all the company’s 

| distributors. 

| Guest editorial for the issue was 
written by Miles Stray, president of 
Charles A. Templeton, Inc., Water- 
bury, Conn., who hailed the publica- 
tion as “a milestone in the progress 
of manufacturer-distributor relations.” 

F. J. Whelan, vice-president-sales 
of Worthington, said the Industrial 
Marketer has the two-fold purpose of 
bringing the company’s distributors 
closer together and better acquainting 
them with Worthington affairs in gen- 
eral. It will include news, informative 
articles, product material and a guest 
editorial, among other features, he 
said. 

Mr. Stray, in his editorial, said im- 
provement in manufacturer-distribu- 
tor relations “becomes more obvious 
daily.” 

“Perhaps distributors bragged so 
long and so loudly that the manufac- 
turers finally conceded that they did 
know something, or perhaps the manu- 
facturers, viewing distribution more 
analytically, concluded by themselves 
that distributors knew something 
about distribution. Whatever the 
reason, however, it’s unimportant. 
The important thing to both parties 
is “selling” the manufacturer’s prod- 
uct to the consumer, a single task and 
one which can be accomplished suc- 
cessfully only if the people concerned 
talk the same language.” 


New Warehouse Opened 


Sanson & Rowland, Inc., has 
opened a new modern warehouse at 


186 West Louden St., Philadelphia. 





SALES PROBLEMS are discussed by 
G. W. Sudbury and J. B. Perkins, of 
J. H. Williams & Co., and W. S 
Beans and J. C. Seccombe, Industrial 
Supply Co., Denver. 














SALES LITERATURE is given the 
once-over by J. M. Underwood, assist 
ant sales manager; Don Jarvis, and 
Gene Collins, salesmen, Hays Supply 
Co., Memphis. 





International Nickel 
Assigns Executives 


The International Nickel Co. has 
transferred J. M. Weldon to the Gen 
eral Sales Department as assistant to 
the vice-president. 

Others appointed are: C. J. Biano 
wicz, named manager, Inco Nickel 
Alloys, and Daniel W. Machon, in 
charge of the newly established Cobalt 
Section of the Nickel Sales Depart 
ment. 

Mr. Weldon, who will now deal 
principally with mill and foundry 
products, has held various posts since 
he joined the company in 1927. Mr 
Bianowicz, who succeeds the late H 
D. ‘Tietz, previously headed the 
I. N. A. Department's industrial sales 
He has been with the company 25 
years. Mr. Machon had been assigned 
to a post abroad until 1952, and since 
then to the company headquarters 


Moorlane Vice-President 
Resigns Active Duties 


Howard E. Boggs, vice-president 
und director of Moorlane Co., Tulsa, 
Okla., retired from active duty with 
the firm on Feb. 15. 

For the past 12% years he has man 
aged the company’s Amarillo branch 
Mr. Boggs said he timed his retire 
ment with the completion of th 
scholastic education of his children so 
that while still in good health, he 
could do some of the things he had 
alwavs wanted to do but had no time 

tor 

For the rest of this year he will be 
retained by the company in an ad 
visory and consulting capacity 





He’s a BEAR 
for selling belting ... 


And all during 1954 he’s selling it for you in 
trade magazines and at trade shows. His 
“bear hug” dramatizes the grip, pull and wrap 
of G&K Flat Leather Belting. That's real 
“PULLINGRIP” — necessary for top pro- 
duction-power and developed to its maximum 
in G&K brands. 

Yes, this bear is doing a hard-hitting sellin 
job among your customers who use and speci- 
fy belting. They look to you — the Industrial 
Supplies Distributor —to supply them, and 
you can look to us. In your territory the 
G&K representative, an experienced belt man, 
is ready to help you in any way he can. The 
G&K Belting Catalog 101 is a valuable selling 
tool that can be working for yow at all times. 

Let’s all “bear down” on selling G&K top 
quality belting! There’s more real profit in 
it — for you and for your customer. 























Every G& 





is message ~ 
Distributor 


K Ad carries th 


trial Sup ing, dressio 
r G&K Lod beltings t 1acinB> Write 


for flat, 


d spec 


cements, P 
free Beltung 


World’s Largest Manufacturer of Industrial Leather Products 


INDUSTRIAL DISTRIBUTION * MARCH, 1954 





S8SBeeBaBaB 


INDUSTRIAL DISTRIBUTION © MARCH, 1954 





Available now te Lstyibuters/ 
OPERATION TEAMWORK 


A NEW FILM STORY OF THE INDUSTRIAL SUPPLY DISTRIBUTOR 


OPERATION TEAMWORK, a new slide film available to distributors, explains 
the essential role of the industrial] distributor in America’s industrial economy 
and describes his operations. The distributor presented in the film character- 
izes industrial] distributors from coast to coast. The functions and operations 
pictured are composite drawings of hundreds of actual photographs cataloged 
in the editorial files of INDUSTRIAL DISTRIBUTION. 


OPERATION TEAMWORK demonstrates the indispensable service that dis- 
tributors render to industry—to both manufacturers and users of industrial 
equipment, tools and supplies. This service is shown revolving around three 


basic jobs: 


1—Management Direction and Control. 
2—An Adequate and Well-rounded Inventory. 
3—An Aggressive Sales Force. 


Each of these functions is presented in detail. Each is shown for its import- 
ant contribution to the goal of all distributors—to render the service that 
industrial buyers demand. 


OPERATION TEAMWORK was originally prepared as a basic part of several 
planned presentations for your suppliers—manufacturers selling through indus- 
trial distributors. The purpose of these programs is to create a better under- 
standing of your sales and marketing role and to stimulate closer cooperation 
with you. 


Now, at the suggestion of a group of distributors, the script has been adapted 
to the distributor’s use as a training film for his own organization and for 
presentation to his customers and prospects. The film is a 35 MM strip in full 
color. It can be operated in low frequency automatic projectors and/or manual 


projectors. 


The film and recording is being offered to distributor at cost—$18.00 for the 
complete set. Send orders to 


' The McGraw-Hill publication 
1 UJ S r { (I edited exclusively for Industrial Distributors 


and their salesmen. 


Distribution 


330 WEST 42ND STREET, NEW YORK 36,N. Y. 
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HOISTS & TROLLEYS 
offers distributors 4 keys 
to easier Hoist Sales. 


1—Quick Delivery 
2—Superior Product 
3—A Complete Line 
4—National Acceptance 


All these things add up to values to your 
customers—Something that means repeat 
business for you. 


Phitadeiphia Hoist features all malleable tron con- 
struction. Timken-Mounted load sheaves, bronze- 
bushed hollow load sheave shafts, complete enclo- 
sure of all bearings and many other performance 
advantages. 


CHAINBLOCK& J MFG. CO. 
MASCHER & NORRIS STS. 
PHILADELPHIA 22, PA. 





f 











A Type and Size for Every 


Need ... up to 20 Tons 

















Spur Gear Differential Lowhead Room 
Hoist Gear Hoist Trotley Hoist 





Geared and Plain Troileys 


Write for Catalog covering the complete 
Philadelphia line in detail. 


CABITA 


INDUSTRIAL 


BRUSHES ano BROOMS 


They Work to Your 
Sales Advantage 


The complete satisfaction CAPITAL 
equipment gives in daily performance 
brings customers back for more. Plant 
men responsible for efficiency in main- 
tenance want the finest and longest 
lasting equipment their money will buy 
—to a mon they choose CAPITAL. Dis- 
tributors can’t miss when they sel! 
CAPITAL. 


* We urge users to buy thru their 
local distributor + 


INDIANAPOLIS 
BRUSH & BROOM 
MFG. CO, 


Corner of Brush and Broom Streets 
INDIANAPOLIS 7, INDIANA 
Est. 1890 
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James P. Price 


Standard Pressed Steel 
Creates Canadian Outlet 


Standco Canada, Ltd., has been or- 
ganized in Toronto as a wholly owned 
subsidiary of Standard Pressed Steel 
Co. to sell, warehouse and distribute 
fasteners. 

Headquarters are in a new 7,500 
sq. ft. building on Bartley Drive. The 
firm will stock the parent company’s 
socket screw products, locknuts and 
collars. Hallowell shop equipment will 
be shipped direct from the home plant 
to Canadian distributors and dealers. 

The firm will cover Ontario and 
Quebec, with particular concentration 
from Windsor City to Quebec City. 
Williams & Wilson, Ltd., Montreal, 
will continue to represent Standard 
Pressed Steel in the Montreal area, 
however. 

James P. Price is general manager 
and vice-president of the new sub- 
sidiary. 

Mr. Price, a native of Ontario, has 


| been with Standard Pressed Steel since 


1934. Recently he has been in charge 


| of the Philadelphia sales territory. As- 


sisting him will be C. Harris Munsie, 
who has recently been selling in the 


| automotive and lumber industries in 


the Los Angeles area. 


Satterlee Co. Building 
New Minneapolis Quarters 


The Satterlee Co. has begun con- 


| struction on a new two-story building 


at 26th and Franklin in Minneapolis. 
The structure is planned for June 
occupancy. 

Of reinforced concrete construction 
with brick face, the building will 
measure 165- by 125-ft, and will in- 
clude ample parking space. 

A feature of the new quarters will 
be a 110-ft glass show case, and a 
large display area where tools will be 
under power at all times. 








“Rockwell” Name 
Now on Drill Units 


Rockwell Mfg. Co. is now market 
ing under the “Rockwell” trademark 
its air-powered hydraulic drill units 
formerly sold under the “Delta-Mil 
waukee” name. 

The company formed an independ 
ent Drill Unit last Spring, according 
to L. A. Dixon, executive vice 
president. Prior to that time, drill 
units were manufactured by Rock- 
well’s Delta Power Tool Division, 
which developed the equipment 

Mr. Dixon said demand for the 
units necessitated a separate manufac 
turing and technical sales organization. 
Consequertly, the Delta-Milwaukee 
name on the drill units in recent 
months has been inappropriate. ‘They 
will be known im the future, he said, 
as Rockwell air-powered hydraulic 
drill units. 





Kenneth B. Zifferer 


U. S. Expansion Bolt 

Names General Manager 
Kenneth B. Zifferer, former sales 

manager of U.S. Expansion Bolt Co., 


has been appointed executive vice 
president and general manager 


He is the son of Lothar R. Zifferer. | 


who founded the company in 1908 


Rickert Supply 
Announces Promotions 


Rickert Industrial Supply Co., Mil 
waukee, Wis., ha appointed J. L. 
Rickert vice president of the com 
pany. Mr. Rickert is former Pitts burgh 
district manager for the Charles A 
Schieren Co. 


Herbert M. Drissen, a Rickert | 
salesman for the past four years, has | 


been made sales manager. Ror pro 


motions were announced ; | dinner 


meeting held recent; . ‘ee om 
pany. 





AS ADVERTISED 
in leading indus- 
trial magazines. 


This little tool can 
pay for itself on one job! 


lt can move 30 tons 2 inches in any direction 
—closed it is 42 inches high ° 


It’s an ideal tool for such jobs as pulling bearings (see 
above), repairing cranes, shovels, machinery, and equip- 
ment of all kinds—in fact, one glance will suggest more 
uses than we could possibly list. 

It’s the 30-H-4.5 ““Lo-Hite”’ remote controlled hydraulic 
jack with independent pump. It is designed especially for 
heavy lifting in places where a jack handle cannot be 
operated. The independent pumping mechanism is con- 
nected to the jack by an 8-foot flexible rubber hose, per- 
mitting operation of the jack from any convenient place— 
vertical, horizontal, inverted, or inclined. 





This versatile tool is one of the hottesi items 
in the Duff-Norton line. All hese have to do 
to sell them is tell prospects about them. Your 
sales manager has or can get complete infor- 
mation on prices and direct literature regard- 
ing the all purpose ‘‘Lo-Hite.’’ Ask him today! 
The Duff-Norton Manufacturing Co., P. O. 
Box 1889, Pittsburgh 30, Pa. Canadian plant, 
Toronto 6, Ontario. 











DUFF-NORTON 


“‘Giving Industry A Lift 
Since 1883” GC S$ 
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fleyible shaft 
MACHINES 


your BEST BUY 
because they 


serve your customers 
BETTER! 


43-SPEED JIFFY 
$J-38 


These two STOW Variable 
Speed Machines permit 


choice of operating speeds 

. are specially designed to 
provide the highest efficiency 
wherever applied. Many other 
models available 


Stow STREAMLINER 
N.40 


STOW FLEXIBLE SHAFTS 


are the result of specialized knowledge 
and 76 years of experience. Reliable, 
efficient—they're famous for lorg-wear- 


ing, trouble-free performance. 


Write for Free Copy! 


Don't delay— 
write today for your 


Free copy of Catalog 5! 


STOW MANUFACTURING CC 


Norton Elects Officers, 


Wallace L. Howe 


Donald L. Price 


Norton Co. has elected Wallace L. 
Howe as vice-president in charge of 
research and development and a di- 
rector of the company 

John M. Cook, vice-president and 
general sales manager of Behr-Man- 
ning Corp., became a director. Henry 
M. Elliot, first vice-president of Behr 
Manning, has retired as a Norton di 
rector. 

George N. Jeppson was elected 
chairman of the board and Milton P. 
Higgins president. 

With Norton 30 years, Mr. Howe 
has been director of research and de 
velopment since 1952. 

Mr. Cook joined the Behr-Manning 
sales department in 1921, and_ be- 
came manager of jobbing sales in 
1935. His later posts included sales 
manager of general trades; assistant 
manager, Abrasives Division; and vice- 
president and general sales manager 
of the Abrasive Division 

Mr. Elliot joined Manning Abrasive 
Co. in 1920. He is president of Nor 
ton Pike Co. and director of several 
Norton subsidiaries 
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Sales Manager 


John M. Cook 


Bruno D. Hendrickson 


Donald L. Price has been appointed 
sales manager of the Abrasive Division 
of Norton Co. 

Sales manager of the company’s 
Eastern Region since 1952, he started 
with Norton as a mail boy in 1920 
and has since been stock man, sales 
engineer, abrasive engineer, field en 
gineer and Detroit district manager 
He transferred from Detroit to head 
the Eastern Region in 1949. 

Mr. Price is a member of the De 
fense Committee of the Grinding 
Wheel Institute. 


Abrasive Engineer Named 


Norton Co. has appointed Bruno 
D. Hendrickson abrasive engineer in 
charge of the western New York ter 
ritory, succeeding Edward J. Lalor 

Mr. Lalor resigned to join Oliver 
Abrasive & Tool Co., Buffalo, N. Y 

With Norton since 1929, Mr. Hen 
drickson has been an engineer in the 
Sales Engineering Department since 
1945. He is the author of several tech 
nical articles and bulletins and helped 
revise several educational booklets. 





RR A MET TTe 








_ FULL Bowe SHIFTS 
WITHOUT A GRIND 





INCREASES 
YOUR SALES 


& © 
ter ae ne 0 
a hh ee . 
a ie . 


a hey 


a 


ik. e 


eA 
te ee 


HIGHEST 
QUALITY 
CUTTING 


TOOLS These standard W & B high speed drills keep going for a full 
eight hours on each grinding—no shut-downs during shifts for 
resharpening or replacement of dull drills for this manufacturer 
of oil and gas well head equipment. 


Casing heads are alloy steel having a Brinell hardness of 

; , ‘ e 185-260. Drilling of bolt holes in casing head flange is done 

gwe on a 16 spindle “Hole Hog.” Operated at 126 R.P.M. and with 

GREATER a .015” feed per revolution, the high speed W&B drills 

PRODUCTION soe quickly and efficiently complete the drilling of twenty 12” 
diameter holes 3” deep in each flange. 


This example of unusual drill durability and efficiency is indica- 
tive of the high performance you, too, can have by specifying 
W &B for your drilling operations, 


~~ YOUR INDUSTRIAL DISTRIBUTOR 
ECONOMY we B Can Give You Quick Service 


vA On Pica & in Tools. SF 
ontact Him Today! 
OPERATION ASN 
WHITMAN & BARNES 


40010 a A | telels me Plymouth Michigan 
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NOW science perrects. 


“yu 3 i J 
IDEAL"V" LINK BELTS! JME 





. ; 
is 











At last . 


f 




















A SURE? 


. development research and on-the-job testing have 


perfected the “V” Link Belting everyone has demanded. The new 
special rubber compound, combined with the high tenacity fabric 
offers a “made to order” “V” Link Belting that gives you all 


these odvantages: 


%& GREATER STRETCH RESISTANCE! 


%& MORE PLIES IN EACH SIZE GIVES 
HIGHER POWER CAPACITY! 


% IMPROVED FLEXIBILITY! 


FOR YOUR FREE 
SAMPLE AND 
LITERATURE 


Write to: 


BRAM 


WAREHOUSES: Atlanta 


262 


Birmingham 


® GREATER RESISTANCE TO SHOCK, 
FATIGUE, AND ABRASION! 


*® MUCH LONGER LIFE! 
ALL AT NO INCREASE IN COST! 


CRAMMER “Red” 

pred ANTE you will 
st offers gre 

ony other fink wm 

Our Mone 

'S Nor foun Y ref 


. 2 A.-8 8 a F 


O N 
684 BROADWAY, NEW YORK 12, N. Y 


Kansas City Los Angeles San Francisco Seattle 
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H,. C. Heine 


Hewiit-Robins Names 


| Distribution Head 


H. C. Heine, former assistant man- 
ager of the Central Sales Division of 
Hewitt-Robins, Inc., in Chicago, has 
been transferred to the company’s ex- 
ecutive offices in Stamford, Conn., to 
supervise distribution of the firm’s 
products through distributors and 
dealers. 

Mr. Heine joined the company in 
1950 as district manager in Chicago. 
He formerly worked for Quaker Rub- 
ber Corp. 


Morse Chain Completes 
$1,400,000 Expansion 
Morse Chain Co. recently com- 


pleted a $1,400,000 expansion and 
modernization program at its Ithaca, 


| N. Y., plant. 


A 75,000 sq. ft. iron foundry has 
been converted to a punch press and 
heat treating plant and a new addi- 
tion with railroad siding has been 
built on the former foundry for steel 
storage. Officers said the company 


| is abandoning all foundry facilities 
| because of decreased demand for cast 


iron sprockets. They said increasing 
demand for roller chain and chain 


| drives required expansion in these 
| lines. 


Worthington Salesman 
Cited for 40th Year 


Joseph T. Mack, industrial salesman 


| for The Geo. Worthington Co., has 


been awarded a service pin in recog- 
nition of 40 years’ service with the 
Cleveland firm. 

Mr. Mack began his career with the 
company in the order department. He 
later joined the industrial department 
and became a salesman for the Cleve- 
land area. J. W. Vickers, industrial 
division manager, presented the award. 











Firth Sterling Names 
Service Engineer 


Firth Sterling Inc. has appointed 
Albert E. Boot as carbide service en 
gineer in its Mid-Eastern district. 

Mr. Boot was connected with Car 
boloy Department of General Electric 
Co. for six years, doing service work 
and distributor promotion, and for 
three years with Morse Twist Drill & 
Machine Co. Recently he was with 
Wendt-Sonis Co. 


To Assist in Promotion 


John E. Hartman, formerly with 
Liggett & Myers Co., has joined Firth 
Sterling as assistant to the sales promo 
tion manager. 


Named to Chicago Post 


Robert F. Frazure has been ap 
pointed assistant district manager in 
Chicago for Firth Sterling Inc. 

Recently steel supervisor, he repre- 
sented Jessop Steel Co. in Chicago 
before joining Firth Sterling. He was 
for seven years with DeVilbiss Mfg 
Co. as purchasing agent and six years 
with Latrobe Electric Steel Co. as 
Toledo branch manager. 





Robert P. Melius 


Skil Makes Melius 
Field Sales Manager 


Robert P. Melius has been ap 
pointed field sales manager of the Skil 
Corp. He will work under Paul Watts, 
vice president in charge of sales. 

Mr. Melius will have charge of Skil 
branch operations and personnel in 
32 cities and will direct sales policies. 

Mr. Melius, who has had 25 years 
experience in the industrial supply 
and hardware field, was former vice 
president in charge of sales for the 
Delta Power Tool division of the 
Rockwell Mfg. Co. He joined Skil in 


February of 1953. 
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.. PIPEMASTER | 
>. 





PIPEMASTER—the heavy duty wrench with the highest tensile 
strength! Perfectly balanced PIPEMASTER is free of excess 
fatiguing weight—as much as 204 less, thus causing less man-hour 
fatigue. Easily adjusted and has a quick, sure grip-and-release action. 
Each PIPEMASTER is performance-tested to exceed government 





America’s only unconditionally 
guaranteed tools 











THE Ask for this catalog 
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MCRGAN 


SEMI-STEEL 


VISES 


Make New Buyers 
Permanent Customers 


® Today's production 
mands the precision, accuracy, 
strength embodied in the construction 
of MORGAN VICES. They require no 
maintenance and are practically un- 
breakable. Nectly packaged in in- 
dividual cartons for protection and easy 
stacking. Year after year MORGAN 


VISES do a good job for user and dis- 
tributor alike. 


de- 
and 


industrial 


® We urge users to buy thru 
their local distributor. 


MORGAN VISE COMPANY 


108 N. Jefferson St. 
CHICAGO 6, U. S.A. 


® Machinists’ Bench 
® combination pipe 
© woodworking 
© steel metal workers 
© quick action 
®@ garage vise 
© solid nut continuous screw 
@ Hinged Pipe Vise 


A Better 
Welded 
CHAIN 


for every industrial pur- 
pose, for ‘every essential 
industry—wherever chains 
are neec youll find 
Wesco Chains doing a 
better jot because they 


are better welded chains 


Proof Coil Chain 
BBB Coil Chain 
Sling Chains and 
Log Chains . . 
Railroad Chain 


Write for the Wesco 
Industrial Chain Catalog 


WESTERN CHAIN COMPANY 


1819 BELMONT AVE. 


264 


CHICAGO 13, ILL. 
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Harold C. Johnston 


Cincinnati Tool Co. 
Names Sales Manager 


Harold C. Johnston has been ap 
pointed sales manager of The Cincin 
nati Tool Co. 

For the past five years he has been 
sales manager of The Desmond- 
Stephen Mfg. Co. He has been active 
in the marketing of industrial and 
hardware tools for eleven vears in all. 

Mr. Johnston is a veteran of two 
years with the Navy in the Pacific in 


World War II. 


Thos. Kiley Names 
Murphy Sales Manager 


Thomas Kiley Murphy has been ap 
pointed general sales manager of Thos. 
W. Kiley & Co., Brooklyn, N. Y. 

A graduate of Holy Cross College, 
where he played varsity football, Mr. 
Murphy has been with the firm for the 
past three years, working in various 
departments. He is a grandson of 
Thomas W. Kiley, late president of the 
firm, and a great-grandson of T. Wil 
lard Kiley, who founded the 11 3-year- 
old company in 1840. 

Edward J. Smith remains as execu 
tive vice-president and Edward W. 
Dugan as manager of the industrial 
supply department. Charles P. Dona 
hue manages the steel department. 


Field Representative 
Named by Carboloy 


Carboloy Department of General 
Electric Co. has appointed Harold A 
Sample as a field sales representative 
for the New England district. 

He was recently supervisor of value 
inalysis at General Electric’s Aeronau 
tic & Ordnance Systems Department 
He has also worked for Bryant Chuck 
& Grinder Co. as a machinist and for 
Bell Aircraft Co 














Delta Power Tools 
Names Sales Manager 
Richard E. Miller has been named 


to the newly created post of product 
sales manager in charge of all saws 
and expendable tools sold by Rock- 
well Mfg. Co.’s Delta Power Tool 
Division. 

He will supervise and promote 
sales, service and production schedul- 
ing 

Mr. Miller joined Rockwell in 1947 
is a market analyst and has since 
served as assistant to the vice presi- 
dent, assistant general manager, sales 
manager and acting general manager 
of the Columbus plant 


Three Executives Promoted 


Rockwell Mfg. Co. also announced 
the following appointments 

Samuel W. Brown, former assistant 
to the vice-president of research and 
engineering, named assistant to the 
executive vice-president; John M. 
Pommersheim, now assigned to Mr. 
Brown's former post; Harry C 
Whipple, named factory manager of 
the Columbus plant 


Lilien Hardware 
Adds Warehouse 


Lilien Hardware & Supply Co., Long 
Island City, N. Y., has acquired a 25,- 
000 sq. ft. warehouse addition on Ver 
non Boulevard, Long Island City 

The new facilities are designed to 
handle drums and other bulky items 
[he company has three other ware 
houses adjoining offices on Vernon 
Boulevard and Jackson Ave., Long Is 
land City, and West Houston St., 


Manhattan 





IN THE LIMELIGHT at a recent con 
vention in New York City, was Gerald 
D. Crary, secretary of The Fish & 
Hunter Co., Deadwood, S. Dak 








TRIPLE-THREAT 


SAF=7T-SAWS 
Proven 
Profit Makers 


‘“‘Here is a HACK SAW BLADE 
users are buying again and AGAIN”’ 


We brought this blade out two years ago. 
Industry has shown proven acceptance. 


A welded edge High Speed Power Hack 
Saw Blade— 


Three strips of steel welded together for 


more durability and straightness. 


This blade is Shatter-Proof, will stand 
extra tension and strains. SPARTANIZED 


heat treatment. 


Have your customer's safety-engineers 


try them. They'll be back for more. 


Sell Your Trade 
These 
Saf-T-Saws 


THE COMPLETE SPARTAN LINE 
Hack Saws—Band Saws—Tool Bits—Compass Saws— 


Hack Saw Frames 
Sold Through Distributors 
SPARTAN SAW WORKS 


SPRINGFIELD, MASS. 
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a ain 
for every 
purpose— 


AMERICAN 


Tate, 


OLD FAITHFUL 
MARKERS 


Your customers have learned to 
depend on AMERICAN and 
OLD FAITHFUL Markers for 
strength, versatility and de- 
pendability! Make sure you 
satisfy their every marking 
need by stocking and selling 
the complete line! 

Write for information and com- 


plete sales plan! Dept. ML-74, 
“Reg. U.S. Pat. OF 


THE AMERICAN CRAYON COMPANY 
SANDUSKY, OHIO NEW YORK 








W. E. Tromanhauser 


Robert J. Shaw 


W. E. Tromanhauser has _ been 
elected president and a director of 
Buffalo Fire Appliance Corp. 

He joined the firm in 1940 as dis 
trict manager and became general 
sales manager in 1949, and vice-presi- 
dent the following vear 


Assigns Territories 


Buffalo Fire 
announced several 
assignments 

Robert C. Peel, who formerly cov 
ered western Arkansas, 
Louisiana and Mississippi, has now 
been assigned to Ohio, Indiana, Mich 
igan and eastern West Virginia. 

Robert J. Shaw, who recently joined 
the company, will cover Mr. Peel’s 
former territory. He is a graduate en 
gineer with considerable industrial ex 
perience. 

John S. Schubert will cover Texas 
and Oklahoma. He has had 13 vears’ 
experience in fire extinguisher work 
and fire engineering 


Corp. has 
sales 


Appliance 


changes in 


lennessee, 
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| Buffalo Fire Appliance Names President 


Robert C. Peel 


. 


John S. Schubert 





Allegheny Ludlum Names 
Lincoln to New Post 


Dr. Rush A. Lincoln, manager of 
sales development and engineering 
service at Allegheny Ludlum Steel 
Corp., has been appointed chief metal- 
lurgist of the company, succeeding 
Charles A. Scharschu, who retired re 
cently. 

Dr. Lincoln joined the company in 
1935 and became sales development 
and engineering manager in 1946 


Jorgensen Names Officers 


Elwood M. Smith has been named 
executive vice-president of the Earle 
M. Jorgensen Co., Los Angeles. Other 
new appointments include: Charles 
Schriber, senior vice-president; George 
A. Day, treasurer; John F. Watkins, 
secretary; and S. Monte Robinson, 
comptroller. 








DRY CHEMICAL TYPE 


Convenient 4, 20 and 30 pound hand 
sizes . . . no syphon tubes or valves 
within the cylinder to become clogged 
or inoperative . .. discharge hose 
and squeeze type discharge nozzle 
remain empty wuntil actuation takes 
place . . . one piece removcble top 
assembly. Also, convenient 150 pound 
wheeled size . . . sturdy, wide-faced 
wheels . . . discharge hose and two 
position discharge nozzle having soft 
or solid stream fully enclosed in pro- 
tection casing . . . footrail and dual 
bar handle provide easy inverting 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 

Dry Chemical Type Fire Extingu 

Built-in High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 


Y 
7 


TOP QUALITY 
C-O-TWO FIRE EXTINGUISHERS 


A 


CARBON DIOXIDE TYPE 


Convenient 2%, 5, 10, 15 and 20 pound hand 
sizes . . . discharge horn non-conducting, corro- 
sion resistant, shatterproof, non-metallic construc- 
tion. Also, convenient 50, 75 and 100 pound 
wheeled sizes . . . available with sturdy, wide- 
faced wheels either with or without rubber tires, 
as well as available with or without discharge 
hose and horn protection cover. 


@ Top quality backed by experienced engineering results in operating superiority 
over the years with the world famous C-O-TWO Squeez-Grip Carbon Dioxide Type 
Fire Extinguishers as well as the newer C-O-TWO Dry Chemical Type Fire Extin- 
guishers. Furthermore, modern manufacturing facilities and extensive field testing, 
together with approvals such as the Underwriters’ Laboratories, Inc., Factory Mutual 
Laboratories and Government Bureaus make your sales profits free from the headaches 
of frequent returns and bothersome service calls. 

With C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extinguishers the pene- 
trating carbon dioxide is a clean, dry, non-damaging, non-conducting inert gas .. . 
smothers fire in seconds, leaves no after fire mess ... highly effective on flammable 
liquid and electrical fires, as well as some surface fires involving ordinary combustible 
materials. The C-O-TWO Squeez-Grip Valve is the greatest single contribution to 
the releasing of carbon dioxide for first aid fire fighting . . . just squeeze lever to open 

. release to close. 

With C-O-TWO Dry Chemical Type Fire Extinguishers the heat-shielding dry 
chemical is a non-conducting, non-abrasive, non-toxic, finely pulverized powder com- 
pound ... blankets fire instantly . . . exceedingly effective on flammable liquid, gas 
and electrical fires, as well as surface fires involving ordinary combustible materials. 
The exclusive inverting design renders constant free flowing dry chemical, assuring 
faster, more effective and complete discharge. 

Both types of C-O-TWO Fire Extinguishers can be steady sales to industrial 
plants the year round, with special attractions added each spring during Clean Up 
Week and likewise in the fall during Fire Prevention Week. Talking C-O-TWO Fire 
Extinguishers can be a good door opener as well as one of the topics of conversation 
most anytime you make a sales call. Contact us today for complete free information 
on these top quality, “stay sold” fire extinguishers ,.. it will be worth your while 
to get all the facts. 


c-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 
C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 


Sales and Service in the Principal Cities of United States and Canada 





AFFILIATED WITH PYRENE MANUFACTURING COMPANY 


Built-in Smoke and Heat Fire Detecting System 
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Note th s—we have pre- 
pared a very simple dis 
tr.butor’s price schedule 
It’s Kalamazoo punched 
and convenient 


@ You'll find it a logical move to make Universal 
your source of supply for this standard line. 
Here’s why—you get quick deliveries—you sell 
top quality—you get full cooperation. 

Big point in your favor—you are not required to 
carry stocks—simply shoot your orders to us and 
we will fill them with greatest speed. We carry 
the stocks, you sell—we both do well. 

You can sell all industrial requirements—we 
offer all types, plus pressure hose fittings. 


Write for a copy of our Technical Data Book, 
U-111. 


U\LALEE 


wl =] 


UNIVERSAL metat Hose co. 


2163 South Kedzie Ave Chicago 23, Ill 





€ 


Here's a quality line with real profit possibilities. To get the 
most out of it carry the complete Champion DeArment Chan- 
nellock line. Millions of national magazine subscribers will read 
about the Channellock line every month .. . they are being told 
and sold. Use display boards, stock the full line . . . for real profit 
possibilities. You can sell more pliers than ever before when you 
feature the complete Champion DeArment-Channellock line. 


THE PLIER DESIGN THAT OBSOLETES ALL OTHERS 





CHAMPION DEARMENT TOOL CO. 





MEADVILLE, PENNSYLVANIA 
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W. H. C. BERG has been named 
director of standards & research for 
Hanson-Whitney Division of Whitney 
Chain Co 





Terry Sales Corp. 
Has New Owner 


Controlling interest in Terry Sales 
Corp., Maumee, Ohio, was purchased 
recently by Herman D. Krieger of 
oledo. 

L. S. Farry, Terry Sales salesman, 
formerly with General Electric Co., 
was named manager. Mr. Krieger is 
president, W. E. Terhell, vice-presi- 
dent, and Leone Bennett, secretary. 
Mr. Terhell also is president and 
owner of Terry Sales Co. on the 
West Coast. 

Terry Sales is representative for 


| permanent magnets of Carboloy De- 


partment of General Electric Co 


Named to Ad Council 


Aldred W. Scott, advertising man 
ager of Standard Pressed Steel Co., 
has been elected to the board of di 
rectors of the Exhibitors Advisory 
Council. 





PRICING at M. L. Foss, Inc., Denver, 
is handled by Hazel Williams 











WHEN SO Mu 


ae  ._, 


a “= 


on so ila Nm 


(ue Aas NE | Don 
TREATED CAP SCREWS. : Dont settle for less than 


SAW TALK involves Julian Sharpe, Chicago" High Carbon 


of Atkins Saw Division, and Quintus Corners stay sharp .. . 


Fuller, of Fuller Mill Supply Co., ¢ provide positive non- 
Birmingham, Ala > slip wrench grip . . . No Heat Treated Cap Screws 


decarburized surface. 





Bodies weer tanger @ For complete hardness from the 
Ingersoll Products nominal diameter re- center all the way out — no soft 
Names Vice-President mots to dae... Ne skin to cause wear or breakage 


decarburized surface. due te tutteus 
R. B. Crean has been appointed } ; aon 
vice-president of the Ingersoll Prod- aad Getlatle dianine ®@ For freedom from scale — cleaner 


ucts Division of Borg-Warner Corp. page ym 2 onl to handle — give a tighter thread 


He will retain his post as the di ined exten. @ «hese emnttine Medien. 
vision’s assistant general manager. 


Mr. Crean resigned last spring as @ For extra safety — better appear- 
vice-president of the Eddystone Divi- ence — Ail, of ne increase ln cost 
sion of Baldwin-Lima-Hamilton Corp 

to you. 


to join Ingersoll Products. ; . : 
Howard A. Schmeal has _ been HERE’S WHAT “CHICAGO'S” High Carbon Heat Treated “Chi- 


named secretary and treasurer of In NEW PROCESS OF CARBON cago” Cap Screws afe not super- 
gersoll Products. CONTROL MEANS TO YOU: ficially cyanided. Heads, bodies, 
threads and points all are of the 
Adds Southwest Firms same, true hardness. It is no longer 
Ohio Brass Co. has appointed necessary to cut threads to remove 
C. F. Adams Co., Fort Worth, to decarburized surfaces. Chicago's 
handle valve sales in Arkansas, Louisi- improved heat treating in carbon 
ana, Mississippi and Texas (except the soon” aaa heen 

Panhandle area). C. B. Parkhurst & y P 8 
Co., Tulsa, will represent the company smoother, more rarer stronger 
in Oklahoma and Kansas Unretouched microphotegraph of product at no increase in cost, mak- 
common heat treated screw thread ing “Chicago” Heat Treated Cap 


showing soft outer skin which causes Screws even safer than before. 
excessive wear and breakage. 





Continuing our long established 
policy, “Chicago” Screw Products, 
in bulk or in packages for original 
equipment or replacement, are sold 
through Service-Conscious Indus- 
trial Supply Distributors. If you 
do not now stock “Chicago” Heat 
Some View of a “Chicago” High Treated Cap Screws, write us for 


Carbon Heat Treated screw thread, full details and samples. 
showing uniform hardness through 
the entire thread structure. This 
insures complete freedom from 


scale, more accurate fit to permit THE CHICAGO SCREW COMPANY 


tighter wrenching 





WASHINGTON BOULEVARLC 

PLAQUE marking years of cordial BELLWOOD, ILLINOIS 
manufacturer-distributor re 

played by M. F. Murdock, presider Hexagon Head (ap Screws, Stee! and Brass » Square Head and Headless (up Point Set Screws « Semi-finished Hexagon Nuts, Steel ond 
of M. F. Murdock Co., Akron, | t Brass » Hexogon Costelloted Nuts « Fillister ond Flat Hood Cop Screws » Taper Pins » Milled Studs » Socket Head Cep crews » Socket 
was presented by B. F. Goodricl Set Screws » Socket Pipe Plugs » Stripper Bolts or Shoulder Screws » Squere Hood Dog Poiat Set Screws » Keys, Assortments ond Kits 
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Pen 


— orm oe 


“EASILY InsTALLED > M6 HN 


_DEPENOABIITY = Point 10. 




















HOLDING. POWER > 


__ 

QUALITY > “eee 
a 4.801 

SERVICE» 

[or 


UNIFORMITY —> ANCHORING 
ToT & DRILLING DEVICES 




















ARROFLUTE CARBIDE MASONRY DRILL 


——— =) 


LAG SCREW EXPANSION SHIELD TWO WING 
SPRING-TYPE 
TOGGLE BOLT 


A-C-E EXPANSION SHIELD , 


SPRING HEAD 
STEEL TOGGLE BOLT 


DOUBLE EXPANSION SHIELD 


wna 


O-E EXPANSION SHIELD 


RIVETED ~ 
TOGGLE BOLT 


Va * 

Cx. a @ 
LITTLE MAJOR TURNBUCKLE 

Oe ——E__—_— 


MACHINE SCREW ANCHOR FOUR-POINT HAND STAR DRILL 


ome 


STUD BOLT ANCHOR 


THREE-POINT ORILL POINT 


a —__} 


— FOUR-POINT DRILL POINT 


LEAD SCREW ANCHOR TWIST DRILL POINT 


=. RUBBERGRIP 


RI \ 
MAL-LEAD BOLT ANCHOR ae ow Coe 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., Marion, Ohio 
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WILLIAM H. ROWAND, vice-president 
of The Babeock & Wilcox Co., has been 
awarded the Newcomen Medal for achieve 
ment in steam. 





W. S. Nott Celebrates 
75th Anniversary 


This vear the W. S. Nott Co., 
Minneapolis, Minn., celebrates the 
75th anniversary of its founding. 

O. L. Hale is president of the firm; 
R. W. Morgan and H. A. Pierce are 
vice presidents, and M. K. Mark is 
treasurer. The company also main- 
tains a branch at Hibbing, Minn. 


Heads Marbon Corp. 


Robert Shattuck has been named 
president of Marbon Corp., Borg 
Warner subsidiary. He was previously 
vice-president and general manager. 
He succeeds George P. F. Smith, re 
tired from this post to devote full time 
to his duties as president of Borg- 
Warner's Norge Division 





FINANCE occupies John Harrell, 
chief accountant and newly elected 
assistant vice-president of The S. B 
Hubbard Co., Jacksonville, Fla., and 
Ted Kenny, Ir. recently named secre 
tarv and director 








: We're choosey 
about friends 


Heller distributors enjoy the advantages and 


Vs 


protection of a highly selective sales policy. 
Heller goes all out to give the best in factory 
service and friendly cooperation. Our sales 
representatives are always available, aggres- 
sive advertising builds national acceptance, 
product development gives you a complete 
line. 


We pick our friends and we keep them, 


heatears aan re 


file manufacturer 


HELLER BROTHERS CO. 


FILES and TOOLS 


(OE ©, THESE THREE FAMOUS F/LES 
ARE MADE ONLY BY HELLER 


NEWCOMERSTOWN, OHIO, U.S.A. 


A New Jersey Corporction 
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Foot Control Leaves 
Both Hands Free To Work 





ABRASIVE WHEELS are worth bon 
ing up on, say Guy Taylor and Jack 
Barry, of Wimberly & Thomas Hard 
ware Co., Birmingham, Ala 





Fast Action! Fast Selling! Immediate Delivery! | Acina, Parkersburg 


Every production or assembly job where there is a repetition of operation, needs this 

fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 

hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 

milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 

precision-built; exerts a grip of 15 times air line pressure! Tried once—te- 

ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... 
Territories Open for Distributors and Factory Representatives 


W. R. BROWN CORP, 2657 N. NORMANDY AVE., CHICAGO 35, ILL. 
SPEEDY AIR VISES + AIR REGULATORS + AIR FILTERS » PORTABLE COMPRESSORS « PAINT SPRAYERS 


AMERICA'S MOST TALKED-ABOUT VISE AT A_ PRICE 


Y 


This 


: and Similar ads 


29 LEADING 
pUBLICATIONS 








Ask for further details today. Bulletin 
54SMM sent promptly on request. 


INDUSTRIAL DISTRIBUTION © MARCH, 1954 


| 


Join Forces 


A new corporation, Parkersburg— 
Aetna Corp., has been formed from 
the merger of The Parkersburg Rig & 
Reel Co., Parkersburg, W. Va., and 
Aetna Ball & Roller Bearing Co., Chi 
cago. 

Business of the two concerns will 
be conducted as divisions of the new 
firm, a West Virginia corporation. A. 
Sidney Knowles, former chairman and 
president of Parkersburg, will be chair 
man of the board, and William A 
Wood, Aetna president and treasurer, 
will be president and treasurer of 
Parkersburg-Aetna. 

Parkersburg Rig & Reel, established 
in 1897, makes equipment used in the 
production, processing and storage of 
Petroleum products. Aetna manu- 
facturers ball and roller bearings and 
related products. 


Pian Engineering Grants 


Che American Society of Tool En- 
gineers is planning ten International 
Education Awards for 1954, nine in 
the United States and one in Canada, 
for full-time students in tool and 
production engineering. Grants will 
be for $700, payable beginning next 
Fall. Applicants should contact the 
A.S.T.E. National Education Com 
mittee, 10700 Puritan, Detroit 


Head Defense Products 


Minnesota Mining & Manufactur 
ing Co. has named C. R. Humphries 
as manager of its defense products de 
partment. He has headed the depart- 
ment’s pilot plant for the past 24 
years 











Advertising Director 
Appointed by Goodrich 


Harold E. Van Petten has been 
named director of advertising for The 
B. F. Goodrich Co.’s Industrial Prod 
ucts Division. 

With Goodrich since 1927, he took 
charge of industrial products adver 
tising in 1929. In 1943, he became 
manager of tire as well as industrial 
advertising and in 1948, manager of 
national advertising for the industrial 
products division In 1952 he was 
named “Adman of the Year” by In- 
dustrial Marketing magazine for that 
year’s campaign which he directed 


Named to Treasury Post 


James J. Newman, recently retired 
vice-president of B. F. Goodrich, has 
been appointed consultant to the Sec 
retary of the Treasury, George M 
Humphrey. He will serve as assistant 
to the director of the U.S. Savings 
Bonds Division. 


Retires from Goodrich 


Dr. Howard E. Friz, vice-president 
in charge of research for The B. F 
Goodrich Co., retired last month 
With the company since 1925, he 
helped direct the development anc 
sale of many Goodrich products in 
cluding the svnthetic elastic, Koro 


x i] 


Hoover Names Engineer 


The Hoover Co. has appointed El 
dred P. Codling as chief engineer of 
its Electric Motor Division. He has 
had 20 years’ experience in the in 
dustry as design engineer and execu 
tive for Westinghouse Electric Corp., 
Delco Products and Jack & Heintz 





SWEENEY BROTHERS of Onon- 
daga Supply Co., Syracuse, N. Y., 
Tom, outside salesman, and Jack, in 
side salesman), give ear to Tom Curtiss 
enter) Carborundum district repr 
sentative 








a quality line that is 


Opportunities for sales are wide open for every 
“Shaw-Box" Distributor. No other line of over- 
head load-handling equipment is so complete. 
No other line has won such a fine reputation for 
outstanding quality; easy, economical operation; 
superior performance; and freedom from costly 
maintenance. 


But that isn't all. Every “Shaw-Box" Distributor 
is backed by a continuous sales-training pro- 
gram, down-to-earth co-operation in the field, 
consistent advertising, effective sales-promotion 
materials and a rigid sales policy that protects 
the distributor and makes every ‘‘Shaw-Box" 
Product profitable to sell. 


Only “Shaw-Box" Distributors have all these 
sales and profit advantages because “‘Shaw-Box"’ 
builds nothing but load-handling equipment in a 
plant thet covers 8 acres. Standardization and 
mass production methods are so highly devel- 
oped at “Shaw-Box" that every distributor can 
carry adequate stocks for off-the-shelf delivery 
to customers. 


Our Distributors are geared to the needs of 
today’s market. They can depend on ““Shaw-Box" 
for new and improved products that ore easy 
to sell — profitably! 





Builders of 








Instruments, ond Aircrofi Products. 
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The hoist-like lifting 
and pulling toc! 


Tipit. 


a ta as 








Hoists ond other lifting speciolities. Mokers of 


Volves, ‘Consolidated’ Safety ond Relief Valves, ‘Americen’ industriel 


; 
MANNING, MAXWELL & MOORE, INC. 
Te Shaw-Box Crane & Hoist Division 


Muskegon, Michigan 


Show-Box"’ ond ‘Load Lifter’ Crones, “Budgit’ and ‘Leod Lifter’ 
‘Ashcroft’ Gauges, ‘Honcock’ 
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LOWER 

THE 

BOOM 

ON 
ACCIDENTS! 


USE GENUINE 


CROSBY 


CLIPS 


your 
“SYMBOL OF SAFETY” 


When you see the Crosby Clip’s 
Red “U” Bolt, you know the 


“job is safe!” Made of drop- 
forged steel and hot-dip galvan- 
ized, there’s an extra margin of 
safety built in! Insist on genuine 
Crosby Clips—available in all 
sizes. 
Wherever you are, there’s a 
Crosby Clip distributor. 


LOOK FOR a 


CROSBY PRODUCTS 


Division of 
AMERICAN HOIST & DERRICK CO. 
St. Poul 1 ~ 
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Minnesota. 


This 
salesman 


makes 


208,000 


calls 


monthly 


for 
you... 


. telling your customers 
everywhere, in all fields, to 
ask for Genuine Crosby Clips, 
the symbol of safety on every 
job! 


Backed by the most com- 
plete merchandising package 
in the industry, more Genuine 
Crosby Clips are sold than 
any other drop forged wire 
fasteners! 


Ask for your Crosby Clip 
order on every cai]! 
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William E. Galland 


Marlow Pumps 


Names Representative 


Marlow Pumps has named William 
FE. Galland as district engineer for 
northern California, with headquarters 
in the Sacramento area. 

A Navy veteran of Workd War II 
and graduate of Tufts College, Mr. 
Galland was previously employed in 
an engineering capacity by several 
pump manufacturers. He _ recently 
completed a six-months’ course at the 
Marlow plant. 


Beryllium Opens 
Chicago Office 


The Beryllium Corp. has opened 
a new district sales office at 205 West 
Wacker Drive, Chicago, to serve the 
Chicago and Milwaukee areas. 

It will supplement facilities of the 
company’s representative, Guardian 
Metal Sales, in Chicago. Paul J. 
Aicher, Jr., will be in charge. 


New England Firm Named 


Beryllium has appointed Eastern 
Metal Mill Products Co., Boston, to 
warehouse and sell the company’s 
lines in New England. Eastern Metal 
Mill has warehouses in both Boston 
and Providence, R. I., and operates 
slitting facilities. 


Heads Metals Group 


J. B. Austin, director of research 
laboratories for the United States 
Steel Corp., has been elected presi 
dent of the American Society for 
Metals. George A. Roberts, chief 
metallurgist for Vanadium Alloys Steel 
Corp., is vice-president, and W. A. 
Pennington, of the Carrier Corp., 
treasurer. 








National Cylinder Gas 
Adds Two Divisions 


lube Turns, Inc., and Pennsy!l 
vania Forge Corp., both wholly owned 
subsidiaries of National Cylinder Gas 
Co., have become divisions of the 
parent company under a simplification 
of its corporate structure. 

Tube Turns will be known as the 
Tube Turns division and Pennsyl 
vania Forge will be called Pennsyl 
vania Forge Co., a division. There 
will be no changes in the organization 
or method of operation of either, 
Charles J. Haines, National president, 
stated. Officers of the two former cor 
porations have been re-elected to the 
same offices in the new companies, 
including G. O. Boomer as president 
of Tube Turns and J. S. Kerwin as 
president of Pennsylvania Forge 

Two other subsidiaries, Hollup 
Corp. and National Cylinder Gas Co 
—Pacific Coast, have been dissolved 
and their operations taken over by the 
parent firm. 

The changes follow the merger of 
National with The Girdler Corp. 
which took place last June 


Brown Instruments Cited 


The Brown Instruments Division of 
Minneapolis-Honeywell Regulator Co 
has been cited for 31 vears of partner 
ship in a cooperative educational pro 
gram by Drexel Institute of Technol 
ogy. The citation, awarded for “Serv 
ice to Higher Education,” recognized 
the Honeywell division’s assistance in 
the education of more than 5,000 stu- 
dents. Under the program, Drexel 
students alternate study with periods 
of employment with Brown Instru 
ments and 35 other participating 
firms 





A SMILE wreathes the face of Leon 
Watkin Watkins, In Wichita 
Kan., as he steals a moment from 


usiness to brush up on jatest jokes 


against 
BOLTED ASSEMBLIES 


ELONGATION 


Designers and production men are well 

aware of forces constantly exerted in and 

around assembled ports. It is the reason behind 

the universal acceptance of the nut, bolt and lock 

washer type of industrial fastening. A Reliance Spring Lock Washer has 
the reactive range and reactive pressure to keep tension on a bolted 
assembly long after wear, vibration and bolt elongation have destroyed 
the effectiveness of a less efficient type of fastening. That is why we say 
Reliance Spring Lock Washers keep bolted assemblies tighter longer. For 
complete information, write for engineering folder W-50. No obligation. 





Og 


EATON MANUFACTURING COMPANY 
(x RELIANCE DIVISION 


OFFICES and PLANTS Charles Street, Massillon, Ohic 


Sales Offices New York * Cleveland * Detroit 
Chicago * St. Lovis * Son Francisco * Montreol 
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AnotherKALAMAZOO’ 





which will stimulate your sales! 


KALAMAZOO 
METAL CUTTING 
BAND SAW MACHINES 


=== —_ — 


MODEL 8C 
tuts 8” round, 16” flat, 8” pipe 


MODEL 1220 


evts 12” round, 20° flat 


MODEL 610 ( 


cuts 6” round, 10” fort 


The Kolamozoo line is being advertiied in Americon 
Machinist, Mill and Factory, Modern Machine Shop 
Machine & Tool Blue Book, industrial Equipment 
News, Electrical Construction & Maintenance, In 
dustrial Arts & Vocational Education, Mochine 
Production & Canadion Mill Supply 





KALAMAZOO 


AUTOMATIC 
BAR FEED ATTACHMENT 


A completely hydraulic, self-con- 
tained unit which converts Kalama- 
zoo Metal Cutting Band Saws to fully 
automatic cut-off machines. For 
Models 8C, 816, 824 and 1220. 
AUTOMATICALLY FEEDS HEX, 
ROUNDS, FLATS, PIPE, TUB- 
ING—ANY LENGTH FROM 
3/16 INCH TO 12 INCHES* 

Sell Kalamatic in conjunction with 
new Kalamazoo saws or as an attach- 
ment for Kalamazoo saws already in 
use. Either way, the Kalamatic Auto- 
matic Bar Feed Attachment means 
greater sales opportunities for you. 


*Additional feeding length to 30” avail- 
able at extra cost 


MACHINE TOOL DIVISION 


Kalamazoo TANK and SILO COMPANY 


Qe f”” 


MATCHING V-belts in The Canton 
Supply Co.’s spacious warehouse in 
Canton, Ohio, is D. W. Adler, fore 
man. 





E. A. Wildermuth, Inc. 
Assigns Inside Salesman 


E. A. Wildermuth, Inc., Brooklyn, 
N. Y., has appointed James Florio as 
inside salesman in charge of the com 
pany’s industrial division, succeeding 
J. Froeb, who resigned recently to en- 


| ter the petroleum business in Louisi- 


ana. 
He will work with John Goll, stock 


| manager. 


Wildermuth, a 30-year-old automo 
tive house, established the industrial 
division six years ago at its Atlantic 


| Ave., Brooklyn, headquarters. It spe 


cializes in bearings and rubber prod- 
ucts. The outside sales staff consists 
of William Scholp and William 


Mitchell. 


Howard & Smith, Inc. 
Opens New Quarters 


Howard & Smith, Inc., Detroit 
machine tool house, has moved into 
new, larger quarters at 22524 Wood 
ward Ave. 

Company officers said expansion of 
the firm’s air and hydraulic drilling 
and tapping sales divisions made the 
move necessary. The new building 
more than doubles the former ware- 
house and display space 

\ 


~ 


Ad Wins Award 


Standard Pressed Steel Co. Won a 
top-honors medal in the recent annual 
exhibition of the Philadelphia Art 
Directors for advertising and editorial 
art. The winning ad showed two 
men at a chess game, under the tag- 
line, “The Industrialist and the 





218 MARRISON ST., KALAMAZOO, MICHIGAN Dilemma.” 


INDUSTRiaL DISTRIBUTION © MARCH, 1954 








Executives, Directors 
Named by Scovill 


Scovill Mfg. Co. has appointed 
Garvin A. Drew as vice-president and 
George W. Gross as assistant vice- 
president of its A. Schrader’s Son Divi 
$10n 

George W. Young was named as 
sistant vice-president of the Oakville 
Co. Division. 

Sherman R. Knapp, president of 
Connecticut Light & Power Co., was 
elected a Scovill director 

Mr. Drew is general sales manager 
of Schrader. He joined the organiza 
tion in 1925 and since 1928 has held 
several sales posts, including that of 
Pacific Coast manager. He became 
an assistant vice-president of Scovill in 


I9S2 


Bauer To Head 
Baker-Raulang 


Che Baker-Raulang Co 
William A. Bauer as president suc 
James W. Moran. who ha: 


has elected 


ceeding 
retired 

Mr. Bauer has been board chair 
man since 195i and will continue in 
that capacity also 

Charles N. Sumwalt, Jr., 
dent in charge of sales for the com 
Eastern sales division, has been 


vice pre Sl 


pany ’s 
named executive vice-president 


Engineer Appointed 
Baker-Raulang has named Russell 
A. Moore as field applications engi 
neer specializing in side-loading fork 
truck operations. Formerly with Bell 
Aircraft Corp., he has also been chief 
engineer for Dusing & Hunt, In 





a8 —_ 


ALL BUSINESS are Ken and Sam 
Weiser, Union Bearing & Transmission 
Co., Denver, as thev confer with C. I 
Serex, Jr., of Gates Rubber C¢ 


WHAT DO YOUR CUSTOMERS WANT 
MOST IN HACK SAW BLADES? 


< 


SAFETY= 


L-O-N-G L-A-S-T-I-N-G 


SHARPNESS 


ba ft a ALL 


G. W. GRIFFIN CO. « FRANKLIN, NEW HAMPSHIRE 


Soles Agents: John H. Grcobom & Co. Inc., 105 Duane Street, New York 6, N. Y¥ 
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When you handle Farquhar Conveyors, you’re 
selling a line that’s a steady mover and a sure 
profit-maker. Farquhar’s complete line of gravity 
and power-belt conveyors gives you a ready an- 
swer to literally hundreds of your customers’ 
materials-handling problems. There are sizes and 
types for practically every portable, semi-perma- 
nent and permanent installation to fit individual 
requirements. 


And Farquhar stands behind you one hundred 
percent with sales and engineering aids. A highly 
skilled staff of engineers, both at our plant and 
in the field, are experts at designing specialized 
installations. Feel free to ask us for advice on any 
materials-handling problem you may have. 


Farquhar advertising 
pre-sells customers 


Eye-catching ads like these appearing 
regularly in Flow, Modern Materials Han- 
dling, Chain Store Age, and many other 
national trade publications pull red-hot 
inquiries . . . help make Farquhar a more 
profitable line for you to handle. 


OLIVER 


7 arose oslo 
© 





— the RIGHT conveyor for the aa 
RIGHT job at the RIGHT price! 


Ta ~guhea 2 
CONVEYORS 


Write, wire or phone us now for com- 
plete details on the Farquhar line! THE 
OLIVER CORPORATION, A. B. Farquhar 
Div., Conveyor Dept. M-46, York, Pa. 


POWER-BELT AND GRAVITY CONVEYORS 
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W. H. Van Buren 


Quaker Rubber Names 
Division Executives 


Quaker Rubber Corp., Division of 
H. K. Porter Co., has appointed W. 
H. Van Buren as assistant general 
sales manager, Eastern Division 
branches. 

With Quaker since 1945, Mr. Van 
Buren was recently manager of belting 
sales. He helped set up the company’s 
V-belt and conveyor belt programs. 
He has been connected with the in- 
dustry for 25 years 

He will help coordinate sales in the 
company’s eight branches located in 
Atlanta, Boston, Dallas, Houston, 
Kearny, (N. J.), New Orleans, Phila- 
delphia and Pittsburgh 


Named to Western Post 


Quaker Rubber has appointed A. M. 
Lowrey as assistant general sales man- 
ager, Western Division branches 

He will coordinate activities of the 
firm’s eight branches in Chicago, Cin- 
cinnati, Cleveland, Detroit, Los An- 
geles, Minneapolis, Portland and St. 
Louis. 

Mr. Lowrey has been with Quaker 
Rubber for 13 years, starting as assist- 


A. M. Lowrey 











ant manager of the mechanical goods 
division. 


Name Production Head 


Quaker Rubber Corp., Division of 
H. K. Porter Co., has appointed M. G. 
Lucke as superintendent of moulded 
hose production. 


Name Technical Director 


Alloy Metal Wire Co., Division of 
H. K. Porter Co., has appointed Dr 
R. W. Sandelin as technical director 
in charge of the metallurgy depart 
ment and quality control. 





bi is 

JUST IN from a sales call is Bon 
Kunse, vice-president of Western Belt 
ing & Packing Co., Denver, Col 


‘, 


— 





Wall Colmonoy 
Adds Sales Engineers 


I'wo sales engineers have been 
added to the sales force of Wall Col 
monoy Corp., one in the New York 
area and one in Pittsburgh 

A. D. Arnaut has joined the New 
York staff, with headquarters in Lin 
den, IN. J. Recently assistant sales 
manager in New York City for the 
Denver Equipment Co., he has also 
worked for Sylvania Electric Products, 
Inc., as research engineer 

M. R. Price, formerly an engineer 
for Jones & Laughlin Steel Co., has 
been appointed to the Pittsburgh 
sales staff. 


To Build Rod Mill 


American Steel & Wire Division 
of United States Steel Corp. has 
started construction of a new rod mill 
at its Cuyahoga Works. Incorporat 
ing latest equipment and methods, it 
will substantially increase the plant's 
rod production, spokesmen said 


‘MARLOW pumps 


offer 


THE LINE OF 


Solr 
LEAST , RESISTANCE 


MARLOW PUMPS gates 25 - fini , 
s Sther factor Sonnd ie: , , ‘ 
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Customer acceptance for 
the Marlow line makes it easy 
to sell. Your customers know 
that Marlows perform at high 
efficiencies with low operating 
and maintenance costs. 


Aggressive advertising and 
merchandising efforts, plus a 
progressive and cooperative 
headquarters sales organi- 
zation, further aid your sales 
activities and make your 
job easier. 


Marlow field engineers, each 
one a pump specialist, help 
dealers maintain balanced 
inventories — train dealer 
salesmen — and solve tough 
application problems that 
mean MORE SALES FOR 
DEALERS! 


The Marlow line is broad 
with each line of pumps 
designed, engineered and built 
exclusively to specific applica- 
tion specifications. That’s why 
you can depend on Marlow 
Pumps for — 


279 





say MARSH 


...and watch 
the response... 


Next time one of your customers asks 
for a good pressure gauge or dial ther- 
mometer, suggest arsh and see how 
favorably he responds to the suggestion. 

This acceptance didn’t come by acci- 
dent. More than 80 years of painstakin 
instrument making are behind it . . . an 
in recent years arsh leadership has 
become all the more firmly established. 

Some of the recent big strides are the 
permanently leak-proof ““Conoweld”’ tube 
and the practically indestructible ““Marsh- 
alloy” case .. . but great improvements 
though they are, these are simply added 
features of instruments that led before 
they were added! 

More than ever it will pay you to say 
Marsh when gauges and dial thermom- 
eters are needed. There is a Marsh for 
every service under the sun — the broad- 
est line, the most advertised line, the 
most respected line. 


Ask for latest catalog and price date. 


MARSH INSTRUMENT CO. 
Sales Affiliate of Jos. P. Marsh Corporation 
DEPT. C, SKOKIE, ULL. 


ye gover 
with the 
RECALIBRATOR” 
°° = quickest \-—4 
ge -— weaishing 


d 


B. A. Herren 


Boice-Crane 
Enlarges Territory 


Boice-Crane Co. has added western 
New York, western Pennsylvania and 
West Virginia to the territory being 
covered by B. A. Herren and V. E 
Sins, Cleveland manufacturers repre 
sentatives. 

Herren-Sims Co. have represented 
Boice-Crane since May, 1952. 





Fabric Fire Hose 
Names General Manager 


William Cole, sales manager of 
Fabric Fire Hose Co. for the past 
three years, has been appointed vice- 
president and general manager. 

The Sandy Hook, Conn., firm, 
which manufactures fire department 
hose, is now a subsidiary of United 


| States Rubber Co., affiliated with U.S. 


Rubber’s mechanical goods division 
under Ernest G. Brown, \ ice-president 
and general manager. 
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ECONOMY 
PRODUCTS 


* Hollow Set Screws 
* Headless Set Screws” 
* Socket Head Cap Screws 
* Stripper Bolts 
* Wrenches 


Immediate Delivery 
. . « from Stock 


We carry the largest stock of Screw Ma- 
chine Products in the middle west, there- 
fore we can give immediate delivery on 
orders. Economy Screw Machine Products 
are needed in such quantities that it is 
well to have a reliable supply source for 
large or small amounts in a hurry. More 
production with greater efficiency follows 
the use of Economy Screw Machine Prod- 

ready to supply them promptly. 


HEADLESS SET SCREWS* 


re 
| 
! Made from cold-drawn steel, core 
| hardened. Threads are sharp, clean, 
| and die-cut—this assures strength and 
durability. Large stocks on hand at 
| all times. Made in Flat, Cone, or Dog 
| Point to your order in Monel, Brass, 
Stainless Steel, or Bronze Rod 


L 


ECONOMY Machine Products Co. 
Chicago 30, Illinois 








Flux 
Sodering Paste 


SAVES TIME—SAVES LABOR 


Safest—fast working 
sodering paste made. 





Sodering Liquid 
Double strength, 
non-evaporating. 
Adaptable to hand 
or machine soder- 
ing. Works like 
lightning. 
Call Your Distributor 4 
or Write to ————— 


L. B. ALLEN CO., INC. 


6731 BRYN MAWR AVE 
CHICAGO 31 ILLINOIS 
© Sold thru Distributors 

® Send for Catalog 





























RO AiR TOOLS, 


— Pr 
74 N\S 


ARO’s hard-hitting advertising 
campaign reaches your customers 
regularly with color pages in léading 
industrial publications. Cash in! This 
promotion gives a big lift to sales*of » 
Air Tools and Air Hoists for ARO 
Distributors. 
The Aro Equipment Corporation 
Bryan, Ohio 


Offices in All Principal Cities 
Aro Equipment of Conoda, Lid. Toronto, Ontario 
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ales Doubled 


.-- but Lower Prices are 
AS nly ONE of the Reasons 


@ Lower prices, YES, BUT combined with a grow- 
ing line of medium duty all-steel welded trucks. 
@ Lower prices, YES, BUT reaching the growing 
market for light but rugged tubular steel hand 
trucks, and all-steel-deck platform trucks. 

@ Lower prices, YES, and 14 models now avail- 
able, including Appliance Carriers and Welding 
Trucks, Each provides the maximum in dollar for 
dollar value, in customer satisfaction, in distribu- 
tor sales potential, 


MORE DISTRIBUTORS WANTED: 

Sales records show that greatest increases have come from distribu- 
tors qualified to serve the expanding market for the growing line 
of Milwaukee Trucks. Naturally we want to add more such dis- 
tributors. Write today for NEW catalog M-123 and price schedules 
covering the most popular hand trucks for factories, offices, stock- 
rooms, warehoutes, shipping rooms. 

Ask ovr factory representatives to give you more information, tell 
you about the fastest growing hand truck line in America. Clip 
the coupon to your letterhead ond the facts will be on your desk 
within the week. Compare valves for yourself. 




















No. 88-6 


No. 6635-C 


Ne. 3305-0 fil 
3 No, 2203-A 


ILWA HT « E E « —_ a a = and Price 
Truck and Caster Corp. wc. - 


6512 W. River Park kee 13, Wisconsin Ee 


STAINLESS 


fasteners & pipe fittings 


»O1UG 


ALLMETAL, one of the major supp 
of stainless steel fasteners and, 
tings to industrial distributor 

now in the top position to 

all your customers’ stai 

less requirements. 








lete range of screws, bolts, nuts, rivets and 


4 Washers, in addition to full line of pipe fittings 
\ Over 9000 items in stock means immediate de- 
livery from one source 


® New Garden City plant now operating at top 
speed and quolity 
Unsurpassed facilities for quantity fabrication of 
specials 


A stoff of seasoned engineers always availoble 
for consultation 


Pioneers in the manvufecture of stainiess steel! 
fasteners 


WRITE NOW FOR FREE COPY OF 
96 PAGE FASTENER MANUAL P12 


MANUFACTURERS SINCE 1929 


SCREW PRODUCTS COMPANY, INC. 
GARDEN CITY NEW YORK 
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Maynard A. Laswell 


Pyrene, C-O-Two 
Unify Sales Direction 


Maynard A, Laswell, vice-president 
of the C-O Two Fire Equipment Co., 
has been named vice-president in 
charge of sales for the Pyrene Mfg. 
Co., in a move to unify sales, advertis- 
ing and merchandising of all products 
of the two afhliated companies. 

Mr. Laswell has been vice-president 
for many years of the C-O-Two firm, 
which he founded on the West Coast. 
In 1933 Pyrene and C-O-Two became 
afhliated and C-O-Two moved East. 
The firms have general offices and 
factories in Newark, N. J. 

Arthur F. Ratzer, executive 
ant to the president of Pyrene Mfg. 
Co. for the past year, has been named 
a vice-president of the company. He 
joined The Pryene Co., Ltd. in Lon 
don in 1935, and the parent company 
in America in 1950 as manager of the 
Foam Engineering Department. 


assist 


Arthur F. Ratzer 





Named by Ohio Rubber 


The Ohio Rubber Co., division of 
The Eagle-Picher Co., has appointed 
J. D. Clements as purchasing agent 








Fournier Rubber Opens 
Hose Fitting Department 


The Fournier Rubber & Supply 
Co., Columbus, Ohio, has installed a 
department to apply pressed-on fit 
tings to high pressure hose. 

Company officers say the new facili 
tics permit the coupling of high o1 
medium pressure hose in any length 
and size up to 2-inch ID so that the 
order can be shipped the same day 

The company recently expanded its 
quarters by purchasing an adjoining 
three-story building on North High 
St., doubling its former floor space 

It also operates a gasket cutting 
shop and handles various other fabri 
cating jobs in rubber products 





HOSPITALITY is the byword in Den 
ver, as personified by K. Mac Dole, 
owner, Colorado Industrial Supply Co 





Riechman-Crosby Names 
Engineering Manager 


Riechinan-Crosby Co., Memphis, 
enn., has appointed J. W. Nuckolls, 


Jr., to head the company’s engineering 


department. 

\ graduate of the University of 
l'ennessee, he served in World Wa 
II as an artillery battery commander 
in the Pacific. He was recalled for 
the Korean War and served 20 month 
with an aireborne corps at Fort Bragg 

(he company has appointed D. | 
Davis as engineer in its Electrical De 
partment 


Heads Suggestions Group 


George H. Thobaben, suggestion 
manager for Cleveland Graphite 
Bronze Co., was named president of 
the National Association of Suggestion 
Svstems at a recent convention of the 
group in Pittsburgh. 


Be sure with the wrench that does 
the job best!...and keeps working 
through the hardest service...NYE! 
Nye wrenches are so well made that 
we guarantee them without excep- 
tion and will replace ANY part that 
fails in service without charge! 


® Hardened forged jaws 
® Exclusively designed hook jaw teeth ground 
to remove scale and prevent slippage 


Special alloyed malleable iron handle ends 
breakage 
Wide handle designed for comfortable grip 
Safety nubbin on end of handle 

® Baked enamel finish 


This advertisement is appearing in leading 
industrial and plumbing publications. 


a> 


“The Fools You Swear Sy and Hever At 
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e’re talking about you 


Fact is, we’ve been talking about you for 42 years — both in print and 
out of print. 


For 42 years, INDUSTRIAL DISTRIBUTION has been promoting the advan- 
tages of selling through industrial distributors and urging a closer 
working relationship between manufacturer and distributor. 


Every possible channel is used to tell this story to your suppliers and 
potential suppliers — publication advertising, direct mail and personal 
contact. One of the most frequently used js direct mail. 


We maintain a steady flow of booklets, letters and reports —like those 
reproduced on the next page—to promote the industrial distributor. 


These mailings reach over 3,000 manufacturers of production, operating 
and maintenance equipment, tools and supplies and their. advertising 
agencies and marketing consultants across the land. Virtually every 
important person in sales and distribution planning is contacted. 


Of course some manufacturers, like the advertisers in INDUSTRIAL 
DISTRIBUTION, are well aware of the importance of the industrial 
distributor. They don’t have to be sold. But others do. 


That’s why we keep hammering away at such basic points as: 


—The real service the distributor performs for both buyers and 
suppliers. 

— His coverage of the industrial market. 

— His extensive contact in manufacturing plants, mines, quarries, oi 
fields, utilities and service industries. 

— His proven acceptance among industrial buyers. 

— The importance of building and retaining a sound, working rela- 
tionship with the distributor. 


That is one reason why your suppliers refer to INDUSTRIAL DISTRIBUTION 


as “headquarters for distribution information,” why distributors say it 
is a “truly indispensable service” to the field. 
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#aets anoer Ind ustri al 
Distribution 





2 
: | 1 T STi] (] The McGraw-Hill publication 
edited exclusively for Industrial Distributors 


and their salesmen. 


Distribution 


330 WEST 42ND STREET, NEW YORK 36, W. Y. 
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p most O ular 


block gander 


MODEL 400 


MODEL 500 
Electric 


S24 Nations 3 Complete Line 


National has a complete line of portable 

sanders . . . air or electric driven with 

either straight-line or orbital action. Thou- 

+ <a sands of these machines are now being used 
rm + in manufacturing and maintenance work. 
= ws gum) They have a proven record of reliable and 
| efficient service, long life, ease of operation, 

and for giving the best sanded surface in 

_ the shortest possible time. See*how you can 

orn . |) Mt into National’s distribution system . . . in 
iz _ a profitable manner, of course. Write today. 


“ ae’ o* hyp ih, & aa : = & 
“i ee " ; * a og mi et he 





NATIONAL AIR SANDER, INC., ROCKFORD, ILL. 
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LIGHT MOMENT is enjoyed by Rob- 
ert Anderson, price clerk, Carolina Ma- 
chinery & Supply Co., Rocky Mount, 
N. C., and Paul Keb, Dodge Mfg. Co. 


representative. 





Mars Co. Announces 
Personnel Changes 


Willard F. Johnson, auditor and 
credit manager for 25 years with the 
W. P. & R. S. Mars Co., Duluth, 
Minn., has resigned. He is succeeded 
by George R. Carlson, former assistant 
credit manager. 

Donald H. Myers, Jr., has been ap 
pointed office and office personnel 
manager. 


Southern Mill Supply 
Closes Barnwell Branch 


The Barnwell, S. C. branch of the 
Southern Mill Supply Co., of Sum- 
merville, S. C., has been closed. 
Notices to customers to address all 
correspondence to Box 239, Summer 
ville, S. C., were issued. 





YEARS OF EXPERIENCE are be 
hind the selling efforts of Ed Garihan, 
service engineer for The Mine & Smel 
ter Supply Co., Denver. 





Sales Executives 


Named by Goodrich 


rhe B. F. Goodrich Co.’s Industrial 
Products Division has appointed I 
Newton Kimsey, former Western divi 
sion manager, as sales development 
manager. 

John M. Cooney, former district 
manager in Akron, is now Western 
zone manager. 

Harold L. Larson, recently a sales 
man covering Cleveland succeeds Mr 
Cooney as Akron manager. 

Mr. Kimsey joined the company in 
1922. He has also served as Akron 
manager and field sales manager 
With the firm since 1932, Mr. Cooney 
was a sales engineer until 1945, then 
Boston manager for several years. Mr 
Larson started in production work and 
later joined the Akron district sales 
staff 




















NEW PRESIDENT of Summit Hard 
ware, In Akron, O 


He was form i 





Hose Accessories 
Names Sales Manager 


Fred Starr has been named general 
sales manager for all products of the 
LE-HI and CHAMP Diy ns of 
Hose Accessories Co 

A. T. Dewees, formerlh 
wer of the LE-HI Division 
ippointed sales promotion 
tising manager for both div 


Named to Conference Board 


Morehead Patterson, chairman of 
the board of American Machine & 
Foundry Co., was one of 24 New York 
City business executives re-elected as 
board members of the National In 


dustrial Conference Board recent 
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Are YOUR customers looking for 
new time and labor saving ideas? 


eerie 


ne 





For eeenens ae t | N -WE RN FE rR 


Remote Control “Push and Pull” 


HYDRAULIC JACK 


pulls plow mount into assembly position 


Possibly your customer's plant isn't inter- 

ested in snow plows, but the jack use 

illustrated may give you an application 

idea for their business. It is but one of 

countless ways in which a Hein-Werner 

“Push and Pull” Hydraulic Jack can be 

used to save time and cut labor costs in 
modern industrial plants. 

These jacks can be easily carried to the 

job . . . quickly set up. Pump can be 

operated at safe, convenient 

distance from ram. Ram 

movement is under control 

of operator at all times... 

can be stopped at any point 


and instantly reversed by merely turning 
a valve. Available in time and labor sav- 
ing models of 4, 10, and 20 tons capacity, 
either separately or with choice of varied 
attachments. 10 and 20 ton models are 
available with gauge. 

Hein-Werner also manufactures a com- 
plete line of hydraulic industrial jacks of 
14, 3, 5, 8, 12, 20, 30, 50, and 100 tons 
capacity. Models of 12 tons and larger 
have carrying handles, and can be gauge 
equipped. 

Write us for Bulletin PP 1051 on how 
H-W Jacks can save time and labor on a 
host of jobs in industrial plants. 








HEIN-WERNER CORPORATION 


WAUKESHA, WIS. 
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Small Business Booklet 
Explains CPA Service 


How the services of certified public 
iccountants may be profitably utilized 
by small businessmen is explained in 
a new booklet released recently by the 
Small Business Administration. 

The 14-page booklet, “Public Ac 
counting Services for Small Manufac 
turers,” is the fifth of a series on the 
management of small business. 

Because its techniques are intricate 
and exacting, accounting is one of the 
more important, least understood and 
most often misused management skills, 
the booklet points out. 

It was written primarily for those 
managers of small plants who “have 
only limited skill in accounting and 
who are, broadly speaking, unac 
quainted with the many ways in which 
independent certified public account 
ints can be of real, practical value.” 

Che booklet is designed to disclose 
the problems related to accounting 
which often occur in smaller busi- 
nesses. It also points out what ac- 
countants can do in helping to find a 
solution. 

In addition to the normal auditing 
services, the booklet explains how pub- 
lic accountants can help small busi- 
nessmen with problems in keeping 
adequate records, developing meaning- 
ful financial statements, estimating 
capital requirements, cost accounting, 
budgeting, inventory control, sales and 
credit policies, and tax return prepara- 
tion and tax planning. 

The booklet is available from the 
Superintendent of Documents, Wash- 
ington 25, D.C., for 15 cents a copy. 

Other pamphlets in the Small Busi 
ness Management Series now avail 
able are: “An Employee Suggestion 
Systera for the Small Plant” (15c); 
‘One Hundred and Fifty Questions 
for a Prospective Manufacturer” (20c); 
“Human Relations in Small Industry” 

25c); and “Improving Materials 
Handling in Small Plants” (20c) 





MACHINISTS’ ARMOR 


Latest in sartorial attire for ma- 
chinists is a bullet-proof apron, meant 
to protect them from flying particles 
of metal, American Machinist, Mc- 
Graw-Hill publication, reports. Made 
of glass-coated cloth, the apron is 
said to be capable of stopping a .38- 
calibre bullet fired from eight feet 
and yet it weighs less than three 
pounds 














DAVID REID, JR. has beer 
manager of Norton Co.'s Abrasiv 
Bond Plants, succeeding Alb« 
who retired in November 





Electro Dynamic Division 
Names District Manager 


I'he Electro Dynamic Division 


General Dynamics Corp. has ap 


pointed Mark L. Lane as New York 


district manager. 

Mr. Lane has had five year’s ex 
perience in sales, most of that time 
as sales engineer in the electric 
field in the East. He has also bk 
connected with constructio1 
sales. 

A graduate of Georgeto 
versity, he studied engine 
Northeastern. He is a veteran of 
War service with the Tank Cor 


Names Washington Manager 


United States Rubber Co. has 
pointed Douglas K. Bonn to head it 
Government department in Washing 


ton, D. C., succeeding the late | 
E. Mathie 


motor 





PURCHASING at Great Lak 
ply Co., ¢ h ag is handled 
Skau, who falls back I 


experience 


| to imsul 
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the most complete line of the RIGHT belting for any job! 


@ For over thirty-five years GLOBE BELTING has been 
proved through actual service, and improved through con- 
stant research. GLOBE is accepted by industry as a source 
of strong, durable belting for any job, because it is engi- 
neered for particular jobs 


With GLOBE, a large part of your selling job is done. New 
customers quickly realize its superiority, assuring you easier 
initial sales. Present users, knowing GLOBE'S dependable, 


complete service, assure you ready-made profits through 


repeat business. 


The GLOBE line, each in a full range of widths and plies, 
all available with special treatment for ANY job includes: 


¢ SOLID WOVEN WHITE COTTON BELTING 
* KANRY-TEX BELTING 
¢ PLASTIC AND CELLULOSE COATED BELTING 
* ENDLESS WOVEN BELTS, COTTON OR NYLON 
¢ STITCHED CANVAS BELTING 
WHITE NEOPRENE RUBBER BELTING 
WEBBINGS 
SIFTER BRUSHES 


Write today for complete details on handling GLOBE, 
the complete textile belting line. Write Dept. D. 


My WOVEN BELTING CO., INC. 
Po 1400 CLINTON STREET BUFFALO 6, NEW YORK 


Se KNOWN FOR QUALITY THE WORLD OVER 
289 











. 


ey Hose and 
Reusable Fittings 


by 


@ Flex-O-Tube industrial hose and reusable fittings are 


backed by more than twenty-five years of hose coupling 
experience. They are manufactured to rigid Flex-O-Tube 
standards of highest quality. 

Fiex-O-Tube industrial hose and reusable fittings are 
used in all industries for a wide variety of applications 
. . « fuel, oil, hydraulics, pneumatics, LP Gas and re- 
frigerants. 

Complete range of hose types and sizes for low, 
medium and high pressure applications with easy-to- 
assemble fittings. 


We will welcome the opportunity to 
discuss the Flex-O-Tube industrial dis- 
tribution program with reliable supply 
and engineering specialty houses. 











Diviston oO MERIDAN CORP. 





756 FOURTEENTH + DETROIT 16, MICH. 
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NEW VICE-PRESIDENT of Adams 
Supply Co., Atlanta, Ga., is Everett 
B. Brooks, talking it over here with 
C. A. Stanley, credit manager. 





Black & Decker Opens 
New Hampstead Addition 


The Black & Decker Mfg. Co. has 
started operations in its new $2,000,- 
000 plant addition at Hampstead, 
Md., for which ground was broken last 
spring. 

Covering 126,800 sq. ft., the new 
building more than doubles the size 
of the company’s Hampstead branch. 
It is almost identical with the original 
branch plant, opened in 1952, but is 
larger by 16,800 sq. ft. and contains 
numerous improvements. The Hamp- 
stead branch now employs 800. The 
main plant of the portable electric 
tool manufacturer is at Towson, Md. 


Wins Financial Award 

Bell & Gossett Co. has been 
awarded Financial World magazine’s 
trophy for the best annual financial 
report of its industry. 











“Care to give it a try, Mr. Enders?” 














Conveyor Sales Manager G a 

Named by U. S. Rubber eft down fo cases- 
Henry E. Pruner has been named i 
anage ; ~vyor and elevator bel 

manage fooworr mecca they sell ANGLgear! 


vision of United States Rubber Co 

Formerly a sales engineer in the 
Chicago branch, he will make his 
headquarters in Passaic, N J. He suc 
ceeds George C. Crabtree, named as 
sistant district manager of the New 
York branch. 

Also appointed were: Philip J. Guil 
foil, named district sales manager at 
Buffalo; and N. Walter Swenson, man 
ager at Boston. Mr. Guilfoil is trans 
ferring from New York, where he has 
been a salesman. Mr. Swenson is 
former assistant sales manager at New 
York. At Boston he succeeds William 
G. Mueller who will take on a special 
assignment. 





Pittsburgh Crucible 
Names Division Manager 


Pittsburgh Crucible Division of 
Crucible Steel Co. of America has 
appointed Eugene F. Anderson as dis 
trict manager of the New York-New 
England territory, succeeding W. E. 
Burlingame, who will continue with : 
the as special assignments Photograph courtesy Fort Wayne Metals, Inc. 
Mr. Anderson joined the company 
in 1932, and has been a customer con 
tact metallurgist since 1947. He will 
supervise the sale of construction al 
loy steels produced at Midland, Pa., 
from headquarters in New York City 


Mr. Burlingame, who joined th« Case histories like this one make a . A Partial List of 
ANG\Lgear Fields 


Fort Wayne Metals engineers needed a power take-off to operate a steel wire coiling machine. 
They tried ANGLgear, and report that the unit is in A-l shape after 10,000 hours of 


continuous use at up to four times rated capacity! 


company in 1916, has been New 
York-New England manager since : 
1946 tributors find it easy to sell ANGIL-  : Packaging + Food Packing 
Construction + Heat-treating 


strong, convincing sales story. Dis- 


gear on the basis of its record in 





industry. And each sale leads to many Nydrauiics + Optical Parts 


. ‘ : Atomic Energy « Agriculture 
more, because engineers are intrigued wens 


by ANGlLgear’s adaptability. Your 


potential market is as large as the 


Bottling + Instruments 
Oil Surveying Ceramics 
Box Manufacturing 


industry in your area. You'll find it 
Woodworking « Canning 


a profitable one! There may still be 


3-D Movie Equipment 


a territory near you that is cpen. Electrical Equipment 


- , , 
ui rite us for de tail . Shipbuilding 


oe 
pee: a Ss 

ae A VV 

ej " ~~... 


territory for Lufkin Rule Co., W. J. Stew 


art receives best wishes from E. H. Mi ACCESSORIES CORPORATION 
beyer, vice president and sak manager 


He'll live in Florida HILLSIDE 5, NEW JERSEY 
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“THE BOSTON MAN” is the keynote of this progressive 
company’s program to assist distributors. “Every ad is a 
distributor ad” and every effort is made to help open 
buyers’ doors for the Boston distributor-salesman, The 


a © th TO cd a 











Se 
——— — 


<< 


Boston's big, colorful advertising appears in the most influen- 
tial business and industrial publications. The “star” of every 
ad is the distributor. Distributors’ names, addresses, pictures, 


are a major element in the ad series. 


e FAC TORY... 


MANAGEMENT AND MAINTENANCE 


Director of Merchandising H. S. Johnson addresses Boston's Ad Manager George Taylor and General Sales Manager 
sales school. Fred Maloon plan sales ammunition for jobbers. Sample 
From all over America distributor salesmen attend at Boston's books, catalogs, literature and mailing pieces are designed to 
expense. Similarly, Boston factory representatives go into help clinch sales for Boston Men. 


field, help distributors with sales and engineering problems. 





- € RUBBER CO 


Writing BOSTON ‘ 
". SHEPARo a MASSac HUSeTy 
s 


Gentleme, 











WHITING N. SHEPARD, in describing 
what Boston expects of the publications 
it uses, says, “We demand of an adver- 
tising medium the very same results we 
demand of personnel, or a plant or a 


product: it's got to ‘earn its keep’. 


: e 
© fina) "gay 


Sale, Presenta chasing Po 


en 
Our distributor, 


ion. 
Make a 


Cordially 


Viste V\ Oe La, d 

in U : 

Vice Provident’, Small wonder, then, that Boston ads have appeared for so long in 

"8° Of Sales FACTORY. As Mr. Shepard states, “our advertisements, designed 

from top to bottom to help our distributors sell, pay off beautifully 
in FACTORY. They reach and influence the important buying in- 
fluences who have the final say.” 
For Boston distributors—and for you— FACTORY reaches the people 
who buy. 


volume for you—on every product line you handle. Ask for sales support that includes regular advertising in FACTORY 





A McGRAW-HILL PUBLICATION 330 Wes* 42nd Street, New York 36, New York 








Now! ...New 400A 
RPikzaiIb 


Power Drive with 
New Speed-Grip Chuck 


Speed-chucking 


your customers 
want! 


Entirely new principle of gripping pipe or rod 
Not just another hammer chuck 


* Speed-Grip Chuck guaran- 
teed to hold any kind of pipe 
securely both ways, forward and 
reverse. 


* No slipping, even in driving 


geared tools. 


% Easy to operate: close grip- 
tooth jaws on work with hand 
wheel, sock it lightly— motor 
action makes it hold still tighter. 


* Releases easily by turn of 
hand wheel. 


Scores of thousands of these remarkable ‘‘400’s’’ are turning 
pipe or conduit everywhere for easy threading, cutting, reaming 
with hand tools, saving time and work. For 4%” to 2” pipe, % ” 
to 2’ bolts, but lots of power for geared tools to 12’’. Now, with 
new Speed-Grip Chuck, it’s unbeatable. No. 400 with lathe-type 
chuck also available. Immediate delivery. Order today! 


THE RIDGE TOOL COMPANY e¢ ELYRIA, OHIO 


| 
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JACK McGINNIS, new price Clerk, 
and Harold Pruett, counter salesman, of 
Battey Machinery Co., Rome, Ga., 
discuss how power tools operate. 





New Jersey Directory 
Shows Industry Change 


Some 2,000 new industrial firms 
have started up in New Jersey during 
the past two years, while 1,700 com 
panies have gone out of business in 
that period, according to the New 
Jersey Industrial Directory, which will 
be published this month. 

Ihe book’s 1954-55 edition lists 
15,000 firms in the state, indexing 
them by product, alphabetically and 
geographically. Other information in 
cludes county and town statistics, tax 
rates, insurance rates and industry 
trends. 

It may be obtained at the Direc- 
tory’s office in New York City or 
Union, N. J. 


Harper’s New York Branch 
Moved to New Building 


The H. M. Harper Co. has moved 
its New York City branch to a new 
15,000 sq. ft. building in Mamaro- 
neck, N. Y. 

The warehouse will carry complete 
stocks of 7,000 different fasteners, 
officials said. A new service depart- 
ment equipped with slotting, thread- 
ing and cutting equipment has been 
added to handle rush orders. 


ASTE Charters 
Whiting Group 


The American Society of Tool Engi 
neers has chartered a group in the 
Whiting, Ind., area as the 112th chap- 
ter of its 28,000 member society. 

Leslie L. Thill, chief inspector of 
Continental Foundry & Machine Co.., 
East Chicago, is chairman of the new 
chapter. 








Boston Woven Hose 
Names Product Heads 


Boston Woven Hose & Rubber Co 
has appointed A. Cushing Cutler as 
sales manager for shoe products and 
Eugene W. Caton as product develop 
ment manager for tubing and extru 
sions. George A. Ryan has been 
named sales engineer in the Plastics 
Division. 

With Alfred Hale Rubber Co. for 
the past 25 years, Mr. Culter was re 
cently treasurer of that firm. Mr. 
Caton was formerly with Pawling 
Rubber Corp. as chief chemist. He 
is a member of the executive commit 
tee of the New York Rubber Group 
Mr. Ryan has been with Irvington 


Varnish & Insulator Co. for the past YEARS OF a a% 


12 years. 
Promotes Executives eon you es , Pry 

Whiting N. Shepard, director of e Her ware str \y 
sales of Boston Woven Hose & Rub here’s why it 


ber Co., and James N. Mason, head 
of research and manufacturing, have PAYS TO BE ONE — 
been elected vice-presidents of the _— . , 
company. a, 
With Libbey-Owens-Ford for 19 
years, Mr. Shepard joined the Boston 
company in 1952 as head of plastics 
sales and later became sales director in 
charge of all marketing activities 
Mr. Mason joined the company in 
February of last year as director of r 
search and development. He has been 
connected with O'Sullivan Rubber 
Co., Quabaug Rubber Co. and Inter 
chemical Corp. 


Plans Research Program 


The Cooper Alloy Foundry Co 
has appointed Glenn J. Gibson to di 
rect a research aimed at developing 
superior methods for the welding of 
corrosion and heat resisting alloys 





Inquiries Are Invited 
from Interested 
Distributors 





ae. = ae 

J. P. SWENY, treasurer, and H. G 
Tondreau, president, Boston Pulley & 
Shafting Co., Cambridge, Mass. dis 
cuss current sales of power transmission 
and materials handling equipment 
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OIL AND WATER GAUGES 
FITTINGS 


Quality products that give full GREASE CUP 


service 


Help your customers to save 


money over long periods of time 
A good selling opportunity 


® Send for catalog 
AIR COCK 
SHUT-OFF COCK 


FITTINGS: 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. 


THEY SATISFY 


IN ANY COMPETITION! 


PRENTISS 


“BULL DOG” VISES 


For 86 years Prentiss have 
proven to be high quality 
vises that have stayed sold 
and brought distributors re- 
peat profitable business. 








Machinist: @ Top Swivel Jaw @ 
Combination Pipe @ Hinge Pipe @ 
Woodworkers @ Utility @ 


Sold 100% through Distributors 
PRENTISS VISE DIVISION, MERIDEN, CONN. 


OF THE CHARLES PARKER CO. 


PRENTISS 
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FORTY YEAR’S service of Emil O 
Klatwitter, Standard Tool Co., is 
marked by presentation of watch on his 
retirement recently. He is flanked by 
Gus Green, chief service engineer, and 
Ralph Petersen, manager of service 
engineering 





U. S. Powder Metallurgy 
Seen Ahead of Europe’s 


Powder metallurgy is no longer an 
art but an accepted industrial tech- 
nique, Kempton H. Roll, assistant 
to the secretary of the Powder Metal 
Association, told a group of visiting 
metallurgists here under the auspices 
of the Foreign Operations Adminis 
tration recently. 

Powder metallurgy in this country 
has finally succeeded in forging ahead 
of the European industry, both in 
terms of practical applications and 
advancement as a science, he said. 

Comparing the industry on the two 
continents, Mr. Roll cited the rapid 
increase in consumption of metal pow- 
ders, particularly iron and copper, and 
the rapid growth in the U. S. of 
powder producing capacity as well as 
in facilities to produce parts from 
metal powder. This has been re 
flected, he said, in vastly increased ap- 
plications of metal powder parts. 

He pointed out that one of the 
leading manufacturers of business ma- 
chines now has more than 90 differ- 
ent metal powder parts in produc- 


| tion and still more than that number 


in process of tooling up for produc- 
tion. This firm alone, he said, is now 
producing metal powder parts at a 
rate of more than 36 million a year, 
all for consumption in its own busi 
ness machines. 

Mr. Roll said powder metallurgy 
saw its greatest early development in 
Europe, but the last war upset prog- 
ress there. American industry, he 
said, was forced to gain its independ- 
ence of European industry in this 
field because powder metallurgy be 
came imperative in wartirne and dur 














ing this period experienced its great 
est growth. 
Powder metallurgy, he pointed out, 
virtually eliminated losses of strategic 
materials in the form of scrap and 
helped reduce the need for machin 
ing Operations on many parts After 
the war we profited from our experi 
ence with powder metallurgy and not ' 
only expanded its field of applica . 
tions from self-lubricating bearings and ; 
other uses unique to the art, but en : 
tered into more competitive fields - 
such as the manufacture of cams, 
gears and other machine parts.” if 
European industry, he said, lacked '3 
time or resources after the war to & 


reorganize basic research in the field, . ee perfect! 


so reasearch leadership passed to this 
country “Today basic research in 
powder metallurgy has largely become 
an American responsibility both by 
default and by demand—the demand 
of a healthy, young, independent in- 
dustry.” 

He said more powder metallurgists 
are being graduated every year from 
American universities, and students 
show increasing interest in the field 
because of its newness and attractive 
ness for thesis work. 


He added: “Powder metallurgy is 4. * ~ 
1 robust adolescent, still growing rap : . 
idly and suffering from growing pains, th ‘ 
but with an outlook for a long life ts \ 
, s, ' 
ae 


time of accomplishment ahead and 
7 


ye which is surely taking its place in 


the society of industries that have “S 
long since established their places.”’ SS bg 


Anaheim Executive Named 


he Robertshaw | 

has appointed Thon 
is assistant general manage yr ft 
Anaheim Division at Anaheim, Ca 
He is also assistant vice-president 


he company 





Bay State Taps produce threads of the utmost 
precision with a maximum of productivity. 
This dual quality of Bay State Taps... precision performance . . . 
is readily available from nearby 


shelves of industrial supply distributors. 


BAY 
STATE 
HOW TO THREAD electri — TA PS 


machine is cemonstrated by H 
Watkins and Louis re anipsinnenniitiatiianindimmedll o>, 


mbus Iron Works. BAY STATE TAP & DIE COMPANY MANSFIELD, MASS, 
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Now...capitalize on 


big demand for 
CARBOLOY. J 


CEMENTED CARBIDE 


MASONRY g .. 


Packing 


DRILLS ale 


Stock and sell this 
great open-line item! 


Millions of portable electric drills 
are in use in home and industry. 
Right now, from this huge market, 
there’s a tremendous demand for 
Carboloy Masonry Drills —the car- 
bide-tipped, rotary-type drills that 
zip thru any masonry fast and clean. 

This demand is mushrooming. The 
Carboloy organization is vigorously 
advertising these drills to industry, 
building tradesmen, hardware 
dealers and home-workshop men. 

Cash in on this natural money- 
maker. Carboloy Masonry Drills are 
priced for profits and quick turn- 
over. Attractively packaged for 
quick sales! Engineered for phenom- 
enal results! 

Write for resale proposition and 
merchandising details. Drills avail- 
able in kits or separately in plastic 
tubes. See address below 


THREE HANDY KITS 


LIGHT-DUTY ANCHORING KIT 


Contains 4 Carboloy Masonry Drills 
3/16", %%“”, 5/16 all fit 4” 
chuck Suggested tise price $7.70 


\ 


HEAVY-DUTY ANCHORING KIT 
Contains 3 Carboloy Masonry Drills 

*s all fit 42” chuck. Sug- 
ge sted hist “price $10.20 


HANDY-MAN KIT 


Contains 3 Carboloy Masonry Drills 
all fit '4” chuck. Sug- 
$6.65 


Carboloy” is the trademark for products of 
the Carboloy Department of General 
Electric Compeny 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
11131 E. 8 Mile Road, Detroit 32, Michigan 


ae sted list price 
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BEARINGS application interests Sam 
Davis and Harry Stewart, of Mill Sup- 
Orlando, Fila 


plies, Inc., 





New England Manager 
Named by DeWalt 


DeWalt Inc., American Machine & 
Foundry subdisiary, has appointed Roy 
E. Heffner as district sales manager 
for the states of Maine, New Hamp 
shire, Vermont, Rhode Island and 
Massachusetts. 

One time manager of a theatre in 
Middleboro, Mass., Mr. Heffner 
served in World War II as an Air 
Force navigator. From 1945 to 1952, 
he was a 
Boston area for the distributor of Pro- 
pulsion Engine Corp. In 1952 he 
joined International Harvester Co., 
working from the Boston office. 


American Pulley Names 
Los Angeles Manager 


The American Pulley Co. has 
named Lewis D. Christison as Los 
Angeles district manager, responsible 
for Southern California, Arizona and 
New Mexico. 

His past experience in the industry 
includes factory production, engineer- 
ing and sales. 

His headquarters will be in 
company’s Los Angeles office. 


the 


Ohio Brass Adds 
Northwest Representative 


Ohio Brass Co. has appointed Wil- 
liam A. Matzke as valve sales repre- 
sentative in Washington and Oregon 

Mr. Matzke’s headquarters are in 
the Terminal Sales Building, Seattle 
Afhfliated with him will be his sons, 
William A. and Robert J. Matzke 
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sales representative in the | 


NOW ALMETTO. 


SHOWS USERS HOW TO GET THE 
WORLD'S BEST SERVICE AND THE 
WORLD'S BEST PACKING 


in a hurry! 


Two-page Thomas’ Register Insert de- 
scribes principal packings in palmetto 
line—Jists nearby authorized distributor 


As part of an 
overall effort to 
encourage pros- 
pects and users to 
avail themselves 
of the convenience 
and service offered 
by nearby Author- 
ized PALMETTO 
Packing Distributors, 
Greene, Tweed & 
Co. has placed a 
two-page two-color 
insert in the 
internationally used 
Thomas’ Register. 


Principal packings 
in the line are 
described — facts 
that facilitate 
proper selection ... 
and names and 
locations of leading 
PALMETTO 
Distributors in 
industrial centers 
throughout the 
world are promi- 
nently displayed 
for easy reference. 

This helpfui 
device will create 
greater packing 
sales — develop 
other business, too! 
Look for the green 
and yellow PALMETTO 
insert in Thomas’ Register, 


FURTHER MARKET PENETRATION 
BY INDUSTRIAL SUPPLY LEADERS 
1S DESIRED. YOUR INQUIRY IS 
INVITED IF YOU QUALIFY. 


PALM 
DEE 
packing mere pafromance inte any application 
GREENE, TWEED & CO. 


North Wales, Pennsylvania 





1954 














IMMEDIATE 
DELIVERS 


FROM 
OUR OWN WAREHOUSE STOCK 


A BAR FOR EVERY PURPOSE 


PHOTOGRAPHY is on he | Now, for the first time in years, 

of Venen W. Ole anes you can order these special anal- 

at of Industriel Sunol ysis, fine grain forged steel tools 

ineapolis and have assurance of quick 

delivery. Each is forged to rigid 

specifications for long service life 

and extra-durability. 

. Satisfaction guaranteed by 
Philip Carey Appoints 100 years of quality forging! 


Industrial Sales Head 

Che Philip Carey Mfg has 
named Gilbert D. Lortz as sales \ \ 
ager of industrial rock wool felt, as- 
bestos fiber, millboard and p I < 
fabricated parts and Asbestos-Sorl 





Vith the company since 1935, M1 


Lortz returns to the sales department 
after several years in the Manufactur 
ing Division. He designed and put 
into opezation the firm’s first rock 
wool plant. He has also been con- 
nected with Cummins Diesel Engine 
Co., Banner Rock Products Co., Cen 
tral Insulation & Supply Co., and 
C. W. Poe Co — 
WAREHOUSE = 
BAR 
Henry G. Thompson SPECIAL 
Names Representative DESIGN eo. 006 
S BARS PINCH BAR 


he Henry G. Thompson & n 
punch pout 
. i es No. 261 
Co. has appointed Albert B. R CAN BE wee yy ROW BAR 


of Atlanta, Ga.. as assistant rep nt MADE TO No. 245 CROW BAR 
TRUCKMAN’S 
BAR 


* in the southeastern territory 
Bene in YOUR ORDER 


graduate of Reinhardt Co 
Georgia, Mr. Ross was formerly with 
the Life Casualty Insurance Co. H 
is president of the Georgia Elks Golf 


The WW _$S 
: Klein-Logan Co. 


. . South 13th and Breed Sts. - Pittsburgh 3, Pa 
Named by Babcock & Wilcox 
Wire, Write or Phone our Representative 


ine Babcock & Wilcox ¢ has aj The Austin Company E. R. Paimtag Company 
pointed M. Nielsen, vice presid Albuquerque, N. M sor afif 
a director and named him to h 
Boiler Division. W. D. Sulli 
ceeds Mr. Nielsen in his for Perey 

7 ] iT , 

of vice preside nt in harg , Sesion, Dunn & agains, Inc 
Boiler Division’s manufacturing de New York 13. N.Y 


partment 


Susptocs, Sune & Co. 


Levis Williams & Co, 
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Cash (a...onthe wide open 


INDUSTRIAL PIPE SEALING MARKET 
sellin 


PIPE JOINT SEALING COMPOUNDS 


KEY GRAPHITE PASTE KEY-TITE PIPE JOINT 
for sealing lines carrying oils and high- COMPOUND 


— pressure steom E ; ‘ 
for sealing lines corrying water, gos, 
low-pressure steam. 







for over 30 years these populor é 
Key Pipe Joint Compounds hove p 

proven themselves fast sellers, cre JOIN 
steady repeaters. Backed by hard- | OMPOUNDg 


hitting national advertising. ' : _—— —-s 










WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 





2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 


For controlled air volume .... 


depend on Stemman 
AIR NOZZLES 


Designed by engineers who un- 
derstand air problems, Sherman 
Air Nozzles furnish the exact 
air you need .. . just where 
you need it . . . without air 
leakage or waste. Check the 
Sherman Air Nozzle features 
listed at left. 





] Tapered air control permits graduation of 
* air volume to exact amount required. 











2 Reduced air aperture back of tip prevents 
* air waste if tip is lost or removed. 


3 High quality phosphor bronze spring. Air 
* joint automatically closes and holds disc to 
seat with both spring and air pressure, 
thus insuring a tight seal. 


4 Removable tip for 
* quick replacement. 


5 Stuffing box prevents air leakage around 
* the stem when valve is open. 


6 Especially compounded disc gives long 
> 


wear and is easily renewed. Enclosed to 
prevent spreading. 


© Write for industrial brass goods catalog today. 


BATTLE CREEK, MICHIGAN ; 


Industrial Brass Fittings 
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Worthington Corp. 


Honors Research Director 


Paul Diserens, consulting engineer, 
and until 1952, director of research 
and development for Worthington 
Corp., was honored recently at a 
luncheon marking his retirement after 
45 years’ service with Worthington. 
He helped develop many of the com- 
pany’s products, including the Feather 
Valve for high speed compressors and 
numerous perfections of marine com- 
pressor equipment. 


Export Head Appointed 


Worthington has named Nathan A. 
Gardner as manager of air-condition- 
ing and refrigeration sales im its Ex- 
port Department. He has been in the 
export branch as engineer and assist- 
ant sales manager since he joined the 
company in 1945. 


Japanese Affiliate Formed 


A new Japanese-American firm to 
be known as Niigata Worthington Co. 
Ltd. has been organized jointly by 
Worthington Corp. and Niigata Engi- 
neering Co., Japanese machinery man- 
ufacturer. It will manufacture and sell 
both its own and products of the 
American parent firm. 


Well Machinery 


Names Representative 


A. B. Crossman has joined the Cal- 
met Division of Well Machinery & 
Supply Co., Fort Worth, Texas, as 
special representative with supervi- 
sion over the Louisiana and South 
lexas areas. 

Mr. Crossman was branch manager 
of National Meter Co. from 1930 un- 
til 1941. In 1952 he became super- 
visor of water meter sales in the 
Southwest 








“Mr. Brown, of S-Q & D 
Pipe & Valve, to see 
Mr. Ross, please.” 


ow 


















Just as “‘a man is known by the 
company he keeps’’, a machine tool 
can be judged by the honored 


nameplates it carries. 


Famous, Nameplates 


PRICING CLERK Bill Barnes at 


Rogers-Bailey Supply Co., Chattanooga j . 
Tenn wag fee - of data handy "SHELDON machines have earned their 


place in our territory because of accur- 
acy, extremely low maintenance, 
versatility, production results, and eye 
American Brake Shoe appeal. As a distributor for over 50 
years and a dealer for SHELDON mach- 
ines approximately twenty years, we 

American Brake Shoe Co. has know SHELDON machines are profit- 
elected Kempton Dunn as president able because of the fast sales from our 


succeeding Maurice N l'raincr, inventory; each sale a very satisfac- 
named to the new post of vice-chau 


tory one.” 4 
man on reaching his retirement age 
With the company since 1932, Mr aliee 


Dunn was successively secretary treas 





Names Dunn President 


ELLFELDT MACHINERY & SUPPLY CO. 


urer and vice-president and became Lanes City, ttikenert 


first vice-president and a director in 
1952. Mr. Trainer joined Brake Shoe 
in 1916 and moved up through the 
sales department, becoming president 
of the Brake Shoe & Castings Divi 
sion in 1938. He has headed the com 
pany since 1950 


Seven Warehouse Stocks 
Organized by Brammer 


Seven warehouse stocks throughout 
the country have been established by 
Brammer Corp. to serve distributors, 
the company’s management has an 
nounced 

The locations are Atlanta, Ga.; 
Birmingham, Ala.; Columbus, Ohio: 
Kansas City, Mo.: Los Angeles, San 
Francisco and Seattle. Each is under 
the supervision of the Brammer repre 
sentative in the region 


peveevereii 


SHELDON TS-56B 
Precision Lathe 114” swing, !'4" collet capacity, 56” 
bed, with "Zero Precision” Tapered 


Chester Firm Cited Rolier Bearings. 


John Bridge & Sons, Chester, Pa., f 
won a placque for best entry in the : Write for Catalog 
small industry division at the recent -S 
Chester Junior Chamber of Com - ~ ea 


Pee co SHELDON MACHINE (0.1 


prietor and sales manager i ° 
| ¢ 


yi 


the exhibit shuwing the firn rious 1932 N. KNOX AVE. « CHICAGO 41, ILI 
departments and display y \ 
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These fellows have GOT something ! 


THEY are your PROVEN Selling Points 
USE THEM TODAY 


—O Our Jaws GRIP 
Our Hanoves | LIKE AGRIZZLY} OUR TOOL STEEL) /LoOK arourR 
STAY PUT / | nl JAWS COVERTHE | | SOLID STEEL 
- Foo. STEEL— ENTIRE TOP OF | Bar Stice. 
L THE VISE and ARE! | STRENGTHENER 


PINNED ON- y ' 
an 5 Ay! RENEWABLE ) | (surenion.) J 
| NOT worx ; : . — 
Loose / j . (WE GOT EXTRA 
| STRONG SCREW 

We Mare y \. AND NUT 4 / 
OUR OWN ten octal, MF 
CASTINGS of 
PARKO-METAL ) 


The Sales Policy is 100% through Distributors 
THE CHARLES PARKER CO. MERIDEN, CONN. 


PARKER VISES 


America’s First Vise Maker 
For Volume Sales 


CONCO SPUR GEAR HOIST 
In capacities ranging from Ya-ton through 25- 
ton. All modern features. Request bulletin 1540. 
For army type and low-headroom type trolley 
hoists request bulletin 1550. 


CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities ‘/2-ton 
and |-ton. Request bulletin 1520. 





CONCO I-BEAM TROLLEYS 


Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton. 
Request bulletin 1510. 


CONCO ENGINEERING WORKS 


Division of H. 0D Conke, & Co. Orvision Street, Mendota. Illinois 
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LIVE PUMP display at Farquhar Ma 
chinery Co., Jacksonville, Fla., is oper 
ated by W.. M. Gaillard, assistant sales 
manager, and A. B. Harden 
president of the firm 





Chamber Promoting 
National Sales Tax 


The national Chamber of Com- 
merce for some time has been advocat 
ing a national sales tax and reduction 
of income levies to relieve the tax pres 
sure on business and individuals in 
the middle and higher brackets. But 
the Chamber took no stand on 
whether a sales tax should be levied 
at the point of manufacture or t 
tail level. 

Recently, in its Washington Report, 
the organization listed pros and cons 
for both types of sales tax. 

For manufacturers’ sales tax, said 
the Chamber publication, there are 
these advantages: 

1. The tax is easier to administer 
since there are about 200,000 manu 
facturers as compared with a possible 
2,000,000 retailers. Fewer Govern 
ment employees would be required to 
handle reports so net revenue would 
be greater than a retail sales tax bring 
ing in the same gross amount 

2. Administration would be easie1 
for the taxpayer since sales in large lots 
would make accounting easier. There 
would be no question of brackets o1 
fractions of a cent, as woukd be the 
case with a retail sales tax 

3. It would be easier to establish a 
system of exemptions applying to sales 
by one manufacturer to another than 
it would to establish a system covering 
sales between retailers. 


? 
he re 


Disadvantages 


Following are the principle con argu- 
ments against a tax at the manufac 
turers’ level, says the Chamber 

1. The tax is pyramided, becoming 
an item.of retail cost and thus influ- 
encing retail prices through mark-ups 





As a result, the price to the consume 
would be increased by substantially 
more than the amount of the tax. 

2. Since the retailer pays the tax be 
fore he sells his merchandise, the tax 
epresents an increase in inventory in 
vestment, and thus increases inventory 
costs, insurance costs and the loss from 
mark~<iowns. 

3. The tax increases occupancy costs 
ind sales costs. An addition to th 
sales volume represented by the tax 
would increase the rent of retailers 
who have leases based on sales. The 
increase represented in retail prices 
would increase the cost of retailers who 
pay their employees on a commission 
Dass 

4. The tax impairs working capital 
since a given amount will purchase less 
merchandise for sale when the tax is 
idded 

5. If the tax is repealed, the retailer 

left with a taxed inventory 

6. Manufacturers of fair-traded mer- 
chandise may require the retailer to 
ibsorb all or a part of the tax, through 
manipulations of retail margin 

The tax is hidden 


Tax at Retail—Advantages 


The tax is not collected until the 
sale is made. Adverse effects on prices, 
such as pyramiding, are eliminated 
The tax does not have the inflationary 
effect that a manufacturer’s sales tax 
has. The consumer does not pay more 
than the actual tax. 

The tax is not hidden, and there- 
fore conforms with the desirable policy 
of bringing taxes out into the open 
where they can be seen and recog- 
nized. 


Disadvantages 


Administration is more 

even when there are no exe! 

In addition, if some items a1 
empted, administration is complicated. 
There are more retailers than manu- 
facturers, and more transactions to po- 
lice. This would increase the account- 
ing burden and the cost of collection 
both to the Government and the tax- 


pavers 





MORE LAND FOR JAPAN 


Land-hungry Japan is foliowing the 
pattern set in Holland. A $64-million 
program is underway to reclaim land 
and Dutch experts have been asked 
to aid in the use of dike and pumping 
methods of dewatering soil, according 
to Engineering News-Record, McGraw 
Hill publication. The reclamation proj 
ects involve 44,000 acres 














This steel slide—proven unbreakable in years of industrial service—is the 


extra built into Desmond-Simplex vises—the extra without the extra cost 


Milled from a solid steel bar and fitted through a broached backjaw, it 


gives the ten models of metal-working vises the strength that withstands 


the most severe service. 


Other features—providing extra convenience and long life: shoulder-fit 
jaw inserts, full 360° swivel, longer, stronger vise nut, one-piece, non 


pinching handle 


STANDARDIZE ON EXTRA VISe VALUES 


THE DESMOND-STEPHAN MFG. 0., URBANA, 


Another sales-building advertisement from 
Desmond, addressed to your prospects 
through Mill & Factory, American Machinist, 
Modern Machine Shop, Foundry, and other 
publications. Total circulation more than 
135,000. For steady repeat business— 


promote Desmond 
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Steam-Jacketed FREE RoW OF 
VAL 


fs %, viscous 
MATERIALS 
Ample jacket space surrounding both ports and body 


provides extensive heating surface and correct tem- AVAILABLE in 
perature to insure fluidity of viscous materials such 2-in., 3-in. and 4- in. JOVIAL is the word which best 


as coal tar products, resins, soap, waxes, varnish, etc. describes G. C. Peterson, of G. C 


sizes for 125 psi line and 
Peterson Machinery Co., Minneapolis 


These valves also have the quick-acting, non-wedging, jacket pressures. 

self-regrinding principles of design with unrestricted 

straight-through flow and lasting tightness that have . 

made EVERLASTING Valves famous for over 40 

years Write for complete When and How to Buy 
63 Fisk St., Jersey City 5, N. J. 





Industry's real problems in replac 
ing machinery and equipment are 
how to buy, rather than 


7 when and 

ver astin a ves what to buy, according to the presi 

dent of C.L.T., industrial financing 
TRADE MARK EVERLASTING REG US PAT OFF Ev aa1a firm. 


S. D. Maddox, C.I.T. head, dis 


FOR EVERLA G PROTECTION cussed financing problems of indus 


trial customers in a recent bulletip 
released by his corporation 
When replacement of machinery 
is put off too long, he said, there is 
too great a gap between installed ca- 
pacity and capacity that would be 
possible with new machinery. But r 
placements made too soon are not eco 
qn - 2 nomical either, because technologica! 
with fittings, to we iess sTeel advances in machines over a short 
a ore eremes period of time are minor. 
© Casi fe> “Industry must decide when ic 
stalled 8 placement is economically justifiabl 
o- - mater and when failure to replace machinery 
of minutes . ‘> 
oA slips eon -se~ ape nag competitive standing, 
need— 38 standard 1€ Said. 
a nay gm WRITE, “When the decision is made to re- 


only or Pump and 
Tank Units WIRE or PHONE G place old machinery or to expand or 
+ Can be used with TALO modernize facilities and equipment 
ae feet} yR CA moder es and equipment, 
geal oe, NON For YO it is important that management de- 


* Dependable—long wear- . y 
ing—economical to use LY cide how to finance the program with- 
eit Militant cemin out impairing working capital. When 
a program is considered that would 


for high volume at low pres 


sures, of Graymills Gear tr: ; n . f } ] 
pumps where high pressures are desired, © AN WASHERS oe strain current funds, the practical 


sre teat for every machine Yoel OPO Cas Screws * Serewed fittings RY answer to the problem is to use out 
© ¢ 0! oi ¢ u 1 d . « . . . : 
Tank capacities range from 2 to | 28 go s. Motors are AN Drilled (types 316 an \ ey side capital which can be repaid 


of nationally known quality in 1/2 fr, “a and Vr Fillister Heads 18-8), nipples, \y 

H.P., totally enclosed or drip-proof * Studs, Standard welding spuds XS over a period of time. The most d¢ 
and Special and valves : . | 

* Special Screw * Titanium Bolts sirable solution is a funding plan 


mes aes ehenn enue Machine Products Now Available De San ne ital 
~new catalog gives complete inquiries invited which would leave working capital 


ine is complete, a coolant STAR STAINLESS SCREWS HAVE liquid and permit machinery to pay 
ee oe CLEAN, BRIGHT—AND—SHINY HEADS for itself out of increased earning 


machine tool means eaty 
. ” 
selection and sale capac ity 





Easy to sell — each unit packaged for quick handling 
—salesmen need not be pump experts 


GRAYMILLS CORPORATION STAINLESS SCREW CO. Three Credit Sources 


a ftom (oe oe ARmory 4-1240 
Ook , Mr. Maddock said that industry } 
lL”) 230 Union Avenue - Puterson 2, N. J. 
Direct NEW YORK Telephone: Wisconsin 7-9041 


three credit sources available in 
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eral: short-term bank loans; limited 
credit from several machinery and 
equipment makers; and short-term 
loans from industrial financing firms. 

Bank loans, he said, are usually for 
short-term working capital loans rather 
than equipment loans. Credit from 
manufacturers or dealers is generally 
used when equipment purchases are 
made in limited amounts 

He recommended for major ex 
penditures an equipment-funding loan 
as the best source Terms can be 
geared to the borrower's income and 
“tailored precisely to his needs” by 
a firm which specializes in industrial 
financing, he said 

He cited as one advantage the fact 
that a firm can make a number of 
purchases from different sources and 
combine them all into one obligation 
which can be retired threugh a series 
of monthly payments. When notice 
s received from the various suppliers 
that the purchases are ready for de- 
livery or have been installed, a check 
from the financing company concludes 
each purchase 

He said term loans of this kind 
do not interfere with management, 
which has unhampered use of addi 
tional funds while keeping working 
capital free for current uses 


Equipment Distributors 
Name Industry Director 


Frank Skidmore, former general 
manager of Contractors’ Equipment 
& Supply Co., Albuquerque, N. M., 
has been appointed industry relations 
director for the Associated | quipment 
Distributors, national organization of 
construction equipment manufacturers 
and dealers 

Che post is a newly created one, to 
enable the association to enlarge its 
activities 





CONGRATULATIONS for selling ef 
forts are extended by A. L. Dabne 

president, Dabney-Alcott Supply C« 

Memphis, to Virgil Boals, salesmar 


i BUFFALO 
etter-buil 


Trede Merk Registered 


_ SODA-ACID 
\ STAINLESS STEEL 
\. EXTINGUISHERS 


Q > 
\ q “LARGE RADIUS ELBOW 
\ 
NAA LEAD STOPPLE 
\™- POSITIVE BOTTLE CLAMP 
oa STEEL CAGE 
WATER LEVEL MARKER 
HEAT-PROOF 8 OZ. BOTTLE 
STAINLESS STEEL, 
ELECTRIC WELDED CONSTRUCTION 
LIGHTWEIGHT .. . 7 Ibs. or % 
lighter than ordinary types. 
STRONG ... tested to 500 Ibs., 
ordinary types tested to 350 Ibs. 
DURABLE . . . rust, acid, 
corrosion resistant. 
“- KINK-PROOF HOSE 
_-—— CONVEX BASE . . . for strength 


—_—PLASTIC NOZZLE 


__--——— CONVENIENT HANDLE 
— 


2% GALLON SIZE AND 
20 & 40 GALLON WHEELED ENGINES 


UNDERWRITERS’ LABORATORIES, 
AND FACTORY MUTUAL APPROVED! 


W... you handle the Buffalo Fire Extinguisher 
line you can be sure you sell the finest because there's 
more fire protection built-in. Highest engineering 
standards, exacting manufacture and precision in- 
spection produce the finest extinguishers possible 
Buffalo's exclusive Distributor Sales Policy and con- 
sistent advertising program to your customers direct- 
ing sales to industrial distributors makes the Buffalo 
line very desirable. If you are not already a Buffalo 
Distributor, write today for complete information! 


WRITE TODAY FOR THIS COMPLETE 
POCKET GUIDE TO FIRE PROTECTION! 


APPLIANCE 


c 
oo Vaae so oa ee ee 


SINCE 1895 


BUFFALO FIRE 
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HIGH-SPEED *tsepinc 








On ——— uction runs or for inter- 
mittent ens rocunier tapping heads have 
consiste provided better service, 

life, fasten, more dependable tapp 
cleaner, sharper threads and fewer 

taps. Here are a few “reasons why”: Extr 

ly sensitive friction clutch automatically requ- 
lates driving pressure and practically elimi- 
nates breakage; strain and wear are : on 
minimi throvgh special gear reversing W. J. MAHANY is recently elected 
mechanism; chuck spindle support at both raidie acl ‘ a 
ends assures true operating, | avoids tap wob- vice-president anc general manager ot 
ble; lightweight alumi Georgia Supply Co., Savannah 
greater strength and rigidity, simple one shot 


ication, heat treated gears,— many ‘ 
lubr i h ed PLUS EXCLUSIVE 


other exclusive features. 
TRU-GRIP Firms In Debt to R. F. C. 
UNIVERSAL TAP HOLDER Can Still Get Loans 
TAPPING is lighter, smaiter in. di. 


MACHINE Seeies clue te wale or Small business firms may apply for 


hould - 
no loans from the Small Business Admin- 


With new ‘“hi-bey’’ lubricating 
pump. Permits deeper cuts with istration, even if they are still in debt 
greater case . . . tap in tougher, to the Reconstruction Finance Corp., 


harder metals with less tap break- S B \ } . ] 
age. Special foot pedal mecha- ». . A. Nas announcec 


nism affords uniform pressure on Pro rn t Sod Previously, S. B. A. loans could not 
SS Cc u i r be granted to firms indebted to another 


government agency. Officials said the 
Send for circular giving more complete details VOM Lp ert od P ; ‘ 

on the complete line of Procunier Tapping change of rules will enable “sound, 
squipment 12-16 S. Clinton St., Dept. 3, Chicago 6, ll. well managed firms” to maintain jobs 


—_—_— or economic growth, in spite of pre- 


vious debt to the R. F. C.. which is 
to | Find a Sales now in liquidation 


on your regular calls! Plans Advisory Groups 
Wendell Barnes, Acting Small Bus- 
: iness Administrator, has announced 
with our J} that advisory groups will be set up at 
30 DAY TRIAL OFFER fi both national and local levels to help 
* . —_ ws small firms, replacing Regional Advis- 
on the - ss ory Boards of the disbanded Small 
< YH , Plants Administration. The new Na 
7 tional Council of Consultants will 


} . a , operate nationally, and in each of the 

FOLEY acfomatic fla setae Samael, end to cach of te 
SAW Fi LER Board of Field Advisors will be set up 

S - Function of the boards, comprised 


of small business representatives and 


You probably have a lot of customers who use economic experts, will be mainly ad- 
saws to quite an extent, yet still sharpen them by : 
hand or send the work out. You may find many visory, to evaluate local problems and 
hidden prospects for the Foley Saw Filer, and : 
our 30-Day Trial Offer enables each customer to recommend action 
prove ite merits on his own saws 























In any plant where a number of saws are used 
the Foley quickly pays for itself Foley flled saws 
increase sawing production ! to 40%, because 
they cut so much faster and smoother, run cooler P . . . 
stay sharp longer The S. B. A. has launched a pro- 

I 


The FOLEY SAW FILER Practically Sells [The FOLEY SAW FILER is the ONLY f f 1) 
h v5" ‘ourses for ow! 0 esse 
Itself on our 30-DAY TRIAL OFFER wide, CROSS.CUT CIRCULAR SAWS up , a 
to 24° diameter and all types of HAND in cooperation with business colleges. 

Our 30-Day Trial Offer is open through you to SAWS. (All Saws that can be sharpened M . . ' 
any well rated company. and your customers will with a three cornered file) embers of faculties of COOpel iting 
Sa PES Se Se Hesseenee anew K. Wee weaas colleges will teach, with S. B. A. acting 


for full details and literature - 
as co-sponsor and clearing house for 


FOLEY MANUFACTURING co. ; courses The first will be held in 
3363 N. E. Sth St. Minneapolis 18, Minn. Richmond, Va., where conferences 


uti die atte, Sateen tineatnets Gp have begun with educators and _ busi- 
hand saws, Saw Setters, Grinders, ete. ness and civic groups to enlist aid 
Conferences are planned for early in 


Sponsors School Course 


gram ot management extension 
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the year in Burlington, Vt., Clev eland 
and Milwaukee. 

The S. B. A. announcement said 
that the agency hopes to assist am- 
bitious owners of small business “so 
effectively that they will not only be 
able to survive in a competitive 
economy, but will be able to finance 
their own growth and expansion.” 
Since 1947, 2,000,000 new business 
ventures have been launched. But the 
net increase is only 125,000, since 
1,875,000 have disappeared in that 
period. 


Engles Appointed 


William Norbert Engles has been 
named Deputy Administrator for 
Loans, S. B. A. He has recently 
worked with the Defense Plants Corp., 
an R. F. C. subsidiary, arranging con- 
tract settlements with machine tool 
makers. 


Pamphlet Published 


S. B. A. has published a new pam- 
phlet, ‘Small Business Administration 

What It Is, What It Does,” describ- 
ing the agency’s organization and 
function. 

It is available free at any S. B. A 
office or branch. 


Yale & Towne Names 
Sales Executive 


Yale Materials Handling Division 
of The Yale & Towne Mfg. Co. has 
appointed F. Gordon Ricker as as- 
sistant to the general sales manager 

Formerly branch manager at Pitts- 
burgh, he will continue in his head 
quarters there, working with special 
accounts. 

Robert B. Coleman succeeds Mr. 
Ricker as Pittsburgh branch head. He 
was formerly sales manager of the 
Cleveland branch 





os 
arg 


MANAGER of the industrial depart 
ment of Warner Hardware Co., Minne- 
polis, is Robert E.. Staska 


r 


How to keep informed 


on the 


part of your business 


AT YOUR FINGER TIPS, issue after issue, 

is one of your richest veins of 

job information — advertising. 

You might call it the “with what” type — 

which dovetails the “how” of the editorial pages. 
Easy to read, talking your language, geared 
specifically to the betterment of 

your business, this is the kind of practical 

data which may well help you do a 

job quicker, better — save your company money. 


Each advertiser is obviously doing 

his level best to give you helpful information. 
By showing, through the advertising pages, 
how his product or service can benefit you 
and your company, he is taking his most 
efficient way toward a sale. 


Add up all the advertisers and you've got 

a gold mine of current, on-the-job information. 
Yours for the reading are a wealth of data 
and facts on the very latest in products, 
services, tools . . . product developments, 
materials, processes, methods. 


You, too, have a big stake in the 
advertising pages. Read them regularly, 
carefully to keep job-informed on the 
“with what” part of your business. 


McGRAW-HILL 
PUBLICATIONS 
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protects polished pipe 


Eliminate costly dam 
age when handling pol 
ished pipe! The strong 
and flexible woven 
strap of this Warnock 
urely 


wrench grips sec 


without scratching 


Two bas 


available in 


models 


many sizes 


Ask us 
for more 
details. 


WRENCH CO. 


WORCESTER, MASS 





FEELER STOCK 


\(QO> DETROIT STAMPING COMPANY § 


332 Midland Ave. + Detroit 3, Mich. 


MACHINERY EXHIBIT of Walker 
lurner equipment planned and set up 
by W. “Bill” Taylor is admired by 
R. T. Ryan, treasurer, at Cutter, Wood 
& Sanderson Co., Cambridge, Mass 








Says Automatic Factory 
Calls for “Horse Sense” 


More automatic production is on 
its way, but management must use 
grammar school arithmetic and 
horse sense” in evaluating its uses, 
according to George M. Muschamp, 
vice-president in charge of engineer- 
ing of the Brown Instruments Divi 
sion of Minneapolis-Honeywell Regu- 
lator Co. 

Both the higher mathematician and 
the science fictioneer should be 
brushed aside, Mr. Muschamp told 
the University of Illinois Industrial 
Management Institute recently. 


| Otherwise, he said, management can 


lose sight of its main objective of 
operating at a profit. 

He said that a maze of means 
will be offered to make production 
more automatic, but managers will 
have to cut through it and make their 
choice on the basis of more and bet- 
ter goods at less cost. 

“In the further stages of develop 
ment there will be engineering, scien 
tific, financial and other business con 
siderations of great complexity. Mar 
velous computers, clever conveyor 
belts and multi-purpose automatic 
machines must not be allowed to 
obscure economics, maintenance 
problems or output capacity versus 
sales requirements.” 

Automatic machinery and its tech- 
niques, he said, must be assimilated 
by the staffs operating present fac 
tories “It is too much to expect 
that the technicians, who have done 
far more than their share in develop 
ing these technological tools, must 
also learn the intricacies of each par 
ticular industry.” 

Mr. Muschamp cited the experi 
ence of the Societv of Actuaries, 
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Hondle heavy reels easily and 
safely; remove wire or cable from 
top or bottom, front or back of 
ree! with 


ROLL-A-REEL 


Style A: 

2,000 Ibs. cop. 
37.50 

Style B: 

4,000 ibs. cap. 
75.00 

F.O.B8. Cincinnati 


A 


low slanted tront and 
positive front lock 
insure quick loading 
or unloading. 


Eliminate jacks, cum- 
bersome handling. 


} 
Carried easily 
/ to reels, job 
or storage. 
Sold through 
wholesalers only. 
Write jor details of job- 


bing proposition. Gen- 
erous discounts. 





ROLL-A-REEL 


1108 SYCAMORE AT CENTRAL PARKWAY 
CINCINNATI 2 OoOwnwio 
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THE MOST COMPLETE SOURCE 


ne ¥. VD: 


IN ALL METALS 


SCREWS © 


+ THREADED & 
@ PRODUCTS an 


‘“ STAINLESS STEEL ‘eu 
NAVAL BRONZE - STEEL - BRASS 
ALUMINUM - MONE. - EVERDUR 

NICKEL ALLOY STEEL 


MME ATE 


We 
J 


‘or Us lee 


KEYSTONE 
BOLT & NUT CORP 


4135 CHURCH ST., N. Y. 7, N. Y. 
WOrth 4-4600 











which set up a committee to study | 
new computing and data-handling | 
equipment, designed to cut down | 
human labor in insurance companies. 
The committee went through insur 
ice companies’ figure chores and 
matched each of them to the data 
handling capacities of the so-called 
mechanical brain computers. It was 
found that the computer was imprac 
tical for actuarial investigations, be 
cause they are made too seldom and 
are too specialized. Policy settlement 
was not practical because operations 
are too varied. File keeping was also 
ruled out, since the computer did 
not produce records in visible, legal 
form. But in policy service, the 
computer was worth the investment 
since existing personnel could be 
trained to handle it and a 70 percent 
saving in storage space would result 
Chis was an example, said Mr. Mu 

champ, of the ideal system-engineet 
ing approach to automation. It orig 
inated at the top, and was undertaken 
with the idea of putting existing me 
chanical means to work to do a job 
vhich was being done less efficienth 
by older methods 


Dowd Joins Carver Pump 


William Dowd has joined Carvar 
Pump Co. as consultant on design and 
development of the company’s cen 
trifugal pump lines. He is forme 
hief engineer and vice-president of 
the Davton-Dowd Co 


Product Manager Named 


Che Bristol Co. has named John G 
l'leming to the newly created post of 
product planning manager 





Certainly was nice of you to ask if 
we have any production problems you 
could help us with 2 


TODAY’S 
ee | 
BUY! 


MODEL J 
(Wet or Dry Models) 
Cuts 10” Rounds, 18” Flats 


It’s BIG, It's RUGGED 
It's MADE RIGHT 


and the Price is Surprisingly Low. For 
Better Value Choose A JOHNSON SAW 


Sign Your Name and Address to this ad and 
return it for CATALOG and FULL DETAILS 


JOHNSON MANUFACTURING CORP. 


ALBION, MICHIGAN 
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FASTENINGS 


: >» 
GRC WING NUTS |) GRc cap NUTS , 


Exclusive, finger-grip design; easy Es 
to assemble, disassemble; brightly Die Cast, 
finished; clean threads. 


not turned! Free of tool 
marks, and cut-off burrs; class 2 
threads tapped square with face of nut. 


7 ” COMMUNITY WORK is another 


activity of Robert S. Mars, president of 


NEWS! GRC WING SCREWS GRC SMALL TUBULAR RIVETS W. F. & B.S. Man Co, Delete 


A steel screw combined with GRC’s Die cast, not headed! Closer tolerances, 
attractive finger-grip wing-nut. more uniform heads for greater riveting effi- 
ciency;. Dia. up to 9/16"; lengths to 5/16”. 








Good Times to Stay, 


@ RUSTPROOF Gries die cast zinc alloy fastenin s are durable Say Compsny Heads 
® DEPENDABLE rustproof . . . economical, too! All Gries fasten 


ings may be used without protective finishes in ee ‘ 
® DURABLE geit cagleations. Pamithed & off commerciel fin Executives of two nationally known 


—and Profitable ishes when desired. Prompt delivery on standard firms both predicted that depression, 
for You! sizes—specials to order ne 
oe! if anv, is a long way off in recent 


WRITE TODAY FOR SAMPLES AND PRICES speec Le 
& GRIES REPRODUCER CORP. H. Ward Zimmer, president of 
}$ Sylvania Electric Products Co., said 


World’s Foremost Producer of Small Die Castings ; } 2 i 
165 Beechwood Ave., New Rochelle, N.Y. © Phone NEw Rochelle 3-8600 general business activity will remain at 
— a high level for a long time to come in 


an address at a recent company corner 


PRECISION BRAND® - L stone-laving. He sees only minor re 
A 2 b 0 a y 4 adjustments in the immediate future 
ES Che United States will enjoy one of 
— ; / the most prosperous years in its his 
SPACERS ; tory in 1954, according to J. W. 
: Keener, vice-president of the B. | 
and Goodrich Co., addressing a _ recent 
~ management conference at the Um 

S H } M S versity of California 


i’ Scores Pessimists 








GET THE BEST Mr. Zimmer was sharply critical of 
PAY NO MORE TO pessimists who feel that a major slump 
is imminent. All signs point to con 
tinued prosperity, he said 

“We are confident that business 
will remain good for a long, long time 





Like Sterling stamped on silver, PRECISION BRAND has 
long been recognized as an assurance of the finest 
quality. Tops in every respect, extreme care is taken in 
each step of production to bring you the finest arbor 
spacers and shims available. Used for accurate spacing 


of milling cutters, slitter knives, gang saws and many 


in fact as far as we can see,” h 
idded. ““We are not whistling in the 
dark. We are sincerely optimisti 

lhe Sylvania president said ther 
innot help but be readjustments, but 
from the standpoint of the economy 
1s a whole they should be welcomed 
“They actually are indications of 
levelling off of business activitv—a 
merging of the peaks and vallevs int 


} labl, a plateau which will represent far 


more stable and healthier level of busi 
SHIM STOCK * FEELER STOCK * GROUND FLAT STOCK ness activity.” 
MUSIC WIRE * DRILL RODS 


other uses they come neatly packaged in thicknesses 
from .001” to .125” thick and %” to 6” hole diameter. 
Largest range of standard sizes made. Arbor spacers 
ore supplied with keyway. Shims available in same 
sizes, but without keyway. Special sizes also available. 
Sold by leading industrial supply distributors in most 





cities. Catalog gladly sent upon request. 








Sees Needs Unfilled 


PRECISION yaaas TRV ia felihy INC. “Anv one who feels that a high 


LLINOIS level of defense spending is necessary 


NZIE STREET 
to maintain good business has little 
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faith in the American economic sys- 
tem,” he said. “Wherever you look 
across the country. there are obviously 
so many needs which remain unfilled 
there is good business for the business 
man who is willing to work for it.” 

A seller's market has existed for 
vears, he said, and some salesmen 
“have never really had to sell.” He 
idded: “Some of us cannot even re 
member the last time a salesman 
tried to sell us certain types of goods 
There is absolutely nothing in the 
economic picture which cannot be 
overcome by aggressive selling.” 

Mr. Zimmer spoke at “Sylvania 
Yav’’ ceremonies at Batavia, N. Y., 
where his company is building a new 
television plant. 


Keener Sees Good Times 


Mr. Keener addressed the Univer 
sity of California’; Management Con 
ference at Yosemite National Park 

[he Goodrich vice-president pre 
dicted that in terms of generally ac 
cepted economic measurements, 1954 
will rank with the second and third 
best vears in the nation’s history. It 
will average about six to ten percent 
below 1953, he said. But it will estab 
lish an all-time high in the produ 
tion, distribution and consumption of 
consumer non-durables and _ services 

According to Mr. Keener, there is 
little chance of more than a token 
reduction in the area of government 
spending, when compared with actual 
government expenditures in recent 
vears. “Certainly, through 1954, th 
possible economic consequences 
duced government spending is 
factor of major importance to 
busine levels,”” he said 

Discussing possible ov 
of business with onsec 

ind unemplov: 
it is extremel 
nce of a monet 
the nation could h 
lition of industrial 
ted that tl 
| stem from not | 
tion facilities t 


population 
Expansion a Stimulant 
Mr. Keener views the 1954 


on plans of business and industr 
1 stimulant rather than a dept 
Plant and equipment inve 
1954, he said, will at least 
the record levels of 25 to 
f dollars expended in 
I'he need for private investm 
plants and equipment, he said 
creasing rather than Iéssening 

As for current inventories, he b« 
lieves that reduction of inventories to 
idjust high production levels to cur 
rent high sales levels—instead of con 


ty 


] 


<ememcALL ALONG THE LINNEww ew eww eee eee eae ee 


E-Z SALES 
Thorns Be 
... with the complete 


OILER LINE By 


Naturals for... 


¢ Automative 
¢ Machinery 
* Special Applications 


NO. 500 oe 


PISTOL TYPE OILER .. . has a 6 inch, rigid, 
steel a spout that is replaceable ond in- 
terchangeable with the No. FLESOO flexible 
spout. Trigger action provides one-hond 
operation and a controlled flow of liquids. 
Ruggedly constructed with seamless bottom, 


~ 
| 
i 
| 
‘ 
| 
| 
i 
drawn cans, fast acting brass pump and steel Cc /, ' 
| 
| 
i 
i 
| 
i 
| 


r 
4 
i 
' 


tip, they are easy to dismantle . . . easy te 
clean. Available in either copper or nickel 


plate. Complete with Holder H3058 as shown 
Capacity 6 oz. 
B3103 BASE... fits snugly over bottom 
of can to keep gun upright. 
a In copper or nickel plate. 
Optional. 


te NO. 530 


7. 
—_— MACHINERY AND AUTOMOTIVE OILER equipped 
with a detachable H.D. 9 inch steel tubing vertical 








) 

i 

i 

i 

i 

i spout. Thumb action controls the flow .. . a drop 
| or a steady stream. Seamless bottom drawn cans 
1 are easy to dismantle easy to clean. With a 
' fast acting brass pump. Perfectly sealed . at- 
' « tractively plated for protection. 1'2 pt. capacity. 
4 
i 
i 
i 
i 
! 
a 


NO. 560 Cy 


HEAVY DUTY OILER with a detachable H.D. 11 inch 
horizontal steel tubing spout. All parts are replace- 
able .. . easy to clean. Drawn Cans have seamless 
bottoms . they're leakproof. Thumb action con- 
trols the flow. Good looking, long wearing copper 
finish. 1 qt. capacity 

THERE'S A K-P OILER FOR EVERY NEED 


Write Today for Full information 
About the Complete K-P Line 


K P MANUFACTURING COMPANY 





Manufacturers of Lubricating Equipment 


1221 LINDEN AVE. MINNEAPOLIS 3, MINN. 
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DIETZ TUBULAR 
LANTERNS 


RED says DANGER 
DIETZ LANTERNS say 
STOP. Light as needed, 
bright, or controlled 
without diminishment 
or failure till the last 
drop of kerosene. Rug- 
ged quality, economical 
performance. Backed by 
the oldest and largest 
manufacturer of porta- 
ble light. 


DIETZ-EMBURY 


SAFETY 
LANTERN 


“Magnified beam” seen 
for great distances — 
burns 100 hours on a 
pint of kerosene. Non 
tip base. 


DIETZ 
“NIGHT WATCH” 
SAFETY 
LANTERN 


A miniature. beacon 
with the new “Pencil 
Beam” visible from 
any direction close by 
or at long distances 
Rugged, inexpensive, 
longest-burning, over 
100 hours. 


DIETZ 
HIGHWAY 
TORCHES 


Complete line of 
bomb and flat 
base types in 
DIETZ Blue 
threaded collar 
burner models 
and DIETZ - 
EMBURY Red Cam 


lock burner models. Made to give faultless serv- 


ice under most severe conditions. 


Send for Descriptive Folders 


|R.E. DIETZ COMPANY 


SUG SYRACUSE 1, N. Y. 840 


tinuing production at levels above pres- 
ent sales requirements —will have no 
effect on total sales and only minor ef- 
fects on total production and employ- 
ment. He said that the price level of 
the last six months has been almost sta- 
tionary and he foresees relatively stable 


prices in the year ahead. 


Sees Price Decline Ending 
; — 
On the outlook for prices of farm 
commodities and their effect on gen 

eral business, Mr. Keener said: 
“Though it is not certain that we 
have seen the bottom of the current 
decline, the probabilities are strong 
that the price decline, new two and 
one-half years along, is near its end. 
It is my feeling that the farm price 
recession is another economic phe- 
nomena that we have seen repeated 
several times since World War Il—a 
condition under which one or two 
industries at a time go through their 
own corrective periods without trigger- 

ing a general business decline.” 


Credit Seen Stabilizing 


He said the rate of consumer credit 
expansion has already slowed and will 
probably stabilize. 

“While the level of consumer credit 
may slightly restrict committments 
for consumer durables, high levels of 
disposable consumer incomes and un- 
precedented individual savings offer a 
cushion to offset most, if not all, of the 
possible decline.” 

“The consumer credit level appears 
to hold no danger to 1954 business 
prospects. The current and accumu- 
lated spending power of consumers 
as a whole is far more than is neces- 
sary to offset any possible slowing 
that may result from stabilized or 
curtailed consumer credit expansion.” 


To Sell for Reynolds 


Reynolds Metals Co. has appointed 
lurner Metal Supply Co., Hunting 
ton Park, Calif., to handle its lines of 
specialty aluminum wire, rod and bar 





NEW SERVICE SUGGESTED 


In Washington state it has been 
recommended that gasoline dealers 
add another service to their pump 
block routine: offer to empty the car's 
ash tray, National Petroleum News, 
McGraw-Hill publication, reports. It 
ties in with a state campaign to “Keep 
Washington Green” by reducing forest 
fires. Idea is that if the ash tray is 
full, a motorist may toss his cigaret 
stub out the window. 











Give your sales 


a lift with the 


MORE 
POWER 
PULLER 


In a laboratory test a Model 2-20 More 
Power Puller raised a load of 14,100 
pounds, which for its size, its weight and 
its cost is a real demonstration of power. 

Here’s a puller that can help your cus- 
tomers solve a multitude of power puller 
problems, such as moving heavy machin- 
ery and for general maintenance oround 
a plant. 

The More Power Puller requires no 
electrical or fuel connections—is one man 
operated—is always ready for immediate 
use. 

Give your sales a lift with this handy, 


flexible and powerful puller. 


It comes equipped with List Price $22.75 to 
20, 30 or 40 feet of cable $33.80 F.0.B. Factory 


Distributor and Dealer Openings 


THE WYETH-SCOTT CO. 








NEWARK, OHIO 





—ae 
No. 4B PUNCH 
in Handy Kit 








ff" 


‘W. A. WHITNEY 
LEVER PUNCHES 


% This handy kit contains a tool 
with a capacity of 44" hole thru 
1/16” iron. The metal box is made 
of heavy gauge steel with hinged 
cover finished in baked green en- 
amel. There are places for six 
punches and six extra dies. This is 
a good selling item to have in 
stock. 

@ Send for catal and contact 
your industrial supplier. 





\ 
W. A. WHITNEY MFG. CO. 


626 RACE ST. ROCKFORD, ILL. 
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DELIVERY occupies Roger I. Eide, 
The John C. Eide Co., Minneapolis 
as he starts his morning with early 


phone calls 





Allis-Chalmers 
To Enlarge Plant 


Allis-Chalmers Mfg. Co. has an 
nounced plans to enlarge its Terre 
Haute Works for production of com 
ponent parts of switchgear, transform 
ers and circuit breakers. Some $4,250, 
000 will be spent to add space and 
retool 


Representative Named 


Allis-Chalmers Mfg. Co. has ap 
pointed Albany Wholesale Supply, 
Albany, Ore., to handle the sale of 
ontrols and transformers in Linn, 
Lane, Lincoln and Marion Counties 
in Oregon 


Borowsky to Head 
George K. Garrett Co. 


| Gordon Borwosky has _ been 
elected president of George K. Garrett 
Co., succeeding A. G. Borowsky, 
named chairman of the board 

At the company’s annual meeting 
officers said 1953 was the largest 12 
month production period in the firm’s 
history 


Named by American Chain 


Clifford G. Strote has been ap 
pointed director of purchases of Amer 
ican Chain & Cable Co. and asso 


ciated companies 


Executive Named 


Flexonics Corp. has appointed Ken 
neth H. Flory as purchasing agent. H 
has been with the firm since 1948 

















ss 
‘COMPLETE 


y LINE 


FOR QUICK DELIVERY 
PLUS SPECIAL BLOCKS 


C4 can stock and feature Madesco Blocks with 

confidence. Their reputation for dependability 
under the most severe service is founded on over 
25 years of experience. 

Satisfied users reorder Madesco Blocks by name! 

New customers are constantly created for you by 
adequate advertising that presells Madesco quality. 

Check your Madesco stock. A balanced inventory is 
your best assurance against lost sales. 

Our engineering services are also available for 
your specialized needs. 

Over a quarter century of service. 


MADESCO TACKLE BLOCK CO., EASTON, PA. 


ADESCO bloc 


/ 


HAE-M590—2-54 
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Go AFTER 
THAT BIG 


Quautty- Toot 
MARKET! 





Display XCELITE 
The Tools That Sell On Sight! 


Men who know fine tools insist on the kind of quality you 
find in XCELITE screwdrivers, nut drivers, screwholders and 
pliers! Why not GO AFTER this profitable market? Display 
XCELITE, and you'll find the carpenters, electricians, Radio- 
TV men, contractors, auto men and maintenance depart- 
ments coming to YOU—again and again—with big orders 
and re-orders, But don’t take our word—see for yourself! 
Write today for XCELITE literature 


XCELITE, INCORPORATED 


(Formerly Pork Metalware Co., Inc.) 


. alely 


Orchard Park, N. Y. 
1) aoe XCELITE) 








; give your customers 


FASTER 


deliveries 








pressure 
regulators 


CASHIER at Phillips & Easton Sup- 
ply Co., Wichita, Kan., is A. E. Sabin, 
now in his 30th year with the company 





New Midwest Territory 
Set Up by Morse Chain 


Morse Chain Co. has organized a 
new Midwest sales territory covering 
Wyoming, Utah, Colorado, Nebraska, 
Kansas, Missouri and parts of Illinois, 
Kentucky, Tennessee, Mississippi and 
Arkansas. 

R. J. Howison, vice-president-sales 
of the Borg-Warner Industry, said the 
move expands the nationwide sales 
organization and is expected to pre 
sent Morse representatives and 23 dis 
tributors in the area 

C. B. Lane, newly appointed fac 
tory representative, will head the new 
Midwestern sales office in Overland 
Park, Kansas. He is a power transmis- 
sion salesman for Noeling Steel Sales 
Corp. in Kansas City. 


Name Philadelphia Manager 


Morse Chain has appointed R. ] 
Donachie as manager of the Phila 
delphia office, at new and larger quai 
ters at 9 Union Ave., Bala-Cynwvd 
He was formerly with Philadelph 


Cea! \\ orks 





When your customers need pres- 
sure regulators in a hurry, you can 
give them both the best regulator 
and the best delivery available. You 
can get prompt shipment of your 
orders direct from the Keckley plant. 
Most sizes available from stock— 

others assembled, tested and shipped in a 
few days. Screwed or flanged in sizes from 
4” to 6”. Pressure and temperature combi- 
nations available. 

Check with Keckley for better valves 
and better delivery. 


Pressure & | a ger Regulators 
t Valves 
SEND FOR YOUR COPY OF Pop Safety and Relief Valves 


CATALOG NO. 53C 
C. KECKLEY COMPANY 


/9/ 400 West Madison Street Chiceagd 6, Iilinois /9 ys 
: . j/ 
OT NOU Chasivetvaty 1794 


setae le the ag 


INDUSTRIAL DISTRIBUTION © MARCH, 1954 





SOMETHING NEW 


Among the latest nonmetallic ma- 
terials developed is a rubber film that 
combines the properties of plastics and 
synthetic rubbers and can be elec- 
tronically sealed to itself, Product 
Engineering, McGraw-Hill publication, 
reports. The compound may be varied 
to obtain resistance to oil, gasoline, 
sunlight, heat, cold, abrasion and 
acids. Among uses planned for it 
are tank liners and inflatable pillows 
to solidify freight cargo and prevent 
damage 











Neleo Tool Co. Buys IN °54—-AS BEFORE 


Berlin. Conn., Firm 
[The Nelco Tool Co.. Manchester, 


Conn., has purchased the Moden S 
I ol ( sof Helin Sey = Atkins Pledge 


Modern Tool has a 550 sq. ft. plant 
All its personnel will be retained, 4 
Nelco officials said, increasing the par to the Ind strial Su | , 
ent firm's staff by 30 percent. Further us pp y 
idditions to the Modern production o 
staff are planned - e 
The Modern plant will continue to D st b I r 
manufacture and market its present Is ri u 0 
line under the Modern Tool name 
though the plant will now be called F : . : 
the Modern Tools Division of Nelco Four main factors govern Atkins sales policy on the items sold 
William A. Coe is been named through distributors: 
ral manager of the Modern Tool’s 
plant 5 former president . . 
pl + rs ae - presiden @ Atkins-Brand products shall be sold through Atkins- 
I miern 100 O., Wil remain wit! x e ‘ 
the aoany im an cdvisiew cam Brand Distributors, each one formally appointed by 
Atkins as a dependable representative of industrial dis- 


: t tribution. 
Scholarships Established 


Link-Belt Co. has established a 
scholarship in mechanical, metallurgi 
cal and industrial engineering at Illi 
nois Institute of Technology. Another our objective. 


scholarship at the Institute for an : . . . 
ndu ~ox Ber thes ioiliiii whelanihe Atkins-Brand representatives will work exclusively for 
Strk £ g stuae majoring . . , , , : 
in materials handlmg has been pr the benefit of Atkins-Brand Distributors. Whether work- 


vided by Clark Equipment Co ing alone or with distributor's men, this will hold true 


Sales potential will always govern the number of Atkins- 
Brand Distributors within any trading area. Greater 
volume through the fewest practicable outlets shall be 


in all consumer contacts. 


Join Detroit Stamping Quality, a hallmark of the Atkins’ name for almost 100 
—— eo years, will be rigidly maintained at all times, improved 
1 ( \ F ormel l . ° 
whouse Electric Corp.. ha whenever possible and controlled constantly with all 
ied the engineering department of possible care and accuracy. 
oit Stamping Co. as luct 
The ompan' h 1S mm, . . . . . 
nted John M. Thulle Through these principles, a healthy relationship between Atkins 
ng agent and Atkins-Brand Distributors will always exist. Now and through 


the years, this relationship will be strengthened greatly by Atkins’ 


proce 


position as a Division of the Borg-Warner Corporation. 





ATKINS SAW DIVISION + BORG-WARNER CORPORATION 


W. Welles, Jr., president of Kelley | proouctiok INDIANAPOLIS 9, INDIANA “2 
How-Thomson ( 0 , : A J 


} ] 
shovel in his shir 


BW ATKINS g@ 


FIVE BELOW ZERO in Duluth, 
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BUSINESS EXECUTIVES! 
CHECK THESE QUESTIONS 


If you can answer “yes” to most of them, 
you—and your company—are doing a needed 
job for the National Blood Program 





HAVE YOU GIVEN YOUR EMPLOYEES TIME 
OFF TO MAKE BLOOD DONATIONS? 


HAS YOUR COMPANY GIVEN ANY RECOG- 
NITION TO DONORS? 


DO YOU HAVE A BLOOD DONOR HONOR 
ROLL IN YOUR COMPANY 


HAVE YOU ARRANGED TO HAVE A BLOOD- 
MOBILE MAKE REGULAR VISITS 


HAS YOUR MANAGEMENT ENDORSED THE 
LOCAL BLOOD DONOR PROGRAM? 


HAVE YOU INFORMED EMPLOYEES OF YOUR 
COMPANY'S PLAN OF CO-OPERATION? 


WAS THIS INFORMATION GIVEN THROUGH 
PLAN BULLETIN OR HOUSE MAGAZINE? 


HAVE YOU CONDUCTED A DONOR PLEDGE 
CAMPAIGN IN YOUR COMPANY? 


HAVE YOU SET UP A LIST OF VOLUNTEERS 
SO THAT EFFICIENT PLANS CAN BE MADE 
FOR SCHEDULING DONORS? 


OOOO0C0C00O 


Remember, as long as a single pint of blood 
may mean the difference between life and 
death for any American . . . the need for 
blood is urgent! 


NATIONAL BLOOD PROGRAM 





America’s blood bank needs more blood, now. Be a regular depositor and know 
that your dividend is saving a life of some American—somewhere. 


It may be a soldier shot down in battle, suffering from shock. Or someone 
here at home, sick and in dire need of new blood to restore life. A mother in 
childbirth, or a child in an accident. 


America must give. America is you. Won't you call your Red Cross, Armed 
Forces or Community Blood Donor Center right now, for an appointment? 


GIVE 
=} Bele), 


.. give it again and again 


‘ 
‘ ’ 4 
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TrHIRTIETH consecutive term = as 
president of Fred K. Blanchard, Inc 
Trov. N. Y.. began recently for Henry 
W. Hudson 





Morse Executives Named 


Morse Twist Drill & Machine Co 
has appointed H. G. Trotter as assist 
ant to the executive vice-president and 
general manager and William De 
seault as works manager. Mr. Trotter 
has been with Morse for the past six 
vears. Mr. Deseault has been with 
American Bosch, Trumbull Electric 
Co. and Gray Mfg. Co 


Igoe Brothers Names 
Purchasing Officer 


Igoe Brothers, Brooklyn, N. Y., has 
ippointed Edward Goldsmith to head 
purchasing in the tools department 

He was formerly with Goldenbloom 
& Co Glendale, N Y., hardware 
firm 


Joins Fielden Staff 


Robert O’Hara has been 
the staff of the Detroit office of the 
Fielden Instrument Division, Robert 
shaw-Fulton Controls Co., as sales 
engineer. He was formerly on the en 
gineering staff at the 
delphia plant 


+ 
oO 


adde d 


ompanvy’s Phil 





MORE LAMPS NEEDED 


According to national surveys, there 
are less than five portable lamps in 
the average home, Electrical Whole 
saling, McGraw-Hill publication, re 
ports, yet studies also indicate that 17 
portable lamps are needed in the 
average 1,000 sq.-ft.-house 














to meet today’s 
demand for higher 
accuracy, closer 


tolerances 


> 


= 


“UNIVERSAL” 


LIVE 


CENTER Va 


Latest Addition to 
America's Leading Line 


of Live Centers 


Accurate to Plus or Minus .0001’! 


PRE-LOADED 
BEARINGS 


Twin high precision roller 
beazings are pre-loaded 
after the center is assem- 
bled. The point is then 
ound in its own bearings. 
ccentricity tolerance is 
limited to plus or minus 
0001”. All parts are 
hardened and ground to 
micrometer-close accuracy. 


NEW DOUBLE SEAL 
FOR LONGER LIFE AND 
CONTINUOUS ACCURACY 


Efficient “Universal” Seal con- 
sists of a stationary hycar 





High Load Capacity that ‘‘Fits’’ 
Every Machine Shop and Metal 


Working Plant You Serve! 


sealing ring in the cap and a 
slinger that rotates with the 
point. Hycar ring keeps out 
dirt, chips and coolant—slinger 
keeps grease in 


Here, we believe, is a live center with the biggest market 
and sales potential we've ever seen ! 


Just tell what it does, and the new IDEAL “Universal” 
Live Center practically sells itself. When you talk about 
turning accuracy to plus or minus .0001” the field is all 
yours! And when you combine this super accuracy with 
load ratings up to more than 5000 Ibs., and wrap it all 
up with a remarkably economical price—well, you've got 
a story that every machine shop and metal working plant 
wants to hear! Tell it and you'll sell it! 








IMMEDIATE DELIVERY! 


You don't have to wait for this 
new business—it’s waiting for you 
right now! Immediate delivery in 
all Morse Taper sizes— 2, 3, 4 
and 5. Order today —and order 
enough to cash in with real profits 
from volume sales! 
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Johnston takes the Mystery 
out of lurbine Pump Sales! 


means more Sales 


and more protits 


for VOW 


You make more sales and more profits because with 
Johnston's selection and pricing system you tell the 
user in a few moments exactly the unit he will get and 


how much it will cost! 


Johnston advertising and promotion 
build brand acceptance in 

your markets. Johnston performance 
is not just a claim— 

it's a field-proven fact. 


And, PSM* makes Johnston Pumps JOH STON 


easy to select! easy to buy! VERTICAL PUMPS 


* PUMP SELECTION METHOD 


You don’t have to use 
a slide rule, refer to 
engineering formulas 
or other complicated 
procedures to choose the 


RIGHT Johnston! 


It's as easy as A-B-C to choose a close-coupled 
industrial pump from Johnston's UNIT-LINE catalog. Selec- 
tion tables, price sheets and dimension data are arranged so 
that you make a quotation on-the-spot “quick-as-a-wink.” 


For deepweil pumps you merely find out 


the number of feet the fluid must be 
lifted, 


the number of gallons per minute to be 
delivered... 
Then turn to the Johnston Pump Pre-Engineered Selection 
and Price Book and pick the pump the customer wants... 
including approximate price. It's simple and easy to select 
the proper pump! 


Serving All Pumping Needs for Agriculture, 
for Industry, for Municipal Supply. 


If you are not selling a pump line—If you are not selling the 
Johnston Pump line—If you desire a more complete line— 
and more profits— 


Waite ws Today 


Johnston Pump Company 


Bin “*K,"’ Pasadena 19, California 
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NO.20 OF A SERIES J 


| cm 


NEWS, IDEAS AND INFORMATION > 


OF INTEREST TO STARRETT DIS- ; 


SINCE 188O WORLD'S GREATEST TOOLMAKERS 


MECHANICS’ HAND MEASUBING TOOLS AND 
PRECISION (INSTRUMENTS + DIAL INDICATORS 
STEEL TAPES -« PRECISION GROUND FLAT STOCK 


TRIBUTORS AND THEIR SALESMEN HACKSAWS, BAND SAWS end BAND KNIVES 


THE L. S. STARRETT COMPANY ATHOL, MASS., U.S.A 


DISPLAY THIS SEAL 


SELL MORE BLADES AND FRAMES 
WITH THESE FREE HACKSAW DISPLAYS 





200 BLADE DISPLAY 


Holds 40 each 10”-18T, 10”- 
24T, 12”-18T, 12”-24T; 20 each 
10”-32T, 12”-32T. Order by 
display number: Display A, 
“STANDARD”; Display AA, 100 
each “STANDARD” and “SAFE- 
FLEX"; Display B, “SAFE-FLEX”, 
Display C, “S-M"; Display D, 
“HIGH SPEED”. To include frame, 
specify “With No. 153 Frame”. 


100 BLADE DISPLAY 


Holds 20 each 10”-18T, 10”- 
24T, 12”-18T, 12”-24T; 10 each 
10”-32T, 12”-32T. Order by 
display number: Display €E, 
“STANDARD”; Display F, ‘SAFE- 
FLEX”, Display G, “S-M”", Display 
H, “HIGH SPEED”. To include 
frame, specify “With No. 153 


Frame.” 





Distributors who have put these 
colorful displays to work say they 
have sold more than a quarter mil 


1 
lion blades 


Sales of Starrett Hack 
saw Frames have been equally 
gratifying 

Developed by leading display spe 
modern  self-selling 


cialists, using 


principles, these displays are rea 


eyecatchers. They put the blades 
right on the counter where customers 
can see and buy them provide a 
handy stock of all popular sizes in a 
compact, space-saving display. Each 
display also provi les a perfect chance 
for blade buyers to try a Starrett No 


153 Pistol Grip, Adjustable Bach 


Hacksaw Frame two-in-one mer- 
chandising that pays oft inextra profit 
The 200 blade display is available 
in five different assortments of 10” 
and 12” hand blades including 18, 
24 and 32-tooth saws. The 100 blade 
displays are available in four differ- 
ent assortments covering a simular 
range of popular, fast-selling 
numbers 
It costs nothing to use these 
proven sales stimulators. The dis- 
you pay only for the 


To order, specify 


plays are free 
blades and frame 


display number and type of blades: 


also specify with or without No. 153 


Frame. 


INDUSTRIAL 
DISTRIBUTOR 


Help Sell Yourself 
to Industry 


Selling industry on the value of In- 
dustrial Distributor Service is a big and 
important job. We do our part by fea- 
turing the Starrett Distributor Seal in 
every advertisement, every catalog and 
in every mailing piece sent out. You 
can help by featuring the seal in your 
own promotion. Ask your Starrett 
Salesman about the gummed stickers, 
decalcomanias and electrotypes avail- 
able free on request. Or write for illus- 


trated folder and order blank. 
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WRIGHT HOISTS...Tops In 





Frame 1 
Parallel-mounted 
Speedway 

V4 to 1-ton 
capacities 


See how 


\ 


Removal of cover 
\ exposes these parts 
for easy maintenance. 


\ 
= 
yi +N 


IGHT Saves Maintenance Costs 


e The total cost of any electric hoist 

your customer buys is the original 
purchase price PLUS what it costs 
to maintain it. The Frame 1 WRIGHT 
Hoist illustrated here is an out- 
standing example of what can be 
done to simplify servicing of a well 
designed hoist. 

By simply removing four screws, 
you have full accessibility of the 
electrical and mechanical parts 
which require attention. Controller 
can be removed, equipped with new 
points, and put back in a matter of 
minutes. When transformer, limit 
switch, or solenoid coil need replace- 
ment, they are quickly and easily 


replaced by removing side cover. 
They never need adjustment. 

Adjustments for brake wear are 
made easily and quickly on the 
WRIGHT Frame 1. A novel cam 
which applies brake has three posi- 
tions (two for taking up wear) which 
allow for three million brake appli- 
cations. 

Compare these features with 
those of the hoists you are now sell- 
ing. Think of the satisfaction your 
customers will get from these 
WRIGHT Hoists. Think of the trouble 
you'll eliminate for yourself. Find 
out all that the wRIGHT line can do 
for you. 


WRITE our York, Pa., office right away for full details 


Wright Hoist Division 
AMERICAN CHAIN & CABLE 





York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn 





Maintenance Features 
@ Frames 


strong, ductile 


@cears 


alloy steel 


@ brakes 
duty cycle exceeds limitations 
of NEMA motor specifications 


@Morors 


NEMA specifications 


| @SERvVICE ACCESSIBILITY 


end and side covers quickly 
removed for complete accessibility 
of brake assembly, controller 
relays, solenoid, limit switch, 

and transformer 


WRIGHT Model |-1 


Long Lift Speedway 
Va to 1-ton capacities 





WRIGHT Model WH-1 


Close Headroom 
Speedway Hoist 





V4 to 1-ton capacities 





